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WOOSTER FOSS-SET NYLO 


ns TRY THEM TODAY ! 


THE BEST “Sues 
LOOKING BRUSH }# , 
I'VE SEEN ge ee 
| SY, Ss 


HOLDS MORE 
PAINT 


_ “ey SPREADS MORE 
EVENLY 





GETS BETTER 
THE LONGER 


LASTS 3 TO 5 IT’S USED 


TIMES LONGER 


COSTS LESS 
| TO BUY 


@ 
WoosTERN BRUSHES a 


THE WOOSTER BRUSH COMPANY + WOOSTER OHIO , 
BRUSH MANUFACTURERS SINCE ast Cy, 





YALE’S lew HEAVY 
DUTY TUBULAR LOCK 





e lost Profitatle lo Fish — 
Because Gls Eastest to Grstall 


From picking up the package to sweeping up the wood shavings, | ] h p St an ( at ( / T { y 


this new heavy-duty tubular lock saves builders so much work 
and labor costs that they will /eap to buy it from you. 


| 


All parts are packaged in proper position relative to 


Tubular Lock 


It’s reversible on the job. by YALE offers protection 
Just two small holes to bore, one recess to cut—full - 
and convenience at low cost. 


mortising eliminated. 
Door thickness adjustment made by screwing outside A universal lock, it is pack- 

rose. a | aged for simple step-by-step 
Bolt unit and outside knob unit interlocked by turning installation. 

ae. | Six Models: Front door pin 
Inside knob snaps into place. 7 en oe ee 
Six Models: office and front doors, classroom, entrance, tumbler, fro nt door disc- 

corridor, connecting, communication. tumbler, inside door latch, 
Order from your distributor now. The Yale & Towne bedroom lock, bathroom lock, 

Manufacturing Company, Stamford, Conn., U. S. A. side door lock. 


Architects and Home-Owners Approve Its 
neat key-in-knob design—functional 
beauty—no exposed screws—choice 
of finish—dull polished brass, bronze, 


or chromium plate — sturdy Yale 
strength. LT: MARK 
Entire locking mechanism designed 


into two cylindrical housings. Note 
neo glen are ali ready for The. Aune Yate Hobfes 
assembly. 
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ATTIC & ROOF VENTILATORS 


ALUMINUM 


No. 400 
ATTIC VENTILATOR 


No. 402 
ROOF VENTILATOR 


Now available —- ALUMINUM 


Ventilators at the same price as steel! 





The improved LEIGH Attic and Roof Ventilators are now offered in 
rust-proof ALUMINUM — no painting required — they’ll last a lifetime! 
Rugged, riveted construction results in a sturdy ventilator that will with- 
stand rough handling. Ample free area, leakproof construction, remov- 
able insect screen, together with many other outstanding features combine 


to make LEIGH ALUMINUM Ventilators a most outstanding product. 


Don’t accept a substitute that looks rust-proof — insist on LEIGH 
Aluminum Ventilators! Get them at your Leigh Building Products 


Jobber today! 


Built by one of America’s largest ventilator producers 


Styled and Suilt by 
AIR CONTROL PRODUCTS, INC. 


Coopersville, Michigan 








Leigh. 


BUILDING 
PRODUCTS}. 


BUILT-IN MAIL 
BOXES 


DUST CHUTES 


df 





BRICK AND 
FOUNDATION 
VENTILATORS 








PACKAGE AND 
MILK RECEIVERS 
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Master 


HARDWAI 


mt | oe ia j , y 
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pin-tumbler mechanism 


GIAMN T $ —750 key changes! 


Handsomely embossed 1 % 
strongly reinforced. Highest grade brass cylinder 


pin-tumbler locking mechanism. Steel pilfering 


by ‘ 
protector, heavy brass locking lever, two coined 
) nickel-silver keys. Rust proofed 
a S e ‘ throughout. Individually packaged, 
12 to a smartly designed new carton. 
VoX, 


\ 
(i 
3 \ 


J 


Master quality at lowest cost 


Sturdy 1%” embossed wrought steet case. Ward- 
ed multi-spring lever locking mechanism. Self- 
locking swivel shackle. Rust proofed throughout. 
Two coined milled keys, 12 key changes. Indi- 
vidually packaged, 12 to a colorful new carton. 


Ask : Make sales faster with 


Your a WEG, Padlocks 


Jobber! EVERY ONE AN OUTSTANDING VALUE 


Master Jock Company, Milwaukee. Wis. © Worlds Leading Padlock WManufacturert 
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CAS COs SPECIAL 


Casco announces its sensational new 50-pc. Electromatic Power Workshop with a limited-time- 
only deal! Record-breaking profits—longer discounts! All backed by a barrage of national 
advertising in the Saturday Evening Post, Look, Collier’s, Popular Science, Popular Mechanics— 
plus big space in the Sunday Comics timed for the terrific gift season just ahead! 


act NOW: 
























WITH YOUR ORDER FOR... YOUR COST 
2 new CASCO Electromatics (List price $19.95 ea.) . . - 23.94 
1 CASCO Electr-o-tool (List price $14.95) . , . ° 8.97 
1 Initial Assortment Casco Accessories (List price $15.00)* « 9.00 
(Permanent Display Tray Free) 
YOU GET (FREE DE 
1 CASCO Electr-o-tool kit complete (List price $14.95) for only . 6.00 UNIT DO 
CHAND 
Total Cost 47.91 ° 


Total Retail Value 84.80 


YOUR PROFIT....... 36.89 


(You make 43.5%!) 
Attracts customers—clinches sales 
with demonstrations! Styled in 
rich blond hard woods and thick 
top-quality plate glass. Special 
cord outlet for demonstrator unit. 
Perfect for any counter! 


Sensational new CASCO Electromatic! Unbeatable value 19.95 
Complete with 50 brand new practical accessories! 


Beautiful “Life- First deluxe tool 

a stream- kit ever sold at 

- yied in solid this low price! 
* , _- in 80 ® First deluxe tool 


gundy - toned kit with a bigger- 
as fous -desi Bow my profit discount for dealers! 
black Tenite. Radio-static sup- First and only deluxe tool kit sold 
pressor! Bigger assortment of exclusively through wholesalers and 
» practical accessories! Gives retail stores! 
») Electromatic more uses than First deluxe tool kit styled and pack- 
ever before! Includes drills, aged to cash-in on the big profitable 
saws, etc.! gift market just ahead! 





PLUS... 


Demonstrator Display 
Cabinet worth $15 































CASCO a 
Only CASCO Tool Kits are Sold Casco Products Corporation 
Exclusively Through Wholesale and Retail Outlets Bridgeport 2, Conn. — 
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INTRODUCTORY OFFER! 


CAS €O 100) KIT 


A MOTOp;?; 
OTORIZEL PORTABLE Pow 
“OWER W 





ORKSHOp 


(FREE DEMONSTRATOR DISPLAY 

UNIT DOES NOT INCLUDE MER- 

CHANDISE ILLUSTRATED 
THEREIN.) 


*Cash-in on 
high-profit acces- 
sories business ! 









Keep customers com- 
ing back to your store. 
They’re high-profit 
sales, too. Compact 
drawer in rear of display 
makes re-ordering easy as 
+ you sell out. Individual 
sections marked with pic- 
ture and order number of, 
accessories. 



























SEE WHY EVERYBODY WANTS A CASCO TOOL KIT! 


CASCO ELECTR-O-TOOL 
—THE WORLD'S 
LOWEST PRICED 
COMPLETE TOOL KIT! 
Includes famous 
20,000 RPM 
Casco Work 
head, complete 
with most 
popular 
accessories 
only 14.95 
(Retail) 
























tT BRUSHES 1T CLEANS 



































ORDER NOW FROM YOUR WHOLESALER! on weire us ror wame or casco 


Offer limited! May be withdrawn without notice! WHOLESALER NEAREST YOU! 












Here’s your 


THE-N 


to a New 


PROFIT- 
BOOSTING 
CAMPAIGN 
















Rain 
Sole 
easi 
Ribk 
big 
corn 
dem 
Most of your best customers... best prospects, too... are inelue 
in the more than 20 million readers* of the home-service magazines. 
That’s why it’ll pay you to tie in with the profit-boosting cam- Feat 
paign now running for Dust-Stop Air Filters in those publica- they 
tions. It’s easy with the free display and advertising materials adh: 
your distributor or jobber now has for you. they 
With over 2!4 million owners of forced warm-air systems requir- are 
ing from one to six new filters—needing a change right now—you 
can readily see the profit potential in an aggressive selling Stoc 
program. Stock up on Dust-Stop Air Filters and get your aint 
promotion materials ready for this big selling season. Contact If y< 
your Dust-Stop distributor or jobber today. Owens-Corning “ta 


Fiberglas Corporation, Dept. 934, Toledo 1, Ohio. 


In Canada, Fiberglas Canada Ltd., Toronto, Ontario. sc 


* According to the latest publication 
studies, readership of the home-service 
magazines carrying the Dust-StT0r 
campaign is as follows: 
Better Homes & GARDENS 11,025,006 
AMERICAN Home s, 750,00 Bath 
House & Garpen —___ 1,295,000 Dai 
House BeautTirut_________ 1, 750, 000 alsy 
Hose 


FILTERS 


PRODUCT 
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“DAISY” 
BLUE RIBBON 


CEMENT-ON 


RUBBER SOLES 


Rain — slush — snow — wet weather means wet feet. 
Soles must be fixed— QUICK—and the cheapest, 
easiest and most satisfactory way is to use DAISY Blue 
Ribbon cement-on Rubber Soles. From now on expect 
big demand for Daisy Blue Ribbon Soles—put up big 
corner counter displays—Cash in on the unusual 
demand. 


HAVE GREATEST ADHESION STRENGTH 


Feature DAISY Blue Ribbon Rubber Soles because 
they stick tight until worn out. The super strength 
adhesion elements are protected by patents. Because 
they give such fine service DAISY Blue Ribbon Soles 
are big repeat sellers. 









DAISY RUBBER HEELS 


Furnished in brown or black in 
Men's, Women’s and Junior Boy 
sizes. Extremely tough. 


Stock up now—get all sizes needed. We can give you 
prompt delivery on any quantity. 





If your stores do not list DAISY Blue Ribbon Soles write 
at once for prices and full details. 


SCHACHT RUBBER MFG. COMPANY 


Huntington, Indiana 


Bath Sprays — Anti-Splashers — Caster Cups — Door Wedges — Window Wedges — Daisy Basin Plugs 
Daisy Sink Stoppers — Daisy Bath Stoppers — Daisy Basin Stoppers — Daisy Tank Balls — Soap Dishes 
Hose Washers — Bibb Washers — Rubber Tubing — Bumpers — Furniture Casters — Mallets 


The DAISY Liste is toe Quality Line 
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<om * ore 
*" Guaranteed by * 
Good Housekeeping 
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BUILDING BIGGER 
SALES FOR YOU! 






\ 4 
\\\e 
ani garden 
1 rai More National Advertising for 
Self-Polishing Simoniz brings 


FASTER TURNOVER: HIGHER PROFITS 


Nearly a billion advertisements in America’s leading magazines... 
plus newspapers, radio and outdoor signs .. . are helping you sell 
Self-Polishing Simoniz this year— opening the door to faster turnover 
and higher profits than ever before! Once a housewife discovers how 
Self-Polishing Simoniz wears and wears ... actually gets brighter with 
use—she buys again... and recommends it to her friends. Your volume 
rises .. . and you realize a greater margin of profit on each sale! Only 
Self-Polishing Simoniz gives floors the same lasting beauty that makes 
Simoniz so famous for cars. Check your stocks . . . and order today! 


self-polishing Sammnanen 
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TRADE MARK REG. 


GIVES FLOORS LONGER LASTING BEAUTY 
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Trade 
Covers 


MAST 





HARDW. 








see. Sanedles 
siete ays ell 


| EASIEST TO SELL [BR QUALITY “aye THE FINEST 


The Only Nationally-Advertised Builds Good-Will 
Kitchen Can Brings Repeats 


Only Sanette Has RUBBER FEET 
NEEDS NO DEODORIZER .. . Rubber feet provide circulation beneath can 
* to Keep itODOR FREE *®° to prevent Condensation and Rust 
¥ Only SANETTE pails are formed from 


electro-plated steel; after forming they are Hot- 































Dipped Galvanized in molten zinc heated 
almost to 900°, producing a lasting, impervious 







finish inside and out... more durable than 
any other type of metal finish. 

¥ Rubber-edged cover. 

Easiest-acting foot pedal. 

Dependable cover and pedal operation. 
Famous porcelain-like finish; more lasting. 
5 Best selling sizes: 10, 12, 14, 16 and 20 at. 


aS & =a 





SHINING, NEW 
CHROME COVERS 


available on all sizes 
ATTRACT MORE SANETTE CUSTOMERS 
Choice of 
WHITE, RED, YELLOW FINISHES 


sell 
ver 


1OW 


MORE LEADING 










a HARDWARE STORES SELL 

nl j ° 

“ —— | Rg SANETTES Exctuscocty 
lay! Wea we, 


Than Any Other Step-on Can 


Trademark Reg. U.S. Pat. Off. 


Covered by U.S. Patents * 
Practically every jobber has Sanettes . . . If your jobber does not 
have the size or color you want, he will get them for you. 
MASTER METAL PRODUCTS, Inc. 321 Chicago Street Buffalo 4, N. Y. 


FOR OVER 20 YEARS 


AMERICA’S BIGGEST-SELLING KITCHEN CAN 
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OUR GPIECE ECONOMY SET 
for Christmas giving 





ii 
Club ) Aluminum a 


THIS OPIECE 
ECONOMY SET 


only 199 a ine 


The six most popular, most wanted pieces of 
famous Club Aluminum Hammercraft Waterless 
Cookware... thriftily priced for seasonal giv- 
ing. Packed in special box, with instruction 
booklet enclosed. 

Set includes: 








14-qt. Covered Saucepan $3.45 


(Cover fits 614” Fry Pan) 


2-qt. Covered Saucepan 3.95 
3-qt. Covered Saucepan 4.45 
4'4-qt. Dutch Oven 6.45 


(Cover fits 10” Fry Pan to make Chicken Fryer) 


10-inch Fry Pan 2.95 
6%4-inch Fry Pan 1.95 


FULL FLAVOR Regular price if purchased separately $23.20 
€ or-laden 
d lid, falls b gai 
r, reflavor food 
minerals stay in 
eat method saves fuel 


4 Ideal Git Kem / 


Now is the time to start building up your stock of Club 
Aluminum Hammercraft Waterless Cookware so you will 
have plenty on hand for display and for immediate 
delivery during the Christmas shopping season. This 
Six-Piece Gift Set is perfect for the purpose, because 
not only is it an attractive gift, but it so easily increases 


the unit sale from one or two utensils to six. antes, 
This set is being featured on our network radio pro- Club) 
gram, and in LIFE color ads this fall and winter. 12 Altimiitum 
other fine pieces also available. Get your orders in at pesmi 
once, to assure your share of this profitable business. This trade-mark appears on bottom 
of every Club Aluminum utensil © 1948 


























CLUB ALUMINUM PRODUCTS CO. « 1250 FULLERTON AVENUE + CHICAGO 14, ILLINOIS 


Tune in ‘‘Club Time,’’ with favorite hymns of famous people, every Tuesday morning on the ABC network, coast to coast 
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A REAL PROFIT BUUDER 
FOR you! 








FINEST QUALITY, 
LOWEST PRICE 
IN ITS CLASSIFICATION 


You can’t just punch out good 
flatware. Back of Wallace 
Brothers flatware is a century 
of unexcelled skill . . . Wallace 


craftsmen know how to give 








nich 2d 


and a 


24-PIECE SET OF 562 ADMIRAL PATTERN 


Allegheny nickel chrome stainless steel 
gives it brighter, permanent lustre. 



















Here is a merchandizing natural! Just introduced, and the “balance” to a spoon. Wallace 


trade is going for it in a big way! “Pantry Pal” makes an was a pioneer in the stainless 





attention-getting, self-selling counter or window display. steel field, and Wallace prices 


as ; ‘ ; are low . . . you can’t find ¢ 
Sturdy Chinese red plastic container fits any drawer for 2 aie -ctlamtiag 


2 p a better value in this price range. 
home use. Compact, space-saving, ideal for small apart- 


ments, etc. You get an attractive counter display card with 
every six sets. Stock and display the “Pantry Pal”...there’s 
a full profit for both jobber and dealer at the new low 
prices. You enjoy a higher unit of sale ...customers who : 


4 
come in for only a few pieces will decide to buy the 4 Baa \) 


The name Wallace is your 


guarantee. 





complete set. The #562 Admiral pattern is also avail- 
able in open stock. 









| Fy Division of R. Wallace & Sons Mfg. Co., 

NOIS 1A igs WALLINGFORD, 
CONNECTICUT 
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To mechanics and craftsmen the country over the 
name Brite-Blade, in steel tapes, has become a by-word 






for measuring accuracy. These mechanics and craftsmen 





appreciate Brite-Blade’s smooth action. . .contrasting jet 






black graduations on the non-chipping, non-peeling, 





white background...its rugged chrome plated zinc 





alloy case. 






Brite-Blade can be used for inside measuring. Blades 





replaceable. Comes in 6, 8 and 10 ft. lengths. 






Write today for information and trade prices. 





306 W 6 ft. Brite-Blade $1.75 
308 W 8 ft. Brite-Blade 1.90 
310 W 10 ft. Brite-Blade 2.25 













“my job calls for plenty of meas- “...1 need a compact, sturdy rule 
uring, and it must be accurate, that’s which gives me quick accurate meas- 
why Brite-Blade is my rule.” urements. ..even in dim light.” 

W. W. Creel, Pipe Fitter Ona Arbogast, Job Superintendent 

Magnolin Petroleum Refinery, Newbery Electric Co., 

Beaumont, Texas Los Angeles, Cal. 





MASTER RULE MFG. CO., INC. 















201 MAIN STREET © WHITE PLAINS, N. Y. | 
General Field Sales Office: 

105 W. Adams St. a Chicago 3, Ill. 
BRANCH: P. O. Box 1587 Cakland, Calif. f 
HARDW: 
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we are urcING 30 Million People 


to Give ~4Gé Tools 
this Christmas... 
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Here is your Big Opportunity to build November and December floor traffic, larger 
dollar sales, larger profits, and repeat business on related items for years to come. 
Everything you need to get your share of this extra Christmas business is yours for the 
asking. Personal “how to do it" assistance from a Mall Representative, window 
streamers to tie your store with the color page appearing in the Post, November 27th, 
and Collier's, November 13th, as well as black and white space in December Country 
Gentleman, preprints of this advertising for your windows, door, counters, window and 
counter displays, circulars, booklets, plus live inquiries from this Christmas campaign. 


Don't wait a minute longer. Write at once while this money-making opportunity is 
fresh in your mind and help yourself to a bonus in profits. 
Portable Power Tool Division 


MALL TOOL COMPANY "iver ittine™” 
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fim . 
DOLTHERY rm 
ANE A 









































z a e 
wt ou. ae 1 
ATKINS VWechaute -Rut £ Actual circulation figures of national and sectional magazines in which 
Atkins advertisi Wi tively estimated that each of 
CIRCULAR SAWS Gace S04 400 caine te co08 ty one or nse adbdilinndl ponene, Alias 
for the Home Craftsman advertising also appears in leading magazines serving the major indus- 
. trial fields — a bonus coverage that means more sales for you. 
¢ 
Month after month Atkins big, hard-hitting advertising cam- 1 
paign plants the “seeds” that help you harvest bigger sales, 
bigger profits. It reaches the cream of the buyers in your 
area... Selling Atkins is easier! It is the line your cusfomer 
knows and approves — through advertising and through the 
proved-in-service performance that makes one customer tell 
another, “Atkins is the best saw | ever used.”. . . Make sure 
ical Atki 1 d profi ’ ; ; : 
ti ctr age te ee that you get your share of this business that is yours for the 
a a ce i eee taking. Have the Atkins saws. your customers want — when 
Five patterns, 6 to 10 inch diameters. they want them. Check your stock and get your order in to 
your Atkins jobber today. 
“ w 
oer Stee SAWS 
E. C. ATKINS AND COMPANY « nome orice ano Factory: 
402 SOUTH ILLINOIS STREET, INDIANAPOLIS 9, INDIANA 
BRANCH FACTORY: PORTLAND, OREGON - 
Branch Offices: Atlanta © Chicage * New Orleans © New York © Sen Francisco “aTeims aumars AntAd 
THE DEALER'S PARTNER FOR 91 YEARS 
HARDW 
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Yes sir, Mr. Dealer... 
this sparkling, newly designed line of screw and nut driv- 


you'll be amazed and delighted with 






ers...and the way it steps up sales. Mechanics, craftsmen, 





home shop enthusiasts .. . in fact everyone who likes tools 






.can’t resist the beautiful, clear Amberyl* handles and 
precision-built high quality steel blades. They look like the 
industry's finest, and they are! Fill all your screw driver needs 








from one source through the easy-to- 






read Vaco Catalog, and watch your 






profits grow! 










317 EAST ONTARIO STREET 
CHICAGO 11, ILLINOIS 


*Trade Mark Registered 






















talog LET THIS BEAUTIFUL SCREW 






















af Ss 
FREE . oe size Toble DRIVER DISPLAY HELP YOU SELL! 
om . 
| for thie Ons - , there nevet 
S Colored \\ustrat you'll agree pont in th 
200 Once a= <atalo8 on fir the drive" 
has been ac tere t@ jes tO 1ds hard 
siness: yers all fieles- | and 
" » screw a rive industri4 ( ulat i 
t Oo ° J reg 
: typ* °° , 
e oi : rch bh ~~ 
eng olin 8 ng 
drivers ,vers radio alig eon \ 
\\ium pesre “ghorties > © “she 
rs wren \ade eee 
nange* ; ev eg 
ile unit isplays Put one of these ee boards 
40 indiv this catalog out where store traffic can see it and 
n You nat watch those drivers sell! The spark- 
rems- AY ling Amberyl* handles stand out like 
t yOD jewels against the cream background. 


Board and shelf stock include 110 
mixed square and round regular and 
Phillips blades. This board is a prov- 
en “natural’ for the hardware trade! 





@ More Selling Features Than Any Other Line! 
@ More Styles and Sizes Than Any Other Line! 
@ More Attractive Displays Than Any Other Line! 
@ More Big Unit Sales Than Any Other Line! 
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INTRODUCING 


Seymour SmitTH 


PLIER-WRENCH 


zx 
= «2 
SO 
ce 
ca 
cs 
ws 

DA 


INSTANT 
LOCK 


OU can make the best tool BETTER. When this plier- ‘ RELEASE . 

wrench first came out, the trade called it the best yet, 
and their customers backed them up. Now—to an already ‘A finger touch 
fine tool, we add improvements that make it practically a releases the jaws 


new tool! 


The “Capacity Indicator,” for one thing, is an especial aid to 
turning out a run of jobs of the same kind. The “Lock Release,” 
which works like an easy trigger, is another “production” aid. 
And both are a delight to the occasional user who likes good 
tools. 4 


The “Snap-lock” Plier-Wrench is made of heavy gauge 
pressed steel with reserve stock wherever needed. The jaws 
(one swiveled to hold odd-shaped objects) are of hardened 
tool steel. They will stand up to hard service; yet are easily 
replaceable, Black enamel finished handles with non-slip grip. 
Two sizes: No. 2610, 10”, $2.25 retail; No. 2607, 7”, $1.75 
retail, At your jobber’s now—with complete displays and 
resale helps. Be FIRST to feature this first among toggle type 
tools! 


SEYMOUR SMITH & SON, INC., 900A Main St., Oakville, Conn. 


JOHN H. GRAHAM & CO., Inc., 105 Duane St., New York 8, N.Y. 
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BETHLEHE 
STEEL 


Want bolts that you can count on to meet the needs of 
your customers? Stock Bethlehem Bolts. 


Expertly made from a tough grade of steel, Bethlehem Bolts have 
everything that bolt customers want—straight shanks, well-formed 
threads, easy-to-grip, sharp-cornered heads. 


What's more, Bethlehem Bolts reach you in first-class condition, 
for they are well-packaged to prevent damage to threads. They are 
furnished in a complete range of styles and sizes, with most sizes 
packed in sturdy cardboard cartons or heavy paper packages, each 
clearly marked by the attractive red-and-white Bethlehem label. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by 
Bethlehem Pacific Coast Steel Corporation 
Export Distributor: Bethlehem Steel Export Corporation 


BETHLEHEM BOLTS 
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In less than 2 sq. ft. 


A COMPLETE WHEEL ‘DEPT! 


Five sizes of wheels . . . from 4'4-to 12 inches in diam- 
eter... fill 90°, of wheel needs. Yes, that’s all you need 
to be in the profitable wheel business, selling wheels to 
farmers, handymen, garages, shopmen and boys! And the 
Engineered for hardware retail sales GLEASON ACTION DISPLAY puts them out in front, 
= + steel disc, ball bearing wheels where customers can see wheels, spin wheels and buy 
with puncture-proof, air cushion 1 . 
vier tee. Ba to indebted wheels! No extra charge for the display when you order 
sentee, se only through lead- the WHEEL DEAL, put it on your want list, ask your 
jobber’s salesman . . . or write direct. Over $400,000 
worth of Gleason Wheels already sold through the hard- 
ware trade! 


GLEASON CORPORATION 


534 N. NINTH ST. MILWAUKEE 3, WIS. 


HARDWARE AGE, OCTOBER 21, 1948 





x 
‘ 
\ 


eB. PW 


‘Y 
x 
AY 
wT. SHG | 


> 
it 


a 


x 
SS 


.% 
& * % 
i 

—.” 


7 


> 


— 
LS es 
—e ~ 
x 

a <A 


~~ 

* 
—— 
a 


~AS 
= 
= 


Te 
~ 2 
* 


~~ o> 


pS YB 4 
<= 
oe, 
Wend 

_ 


. - 


~~ Sos 
ss 


= 


she 
i cd 


& © 


SS 


— 


oa. 
te ™ 


ee , 
a 


For many years, wise buyers have recognized the famous blue marker as the 
identifier of rope which consistently represents pure Manila cordage at its best. 
No matter how exacting the requirements or severe the conditions, “Blue Heart” 


Manila Rope can be absolutely relied on to give full measure of satisfaction. 


Developing all of the natural strength, plia- Other H &A products include a complete line 
bility and toughness of pure Manila fibre, & Cape for a pepe: le Potiey Aly 
Hemp and Sisal Twines; Packing and Oakum 


“Blue Heart”’ is unsurpassed in quality. to meet both regular and special needs, 


There’s no better rope than H & A “Blue Heart” 








Stes elole) sa. mae. 6 OM oe). me O10)... 8 7-0 ba 
“Spinners of Fine Cordage Stnce 186.9" 


>. G 33.5 9.0): ale) 
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HERE’S THE NEW 
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AUVERTISED PORCELAIN. Exgye) 






NATIONAL 
MAGAZINE 












Handsome, hard- 
selling color displays 
help you tie in with 
advertising,tell a 
story of quality fea- 
tures. Point-of-sale 
helps make sales of 
MEMCO soar. 


These four great 

RADIO national magazines 

\ reach more than 30 

million women with 

the story of MEMCO 

in big full-column 

ads. Stock beautiful 

MEMCO. National 

magazines help you 
sell it. 
























Radio mentions over 
44 stations make your 
customers aware of 
MEMCO, the truly 
fine porcelain enam- 
eled utensils with 
ebony black bottoms. 
Radio helps you sell 
more MEMCO. 


Crisp, compact news- 
paper ads, in mat 
form, ready to run are 
yours for the asking. 
Featuring ‘‘glass-on- 
steel” advantages they 
show the gem-like 
beauty and help sell 
MEMCO. 





































All this — and finest quality too! New titaniu 
enamel — more durable, more serviceable. 





@ 


—— 


See this amazing, new 
MEMCO Vacuum Coffee 
Maker of Glass- 
on-Steel. 
Write for 
information 

















DISPLAY OFFICES 
200 Fifth Ave., N. Y. 
1400 Merchandise Mart, Chicago 


THE MOORE ENAMELING & MFG. CO. WEST LAFAYETTE, O. 


HARDWARE AGE, OCTOBER 21, 1948 















HARDW 











ing, new 
n Coffee 
ft Glass- 
yn- Steel. 
lrite for 
mation 


E, O. 











econ OR 4 PiF uN Or 


&" Guaranteed by» 
Good Housekeeping 


W DEFECTIVE OR ow 
ras Aovearistd THES 

































Here's the kind of news that builds volume! 

There's a new low price of $2.98 for Tex-Knit burnproof ironing 

cover... and $3.98 for burnproof cover with waffle-knit cotton pad! 

Over 2,500,000 Tex-Knit burnproof covers have been sold! Now these 

new low prices will help you sell millions more! Six million new families will 

start up this year—each one a real live prospect for the ironing board cover 
that’s tops in economy, in safety, and in smoother, quicker ironing. 


Look at Tex-Kunit’s Build your profits by telling your customers about the many Tex-Knit advan- 
tages. Now, more than ever, Tex-Knit is a name that means dollars to you! 
all-star profit features: 

























Tex-Knit burnproof 
cover with waffle- 
knit cotton pad 


* Won't burn! Made of burnproof 
Asbeston—the miracle fabric origin- 
ally developed for fire-fighters’ suits. 


> Longer lasting Outwears any ordin- 
ary cover by far. Most economical 
ironing cover a woman can own. 





* Quicker, easier Ironing {Steam and 
heat penetrate faster. . iron glides 
over it 


* Nationally advertised! Big, domi- 
nant ads in GOOD HOUSEKEEP- 
ING and BETTER HOMES & 


se GORNPROOF \roninc cover 


TEXTILE MILLS COMPANY wer yenc't0c ‘rit Avene + tos Angeles: Merchandise Mar 


Representatives in leading cities 
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As shown in the photograph at right, a 
Libbey Heat-Treated Tumbler display with a 
“Chuck-A-Luck” demonstration unit is a 
real “shopper-stopper.” 

Wherever one of these dramatic demon- 
strators has been installed, sales have jumped 
... profits have zoomed! We have complete 
working drawings of the ‘“Chuck-A-Luck” 
cage ready for you. Just write directly to us. 





26 


Here’s another selling hint! Remind custom- 
ers that every Libbey Heat-Treated 
Tumbler is backed by the famous 
guarantee: “A new glass if 
the ‘Safedge’ ever chips. 





ADVERTISED IN LIFE 


...keeps LIBBEY nrar-rrearm 
TUMBLER Sales high! 


The striking stroboscopic photographs in 
the regular Libbey Heat-Treated Tumbler 
advertisements are catching the eyes of 
over 26 million readers of Life. 

People right in your area will be wanting 
to buy the amazing “bouncing tumblers”’ 
that last from 3 to 5 times longer than 
ordinary tumblers. 
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ELECTRIC 


ICE CREAM FREEZER 





Again and again, material shortages have restricted the 
production of the popular, work-saving, time-saving Dolly 
Madison Electric Ice Cream Freezer. But now—Porter’s 
production lines are singing once more—turning out 
Dolly Madison’s in volume. You must act promptly, how- 
ever, to have your order delivered immediately—to make 
sure that you cash in on the big pent-up demand fo 





















ED IN LIFE 


home electric ice cream freezers. 


Only the Genuine. 


electric DOLLY MADISON and the famous HUSKY 
hand freezer have all these exclusive Porter features 


SUPER-SMOOTH OPERATION 
No other freezer turns easier than the famous Husky— 
thanks to precision manufacture and the use of modern 
die-cast zinc gears, with a permanent-mould aluminum 

Pd main frame for accurate mechanical alignment. 
Dolly Madison, of course, is powered with a 110-120 v. 
50-60 c. AC electric motor. 


ICE-SAVING TUB 
Unlike big, old-fashioned ice cream freezer tubs, 


@ Husky and Dolly Madison have compact, streamlined tubs— 
to save on ice—yet to freeze faster! 


“THORO-MIX” DASHER 


Both Husky and Dolly Madison have dashers of exclusive 

“Thoro-Mix” design—plus Porter easy-motion 

“ action that makes creamy fine-textured ice cream— 
and makes it easier—and faster! 


LEAK-PROOF CREAM CAN 

Formed of superior quality coke tin plate, both 

Dolly Madison and Husky have double-seam cream cans 
reinforced at top with double-thickness 

flange and rolled bead for extra sturdiness! 


WORLD’S LARGEST MANUFACTURERS OF HOME ICE CREAM FREEZERS 


Manufacturers of America’s Favorite Ice Cream Freezers... YEARS OLD 











HOME ILLINOIS — EXPORT OFFICE: 201 NORTH WELLS STREET, CHICAGO, ILLINOIS 









OFFICE: OTTAWA, 
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LYON 


Steel Kitchen Cabinets 


The retailer who sells LYON cabinets can offer 
complete kitchens — virtually custom-built. He 
can also offer single package units in a wide 
range of sizes and types — all with the beauty. 
efficiency and long life finish that is character- 
istic of LYON cabinets. 

With a more plentiful supply of steel, we can 
expand our production. Then we will have more 
of this highly profitable line to offer new dealers. 
Meanwhile. . . 


j VEG BY 
QUALITY © 
TESTEDS 





To carry this seal, a cabinet must meet 
quality standards—of construction, opera- 
tion and finish— based on laboratory tests 

that equal 20 years of use. 








for IMMEDIATE DELIVERY to LYON DEALERS 


Stainless Steel Sink 





Some dealers have found it possible to furnish 
us with cabinet steel — 22 gauge cold-rolled. In 
such cases we will buy the steel from you and 


Tops with Cabinets 
66” — 72” — 84” — 96” 
25” D x 36” H Plus 4” BACK 


ship kitchen cabinets promptly — pound for 
pound — at regular published prices. 











@eeeeeeeeeeeeeeeeeeeeseeeeeeeeeeeeeeeeeese 
@eeeeeeeeeseeeeeeeseeeeeeeeeeeeeeeeeeeeeee 

















It ; 
ore ier ‘ we : in th 
LY ON METAL PRODUCTS, INC. Linoleum (Steel Base) = 
General Offices: 1023 Monroe Ave., Aurora, Ill es Stats Tape with atinete This 
Branches and Dealers in All Principal Cities 66” — 72”— 84" — 96 
ims = 2°" 2 « 36" H Plus 4° BACK 
eeceeoeeeeeeeeeeeeeeeseseeeese 
A PARTIAL LIST OF LYON PRODUCTS totng 
© Shelving © Kitchen Cabinets @ Filing Cabinets © Storage Cabinets e Conveyors © Tool Stands © Flat Drawer Files 
© Lockers © Display Equipment © Cabinet Benches © Bench Drawers © Shop Boxes @ Service Carts © Tool Trays © Tool Boxes 
© Wood Working Benches © Hanging Cabinets © Folding Chairs © Work Benches © Bar Racks © Hopper Bins © Desks © Sorting Files 
© Economy Locker Racks © Welding Benches © Drawing Tables ¢ Drawer Units © Bin Units © Parts Cases © Stools @ Ironing Tables 
HARDW 
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This new counter card is yours for free. 
It plugs those extra uses of Gerity Towel Bars. It brings 
in those extra sales and that extra which you can expect 
with Gerity bathroom accessories and medicine cabinets. 
This card works along with your eye-catching 
Gerity display board. Builders can display 


« * . 
the card in model homes, too. Write 
today for a free counter card so you'll be sure e rl y- i C 9a | 
of getting your share! ; 
Corporation 


ADRIAN, MICHIGAN 
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Now! Zippo Fluid in Cans! 
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Here’s what you've been waiting for—Zippo Fluid 
in cans! Here’s extra profit for you on every sale 
of a Zippo Windproof Lighter. Sell a can or two 
every time you make a sale of any lighter. Build 
up your profit per sale—insure repeat business by 
letting customers know you have this better lighter 
fluid. Order a good supply of Zippo Fluid and 
Flints now from your distributor. 


BIGGEST ADVERTISING CAMPAIGN 
IN ZIPPO HISTORY TO BACK YOU! 


In addition to the biggest advertising campaign 
ever put behind Zippo Lighters, there will be extra 
advertising for Zippo Flints, Zippo Fluid and the 
Zippo Kit. You will see this big campaign in the 
big national magazines—magazines that go into 
the homes of your customers with money to spend 
—money they'll spend with you when you stock 
and feature Zippo! Zippo Mfg. Co., Bradford, Pa. 








WINDPROOF LIGHTER 


NE 


For coun 
(ash regis 
or windov 
battery t 
<a > N side. Cost 
a ) liquidate 
@ NEW ZIPPO KIT! merchan 
Moke a corgplete sale every time. Sell this deal. 
new Zippo Kit containing 12 Zippo Flints 
and a can of Zippo Fluic& Retails for 50¢ 
extra with any Zippo lighter. Stock up now. 
RAY-O- 
MADI! 


30 HARDWARE AGE, OCTOBER 21, 1948 HARDW 























Wo things you can rely on 
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New! 


For counter, wall, 
tash register, Island 
or window, Has 
battery tester on 
side. Cost is quickly 
liquidated by free 
merchandise 

deal. 


RAY-O-VAC COMPANY 


MADISON, WISCONSIN 
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YOU CAN RELY ON 
THIS BEING THE PEAK 
SEASON FOR BATTERY NEED. 
In the next few months, there 
is three times the normal amount 


of darkness during the hours that 
people are active...three times the normal 


J 
4 











YOU CAN RELY ON 
RAY-0-VACS TO TURN 
THAT NEED INTO PROFIT. 
Sealed in steel... protected 
by nine insulating layers 
to keep them powerful and 


trouble-free... Ray-0-Vac 
Leak Proofs are the 


need for flashlights and batteries. 
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most talked-of batteries 

on the market... 
gaining new friends 
every day. 

ae 








Heres HOW TO CASH IN ON THIS 
PEAK SELLING SEASON AND ON 
RAY-O-VAC'S PEAK POPULARITY 


This handsome merchandising display 
tells people that you have Ray-O-Vac 
Leak Proof Batteries... reminds them 
that they need some... makes extra big 
sales by selling lots of spares. (They stay 
fresh for years) ‘Phone your Jobber, now, 
for details about this unusual offer. 
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wae in Benefits for Fishermen 


4 Fast Selling 

















Chart shows how WEXFORD 
Wonder Line stoud up under a 
series of gruelling tests made 
by a nationally recognized in- 
dependent laboratory organi- 
zation. Samples of each line 
were purchased on the open 
market. 

*Wet Breaking Load: Just 
enough over test to assure safety 
—yet maintaining diameter ex- 
pected of any given test line. 

SHAKESPEARE COMPANY 

Kalamazoo 2, Michigan 


WERFORD 


A WONDER LINE 





Independent Laboratory Tests Prove New Shakespeare WEXFORD 


Excells In Qualities Fishermen Want In 


A Line 





















a Ae Pe Pe oe ee 2 / 
TESTS F/f/[sf/ele lifes z/i] s/s 
15 Lb. Test Nylon < Mf ve r : : 
Le ne F/z/z/e/e/e/e/ze/e/ 2/2 
a ~ < s s s s = = = s 
ABRASION RESISTANCE | !st PLACE] 11th Sth 10th 2nd 4th 9th 8th 6th 3rd 7th 
(SINGLE PASSES) 22586 | 7342 | 19349 | 14301 | 22302 | 19532 | 15631 | 15910 | 16762 | 19695 | 16405 
PERCENT OF ABSORPTION| !st PLACE 4th Sth 7th 8th 10th llth 3rd 2nd 6th | Oth 
(WATERPROOF TEST) 1.93 | 7.60 | 9.31 | 14.25 | 15.23 | 23.63 | 25.22 | 6.67 | 6.02 | 12.69] 15.97 
FLEXIBILITY TEST Ist PLACE Sth 3rd 9th llth 2nd 4th 8th 7th 6th 10th 
RISE (cm) 12.15 | 11.72 | 12.02 | 10.97 | 9.10 | 12.12] 11.83 | 11.28 | 11.35] 11.47] 10.54 
WET BREAKING LOAD | 3rd PLACE 6th 2nd 4th Ist Sth oth 8th Tith 10th 7th 
(IN POUNDS)’ 17.00*| 15.83 | 17.20] 16.53 | 17.83] 16.35 | 15.40] 15.55| 14.15] 14.55] 15.80 
VOCAL HOMES 6 2% | | 0] 2] 2 /| 33 | a | 2] 2] 33 
(Lowest score is best) 















































NYLON FLY LINE 
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PROFESSIONAL SILK 
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CASTING LINE 


Shakespeare Nylon Fly Lines pick up off the water with 
astonishing ease, because they actually shed water. Shake- 
Speare controls every step in its manufacture. Nylon fibers 
are spun, braided, oil treated and then conditioned in our 

70 foot high curing tower. Each line is carefully honed to a 
smooth, satin-like finish. Comes in level, single-tapered, 
double- tapered and torpedo head. 


Sttakespeare Fine Fishing Tackle 
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This is the Shakespeare professional braided silk line used 
for spinning and tournament casting. Made of the finest silk, 
it is easily recognized by its special red and white braid. T he 
9-pound test has been selected as the official %-ounce tour- 
nament line by N.A.A.C.C. You'll have many calls for this 
line. Stock and display it. 






1948 








Ge fete Ss ~_— A. fn 


Ca the tht, 


nn fe eee 


Br: 


oa 
in 
fini 
pli 


wit 


HARDW. 














5S /* 
z/ 2 
~ — 
d 7th 
95 | 16405 
th 9th 
69 | 15.97 
th 10th 
47} 10.54 
Hh 7th 
55| 15.80 
5 33 
-d 
k, 


1e€ 


is 





21, 1948 











vv4t in Profits to Dealers . . 


Bait and Fly Casting Lines... 





Only Wexford WEARS UP TO 3 TIMES LONGER 
... Averages 7 TIMES MORE WATER RESISTANT 
Than 10 Other Leading Lines Tested! 


Yes, WEXFORD, in just one year, has become 
AMERICA’S MOST WANTED FISHING 
LINE! Like Mr. Sam Solomon, Lynn, Mass., 
Sports Dealer, says: “Wexford Wonder Line 
outsells all other lines—customers insist on 
Wexford or nothing at all.” 

Behind this national acclaim is a quality 
line, a braided nylon line that is the sum total 
of 15 years of engineering research by Shake- 
speare’s specialists to perfect a better bait cast- 
ing line—to make a line with truly super qual- 
ities for long wear, water resistance and 
flexibility. 

That such a line has been delivered to 
America’s fishermen is now history. Its qual- 
ities of superiority have been proved in the 
Shakespeare laboratories, by unbiased inde- 
pendent laboratory tests, and in the proving 
grounds of the nation’s lakes, rivers and 
streams. 


As can be seen from the chart on the oppo- 
site page, amazing Wexford surpasses 10 other 





CADILLAC LEVEL SILK FLY LINE 


Braided in our own plant from the finest silk, Cadillac level 
fly line is subjected to successive processes of pressure im- 

regnating, coating, drying, honing and seasoning. Cadillac 
ines are oil-impregnated and honed to a smooth, satin-like 
finish, brushed and rubbed down until they are soft and 
pliable. Experienced fly casters will enjoy added accuracy 
with this line. 


leading lines tested in the benefits fishermen 
want. 

It WEARS UP TO 3 TIMES LONGER— 
withstands better, the friction of rod guides, 
sand and rocks in the water. 

It averages 7 TIMES MORE WATER RE- 
SISTANT—absorbs less water—the last cast 
practically as dry as the first. 

It is extremely flexible—will not kink up, 
so casts smoothly. 


That's the story of the greatest advance in 
fishing line performance since Shakespeare 
Company perfected the level wind reel back in 
1897. And the public, your customers, want 
this kind of performance. 


So stock up and display WEXFORD Wonder 
Line. With its heavy schedule of national ad- 
vertising Wexford will multiply your line vol- 
ume and profits. So tie-in and cash in on this 
fastest selling package the line industry has 
ever offered! 





TRU-ART TAPERED SILK FLY LINE 
Painstaking care is used in making Shakespeare Tru-Art the 
finest tapered silk fly line available. We have complete con- 
trol of manufacturing, from raw material through all suc- 
cessive processes which include spinning, winding, braid- 
ing, waterproofing, pressure impregnation, coating, drying, 
honing and seasoning. The result is a line that is easy to 
cast, picks up off water beautifully, and really stands up 


Honor Built For Over Fifty Years 
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Here’s HOME-UTILITY’S 


Christmas Present to YOU! 





FEATURING... 


Wome unity 


New HOME-UTILITY 
Electric Drill Kits 


$39-95 (list price) 


Complete with... 
%" Home-Utility Drill and 
Horizontal Stand 
13 High-Speed Twist Drills 
Wheel Arbor 
3” Grinding Wheel 
3” Buffing Wheel 
4” Wire Wheel Brush 
Buffing Compound 
HOME-UTILITY 
Ye" DRILL 


A $35.95 
| ley 














HOME-UTILITY 
%" DRILL 


- $1g8-95 


Horizontal and 
Vertical Drill Stands 





(LIST PRICE) 


(LIST PRICE) 


Christmas Drive 
Builds Sales, Profits 
from Gift Buying! 


Open this Christmas package 
NOW .. . and you’ll find it 
loaded with extra sales and 
profits for you! It’s the great, 
new HOME-UTILITY Christ- 
mas Promotion! It features the 
brand-new HOME-UTILITY 
Electric Drill Kit, sure to attract 
plenty of attention from your 
customers . . . plus the other 
fast-selling Drills, Drill Stands 
and Accessory Kits in the 
HOME-UTILITY Line. Adver- 
tised to millions of readers in 
leading national magazines. 


CASH IN Locally with 
these FREE Sales Aids! 


To help you tie in your local 
selling with this national pro- 
motion, HOME-UTILITY gives 
you free store streamer .. . free 
newspaper advertising mats... 
free scripts for your local radio 
commercials: Act now to take 
advantage of this big oppor- 
tunity for extra profits! Call 
your HOME-UTILITY Distrib- 
utor today and order your 
HOME-UTILITY Drill Kits, 
Drills, Drill Stands, Accessory 
Kits! The Black & Decker Mfg. 
Co., Dept. H-653, Towson 4, Md. 


Sold Through Leading Distributors Everywhere 


ELECTRIC 


FEATURING... 


NATIONAL ADVERTISING! 





. .. in these great 

national magazines 
eg ee 

Sai Merry Christmas 












FREE RADIO 









E-UTILIT 





Buffing & Polishing Kits TOOLS. SCRIPTS! 
PRODUCTS OF BLACK & DECKER 
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bound attractively with colored 


/ HOCKEY GLOVE No. 60 


Cowhide palm with 


elastic webbing. Bound edges. 


etc. 


G PIECE BASEBALL OUTFIT 
“The Big Leaguer’ with 


1. Leather Fielders Glove. 2. 24” Hardwood Bat. 
3. Full Size Baseball. 4. Illustrated booklet—" ‘Dizzy’ 
Trout Talks Pitching.” 


1949 
Spring 
BASEBALL LINE 


A completely new spring 
line now being shown. 
Write for catalog. 
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These and many other Globe inno- 
vations to come for fast, profit- 
able gift promotions this season. 


FATHER & SON BOXING OUTFITS No. 2910 


(1 pair for Junior & 1 pair for Dad.) 

Fine quality wine colored boxing glove 
leather. Padded palm grips and cuffs. Edges 
bias 
material. Packed 1 set of 4 gloves to a box. 


A comfortable model, of selected leather. 
leather insert at finger 
joints. Double roll padded thumb. Fingers and 
back of hand protected by heavy hair filled 
rolls. Long rattan reinforced gauntlet held by 
Write 
descriptive folder covering hockey leg guards, 


WE 


DONT EGUIPMIOM 


GLOBE SPORTING GOODS MFG. CO., 251 Causeway St., Boston 14, Mass. 
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4g PIECE FOOTBALL OUTFIT 


The “Kick-Off” for youngsters 4-10 years. 
1. Official Size Football, medium weight 48 oz. imita- 
tion leather, inflating needle included. 2. Sturdy fibre 
backed shoulder pads with white felt padding. Cor- 
rugated molded fibre shoulder caps, backed with 
white felt. Laced front and back. Elastic shoulder 
straps. 3. Sturdy Football Helmet, special grade 
imitation leather, three crown straps, white felt lined, 
perforated ears, adjustable chin strap, flashy red 
and blue with visor. 4. Illustrated booklet ‘Kicking 


‘em high and far” by noted sports editor. 
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The best known 
brand...with the 
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greatest demand ' 





Sell NOMA— 

best-known name in 

Christmas lighting— 
: 25 to 1! 
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4 421 BUBBLE-LITE 
“series type. 
* Metal clip 
‘holds upright . 
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503-G BUBBLE-LITE TREE a : Ss Bes WY . 110—8-LIGHT series se! 
A hit... in green tree \-t- ' ; — a \ a Y. with berry beads. Outlet 


or white. Push button Ae ( \ % ; , in plug the bes 
switch, add-on plug. ; 


your Sa 


lron Vs 


ra) 3 
~~ 3017 —7-LIGHT set with round NO 


bulbs — multiple wired. Berry 















Yes sir; NOMA’s. 
the brand that : 
helps distributors 
and dealers make 
more money 


The only brand consistently ‘3215 OUTDOOR SET 


weatherproofed 


backed by national advertising oe. 
7 and promotion 








You can always ( 
ane count on NOMA { 
I clip .. fops in 


- quality 


509 BUBBLE-LITE? series string, 
a top seller! Cord has add- 
on plug. 


HEY bubble! They sparkle! They SELL! Noma’s 
imazing Bubble-Lites and Bubble-Lite trees! The 
selling sensation in Christmas lights, last year and this 
year’ You'll want them and the whole fast-moving line 
of Noma color lights. Backed by the biggest, most con We . :\ ; » © Sj ¢ 
_— centrated national advertising in Noma history to speed ees mmneee set 
Outlet your sales of Noma lights. And make Noma even more ' gl eects taunt 


, vail 15 lights —each burns 
the best-known brand with the greatest demand. Orde) - independently 


'Trodemort 


lrom your wholesaler now, “Reg. U.S. Pot. OF { 


NOMA ELECTRIC CORPORATION . 55 West Thirteenth St., New York 11, N. Y. 








HERE'S PROOF: 


Tested against 9 leading metal 


flashlights (representing 95% 
the metal i 


GITS UNBREAKABLE 


+ Sub. 
jected to temperature of 40 below zero fo, 
: 2 hours withstand center force of 160 Pounds 
Plastic g 
Ethyl Cellulose 


without damage, 


visible or mechanical, then 
Operate Perfectly 


at this temperature, 


FLASHLIGHTS 


are Superior to 
3. BATTERY LIFE. Gits Unbreakable F 
is (molded of Ethy! Cellulose) remain cooler than 
LA 2 metal flashlights, increasing bottery life, Bat- 
M tery deterioration due to heat and moisture js 
flashlights, which transmit 
10,020 times faster than 


lashlights 


heat as much as 
Gits Flashlights. 


4. SERVICEABILITY. Gits Unbreakable Flash- 
lights (molded of Ethyl Cellulose) have three. 
way switches, silver-plated, Polished and 
lacquered reflectors, and other metal Parts 
better and more reliable than aif but three 
metal flashlights—and equal to those three. 


5. VERSATILITY. Gits Unbreakable Flashlights 
(molded of Ethyl Cellulose) Gre safely and de- 
Pendably usable under the greatest number 
of conditions, having stability under a wide 
range of temperatures, humidities and 
weather; insoluble in common solvents and 
resistant to water, 


6. WEIGHT. Gits Unbreakable Flashlights 
(molded of Ethyl Cellulose) Gre lightest in 
weight of all flashlights tested. “Ethyl celly. 


lose is the lightest of the cellulose products 
now on the market.” 








7. DESIGN AND COLOR. Gits Unbreakable 





















Flashlights (molded of Ethyl Cellulose), struc. 
“Plastic Eye Jr.” turally and artistically, are years ahead in 
Model 122 Pleasing, functional design. They require no 
No. 100 No ‘ 
“Plastic Eye” “Super Right Angle” short-lived lacquer or enamel finishes for pro- 
poset 2 Model tection and decoration. 


No metal flashlight 
can match the eight beautiful colors in which 
Gits Flashlights are integrally molded. 


YES—in Flashlights... Like other Merchan- 


8. IMPRINTING. Git 
/ 
di It’s Product Superiority That Counts! 
ise... 


's Unbreakable Flashlights 
(molded of Ethyl Cellulose) easily lend them. 
selves to imprinting; identification marks, 



































I 





blems, or names can be readily applied to 
cutside surface, a difficult Proposition 
metal flashlights, 


D 
PLAY care See ae 60 
ONLY GITS UNBREAK TS! 
PLASTIC FLASHLIGHTS! 


Molding VS hon 
INOIS 
4600 WEST HURON STREET, CHICAGO 44, ILL 


Banks 

Manuta turers of the famous Gits Knives avings 

ctu S k 
Gomes, fF rotect-O-Shields, efc 


the 
with 


9. VALUE. Gits Unbreakable Flashlights (mold. 
ed of Ethyl Cellulose) are SUPERIOR in Value 
from the Standpoint of efficient ©Peration, 
durability, dependability, safety, Usefulness 
under most varied conditions, and long last- 
ing service to the user. 


Full technical information on the 9-Poins 
Test available. 


Canadian Distributor: MYER BALD LTD 69 York St., Toronto 
E L ’ ’ 
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Coming fou Chvitinas-! 


A COLORFUL FULL-PAGE AD 


a IN THE 


SATURDAY EVENING POST* 


DECEMBER 4 ISSUE 


c OCEAN CITY REELS 


| MONTAGUE RODS 


— / get RA 


_— 


"J. * & Estimated Readers 16,000,000! 
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“All ways—Gold Stripe is my best- Master painters choose Gold Stripe 
selling brush! You see, I depend on every time because they know their 
quality products to satisfy my custom- brushes. They swear by Gold Stripe. 
ers and build repeat sales. And Gold No wonder it’s the best and fastest 
Stripe is the top quality paint brush— _ selling paint brush I ever stocked. 
the one I stake my reputation on. 


Gold Stripe —BkST BRUSH EVER MADE!, 


It’s the best, yes, because it was made by master crafts- 
men to be the best! 100% pure China bristle! Perfect 
balance! Riveted stainless steel ferrules! Gold Stripe’s 
outstanding qualities represent the ultimate in brush- 
making skill. This means consumer recognition— 
more money in your pocket! Stock Gold Stripe TO- am 
DAY for greater brush sales tomorrow! There’s a » 
conveniently located Pittsburgh branch near you. wu 
‘ 


\ 


VALUABLE BOOKLET FREE! 


You'll want this valuable book, ‘‘How To Sell More FOR THE 
Brushes’. Page after page of inside information on 

| All Clarke 
how to sell more paint brushes. Shows the way to repeat tively Chris 
profits and tie-in sales. Reveals the *‘know-how'’ on edded pro! 
talking shop with your customers. Write for FREE 


copy today. Address **'Gold Stripe Brushes, Dept. D-2, ‘ae 


Baltimore 29, Maryland’’. 


Cpold Stripe BRUSHES > 


BRUSHES - PAINT - GLASS - CHEMICALS - PLASTICS — 


PITTSBURGH PLATE GLASS COMPANY 
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new 
merchandising 
plan! 


INCREASED DISCOUNTS...MORE PROFIT! 


POWERFUL CONSUMER ADVERTISING! 


ATTENTION-GETTING COUNTER DISPLAYS! 


Duo Sander-Polisher {only) $36.50 
Set of 21 Accessories $ 2.50 


Duo with Complete Set 
of 21 Accessories 


List Prices 


; U SEND THIS COUPON TODAY 
FOR THE BIG CHRISTMAS BUYING MARKET! Fi FOR COMPLETE DETAILS. 


All Clarke Duo machines and accessories will be attrac- 
tively Christmas packaged. This extra sales feature means 


added profits for you. 
Clave SANDING MACHINE COMPANY 


3010 Clay Avenue, Muskegon, Michigan 


Send me the new Clarke Duo merchandising plan now! 


PIONEER ANB LEADER IN FLOOR SANDING, 


POLISHING AND MAINTENANCE EQUIPMENT 
SALES AND SERVICE BRANCHES IN ALL PRINCIPAL CITIES. 


ZONE ~ STATE 
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tor 
LONG PROFITS 


CONTENTED CUSTOMERS 





Sell these items 


To HOME-OWNERS: 


FOR RENEWING 
ASBESTOS 
SHINGLES 


ASBESTOS-LITE is a com- 
pound for restoring old, 
weather beaten shingles. 


Applied either by brush or 


spray. It leaves a durable, 


rock like surface that is 
completely weatherproof. 





FOR MIXING 
CONCRETE 


HYDROXIN. An integral liquid 
compound to be used in the 
making of water repellant con- 
crete. Mixed with cement it 
speeds up hardening. . . . Resists 
freezing until setting takes place. 
.. . The result is that concrete is 
more dense, water tight and will 
not scale chip. 


Ideal for cement-plaster, mortar, 
dustless floor finish, control of 
water seepage, grout work and 
all concrete work. « 


QL 


“HYDROXIN’ 


ves 
ATH. Let Cem Ve 
FUR 
+ IRM STAENGT RELIG - 
+ OATER REPEL - 
+ VL PRerz - 
+ MEELEBATER BARBECUE - 


. 
WAAA) vo COMCEETY Game 


BAS-TITE WEST GRIER 8 8 








WHITE 


For Water Seepage 


FOR CONTROLLING 


For the farmer or city home 
owner with the problem of 
moisture penetration or 
stopping water seepage 


thru porous masonry Kay- , 


Tite is in a class by itself. 
Can be applied easily with 
brush or spray. 





WATER SEEPAGE 
KAY-TITE PRIMER. This 


compound conditions non- 
porous surfaces so that reg- 
ular KAY-TITE may then 
be applied. This primer 
adheres to any painted or 
unpainted surface. 





IN 8 COLORS 


SPANISH BUFF 


KAY-TITE NOW 


GRAY BRICK RED ROSE CREAM BUFF 


KAY-TITE HAS GIVEN MORE THAN 
20 YEARS OF SATISFACTORY PERFORMANCE 


At Your Wholesalers or Write 


BAY-TITE coOmMPANY 


WEST ORANGE, NEW JERSEY 


GREEN & BLUE 








——— 
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F ction agree (and sales prove it!) that the Foy Color Profit Plan has 


everything. More net profit, in dollars as well as percentage. More 


turnovers, from 3 to 5 times per year. Lower investment, a third to 


one-half — because stock is considerably reduced. Easier selling because 


au" you have a wide range of easily obtained and duplicated colors. You 


can furnish practically any color in any finish, satisfying 95% of color 


emand. You never have “dead” colors to cut down your net. 
demand. You never have “dead” colors t td y net 


The Foy Color Profit Plan is a masterpiece of simplicity — 120 smart 
modern colors made instantly from white and six popular shades by 
using little color capsules. Same colors can be matched quickly in 
enamel, modified gloss, flat and even house paint. No measuring, 
no extra containers, no guess work, no mess, no lost time. Handle 


customers as fast as they come in! 


Never have paint dealers been so enthusiastic. Write us for actual 
proof from dealers of greater profits with the Foy Color Profit Plan. 


A FEW FRANCHISES NOW AVAILABLE 
for high-caliber dealers in Ohio, Indiana, Illinois, Ken- 
tucky, Tennessee, Pennsylvania, West Virginia, Alabama and 
Georgia. SEND TODAY for further details. Use conven- 
ient COUPON BELOW. 

Foy Paint Company, Dept. A 

1776 Mentor Ave., Cincinnati 12, Ohio 


Tes, I’m interested in a no-obligation explanation of the Foy Paint 
Profit Plan. Get complete details to me at once. 


NAME 

STORE 

ADDRESS 

CITY ZONE STATE 
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ASSOCIATION + Goer fiers: Veena, 


CAN TURPENTINE FARMERS 








68 MILLION 


ADS LIKE THESE TO HELP YOUR SALES AND PROFITS 


A GREAT FALL CAMPAIGN IN 
THESE POWERFUL MAGAZINES 


Life ... The Saturday Evening Post 
.- «Better Homes & Gardens... 
American Home . . . This Week 
- » « American Weekly . . . New 
York Times Magazine ... Parade 
--- Pathfinder ... Ladies’ Home 
Journal ... House & Garden... 
House Beautiful . .. Farm Journal 
. . « The Progressive Farmer... 
Capper’s Farmer ... Successful 
Farming ... Country Gentleman 
. - - Hoard’s Dairyman. 


AL 


HIS FALL more than 68 million advertisements like those shown above 
¢ ym appearing in the most powerful national magazines and farm papers 
in the country. Let this great advertising campaign work for you. 

Stock plenty of Gum Turpentine at the NEW Low PRICEs made possible 
by this year’s big crop from the great pine forests of the South. Display 
Gum Turpentine —the original, standard paint thinner preferred by g out 
of 10 painting contractors and most home owners. 

Don’t confuse Gum Turpentine with wood or sulphate turpentines, or 
with disguised substitutes. NorHING TAKES THE PLACE OF GUM TURPEN- 
TINE! Only Gum Turpentine is made from the living pine tree. Only Gum 
Turpentine is nationally advertised in powerful consumer magazines. 

Packed in handy 5-gallon and 1-gallon tin containers and in convenient 
quart, pint and 8-ounce bottles. 

Ask your distributor for Gum Turpentine bearing the AT-FA Seal 
of Approval. 


AMERICAN TURPENTINE FARMERS ASSOCIATION 


General Offices: VALDOSTA, GEORGIA 
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FARM MOTOR CONTROLS 











| 
| 





ae seit 





























ARE YOU IN A 


Wondering how to beat the seasonal sales 
slump? Wondering what you can sell farm- 
ers this winter? Westinghouse Farm Electric 
Dealers don’t wonder . . . they know! They 
have a full line of electric products for the 
farm and several that sell best in cold 
weather, such as the Water Trough De- 
icer, the Flexarc Welder and Water Heat- 
ers. Farmotors sell fast the year ‘round. 
Farmers trust the name Westinghouse on 
a motor. They like their rugged depend- 
ability . their reputation for long, 
trouble-free life. They appreciate such 
features as sealed-in, 5-year oil supply .. . 
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LAUNDROMAT 
AUTOMATIC Waser 


VACUUM CLEANERS 








a ae ae nn 


“WINTER WONDERLAND”? 


the all-steel construction... 
ventilation. 

You, too, may qualify for a profitable 
Westinghouse Farm Dealer Franchise. 
Some rich territory is still open. Send the 


dripproof 


coupon for complete information. — J-91736 

A new 16-page, illustrated bulletin on pata 

Farmotors and Controls is just off the Se 

press. No farmstead can afford to be Lia's 

without this authoritative information | 

on the use of electric motors and con- | ¥ ™ @ 
Tore: 


trols for the farm. Mail coupon today ke 
for your free copy. 


house 
P.O. sted ina > peony a your rep" 
intere _ Please 
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NEW LINES FoR ' 


iS LAKESIDE f//@ 


PRESSURE COOKERS AND SAUCEPANS 






» t 

RY!—New 4 and 3-quar 
wis ’ finish! Stamped 
rkable new 
ing pressure! 


S IN STEAMLINER : ’ 
“id sec SAUCEPANS, In "looking-glass 


ht aluminum. Featuring the as 
E which ‘tells’ correct cooking and can 


ER PRES 
lity aluminum. Al 


AT LOWE 


STEAMLINER PRESSU 
e from heavy we! 


10 MILLION SALES ‘TALKING’ GAUG 
nd 3-quart STEAMLIN 


ra «| 
MESSAGES y a ia Cast from highest qua 
® ‘TALKING’ GAUGE. 











SURE SAUCEPANS with “‘tri- 
so featuring the 


IN 'TOP’ NATIONAL AMLINER PRESSURE 
PLUS: a complete line of 21, 16, and 12-quer eos “triple” finish. 
MAGAZINES FROM ¢ Cast from finest quality aluminum se fu 
Cooxer-CANNER®, w improved Geared and Adjustable 
NOW THROUGH AND INTRODUCING the new, 
ive! 
DECEMBER! Gauge. A STEAMLINER exclusiv ante 







7 >i. * 


Good Housekeeping 






Farm Journal 
Pathfinder 
Woman’s Day 


@ (°° 
‘ 


= 





























STEAMLINER 
PRESSURE SAUCEPANS 


4 4-quart 
MODEL "'S" (STAMPED) 


Most practical for the average 
family. Holds 4 pint jars for can- 
ning. Also available in 3-QUART 
size. Perfect companion to the 
larger models. 






F XN NEW ‘TALKING’ GAUGE 
/ | _No Watching! No Reading! 
\ ) 

» 4 












Signals 5, 10, 15 Ibs. pressure 
for cooking or canning! Ac- 
curate, simple, safe! 


















Better pressure cooking and canning for your customers! 
More beauty, more sales appeal! They’re your brand new 
STEAMLINER PRESSURE SAUCEPAN models for ’49! Now 
at lower prices than ever! New amazing features to delight 
the homemaker! Another powerful advertising and mer- 
chandising program to pep up your sales! Send for the 
FREE STEAMLINER Dealer Advertising and Promotion 


Kit to make this your most profitable housewares season! MOSEL “D” (CAST) 
Especially designed for 
large’ food portions. 
Holds 5 pint jars for 
canning. Also available 
in 4-QUART and 3- 
QUART sizes. 


STEAMLINER PRESSURE COOKER-CANNERS 


3 Fast-moving Models! :'21-QUART, 16-QUART, 12-QUART. Capacities for can- 
ning: —21-QUART holds 4 one-half gallon jars, 7 quart jars, or 18 pint jars 
16-QUART holds 7 quart jars or 9 pint jars; 12-QUART hoids 5 quart jars or 
7 pint jars. CAST from finest quality aluminum with lustrous “triple” finish. All 
models have the new Adjustable Geared Gauge and 6-piece accessory set. 


eeeeeeeeeeeeeeeeeeenee 

















Contact your STEAMLINER PRESSURE COOKER Distributor today for fall stocks: or write, wire, phone: 


LAKESIDE ALUMINUM COMPANY, Menomonie, Wis. 
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saves time 


Stage a display today — 
It will build store traffic! 


Write for tuformation on how to tie-in with our 
National advertisina tu Ladies* Home Journal 


and Better Homes and Gardens 


Coasiest to sell 


BECAUSE IT 






é 
and effort © ways! 


I Opens and closes with one motion 
from either end. 

2 Perforated top carries moisture 
down from fabric and pad for easier, 
faster ironing. 


‘New Safety Lock fastens auto- 
matically. Absolutely secure. 


{ Lighter and easier to handle. 


Stands on, or hangs from, either 

end. 

(}Strong tubular legs hold it steady 

and firm on non-skid rubber feet. 
. 


Beautiful, durable baked enamel 
finish. Table top white, framework 
black. 


NEW SAFETY LOCK 
Falls into place by itself. 
Can’t work loose. Releases 
with one finger. 





pW 


the nome on many profit budding products of 
NOBLITT-SPARKS INDUSTRIES, 


Columbus, indiana 





DISTRIBUTED BY Salbnanton & Co, Sne 









1107 BROADWAY, NEW YORK CITY 10 
¢ AMERICAN FURNITURE MART, CHICAGO 





HARDWARE AGE, OCTOBER 21, 1948 









@ METAL CHROME PLATED OINETTE SETS 
@ ALL-METAL IRONING TABLES 
@ ALL-METAL OUTDOOR FURNITURE 




















... With Hodell Chains 


Every hour of every day, for one purpose or another, some It 
of your customers need chain. Their needs will be perfectly 
met when you sell them Hodell chain. PAYS TO 


Welded or weldless, with or without attachments, Hodell DISPLAY 
chains of all sizes, types and finishes have been standards HODELL 


of quality and dependability since 1886. 
iid ve ’ ; CHAINS 





Hardware dealers everywhere, who have been successful 
because they have gained the good will of satisfied customers 


oa Z 
ee tk ee They’re good traffic items 
and they identify your 


Ask for a copy of our new catalog. store as a buying center 
for quality merchandise. 


JACK © SASH © SAFETY © LADDER © PUMP © LIBERTY MACHINE © PROOF COIL © LIBERTY COIL © PASSING LINK ¢ BULLDOG » SAMSON « FLAT LINK © REGISTER 


ESTABLISHED 1886 


THE HODELL CHAIN CO. 


CLEVELAND 3, OHIO 
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“Mont 
Cecomtel 


t <p .1908 Plant of faa : reuniiaitah a 
¥ Deehter Die Casting Co. ee EALITY Doehler Die Casting Co. “4 


s es 
eet tes! 


within 40 years >" 








The Worlld'4 Largest Produc el and Qintsher of Die Ca LhingA 
PLANTS IN: CHICAGO, ILL. » GRAND RAPIDS, MICH. « TOLEDO, 0. « POTTSTOWN, PA. + BATAVIA, N.Y. 


Executive Office 
386 FOURTH AVENUE Qed 
NEW YORK 16, N.Y. 
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AVAILABLE IN: 
SQUARE, ROUND AND RECTANGULAR BASES 


MODELS: 
2A — 6” x 6”, 3A— 6” x 8”, 4A — 8” x 8”, 
5A—8” x 10”, 6A—10” x 10”, 7A— 
12” x 12”, 9A — 8” dia. round. 











Take advantage of the built-in sales impact 





these new Milescraft tampers carry. Be sure to 
tell your customers about the four supporting 
webs that are cast into the fine, grey iron base. 
They guarantee extra strength and prevent 
breakage. Let them know they have their 
choice of either pipe or smooth, hardwood 
handles. And best of all, show the exclusive 
Milescraft fastening feature. The bolt passes 
through both handle and socket of these tam- 
pers. It holds the handle securely in place 
regardless of weather or work conditions. 


SOLD THROUGH JOBBERS ONLY. 


Sixty other items of cement and plaster hand 


tools... the world's most complete line. 
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1, Exclusive Sales Features: Simonds process of Crescent 
Grinding does uniform job on both sides at once 
—gives even taper. Large raker gullets prevent 
“choking up.” These, plus Simonds special methods 
of tempering and testing, guarantee the finest 
cross-cut saw that can be made. 


2. Quality Name: Simonds is most experienced U. S. 
saw-maker ... makes only first quality lines ... 
no secondary grades. 


<> 


Simonds Tie-In Sales: Special “Red Tang” Cross- 

cut Files, saw handles, setting hammers and blocks, 
frames, and other crosscut saw tools. Also Simonds 
Abrasive Company’s Borolon Saw-Gumming Wheels. 


That’s why Simonds Crescent-Ground Crosscuts give 
es you the ¢op cut in profits! Get in touch with the 
‘ nearest Simonds office. 


BRANCH OFFICES: 1350 Columbia Road, Boston 27, Mass.; 127 S. 
Green St., Chicago 7, Ill.; 416 W. Eighth St., Los Angeles 14, 
Calif.; 228 First St., San Francisco $, Calif.; 311 S. W. First 
Avenue, Portland 4, Ore.; 31 W. Trent Avenue, 

Spokane 8, Washi G jan Factory: 

595 St. Remi St., Montreal 30, Que. 























SIMONDS 


SAW AND STEEL CO. 


FITCHBURG, MASS. 
Other Divisions of SIMONDS SAW AND STEEL CO, 
making Quality Products for Industry 


SIMON’ 
a K Grinding 


Saw Amo sr 
jasonoe SAW AND STEQ, ¢ 
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Garden hose reinforced with 


DU PONT CoRDURA* 


The same Du Pont product that gives extra strength 
and durability to truck tires now makes possible better, 
longer-lasting garden hose. Give your customers the 
added value of hose that’s reinforced with Du Pont 
“Cordura.” 


STRONGER! “Cordura’’-reinforced garden hose has higher 
bursting strength than pre-war hose . . . stands up 
against flexing, strain and internal friction! 


LIGHTER! “Cordura” reduces the weight of hose—up to 
50%. That’s because fewer plies—or lighter plies—are 
sufficient with this super-strong, light-weight yarn. 


RAYON... for NYLON... 
for FIBERS to come.-- look 0 


pU PONT 


EASIER TO HANDLE! Besides weighing less, ‘“‘Cordura’’- 
reinforced hose has much greater flexibility—coils 
smoothly. 


Make sure the garden hose in your store is made with 
Du Pont ‘Cordura.’ ‘You get the most from your 
dealings with your customers by giving them extra 
value—and there’s extra value in hose that’s reinforced 
with Du Pont “Cordura”! Rayon Division, E. I. 
du Pont de Nemours & Co. (Inc.), Wilmington 98, 
Delaware. 


Tune in Dy Pont “Cavalcade of America” every Monday ing, NBC 





#* Reg. U. S. Pot. Off. 


OU PUNT 


BETTER THINGS FOR BETTER LIVING 


-- + THROUGH CHEMISTRY 
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CHAMPION OF THE FIELD! 














A Time, Work and Money- 


Saving Marvel — ideal for: 


LANDSCAPERS e NURSERYMEN 
GARDENERS e SMALL ACREAGE 
GROWERS e BULB FARMERS 
RURAL ESTATES e VINEYARDS 
ORCHARDS e CEMETERIES 
GOLF COURSES e Many Auxiliary 
Uses, such as LAWN MOWING. 











Works Close to Trees, 
Fences or Other 
Obstruction 

—close as 1”. TURNS 
EASILY in 8” radius! 
What other can do that? 


Works Uphill 
with Ease 

. with no more strain or 
pressure on operator than 
if on level ground! What 
other tiller can do this? 


Horizontally on 
Slopes! 

Another of the many things 
this tiller will do that no 
cumbersome wheel - equip- 
ped tiller can do! 











Cost Much Less to Buy 


Does All These Jobs—Better ... Easier! 
..- Much Less to Operate 


e PLOWS ...HARROWS... 
DISCS . . . CULTIVATES—ALL 
IN ONE operation! Makes a BET- 
TER seed bed. 


e INCREASES YIELD—and 
profits! Perfectly pulverizes soil, 
properly mulches and distributes 
soil and vegetation. 


@ Leaves no need for work-over, 
because it works every square inch 
of ground. Example: Other tillers 







Worth an Extra Man or Two... EASILY! 


Typical Example: Washington 
farmer reports he, wife and 
son “did more work in 2 days 


cannot work so close to vines, trees, 
shrubs, etc. 


e No other tiller so MANEU- 
VERABLE. Weight only 84 Ibs. 


e SO EASY TO OPERATE that 
a 10-year-old boy or any average 
woman can USE IT FOR HOURS 
WITHOUT TIRING. (Most til- 
lers will tire a good man in three 
hours, but he can use this amazing 
machine ALL DAY—with ease— 


and get more and better work done! 








with this amazing power tiller 
than we could previously com- 


NO WONDER this new farm and garden 
marvel SELLS ON DEMONSTRATION 
—comparison proves it the best all-purpose 
tiller value ever offered. 


Now Only $197.50 Plus Freight 


LAWN MOWER AND OTHER 
ATTACHMENTS AVAILABLE 
Most leading dealers already have it. Dis- 
tribution being expanded to meet the BIG 
DEMAND EVERYWHERE. 


DEMONSTRATIONS 
Score Big Everywhere 









Some Distributorships Still Open 
A BIG HIT AT THE 


NATIONAL 
HARDWARE SHOW 
NEW YORK 


bose aeons aaanaaae 


plete in 4 or 5 days. This 
machine also does MORE 
KINDS of work ... and 
actually MAKES GARDEN 
WORK A PLEASURE.” 








SEIDELHUBER IRON & BRONZE WORKS, Inc. 


* SINCE 1906-% 
Manufacturers of Famous Quality Metal Products | 
Main Plant, 1421 DEARBORN STREET « SEATTLE 44 « Minor 2300 


HARDWARE AGE, OCTOBER 21, 1948 53 


















TR 


WINCHESTER 








‘. 
Ct 
Gives you © SELLING 


FLASHLIGHT and BATTERY LEADERS 


















These re) Distinctive 
Selling Leaders are Featured 


44,521,247 


Times in WINCHESTER 


Advertisements Appearing 


from OCT. 1 to DEC. ll 





. . Gs 7) % me ati "bt time md Appearing in the 
Appearing in the Saturday Evening Post... American Weekly - yb Cun’ «. SATURDAY 
+... Popular Science ... Country Gentleman. . . Successful Reel ree Ma EVENIN G 
F ‘" p . : p \ Ficti G hich Yew Hu, POST October 
arming... Progressive Farmer... Popular Fiction Group—which , 23 and many 
includes Ace High Western, Adventure, All Story Love, Big Book Western, Detective ~ other national 
Tales, Dime Detective, Dime Mystery, Dime Western, Fifteen Western Tales, Forty-Four Western, tana 
Love Book, Love Novels, Love Short Stories, New Love, New Sports, New Western, Railroad, Rangeland 
Romances, Romance, Sports Novels, Star Western, Ten Story Western, Black Mask, Famous Fantastic Mysteries, 

New Detective ...insures complete consumer coverage of— 


IN CITIES OF 
OVER 10,000 


WINCHESTER 
Messages Will Reach 

TWO OUT OF 1 
EVERY THREE 
HOMES in these 
U. S. Cities. 


IN CITIES OF FARMS AND 


UNDER 10,000 SMALL TOWNS 


WINCHESTER WINCHESTER 
Messages Will Reach Messages Will 
NINE OUT OF TEN Reach EVERY 
HOMES InUSS. Cities THIRD HOME on 
of 10,000 Population Farms and in Small 
and Under. Towns Under 2,500. 








2.iN InODOuSsS TRIE SB) sees 
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M Lath the U lay, 


THEY’LL HEAD THE PROFIT 
PARADE ALL FALL and WINTER 








No One To P sara 
But Myself! 





hes mean Stare, f Appearing in the nnn liars \ Appearing in the 
ING , ins tiny SATURDAY —_ SATURDAY 
z — EVENING EVENING 






9 vd POST November POST December 

“pate j 20 and many 11 and many 

5 other national . other national 
magazines. magazines. 


A selling note that can put WINCHES- 
TER luminous flashlights into the hands 
of 40,025,000 U. S. families. 


Strikes the right selling note with 
all 143,329,000 U. S. consumers. 









OF A selling note that will appeal to The Christmas selling note that will 

000 the 30,545,000 U. S. automobile appeal to 119,659,000 U. S. consumers 

TER owners. 10 years of age and over. 

Reach 

REE The selling note that will ring the A selling note that appeals to millions 

these bell with the 71,914,000 U. S. upon millions of U. S. farmers, hunters, 
women. fishermen, and mechanics. 

ei rere mt CA t Srv Iisigcr, HAVEN, COA ®. 
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IMMEDIATE 
DELIVERY? 


¢ 


"A" SECTION 
PULLEYS 

































yes! —they’re all 


$ 


Stock Parts 


“y 


**B'' SECTION 
PULLEYS 





"O" SECTION 
PULLEYS 





A complete line of Power 
Transmission Equipment . 
carried in stock for your ser- 
vice to your customers. 
Chicago DIE CASTING 
offers you the most complete 
line of Power Driven Equip- 
ment. .. all from one source. 






PULLEYS 


MULTIPLE 
PULLEYS 


for use on— 
Washing Machines 
Power Equipment 
Ventilating Fans 
Lawn Mowers 





CROWN FACE 
PULLEYS 





Compressors 

Oil Burners COUPLINGS 
Stokers 

Pumps—Etc. 





SHAFT 
COLLARS 


Ask Your Jobber 
for Catalog 47-A 


or write direct to the factory 








HAND 
WHEELS 


PILLOW BLOCKS JOURNAL BEARINGS 





DIE CASTING MFG. COMPANY 


2510 West Monroe Street, Chicago 12, Illinois 

















at fire Homes ant ta 


ae 


CULO 


AUTOMATIC WATER 
PUMPING SYSTEM 


AMERICA’S GREATEST 
Shallow Well 
Pump 
Stock LERIO and watch the 

profits mount. 

Here is the pump that 
answers every rural 
home need... most 
farm needs... for run- 
ning water. 


The simplified, patented design 
of LERIO makes installationand 
maintenance simple as ABC. It 
fits directly onto the well pipe 
Once Primed— or casing, requires no separate 


Always Primed 
Freezing will not damage 


storage tank, delivers fresh wa- 
ter right from the well. 


The LERIO simplicity of design . . . sturdiness 
of construction, brings your customers... 
1. LOW INITIAL COST 


2. LOW OPERATING COST 
3. LOW MAINTENANCE COST 


One installation will sell a whole neighborhood! 








The main features of the 
LERIO Pump are covered by 
U.S. Pat. Numbers 2091499, 
2394191. 






THE Serio CORPORATION 


MOBILE 6, ALABAMA 
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and mos 
tions — 
and sal 
V-Belt } 
IT SER 
home a 
and sm 
The Ser 
horsepor 
your cu: 
aconsta! 





HARDY 





iT 
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V-BELTS 














fiJeracd (7 %<\ Ghia 


Sells 
Save 
\\\ TTRLECRO ATI | 
ae Mag in iy 


You Pocket /,esiaepvumie 
More Profits 
With This New 
SERVOMATIC 


V-Belt 
Merchandiser 


VCRAVANUILANNLDLNV NY 


sé 








Complete Man- 
val lists specifi- 
cations for 
replacement 
V-belts for all 
makes and 
models of 
home, farm and 
light industrial 
appliances. 


























Selectorule—Simply © 
slip old belt on the © 
ruleand read off * 
proper size-replace- 
ment belt — quickly 
and easily. Anyone 
can do it. 













a lai 






ad ean build bigger profits — IT SELLS — speeds your sales of — fits in anywhere, in aisles, next to 
cash in on a ready market for V-belts! And they're the twins of 
replacement V-belts for home, farm 


and most small industrial applica- 


counter or-up front facing the door. 
the famous Goodyear Automobile It cuts down sales time, because 


Fan Belts, installed as original many customers serve themselves. 





tions — with Goodyear’s new, eye- 
and sales-catching SerVomatic 


V-Belt Merchandiser. 
IT SERVES — over 90% of all 


home appliances, farm machines 
and small industrial equipment. 
The SerVomatic keeps fractional 
horsepower V-belts right out where 
your customers can’t miss them — 
aconstant reminder to them to buy. 





THE GREATEST NAME IN 
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equipment on many of America’s 
new cars. They incorporate the 
same low-stretch, long-life con- 
struction. And best of all, they're 
backed by the reputation and con- 
sumer acceptance of “the greatest 
name in rubber.” 


IT SAVES — valuable floor space, 


because the SerVomatic is compact 


This handy rack makes inventory 
easier, too. And with it comes an 
array of selling aids that will help 
you use the SerVomatic to best 
advantage. 


For full details on this salesmaker, 
see your nearest Goodyear Indus- 
trial Rubber Products Distributor. 
Or write Goodyear, Akron 16, Ohio. 


SerVomatic, Selectorule 





oodyear Tire 











LW/tast-selling SHOPSMITH 


Store after store reports: 
"“SHOPSMITH sales exceed all 
other power tools combined” 


How can you turn power tool prospects 
into “right-now” power tool buyers? 
Show them SuHopsmiru. That’s what 
an increasing number of hardware men 
throughout the country are doing. With 
this result: 2 out of 3 SHopsMiTH owners 
bought at first demonstration! 
SHOPSMITH is the power tool your 
customers have been waiting for. 


SHOPSMITH dealers have other important advantages. They 
don’t need to load up inventory on separate, single-purpose 
tools. They cash in on the big power tool demand with 
SuHopsmiTH by itself—in just 18” by 60” floor space! 









Shifty as CIRCULAR SAW. Has 8-inch blade. Depth of cut 
2% inches. Up to 46 inches between blade and fence. Micro- 
blode adjustment. Tilting table. 





@eeeeoeee*eees8seeeestcseeseu#sePsee7neee##7eee#e##e#¢ 


WOOD LATHE. 34 inches be .15-i 
wi Gi tok jon bag wernt prong tinge Fn com PUT THESE FAST-SELLING SHOPSMITH FEATURES 


Also turns light metals, plastics. , TO WORK IN YOUR STORE 


1. it's COMPACT... SHOPSMITH takes just 18” x 60” floor space— 
easily fits garage, basement, spare-room shops. Saves loading up 
on inventory of single-purpose tools. 









2. it's COMPLETE... SHOPSMITH combines 5 basic power tools—a 
complete powershop in one unit. Also converts to grinder, buffer, 
router, mortiser, drum sander, shaper, scratch brusher. 


3. it's PRICED WITHIN REASON... SHOPSMITH costs up to $309.50 
less than 5 single-purpose tools of comparable capacity. One 
motor for all 5 operations! 


, 4. it's EASY TO OPERATE... SHOPSMITH converts from tool to tool 
Shitn AS HORIZONTAL DRILL. First time in power tool — in less than one minute. And you don’t need special wrenches 
» field! No limit on length of work. Provides accurate method of or special skill. 

ee Serene ; 5. it's STURDY... SHOPSMITH weighs 200 lbs.—with- 
out motor. Has cast-iron headstock and carriage 
.. - heavily ribbed table. Rugged construction is 
one reason SHOPSMITH is safe to work with. 


















6.1t's ACCURATE...SHOPSMITH is precision-machined, 
factory-tested for close tolerance work. That’s 
why cabinetmakers, maintenance men, carpenters 
—as well as thousands of hobbyists — are using 
SHOPSMITH now. 





*“eseiseoeeeee#ee##e#ee#ee#e#e#*® nd 


NATIONALLY ADVERTISED 


ONE OF THE LARGEST CONSUMER AD CAMPAIGNS 
IN POWER TOOL HISTORY. Perhaps you've seen the 
full-page SHOPSMITH ads in Popular Science, Popular 
Mechanics, Sunset, other national magazines. More are 
coming. Watch for them. 





SH as DISC SANDER. tics 12-inch 


disc. Adjustable mitre gauge. large 1442” 
by 17” tilting table. 


SUF Hos as DRILL PRESS.» 


Drills to center of 15-inch circle. 414-inch 
feed. Up to 27 inches —table to chuck. Has 
4 grease-sealed ball bearings. 


MAGNA ENGINEERING CORPORATION __ Péonisin Clevelond 


465 California Street, San Francisco and San Francisco 
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g. With 
7 owners 





























*, buffer, 


$309.50 
ty. One 


1 to tool 
renches 


—with- 
arriage 
ction is 

Forty-seven floors of luxury, occupying an entire 


city block, the famous Waldorf-Astoria has no equal 
in the hotel world! Into the building of this dream 
hostelry went the finest architectural and engineering 
experience in the land . . . and the most modern and 
appropriate materials and equipment that money 
could command. 

The Waldorf-Astoria’s great labyrinth of stee/] pip- 
ing, for the heating lines, soil, waste and vent lines, 
fire, air conditioning, and vacuum lines, can be 


penters 
e using 


PAIGNS measured in terms of hundreds of miles and thousands 
een the of tons! 

Popular 

ore are 


COMMITTEE ON STEEL PIPE RESEARCH 


























—for the great hotels of the world 


For such vital services, steel pipe is the first 
choice of technical men who judge the qualifica- 
tions of every material and product: in terms of 
adaptability, serviceability, durability, and cost. These 
qualities of stee] pipe which made it the predominant 
choice for this cathedral of comfort are the same 
qualities that have made it the predominant choice 
for all types of buildings the country over. 


Yes, steel pipe is first choice! 


The interesting story of “Pipe in American Life” 
will be sent upon request. 


) OF AMERICAN IRON AND STEEL INSTITUTE 
é 350 Fifth Ave., New York, N. Y. 
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THE FIRST COMPLETE ‘‘MATCHED’’ SET 
OF CABINET HARDWARE IN 








FOR ONLY $1.95 


dealer cost, you can 











get this display of new 
Amerock Wrought Brass 
Cabinet Hardware. 


BE THE FIRST 


in your community to offer 





your customers, not only 
brass knobs and drawer 
pulls, but also hinges, door 
pulls and catches in the 
same matched design! Ideal 
for linen closets, play rooms, 
dining rooms, kitchens, 
bathrooms, fur either 


painted or natural finishes. 


YOUR CHOICE 

of 4 finishes ..:; order one 

or more displays today 

and stock as needed. Just 
fill out and send coupon or... 


ASK YOUR JOBBER! 


AMERICAN CABINET HARDWARE CORP. 
ROCKFORD, ILLINOIS Dept. No. 3-0 


Please ship (at $1.95 each dealer cost) the 
Amerock Wrought Brass displays below: 


QUAN. DISPLAY No. FINISH 
Polished Brass 


Dull Bronze 


Polished Chromium T.M. REG. U.S.-CANADA 


) Send catalog page and complete information. 


Dealer Name 


AMERICAN CABINET HARDWARE 


CORPORATION 
ROCKFORD, ILLINOIS 


Address 
a 
Jobber’s Name 


HARDWARE AGE, OCTOBER 21, 1948 





e, too, because the 


etter for profit 
MIMAR perfor 
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e facts about 


and you'll want 


NEW MIMAR LIN 


nance 


dem- 


then call, write 


inutes. 
it only takes © few mi 
on. 


onstrati 


MIMAR SUPER AIR FLOW (Model #312-R) 


Hot or cold air circulator for summer or winter. Twelve-inch 
fan with overlapping blades operates at a whisper... has low, 
high and intermediate speeds. This model delivers up to 1200 
cu. ft. of cooling air per minute. For heating, fon slows down 
to 600 r.p.m. and coils produce 5400 B.T.U.'s of circulating 


warmth per hour. Guaranteed. 


MIMAR DELUXE (Mode! #212-A) 


it's ao summer fan and winter heater in one space-saving unit. Summer fan oper- 
ates at 2000 r.p.m. Eight-inch overlapping blades produce o mass of cooling, 
circulating air. Change-over to cold weather comfort-control! is accomplished by 
a simple flick of the switch. MIMAR Deluxe heater coils give more warmth per 
hour than any other air circulator—regardless of price. When used as a heater 
fan speed is automatically reduced. Unit is tiltable...can be directed wherever 
air flow is desired. Guaranteed. , 


MIMAR SENIOR (Model #116-C) 


The Senior is exclusively a heater. ft is thor- 
oughly unique because it produces two concen- 
trations of heat from the same coils—warm and 
warmer. This MIMAR model is really two heaters 
in one, Cose never gets hot because fan draws 
air over the glowing coils and distributes the 
heat throughout the room. Guaranteed 


MIMAR PRODUCTS, INC. + BROOKLYN 5, NEW YORK 


EL MONTE, CALIFORNIA ¢ CHICAGO, ILLINOIS 
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4-Ways Better In Selling Power! 








“lakes 

‘** Guaranteed by > 
Good Housekeeping 
Nd -. 


The New Universal Electric 
Blanket with the Exclusive 
“Slumber-Sentinel” Control 


EXCLUSIVE “SLUMBER-SENTINEL”. . . The 
Universal Electric Blanket is the only 
Blanket with the exclusive “Slumber, 
Sentinel”... the simple precision control 
that assures maximum night-long comfort 
through exact control of temperature 
whether the weather blows damp or cold. 


TOPS IN QUALITY... Universal is the 
extra-quality Blanket , . . rich in appear- 
ance ... luxurious in texture. It has a great 
big satin binding to add that luxury touch. 
It’s big in size . . . 72” x 86” for double 
beds, 66” x 86” for twin beds. It comes in 
a complete color range. 


NEW, GREATER SAFETY... Multiple ther- 
mostats are channeled into the Universal 
Electric Blanket to control overheating. 
Blanket heats only to 90 degrees... the 
«xe safety line... for maximum safety. Good 
Housekeeping and Underwriters’ Labora- 
tories Seals build customer confidence. 






Ps sorrarsee 1S 


PRICED TO MARKET DEMAND... The big 
double and twin-bed sizes are priced to 
assure you a full share of electric blanket 
business. Costing less than three good ordi- 
nary wool blankets, one Universal Blanket 
outperforms all three for perfect sleeping 
comfort ... saves on laundering, too. 









































HARDWARE AGE, OCTOBER 21, 1948 





480 MILLION NEWSPAPER 
IMPRESSIONS. . Universal 


goes far beyond the usual 





124 MILLION MAGAZINE Se newspaper coverage for a campaign 
READER IMPRESSIONS... Uni- like this... penetrating deep into 
178 market areas ... and not with 
just one... but with three big ads... 
one every other week during the 
campaign right in your local market. 


versal is piling magazine on 
magazine ... picking the leaders 
and covering the markets with big, 
four-color, full-page ads in the 
Saturday Evening Post, McCall's and 
other leading magazines reaching 
millions from coast to coast. 








t Ps 


: 1S Vedii ike 4 
% LE ee 


DYNAMIC, MULTI-POWERED 
POINT-OF-SALE SUPPORT... 
Your store is the focal point 
of the whole campaign . . . that's why 
we're listing your name in each of those 
three big ads... steering the sales to you! 
Helping you tie in, helping you cash in 
with window displays . . . counter cards 
...ad mats...and sales training material, 


24 MILLION RADIO IMPRES- 
SIONS WEEKLY ... Pick the 
networks ... pick the top au- 
dience shows .. . yes, all the major 
networks ...and not one, not two... 
but a whole host of top audience shows 
with high ratings. That's the way 
Universal is using radio to build rec- 
ord-breaking blanket sales for you. 





LANDERS, FRARY & CLARK + NEW BRITAIN, CONN 
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Js this 
PROFITABLE BUSINESS 





you? 


COMMENDED 


PARENTS 
MAGALINE 


psn OR 4 lifump OF 


$’ Guaranteed by 
‘Good nc on 


Gop if OFECTIVE OF avg 
45 aovenristo WES 


“The Original and Best-Selling 
FOLDBACK PLASTIC BABY TRAINER NEW FLAT-TOP MODEL 


Counselor 


34% Aseting 3 tre beck TT CD) Ve Unmatched in Smartness..Unequalled in Value 


bar df the toilet seat. 
Opens and closes in a 


. ’ ee National Housewares Show...the scale that sets 


FAIR-TRADED , a a new high for modern design, eye-appeal, sales- 


fen on West Coast) ‘iffy. a3 eg The scale that made the great hit at the recent 
appeal, value. The scale that is being featured by 


SANITARY! MODERN! leading stores all over America as fast as produc- 
tion permits. It is the finest personal scale in the 


t 3 
CONVENIENT ° PLASTIC ™ moderate price range without a question of doubt. 


Handsomely packaged in a colorful carrying carton! Its large flat-top platform, covered with colorful 
G5%' at yew quan Ge wenn, troy marbleized rubber mat, is only i! nego — 
one is a prospective UP-SEE-DAISY buyer. Don't the floor .. . equipped with magni ying Ciai lens. 

No. 222 is finished in high gloss enamel 


Fa Se GATE SOND GP SS op with chrome headplate. No. 222C is finished in 


* FIGURE SUPPLIED BY HARDWARE AGE gleaming all chrome. Write for complete details. 


Nationally Advertised to Millions Every Month 
IMPORTANT! 


Beautiful counter dis- 
play stand, advertis- 


ing mats and literature r 
available. ‘i 


NATIONALLY ADVERTISED! ra ? 
STREAMLINED) 
IMMEDIATE DELIVERY! al , 


THE BREARLEY CO., ROCKFORD, ILLINOIS 


Now York Representative, A.W. Stern, 1125 Breadway 


) 
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No. 2693 Twin Clip-On Rack is the double-bar, double-utility version of Autoyre’s original single 
Clip-On (No. 2640). These uniquely designed, lustre chrome finished fixtures do a big job in small space 
in the home—on the counter. They have been consistent salesmakers since the Clip-On was first introduced 


and acclaimed by stores as “the hottest single item in the bathroom and kitchen accessory department!” 


THE AUTOYRE COMPANY @ OAKVILLE, CONNECTICUT 








ex 


Aen! | 


get a hold on more customers 


























FILE 
HANDLES #1 


DOOR 
STOPS #8 


More of Judd’s hard- 
wearing hardware smart dealers are eager 
to handle. Because Judd is such a depend- 
able company to do business with. And you 
can depend on every Judd product to please 
even your hardest-to-please customers. Check 
your catalog and place your order now. 


HL. 


WALLINGFORD, CONN. =e 


in nena 


COMPANY 


87 Chambers Street, N.Y. 7 





ee | 


i 





CIPCO ARCHITECTURAL HARDWARE... 
custom built to harmonize with any architectural 
motif . . . gives an aura of superlative beauty, com- 
plimenting distinguished 
architecture and appoint- 
ments. Available in finest 
quality brass, bronze or 


aluminum. Consult us 





about your requirements. 


CITY PLATING & MFG. CO. 


22nd and COLE STREEe 
ST. LOUIS 6. MISSOURI 
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AD-A-DISPLAY 

















B9 — Seven “quick sellers” 
in the Corbin line. 











OPtn 
omy 


Each padlock . . OW YOUR 
Merchandiser can be PERSONAL 
grouped with each COMBINATION, 


other making it ible 
to AD-A-! AY as your 
require. Machine 
screws, nuts, and screw eyes 
be ~~ oe | for ke 2. 





mn 4 a # Bi , ke fk 
cb Kae B7 —Three of the famed B8 — Long shackle padlocks 


Sesamee Combination Pad- for pumps, refrigerators, 


| locks. bikes, etc. 


Ilys new — it’s flexible — it’s unique, and it will 

move padlocks right off your shelves. You add a display 

panel to suit your stock and your space requirements. Ad-A-Display 
Padlock Merchandisers are FREE. You pay only for the padlocks. 

























































Available immediately. Ask your jobber now. 
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wed’ WONT GET IN YOUR FINGERS / 





“I'm CHORE GIRL—the origi 

knitted copper pot cleaner. J don't a 

Splinter... rough-up hands. BUT. I do whisk 

pap sia doe and pans sparkling clean in 
at dealers everywh 

my picture on the tag ” a 


Chore Gir] 
Metal Textile Corp., Roselle 1, N. J. 
. GOLDEN FLEECE back if your dealer says ‘NO,’ send 12¢ and 

















ind address for an ‘emergency ration’ wil | see him” C.G. 





“Did you see me in this advertisement? 
Millions and millions of housewives did! 


“They saw me in their copies of Good 
Housekeeping, Ladies’ Home Journal, 
True Story, McCall’s, Farm Journal, 
Country Gentleman, Woman’s Day, Fam- 
ily Circle...and in Nancy Sasser’s column. 


“Some of those women will be your cus- 
tomers today! 


“Are you ready for them? Will they have 
to look for me—or am I in plain sight? 
Are you making me attractive to them? 


“Mr. Dealer, put me in a good spot. We'll 
both profit if you’ll do that 


“,..AND | MEAN PROFIT!” 


Chore Girl 


Metal Textile Corp., Roselle 19, N. J. 

















Home and Garden Gloves 
with elastic knit lining 
(Sister glove to 
famous Ebonettes) 


Instant Popularity with 
women is bringing repeat 
orders from trade! 


Deliveries started in April— 
buying response immediate 
everywhere Bluettes have 
gone on sale. No wonder— 
look at the features of these 
rugged handsome sky-blue 
gloves for all house and gar- 
den work! 


Elastic Knit Lining inside 
tough liquid-tight Du Pont 
neoprene, completely flex- 
ible, new comfort even in 
extra hot dishwdéter—grease- 
proof, sun-proof. 


Easy On and Off— 
a happy feature when 
telephone or doorbell 
rings! 

Short Curved Fingers 
—fit every hand neatly 
to tips. 

Amazing Pioneer 
Non-Slip Finish— 
grips wet slippery 
things as if dry. 


Small Stock to Carry 
—only 3 sizes, small, 
medium, large. 


Attractively Banded 
in Pairs 


Sales-Making Coun- 
ter Display Carton 


—holds six pairs. 


National Advertising Scheduled. 

Order Bluettes from your jobber today—or write for 
full profit story and prices! Immediate delivery. The 
Pioneer Rubber Co., Wiliard, Obio: Los Angeles, U.S.A 


over 30 Years oF QuaLitY GLOVE MAKING 
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Covered Sauce Pots — 
4, 6, and 8-qt 


a. IFT business on housewares is going to be tremendous 

8-cup this season. And high on the list of “hot products” will 
be “the cooking ware with the built-in heat distributor”, 
Nesco Evenheet Stainless Steel Utensils. 

Nesco Evenheet utensils provide marvelously fine cooking 
results because they have a built-in heat distributor which 
distributes quickly and evenly throughout the utensil. All 
surfaces of Evenheet utensils are gleaming, easy to clean stain- 
iM adtwe. less steel. Other features include finger fit handles of cool 

plastic, snug-fit covers and folded edges.:« 

Be sure you order enough Nesco Evenheet to meet the 
record demand now being built by large-scale advertising in 
the ten best women’s national magazines, totaling 28,693,674 
in circulation! Contact your Nesco distributor today! 















Multiple Purpose 
Double Boilers — 
1% and 2'-qt. 









Covered Sauce 
Pans — 
1, 2, 3, and 4-qt. 













NATIONAL ENAMELING AND STAMPING COMPANY 
Covered Gey Pans <= 270 NORTH 12TH STREET, MILWAUKEE 1, WISCONSIN 


6”, 8” and 10” sizes Sales Offices: 1430 Candler Bidg., Atlanta + 1166 Merchandise Mart, Chicago - 200 Fifth Ave., 
New York « Western Merchandise Mart, San Francisco + 901 Ambassador Bidg., St. Louis 
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SAFETY 
FIREPLACE CURTAINS 





@ IT’S THE ORIGINAL... 


Not every flexible screen is a Flexscreen—but 
it’s Flexscreen your customers know and want. 
Fifteen years of consistent, hard-hitting na- 
tional advertising, plus the praise of enthusi- 
astic owners, have created a market that in- 
sists on the original woven metal fire curtain 
— Flexscreen! « 


& IT's SUPERIOR... 


Flexscreen fabric is specially woven—at our 

plant—for Flexscreen alone. It’s very resili- 

ent—a better fabric for this specific purpose 

. sheer, lovely, yet absolutely spark-proof 

... heat treated for years of service. Unipull 
| —which slides curtains open or closed at the 
| touch of one hand—is found only on Flex- 
screen. Fixtures are solid, attractively de- 
| signed. Your customers are right in demand- 
ing Flexscreen! 

Flexscreen’s powerful customer appeal and eye-catch- 

ing display value lead to quick, on-the-spot selling . 

of a quality item! Take advantage of the uneq ualled, 

constantly growing demand ier Viemsevetn. 1 For you, 

it can mean an unprecedented turnover—and big 

profits! 

Write us at 1028 North Street for our Catalog, or ask 

our representative to call. 


Makers of Fresh-Aire Fireplace Units 
& BENNETT -TRELAND INC. ry 
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Get the HOUSEWIVES VOTE 
cD , and MORE SALES wit 






CHROMIUM 
» STOVE PADS 


> fast Moving . . . low Priced 





Proven profit makers wherever they are sold. NU-TOP Chro- 
mium Plated Stove Pads top the ballot in any pad popularity 
poll. They feature asbestos backing, smooth rounded edges, 
and a long lasting finish. NU-TOP Pads are also available in 
the bright embossed tin; in three beautifully lithographed pat 
terns, and in stainless steel. 
An added sales feature te a household must 
. . . the Good Housekeeping Seal of Approval 
is proudly displayed on ali Chromium Plated 
NU-TOP Stove Pads. 

SEE YOUR HARDWARE JOBBER 
or write for price lists and catalog 


The METALOID Co. 





5815 KINSMAN RD. * CLEVELAND 4 OHIO 
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MASTER 2- Zee DRYER 


The dryer with a dual @.Lightweight aluminum 
personality ....used in construction! — 

a dozen ways! Precision- @ Handy toggle Shes 
made to highest stand- =| for warm, cold air! 
ards! Delivers a stream © Warms, cools; dries, 
of hot or cool air in defrosts, thaws, Mantel 
seconds! Fo, Complete Infor- ~ ag in the. hed 

mble. 


mation See Your Job- 
ber or Write 











"ASTER APPLIANCE MFG. CO. 


RACINE V/ISCONSIN 
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f popular, fast- 
nations. 


; FEDERAL TOOL CORP. 
la -~ - 
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Increase your profits 
WITH MULLER EQUIPMENT 





Model 31/2 tilting type mixer 
for small construction jobs 


Light enough for easy handling . . . heavy 
enough for long life . . . priced to attract cus- 
tomers. The Muller line includes also the 
Farmix, a unit for farmers wih hand, electric, 
or gasoline engine drive. 


» Write for dealer discounts 


MULLER MACHINERY COMPANY, Inc. 
Dept. HD METUCHEN, NEW JERSEY 

















Always Ou The Leuel! 




















For CARPENTERS, MASONS and 














OTHER PARTICULAR ARTISANS 








Precision manufactured from only the finest materials obtain- 
able, ROYAL LEVELS are quality tools for fine craftsmen. 
They are carefully tested to give years of accurate performance. 


MAHOGANY and OTHER WOODS 
e Manufactured from only the 
finest kiln dried woods and 
finished in clear lacquer. 
Available in all standara 


ROYAL ALUMINUM LEVELS are 
attractive and designed to 
combine strength with con- 
venience in handling. Preci- 
sion manufacturing and close 
inspection assures accuracy 

quality. Available in sizes 
- to 48 inches. 


Order from Your Jobber or Write — 
ROYAL OAK INDUSTRIES 


P.O. BOX NO. 248 ° ROYAL OAK, MICH: 


lengths with choice of 
aluminum end tips or full 
aluminum bound. 
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FLOOR JACKS jf .....’ 


Painted inside 
and out to 

There is a tremendous market, a proven cot and 
. » corrosion 

real profit opportunity for alert 

dealers featuring TAPCO — the 

all-steel, precision-built floor 

jack. Tapco has superior features 

and is approved for new home 

construction. 


WE CX ZZ EZ: 








A we 


In 3 sizes — each 
with full- range 
height adjustment 





Approved for 
new home 
construction 


Easy-to-turn 





eo” 
roa Write today for full de- 
tails, free literature and 
name of your nearest 
distributor. 


Write, Dept. F... KQa Ib 


e) 


The AKRON PRODUCTS CO. Seville, Ohio 
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REMOVABLE HARDENED STEEL 











PIPE JAWS = HARDENED CuT OFF TOOL 
PART OF VISE STEEL JAW 
INSERTS ANVIL 
WITH HORN 
STEEL HANDLE 7 <_ 
AND SCREW ‘ STEEL CHANNEL 
SLIDE PROTECTS 
4 y ‘ SCREW 
ee | Tie Kgs m 
; DESMONDESTER om 
ety MON Doo |e . - 
St he DERE ae ae 
SM PEEKS MEG COM: EL } 
- E } 
f \ ai aa. 
ELECTRICALLY Mies 
WELDED ENDS - 
MACHINIST'S sw VEL BASE 


TYPE SWIVEL ———— 


LOCK LEVER q 


DESMOND-STEPHAN MFG. CO. 
URBANA, OHIO 


. 74 Murray St. 
Sales Offices: New York City 


Also manufacturers of Grinding Wheel Dressers & Cutters 


34 N. Clinton St 
Chicago. Ill 


HARDWARE AGE, OCTOBER 21, 1948 








HARDW. 








res — each 
ull- range 
adjustment 


E-pinned 

ra safety 
e 

| inside 

ito 


t rust and 
7] 


ed for 
me 
ction 


turn 


ndle 





L 
ORN 


STEEL CHANNEL 
SLIDE PROTECTS 
SCREW 


-O. 
n St 


ml 


itters 


1, 1948 








I. the hottest news story in the paint 
business today . . . the story of Sapolin 
MeEL-Lux! 

In city after city, everywhere it has been 
introduced, this amazing new self-priming 
oil paint is smashing sales records! 


The big reason is the product itself. 
For Met-Lux is a genuine oil paint that 
needs no primer. With only one coat it 
seals, primes and finishes all at once. MEL- 
Lux is really washable—quick-drying—and 
has no “painty” odor. What’s more, one 
coat of Met-Lux completely covers wall- 
paper, paint, plaster, brick, wood, wood- 





Another Scoop for SAPOLIN ! 


work with a mellow, luxurious finish. 
Comes in exciting new pastel colors and 
in white. 

In addition, Sapolin Mrt-Lux is a sen- 
sational seller because it is vigorously pro- 
moted via newspaper, radio, direct mail 
and point of sale advertising. 

For extra related item profits, Sapolin 
also gives you perfectly matching colors 
in Sapolin Interior Gloss and Semi-Gloss 
for woodwork and trim. 

You can get a bigger share of this Fall’s 
interior painting business by writing to- 
day for the complete story on Met-Lux. 


SAPOLIN PAINTS Inc., 229 East 42nd St., New York 17, N. Y. 
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A COMPLETE LINE OF PAINTS FOR EVERY PURPOSE 
WAREHOUSES: Brooklyn, N. Y.; Jacksonville, Fla.; Houston, Tex.; Los Angeles, Cal. 








BECAUSE IT WORKS LIKE MAGIC 
ON HOME REPAIR JOBS 


LIKE THIS > .— ay 


CHIPPED ‘S. TUBS a 
@ OR THIS 


REFRIGERATOR DENTS 
OR CRACKS AND ALL 
PORCELAIN SURFACES 


QUICK TURNOVER—QUICK PROFITS 


You'll pick up plenty of extra sales—and profits-—with 
this Magic Money Maker—MAGIC PORCELAIN GLAZE. 
MAGIC is “'tops”’ 


spots on bath tubs, sinks, refrigerators, washing machines, 





AE 








Because for repairing ugly chipped 


stoves and other porcelain surfaces, customers buy it 
again and again. Pure white, waterproof, 

MAGIC PORCELAIN GLAZE dries rock- 
hard — fast! Easy to use. Won't chip. 
“MAGIC” sells itself from an attractive 
display carton. Packaged in 1-oz. (25c) 
bottles, 4-oz. and 8-oz. Mail at- | 
tached coupon today for added sales {&§ 
and extra profits in ‘48. 


cans. 


OTHER MAGIC 
MONEY MAKERS 


ron Cement, White Tile 
Cement. Crystal Clear Ce- 
ment. Wood Putty. Wall 
Paper Spot Remover. Plas- 
tic Body Solder. Liquid 
Casein Glue, Crack Filler 
Liquid Solder. Spot Putty. 


MAGIC IRON CEMENT COMPANY 


1366 E&€. 34th STREET © CLEVELAND 14, OHIO 
I am interested in MAGIC PORCELAIN GLAZE and other 


Magic Money Makers. Send more information as to discounts 
and sales helps. 


NAME 





ADDRESS 


CH... ee STATE 
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| 
~—6€BIG profits for you 


WITH Goze GAS FLOOR FURNACES 


Dealers all over the country are realizing an increasing demand for 
| Cozy Floor Furnaces. Twenty years of successful performance are 
| paying off. You should be getting your share! And you can get it! 


MODELS AVAILABLE FOR ALL TYPES 
OF GAS FUEL INCLUDING L-P GASES 


SELL THESE g FEATURES 


1. Grille — unbreakable steel. 
84% open area means greater 
efficiency in air circulation. Fin- 
ish harmonizes with home inte- 


| riors. Grille is easily removed. J. Chimney Draft Diverter —Con- 


stant normal draw conserves heat 
and prevents blowing out. 


6. Outer Housing — Heavily con- 
structed and exceptionally rigid 
for long life. 


2. Peep Hole Cap — Furnace op- 
eration is easy to visually check 


through Pyrex Glass. 
8. Heating Unit —Improved de- 


sign heat transfer unit assures 
complete combustion and greater 
radiation surface — gives greater 
heat recovery. 


3. Removable Inner Jacket — Air 
insulated inner wall, separating 
warm and cool air chambers, 
insures maximum heat recovery 











and circulation — outer air pas- 
sageway cannot become heated. 


4. Valves— Single rod control 
simplified operation, Control is 
conveniently located. 


5. Pressure Regulator — Prevents 
gos pressure fluctuations and 
conserves fuel consumption, 


9. Burner — Ribbon type burner 
gives quiet operation. Cast-iron 
jets for long life. Cannot get out 
of adjustment. Stainless steel re- 
movable burner head and orifice 
—no corrosion—constant full 
heating capacity. Standard equip- 
ment is Baso Safety Pilot with 
100% shutoff in case of flame 
failure from any cause, 


Territories Available 
Write or Wire for Details 


HARDWARE AGE, 


-ADVANCE FURNACE COMPAN 
2300 EAST DOUGLAS, WICHITA, KANSA! 


OCTOBER 21, 


1948 








The R/M 
of wicks, 
stove, rai 
materials 
clean, tre 
househol: 
Ask your 
the wicks 


HARDW 





woven glass 


The acme of perfection in stove 
kindlers, assuring long life and 
maximum stove performance. The 
only glass wicking woven with a 
wire core in every strand to protect 
the burning edge. Packaged 6 ft. 
and 100 ft. to the box in widths 
of %”", 1%, 1%” and 1%”. 


ou 
CES 


. 


demand for 
rmance are 
can get it! 





quik-flame 


The most efficient kindler ever de 
veloped for range burners. Patented 
open mesh construction provides best 
possible results with distillate oils. 
The extra-heavy wire core yarn 
keeps the kindler upright in the 
burner channel. Glass yarn at burn- 
ing edge facilitates the removal of 
carbon deposits. Packaged 6 ft. to 
box, 78” and 138” wide 























The R/M line offers you a wide variety 
of wicks, suitable for every kind of oil ° dl . 
kindlerite 
stove, range or heater. Made of quality 
. . . R/M's standard quality woven as- 
materials throughout, these wicks give ie: Se. Goats tna 
clean, trouble-free service every year to wicking with wire core in both warp 
H and filling yarn. Packaged 6 ft. and 
householders in all parts of the country. con & a hee in wile of &. 
Ask your jobber for R/M.. . the pick of 1”, 1%” and 136” 
the wicks. 
rily con- 
ly rigid 
tri-ply 
be +a The patented Tri-Ply construction 
‘~ = rivals woven asbestos wickings in 
‘ stove performance. It's the only 
asbestos-paper wicking furnished in 
red de- standard 100 ft. rolls. Also pack- 
assures aged 6 ft. per box. In %”,,1”, 14” 
greater and 13” widths 
greater 
burner 
ast-iron 
get out 
feel re- 
orifice 
nt full 
eae RAYBESTOS-MANHATTAN, INC 
ot with | e 
Some ASBESTOS TEXTILE AND PACKING DIVISION 
MANHEIM, PA. 
. 1948 HARDWARE AGE, OCTOBER 21, 1948 75 











GOLDBLATT 
TROWELS 


st Choice 


of Plasterers and 
Cement Finishers 






COMPLETE 
LINE OF 
FIRST 
QUALITY 
TOOLS FoR 
ALL MASONRY 
TRADES 


IMMEDIATE 
DELIVERY 


ILLUSTRATED 
CATALOG 
MAILED ON 
REQUEST 


ATTRACTIVE 
DEALER 
DISCOUNTS 





































Nationally Advertised Since 1885 


GOLDBLATT TOOL Co. 


1622 WALNUT STREET 
KANSAS CITY 8, MISSOURI 
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Feature the removers that 


require no wash-up 





Show a customer how he can save time and still do a 
first-rate job—and you’re on your way to a sale! 


You can do it with NO-WASH and SAF-TE Removers. 
Either of these powerful solvents quickly softens up any 
type of finish—and no after-wash with alcohol or sub- 
turps is required. 


NO-WASH 





REMOVER 


Reduces paint, varnish, enamel, shellac, or lacquer to a 
soft, unresisting sludge that peels off easily. Leaves surface 
smooth, clean—ready for refinishing. 

NON-BURNING 


SAF-TE "i 


Designed especially for use in places where fire prevention 
is all important—hospitals, institutions, etc. Equally ef- 


fective on any type of finish. 


| Order from your jobber. Write for information. 


WILSON-IMPERIAL CO., Dept. H-1082, 115 Chestnut St., Newark 5, W. J. 









Ltn) 
CONSUMERS ASPHALT 
TILE CEMENT 


Easy application makes it perfect for home use. For concrete or wood 
floors. For use over felt paper or underlayment. Non-inflammable and 
non-explosive. Sets tacky under normal conditions in about 45 minutes. 
Just the right troweling consistency for the non-professional asphalt 
tile layer. In quart and gallon cans and 5 gallon kits. 





Consumers Paint Remover 


| Outstanding among paint removers because of its speedy 
action. Stays wet while working, yet dries quickly after 
scraping or wiping. Treated surface can be painted without 
further preparation. Noninjurious to hands or clothing. 





Order Now from Your Wholesaler 


CONSUMERS GLUE Co. 


1515 N. HADLEY ST. ST. LOUIS 6, MO. 
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$57.75 
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Engineered Right... Styled Right... Priced Right 


For FAST, PROFITABLE SALES 


Bright spot in the sales picture of many 
a store this Fall is the line of Power King 
Tools—developed through 31 years of expe- 
rience in small tool manufacturing. In qual- 
ity-engineering, modern appearance, and 
medium price they have no equals. You'll 
quickly see why when you get them in stock. 

Power King Tools have never been built 
down in quality. Instead they have been 
built up — in capacity, precision engineer- 
ing, performance features —to meet the 
working needs of the home shop owner at 
a price he can afford to pay. 

Power King Tools sell on sight to most 
tool buyers. And so everyone who uses 


12" 
BAND 
SAW 


$19.75 


SELT & DISC 
SANDER 


$57.75 






4¥2"* JOINTER- 
PLANER 


$44.75 — 


9°" WOOD LATHE $39.75 
12" woop $§9.75 
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ATLAS PRESS Company 


1056 N. PITCHER ST. e@ 


MATCHED PREC/s 
METALWORKINGN TOOLS FOR 


power tools is a prospect—farmers, indus- 
trial and commercial plants, woodworking 
shops, home shop owners. It’s a complete 
line that’s a constant source of business as 
customers buy additional tools and acces- 
sories. And the broadest advertising pro- 
gram ever developed for power tools is 
working now to keep a steady stream of 
prospects headed your way. 

Franchises are open in several terri- 
tories for aggressive dealers. For the fast- 
est power tool sales you’ve ever seen, write 
to have the Atlas factory man in your terri- 
tory call to give you the complete story 
and preliminary sales help. 







18"* 
JIG SAW 


$49.75 


SHAPER 


$43.75 






KALAMAZOO, MICH. 


atias PRess 
aamatoo mice 
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Sitk@ Displays MEAN GREATER $$$$ PROFIT 


DESIGNED AND BUILT TO SELL MORE MERCHANDISE—MORE EFFICIENTLY 


Saves Time . . . Saves Floor Space 
Shelf Inventory at a Glance 
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STANDARDIZED 
WALL UNITS 


Specially built for displaying House- 
wares, Sporting Goods, Builder 
Hardware, Tools, Ste el Goods, Paint and Farm Supply Islands 
Paints, Bolts, etc. Nail and Wrap Counter 

SELF SUPPORTING — FLEXIBLE — SECTIONAL—NO ANCHOR NEEDED 


PARTIAL OR COMPLETE DEPARTMENT INSTALLATIONS AVAILABLE 


SHOPPING 
ISLAND MERCHANDISERS 


FREE CATALOG 


Sitka SPRUCE LUMBER AND MANUFACTURING COMPANY oon  cwunc. 


Fixture Division, Box 295 2500 Genesee, Kansas City, Mo. WRITE TODAY. 

















ee ‘ Since 1907 
: 4 * Display stand (without Grinders) furnished FREE ne a ee See Crimders 
a ef with purchase of Sample Kit consisting of two (2) eee SNE Peeener af eens 2 io el 
se 2 each of Keystone’s complete line displayed above. PITTSBURGH 19, PA., U.S.A. KEYGRIND 





" for Large Volume — Fast Turnover — 
pre” Good Profit — Sell KEYSTONE Tool Grinders 
0° . . Use Keystone's FREE* STAND for Counter Display 


—— ‘ @ Lowest prices—best @ Neatest packaging 





Bacal . profit margins @ All standard sizes 
| emer ee Best construction @ Complete price 
Most eye-appeal range 


retailer's salesman without pay: 


e* b> @@ 


Brilliant contrasting colors attract customers’ 
attention 





Particulars of each grinder and spot for retail 
price make the display self-serving 


@ Merchandising is merely replacing what customers 
remove from the shelf of display stand 


@ Easily and quickly assembled from simple instruc- 
tions accompanying each display stand 


Ask your jobber or write us for details 


»KEYSTONE GRINDER & MFG. CO. 
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There’s no substitute for the trained eye 
and craftsman conscience of a Stanley tool 
maker. Such as checking Stanley Plane 
irons for absolute “truth’”’...so that every 
Stanley Plane you sell will keep the 


promise you make the customer... 
"It’s the best plane money can buy.” 


Better tool sales begin with something 
better to sell. That’s why Stanley spends 
so much to make Stanley Planes better at 
every point ... from the high quality steel 
of the cutters to the carefully ground, 
extra reinforced grey iron bodies and per- 
fectly shaped hardwood knobs and handles. 
A customer recognizes these quality fea- 
tures the moment he tests the ‘‘feel’”’ of a 
Stanley Plane . . . proves it every year of 
satisfying use. Nothing less could make 
one plane first choice the world over. 


Not just one plane . . . but the most 
complete line of planes you can stock... 
every size and style, priced to give every 
customer with a certain amount of money 
in mind the most for his money. And all 
proudly marked with the Stanley name, 
the greatest name in tools. 


Sell for tomorrow’s business as well as 
today’s. Sell Stanley Tools because they 
make friends and friends make business. 
Stanley Tools, New Britain, Conn. 


No. 6 
Fore Plane 
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DIAMOND 


DIAMALLOY 
PLIERS AND WRENCHES 





Diamalloy, Single End 
Adjustable Wrench 


a: soem = at 
Diamalloy 
Combination Plier 


m5, eed 


Diamalloy Linemen's 
Side Cutting Plier 


Diamalloy Long Nose 
Side Cutting Pliers 


Strong . . . Dependable. Drop forged of 
special alloy steel. Cutting edges elec 
tronically hardened giving them extreme 
hardness with toughness and strength in 
the rest of the tool. Inquire about the full 
line. 


WRITE FOR CATALOG! 


DIAMOND CALK 
HORSESHOE CO. 


4622 Grand Ave. Duluth 7, Minn. 


89. 














Ask Your Jobber For These Quick-Selling 


AS 55 

Model P-121 
All Steel Unbreakable 

QUALITY TOOLS AT POPULAR PRICES Non-Adjustable Bloc 


THAT WIN INSTANT ACCLAIM [hii 


’ 


“ Model AP-120 
*All Steel Unbreakable 
Adjustable Block Plans 


— Model HP-125 
*All Steel Unbreakable 
Hobby Block Plane 


CRNA 
Oa 4 ‘ 
CORPO 


Oe 


Model G-115 
Jobber’s Drill Gage 


as 
x x 


Model HM-131 
Hobby Try Mitre Square 
with sturdy plasti 
handle 


SEY 


~o%. 0%.0's?, 
A OANNNN 


x4 





Model RL 113-2 
New 6 ft. Aluminum 
Folding Rule. Satin Fir 
ish, Black Numbers on 
Both Sides 


. ' 
Model S-107 q tw) Model L-111 


e jiustable vel 
*10"° Adjustable Bench R Adjustable Level J 
Reval Carpenter Square and 


\ 2 vial spirit level 
H 
Model M-119 BS Ss Try & Mitre Square w 


Model C-102 


Vise Type *Mitre Box. § soVes —<s)\ 


Model 100 


Combination Square 


with level and scriber 


x \AA 
OOP 





- Model P-108 


*Protractor & Drill Gag: 


“~ , ‘ 

l) moa = 4 tools in | 

Model BD-124 rigor 
*Universal Hand Drill re > 


Positioned at any angle 
Model D-106 
“Handy Home Tox 
6 tools in |] 
“Pot Pending USA 
WATCH FOR ADDITIONAL TOOLS 
NEW NUMBERS APPEARING REGULARLY 


If your jobber can't supply you, write 


TWIX MANUFACTURING COMPANY, INC. 
40-09 21st STREET, LONG ISLAND CITY 1, N. Y. 
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| 
N EW Every man and boy wants a Handee, the famous tool- 
PLASTIC-CRAFT KIT shop in your hand. First tool of this type and the leader 


A natural for Christmas selling. All hobbyists are today. Runs at a smooth, steady, cool speed of 25,000 


interested in internal carving and coloring of plas- 


tics. “Kit contains materials to make over $5000 Fr.» mm, and works on all materials. AC or DC current. 


worth (retail value) of costume jewelry, plaques, 

paper weights, etc.—includes special cutters, buffers, H eons 

paper weights, otc —includes special cutters, buses. Put this brand new case containing a Handee and 40 
liberal supply of clear plastics and instructions. For 


eS Oe es tae accessories in your window and watch them go at $27.50. 
Handee only, with 7 accessories $20.50. 






Nationally 
advertised, NATIONALLY ADVERTISED for the past 20 years! 
sh 95 That's why Handee is known from coast to coast. 


Mats for local advertising—radio scripts—circulars— 
diglags. Ask for copy of the Handee Advertiser. 


T And, don't buy short. Handee is a 
Silcined any day of the year—doesn't get out of style—doesn't de- 
teriorate. 

Write for Literature and Discounts. 


CHICAGO WHEEL & MFG. CO., 1101 Ww. _Mearee $6. pepe. | HA, _Cihenge 7, Wi. 
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_ .. Moqoornoed Mill = 


General Sales Offices: 
New York PHILADELPHIA Chieago 


320 Broadway Juniper & Cherry Sts. 300 W Adame St 
Hooperwood Mille: Woodberry, Baltimore. Md 
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CRAFTSMANSHIP 
.--G600D TOOLS 
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“CRESCENT” is our trade-mark registered in the United States and 

foreign countries for wrenches and other tools. ‘Crescent’ tools 

are made only by Crescent Tool Company of Jamestown. 

N. Y., and are sold by leading distributors everywhere. La EN ip 


CRESCENT TOOL COMPANY 
Jamestown, N.Y. F, ‘cE 7 a, 4 - 7 Sign of hhe Sd rlisan 
- f > vat 
} | Synilot of Cucllinee 
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ITSA MFG. CO., 








AIERE iT te 4 


ITSA NEW 3 CUSHION 
DOOR SLAM NOISE MUFFLER 


A GOOD 
YEAR ROUND 


— SELLER 
* 


GUARANTEED 
TO QUIET 
THAT DOOR 
SLAM NOISE 








SHOULD BE 
EVEN WITH 
DOOR JAMB 





DESIGNED 
FOR USE IN 
HOMES, 
HOTELS, 
HOSPITALS, 
OFFICES, ETC. 


























Write Your Jobber at Once 
for Price, Literature and Selling Aids 


ST. LOUIS 8, MO. 

















Pa 


: @ There will be no increase in the price 
| of PRO-TEX Stove and Table Pads. Not 
before the end of this year, at any rate— 
and not even next year, if we can help it. 
Sure, our costs are still going up. But 


we’re “holding the line” ... and pro- 


ducing better Pads, too! 


‘Gallonoff, 


Vise: Van 1 to)>lllasmaon 


1820 East 37th Street e@ Cleveland 14, Ohio 
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15 Park Row, New York 7, N.Y. 
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WATER SYSTEM ACCESSORIES 
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Prepare NOW to service every water system HIGH QUALITY product... the result ot 
in your territory before the start of the winter 68 years of experience in pump "know-how". 
season! This is PROFITABLE business for YOU! Get your orders in NOW for PROMPT 
Its YOURS for the SELLING! The items illus- DELIVERY! Quick action is to YOUR 
trated, adequately stocked, are all you need PROFIT-advantage! ACT NOW! 

to meet the demand in your trading area. THE DEMING COMPANY 
Remember ... every DEMING accessory isa 517 BROADWAY ° SALEM, OHIO 


100% vs / 100% 
JOBBER STANDARD 


AND I OF 
DEPENDABLE 


moticy MeL NDR) Wht ARETE uate 


The Deming Company - Salem, Ohio 
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When a buyer likes what a seller sells, 


THERE’S ACTION! 


and that’s what you get when you stock 





Why the consumer buys Why the dealer prefers 


(wiagara) ( Magara '\ (giagara 


e@ Dependable Results FARM AND GARDEN BRAND e@ Consumer acceptance 

@ High chemical analysis @ Higher profits 

e Complete directions for use INSECTICIDES and FUNGICIDES @ Self-merchandising packag 
@ Attractive, handy package @ Low season-end inventor 
@ Repeat sales 

@ Informative literature 

















A complete line of famous professional chemicals for the 
amateur grower or the farm trade. For insecticides, fungi- 
cides and weedkillers, stock a line that se//s—sell Niagara. 


@ Modern, tested formulations 
@ Reliable reputation 
















hi SEE YOUR DISTRIBUTOR, OR pee YOU Buy WRITE US FOR FULL PARTICULARS h 
Ine at, a 
OU BUY PROTES 


NIAGARA CHEMICAL DIVISION 


FOOD MACHINERY CORPORATION 
MIDDLEPORT, NEW YORK 


Richmond, Calif. « Jacksonville, Fla. « Tampa, Fla. * Pompano, Fla. * New Orleans, La. * Greenville, Miss. « Mt. Vernon, Wash. + Harlingen, Texas 
Canadian Assaiate: NIAGARA BRAND SPRAY CO., LTD., Burlington, Ontario 





Sell Burpee Seeds 


and Increase Your 1949 Profits 


be Take Advantage of Burpee s 
fae Lower Contract Prices NOW! 


THESE SPECIAL PRICES EXPIRE SOON 
WIRE, PHONE OR WRITE TODAY 


You might as well make the bigger profit by placing your order 
for Burpee seeds in bulk now at the pre-season lower prices, for 
delivery when you specify. Get Burpee’s 1948 Special Wholesale 
Quotation Form right away! 


Seed Racks and Colored Packets 
Available on Sale or Return Basis 


{Also New Super Packets) | 


{ Philadelphia 32, Pa. § 


W. Atlee Burpee Co. } Clinton, lewa '! 














The Best-Known and 
Most-Advertised Brand 


“Burpee Seeds Grow” are household words 








wherever gardens grow in America « Sanford, Floride | 
; Sue gy return —_ Burpee’s bag: nce — : 

ion orm give me tower prices on urpee speeds 

_ £ 

W. Atlee Burpee Co. :,” ! 
S oarerrals : 
Vegetable and Flower Seed Growers ' ' 
. 3 § Street (or Box No.) ’ 
Philadelphia 32, Sanford, Clinton, . Zone ' 
Pennsylvania Florida Iowa Oy a fa State } 
oo 


rrTrTrrreeeeeeeeet 
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Notice how completely 
free of leaves this 
s, lawn is after the 
Standard Leaf Pulverizer 
goes into action. 
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— te STANDARD 
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gen, Tene LICK THIS FALL’S LEAF DISPOSAL PROBLEM 


———— Now you can eliminate the costly raking, hauling and burning of leaves 
that clutter your grounds every fall. The Standard Leaf Pulverizer attached 
to a Standard Model No. 3 Rotary Power Mower disposes of leaves as 
fast as ten men can rake. Leaves are brushed mechanically into the pul. 
verizer and chopped to a fine mulch which is then spread through the 

grass. When the mulch disintegrates it becomes an excellent soil tertilizer. 

For full information on the complete line of Standard rotary mowers 

and Standard Leat Pulverizer and other attachments, see your Jacobsen or 
Worthington dealer or write us today. 


ows any grass stand from 1 inch to 4 feet tall clean as a whistle. The Standard 
Rotary Power Mower has been delivering this kind of performance for years for thousands 
of users in all kinds of grass cutting work. 


Standard rotary mowers are designed with a series of cutter discs with blades at- 













e | 
| tached. A special nut and bolt holds blade securely in place while cutting, but 
allows them to turn back under the disc when an obstruction is encoun- 
| tered. The blade is readjusted in a few seconds. 
er Built in 6 models with cutting widths ranging from 20 to 62 
r . ~ ° ° 
ve inches, Standard rotary power mowers are extensively used in 
cemeteries, parks, institutions and on city and suburban lots. 
is The complete line of Standard rotary power mowers, 
is | the amazing Standard Leaf Pulverizer and allied 
| Thi ' equipment will be produced by the Worthington 
anaes) 5 oo Mader He. 3 Mower Company, makers of the famous 
32, Pa. 8 tendard Rotary Grass Blitzer and other gang mower units. 
owa Power mower 
loride a 
1ota- has a 25 
eds 


cutting width. 


4 hp. engine. WORTHINGTON MOWER COMPANY 


Stroudsburg, Pennsylvania 
Subsidiary of Jacobsen Manufacturing Company, Racine, Wis. 
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In all parts of the country, alert dealers are using the Related Selling Plan 
by CARBORUNDUM to boost abrasive turnover. The plan is simple and 
effective. It forces the customer to associate abrasives with items requiring their 
use. This is done by displaying abrasives next to related items...and by tagging 
edged tools to remind customers to “Keep It Sharp”. This results in a substantial 
number of extra sales and profits mount rapidly. 





It’s easy to put this profit-making plan into operation in your store. Your jobber’s 
salesman can supply the abrasive products you need and we will send you a sup- 
ply of the “Keep It Sharp” tags. It won’t take long to discover why other stores 
are so enthusiastic about this fast-turnover plan. Don’t miss out on easy extra 
profits. Call your jobber now. The Carborundum Company, Niagara Falls, N.Y. 


Abrasives by CA 
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“Carborundum” is a registered trademark which indicates manufacture by The Carborundum Compan) 
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ays Off across thie Nation 


Fytra sales—extra profits — faster turnover 
reported for related selling plan 4m 





“KEEP IT SHARP” tags are the key 
to the success of Related Selling 
by CARBORUNDUM. Tied to edged-tools, 
they help you sell an abrasive every time you 
sell an item which requires sharpening. Order 
a liberal supply today from the Merchandising 
Division of The Carborundum Company. No 
charge, of course. 


TRADE MARK 
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From All Over the World 


Inquiries Come for Ferry Cap Products 


Tel-Aviv, Bombay, Liverpool, Beno- 


ni, Havana, Manila — the postmarks 
read...others, too numerous to 
mention, cities and towns of Europe, 
Asia, Africa, North America, and 
South America. 


From east, west, north, south — from 
halfway around the globe — inquir- 
ies come for Ferry Cap Products. 
That these products enjoy world- 


2155 SCRANTON ROAD 


wide recognition—that they are 
purchased for use throughout the 
two hemispheres, in ever increasing 
volume, is convincing evidence of 
outstanding quality. 


We appreciate this tribute to Ferry 
Cap Products. It is a challenge, too 
—a challenge not only to maintain 
quality but constantly to improve 
products and service. 


The FERRY CAP & SET SCREW Co. 


CLEVELAND 13, OHIO 


CAP AND SET SCREWS + CONNECTING ROD BOLTS ¢ MAIN BEARING BOLTS + SPRING BOLTS AND SHACKLE BOLTS * HARDENED AND GROUND BOLTS « SPECIAL 


ALLOY STEEL SCREWS + VALVE TAPPET ADJUSTING SCREWS + AIRCRAFT ENGINE STUDS + ALLOY STEEL AND COMMERCIAL STUDS - 
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NO DUPLICATION 
oF SIZES 


NO OBSOLETE OR 
-MOVING NUMBERS 


“Balanced” 


SLOW 


There's real quali 
finest 


Wrenches - °° precisi - 
Metalite tool steel, heat-treated 
strength and finished in gleaming, 
nickel-chrome- Tapered design, O° 


resisting 
re] scientific rei 


Paticeh 
r work ease- 


ment at stress P 
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aig, NO. 76 METCO 
Dispensing 
Display 
Assortment 


There's tremendous sales power in 
this metal dispensing display rack. At 
in 3. colors. Contains 


tractively lithographed 


76 fast-moving Metco 
m coast-to-coa 


Wrenches in the most 


st hardware deal- 


es fast with this stream- 


elf-service selling , eOSY 


popular sizes only. Fro 
ers are stepping ¥ 
ment that makes $ 


p wrench sal 


lined assort 


15679 wa 3? 23” 


PRICE PRICE 
rom your JOBB 


Order today f ER or write fo 


COMPANY 


CHICAGO 2 


L ENGINEERING 


LLE STREET 


DIVISION META 


134 NORTH LA SA 








CONTAINER. 


BIT STOCK DRILLS IN 9 FRACTION SIZES 
Ye > Yo Var Fas Her hrs a> Heh 





This handy, popular priced Drill Set is just the thing for home There’s a 


workshops and farms. Every man who owns a brace is a pros- <> Cleveland DRILL SET 


pective buyer—and few can resist the desire to possess such a for E p 
‘ . or ever urpose 
handsome and compact set of drills. The smart, clear plastic con- y P 


tainer makes a very effective counter or window display—almost ® Carbon or High Speed Steel 
sells itself. The drills themselves, for metal or wood, are genu- © Fraction, Wire Gauge or Letter Sizes 
ine Cleveland Carbon Steel Drills. Each set is individually O Se See rar ae 


. Every user of drills is a prospect for 
packed in a cardboard box. the ke who displays one or more 
of these C@veland Drill Sets. They 
are available in a wide variety . . . for 
machinists, electricians, garage me- 


chanics, hobbyists and farmers. 


— 
Ask you 





THE CLEVELAND TWIST DRILL CO. e¢ 1242 East 49th Street « Cleveland 14, Ohio 


Stockrooms: New York 7 «+ Detroit 2 «+ Bred 6 - Dallas 1 . San Francisco 5 + Los plianinninll 11 «© London W. 3, Englond 





bye JOBBERS EVERYWHERE 
are ready fo serve you! 
me, _¢ . 
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STEAM LOCOMOTIVE : 
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“ | am 
--.- ora TOY ONE S — 
Cotter pins! Here’s one 18 inches long that weighs over two by 5 
pounds. Again—there’s a box of 1,000 that weighs a little prod 
over an ounce. Everyone knows some of their uses. No neve 
one knows them all. and : 
e@ AMERICAN CHAIN makes cotter pins in two basic styles, bette 
Acco with extended prong or even ends and CAMPBELL some 

which is self-spreading. There are over and 
400 variations of size, type and mate- ical 
rial. The materials are steel, stainless, big 

brass, bronze and monel. Although pro- well 

duced by the million, each pin is as and 
straight and as accurate to size as Al 
though individually made. _ 

suc 


@ Look to AMERICAN for all types of 
electric welded and forge welded chain , 
—weldless chain made of formed or tag sham ae 
stamped links—a complete line of fit- | Weldless Chain Dept., 
tings, attachments and assemblies—  4”"<7ican Chain. 


repair links. since 1924. 


Buy AMERICAN—the COMPLETE Chain Line Fo 


ir 


‘ —_— watc 
AcCcO York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, = 4 Re... th 
=, es 











Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. “ep, 2 

Cf. hye igal 

AMERICAN CHAIN DIVISION a | Bi 

stan 
wwe AMERICAN CHAIN & CABLE thou 
mann ¥ y) In Business for Your Safety here 
HAF 
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‘nformal Editorial Comments 


By Charles J: Heale 





Chicago Builders’ Hardware Convention 
Exhibits Were Beautiful and Inspiring 


HESE comments are being 
| aed on the train as | return 

from the Chicago Builders’ 
Hardware Convention held at the 
Palmer House, October 4 to 6. 
| am recalling mentally. but in de- 
tail, the beautiful displays of beau- 
tiful hardware that were presented 
by practically all of the leading 
producers. It seems to me that | 
never saw so much fine hardware 
and so much distributor interest in 
better grade hardware. There were 
some new faces, some new patterns 
and various examples of mechan- 
ical improvement—but to me the 
big impression was the beauty as 
well as the utility of the many lines 
and items on view. 

All of which makes me wonder 
why and how anyone exposed to 
such fine hardware would be in- 


‘erested in making, selling or buy- 
ing inferior hardware on a strictly 
low price basis. Good substantial 
hardware is “jewelry” and the best 
buy on an investment basis. Rela- 
tively, the best hardware is a 
trifling part of the cost of a home. 
yet it is required in order to give 
continuous and even strenuous ser- 
vice comparable to that expected of 
the plumbing, lighting and heating. 
For years the industry has had a 
goal to have 2 per cent of a build- 
ing’s cost invested in hardware 
and with too little success to be 
happy about the effort. Too many 
distributors are willing to accep! 
the premise that the hardware is 
one of the last things to go on a 
building and, therefore, the last 
item to be ordered and that fur- 
ther by that time “the money left 


over if any” is offered. This is 
often true—but it does not need to 
be true. 

The really successful and profit- 
able builders’ hardware opera- 
tions, in all parts of the country, 
do not accept such negative condi- 
tions. Whether the operation is 
strictly a specialty firm, or a de- 
partment in a retail or wholesale 
hardware business, the real vol- 
ume, at a real profit, requires a 
sales job before a building gets 
started. It requires almost con- 
stant contact with local architects 
and prompt follow up on building 
permits as filed. In other words, 
as in every other field of business. 
the real results come to those who 
work for the business and seldom 
does much come to those who sit 
and wait for something to happen. 


Business Is Still Good—But Watch Your Costs 


OR a long time | have been urg- 
ing that hardware distributors 
watch their costs—all costs—at 


the same time saying over and over 


again that “business is still good.” 

Business is still -good from the 
standpoint of sales volume even 
though there are some low spots 
here and there. Basically, the hard- 
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ware business is in a sound condi- 
tion and hardware men are mak- 
ing sales. 

Profits are, however, lagging a 
bit on a percentage basis even 
though currently many firms find 
their dollar profits up. Having ad- 
vocated “dollar thinking” it may 
now seem inconsistent to start 


1948 


worrying about percentage trends. 
I don’t think so, because if, as ap 
pears to be the case in many in- 
stances, the percentage of profit is 
declining despite an increase in 
dollar volume there is a danger 
signal present that must be 
watched. Many increased costs are 
fixed and cannot be changed very 
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much—all are not and, while it is 
impractical to be specific on what 
costs can be curtailed or reduced 
in a general way, it does behoove 
all store owners to study carefully 
all costs factors and thus figure 
ways to reduce costs—both dollar- 
wise and percentage-wise. 

While I personally anticipate 


continued good hardware business 
for some time, I do feel that con- 
tinued good business can act as a 
“lullaby” that encourages wasteful 
habits, developed for one reason 
or another, to carry on until some 
adverse situation arises as it prob- 
ably will—when I don’t know and 
neither does anybody else. 


These are good times to look at 
operating costs. The cost of mer- 
chandise is not within your control 
but the cost of the way you do 
business is very largely and these 
are times when such costs should 
be watched. 


WATCH YOUR COSTS! 


Third National Hardware Show an Outstanding Exhibit 


HE third National Hardware 

Show is now history. It was 
held at Grand Central Palace, New 
York City, October 10 to 16—the 
week preceding the big Atlantic 
City convention of hardware 
wholesalers and manufacturers. It 
was truly a great exhibit with four 
floors completely taken and fairly 
well crowded each day. 


And Well Attended 


The entire fourth floor was de- 
voted to sporting goods, primarily 
fishing tackle. 
venture but unquestionably will 


This was a new 


become a permanent feature of 
this annual show as it proved of 
great interest to buyers and the 
returns to those displaying were 
satisfactory. On this and the other 


O oe ° ee 


three floors the firms exhibiting 
represented a substantial cross sec- 
tion of “blue chip” lines sold 
through hardware channels. 

Dates for the fourth annual 
show to be held in 1949 will be 
announced soon, and it is my opin- 
ion that available space will be 
quickly taken up. 


Do Distributors Fully Appreciate 
Fair Trade Efforts and Problems? 


¢ recent weeks I have been hav- 
ing some interesting correspon- 
dence with J. F. Grant of The 
Beacon Co., Boston, Mass., regard- 
ing fair trade problems. We are 
both in complete accord on the 
merits of having fair trade laws in 
45 states, and both believe that 
fair-trading merchandise is a ne- 
cessary and desirable protection 
for legitimate wholesalers and re- 
tailers. We also agree that the 
majority in both distribution clas- 
sifications want fair traded goods 
and more of them. 

However, Mr. Grant is very 
properly disturbed about the polic- 
ing that is constantly required to 
help distributors to help them- 
selves and finds that in carrying 
out his company’s fair trade policy 
there are tremendous legal costs 
involved. For example he says: 

“We have run into consider- 
able difficulty on the sale of Bea- 
con Wax which is common to 
most merchandise sold through 
hardware, paint and department 
stores. 

“First. we have a fair-traded 
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item which, like hundreds of 
other fair-traded items, has in 
some areas been cut unmerci- 
fully. We, therefore, found it 
necessary to police the price and 
consequently we had a terrific 
legal and shopping expense. We 
found ourselves with a great 
number of court cases on our 
hands and all we were trying to 
do was to protect legitimate 
dealers against their own folly. 
It hardly seemed fair that we go 
to the terrific expense involved 
to safeguard dealers against 
themselves. The second point 
we found was that the grocery 
trade was encroaching on hard- 
ware items and we had limited 
and regulated our sale to only 
the hardware, paint and depart- 
ment store channels. We believe 
that it would be an incentive to 
those dealers to whom we had 
channelled Beacon Wax to push 
this item since they did not have 
the cut-price competition of the 
food stores. 

“We have to date won a great 
number of ‘consent decrees’ in 


various courts and we feel that 

this may be a means of educat- 

ing the trade to the sensibility 
of adhering to fair-trade prices.” 

I feel that Mr. Grant’s experi- 
ences are not unusual but | do 
sense that he has had more than 
his share of policing problems and 
costs. Unfortunately, his records 
indicate that too many of the price 
offenders are the very folks his 
company sought to assist, within 
the law, on price maintenance. 

Having long been an advocate 
of fair trade laws and long been a 
very vocal supporter of such legis- 
lation, I dislike to hear of whole- 
saler and/or retailer indifference 
in such matters. If such indiffer- 
ence ever gets widespread, and 
many other fair-trade minded 
manufacturers have experiences 
akin to those of Mr. Grant, it is 
conceivable that fair trade pro- 
cedure will fall apart. 

Surely distributors in the hard- 
ware field should support all fair 
trade efforts as a basic matter of 
self preservation. 
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How to sell more liquid door closers 






















Next customer you have that’s interested in a liquid door 
closer, clinch the sale this way: lead him over to your own 
front door; swing the door open wide and show him how 
the door is under perfect closing control right down to the 
final click of the latch. 





That’s the way the Universal is built; to give doors 
silent, steady closing. There’s extra control in the dual- 
action valve . . . extra power in its spring to handle the 
heaviest traffic . . . extra strength in the one-piece, steel 


crankshaft for wear and more wear. 


A SALES DEMONSTRATION LIKE THIS takes no 
special skill! All you need is an ILCO Universal Door 


Closer mounted on your store door (you should have one 


there anyway!) .. . and THE ILCO UNIVERSAL DOES 
THE REST! 


You'll find a growing demand for 
liquid door closers on office, store 


ILCO Universal Door Closer. 
Guaranteed for two years . . 

complete range of bracket 
styles and sizes for every pos- 
sible installation . .. can be 
mounted on either right- or 
left-hand doors without chang- 
ing the works .. . fusible link 













and public building doors every- 
where. Get behind your sales with 
ILCO Universals . . . no better 
closer was ever made, 


Independent Lock Company, 
and hold-open features avail- 
‘able. DELIVERIES ARE 
PROMPT. 


Fitchburg, Massachusetts. 
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Power tools 
were the first 
love of Mr. Jor- 
gensen so they 
are accordingly 
shown prominent- 
ly and regularly, 
both in the win- 
dows and in in- 
terior displays 
such as this one. 





cons! 
/ \ FONDNESS for Han 





tools and things mechanical was Le 

the determining factor that in- ecld 

duced Harold Jorgensen to ente1 powe 

the hardware field when he decided clud 

to quit his factory job and to go abou 

- - gga * 29 into some kind of business for him- freq 

i Lat gg gr r 48 It would seem that Mr. Jorgen- M 
tech.” Soap. sen made a wise choice in deciding capil 

‘ies ae ' on the hardware trade for he cer woul 

tainly took to it, and the people of man 

the west end of Racine, Wis., have start 

certainly shown a liking for the had 

kind of store he operates. the s 

His love of tools has served him and 

well in the hardware business he and 

The right wallcases are devoted to giftwares, china, glassware, small began just about two years 86°, " 
radios and kitchenware. Toys take the place of the latter at Yuletide. for home workshop tools and paint play 
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constitute the store’s top lines. 
Hand tool sales also run heavy. 

Last year Jorgensen Hardware 
scld more than $4,000 worth of 
power tools. This amount in- 
cludes sales of 14 power saws at 
about $65 each. Power tools are 
frequently featured in one of the 
two windows. 

Mr. Jorgensen was limited in 
capital when he decided that he 
would give up his job as a fore- 
man of a large machine shop and 
start a hardware store. He only 
had $6,000 with which to remodel 
the store at 3205 Washington Ave., 
and to spend on fixtures, materials 
and his stock. 

After building all his own dis- 
play fixtures in a garage Mr. Jor- 
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64,000 


The gift and art 
lines are called 
the “cream of the 
crop” by this Ra- 
cine dealer be- 
cause they draw 
the women inte 
the store. 


foal 


= 
WwW 


in its First Year 


Power tool sales of $4,000 were made last 
year by Harold Jorgensen who opened his 
Racine, Wis., establishment two years ago 





Household needs are displayed in this fashion. All of the 
display fixtures were designed and constructed by the owner. 
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gensen opened his doors on May 
28, 1946. In the remaining seven 
months of that year he turned his 
original $6,000 investment into 
$38,000 of sales. In the first full 
year of the store’s operation the 
sales totaled $64,000. The busi- 
ness done during each month of 
this year has exceeded that for the 
same corresponding month of last 
year, with the exception of July 
when nearby manufacturing plants 
were closed down for vacations. 

He operates the 29 by 92-ft. 
store with only one full-time sales- 
man. Mrs. Jorgensen does the 
bookkeeping during the afternoons 
and also sells when business is 
heavy. Their son, Phillip, also 
helps out during his high school 
summer vacations. 


Window Displays 


One of the store functions which 
Mr. Jorgensen handles himself is 
the trimming of his two display 
windows, which he considers the 
best of all forms of advertising. 
He religiously changes the trims 
of the windows, alternately, each 
week, so that neither window re- 
mains unchanged for more than 
two weeks. 

“I’m convinced of the merit of 
this,” says Mr. Jorgensen, “he- 
cause the people in this community 
are great window shoppers. We 
rarely show prices on the items in 
the windows because we find that 
our customers are not concerned 
especially about price. If they see 
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Fishing rods are kept in the open so they can be handled and tested 
but smaller tackle items are under glass to reduce loss by pilferage. 


that we've got what appeals to 
them they'll come in to buy it, and 
few of them are apt to shop around 
for better prices. 

“We are especially fortunate in 
our location which is next door to 
a bake shop that is known far and 
wide. This bakery has eight girls 
filling orders at full speed on 
Saturdays. People drive from as 
far as Milwaukee, which is 25 
miles away, and on a busy Satur- 
day it often takes two hours to 
have their orders filled. While they 
are waiting their turn they do their 
other shopping, and we, being next 
door, catch much of this fine 
trade.” 

“We devote the right window ex- 
clusively to housewares, the year 
‘round, because this line is next 
in importance to power tools and 


The key depart- 
ment is housed 
in a small booth 
which is made of 
varnished knotty 
pine. A fluores- 
cent light over 
the key machine 
and the rows of 
shining blanks 
catch the eye. 


Oo QO 


paints. The other one we trim 
with tools, paints, sporting goods, 
and, at the Christmas season, with 
toys. 

“Toys, incidentally, are espe- 
cially good with us. Last Christ- 
mas we sold $5,000 worth and we 
expect to exceed this during the 
coming season. Our profit on them 
is about 40 per cent and the turn- 
over is very fast. 


“Cream of the Crop” 


“At that time our large display 
of gift and art objects is also ex- 
panded. This is the cream of the 
crop with us, for it’s the line that 
attracts the ladies. We have this 
line right up front, and brightly 
lighted so that it can be seen from 
the sidewalk or as soon as anyone 
enters the door. 

Mr. Jorgensen believes that one 
of the biggest reasons for the suc- 
cess of his business is that it is 
located in a community of people 
of moderate means; people who 
prefer to make their own repairs 
and home improvements rather 
than to call in high-priced me- 
chanics. 

It’s because many of the men of 
the neighborhood are factory men 
who are skilled in the use of their 
hands that this Racine store can 
move so many power tools. Be- 
cause he has his own completely 
equipped shop, this hardware man 
is able to transfer his own interest 
and knowledge of home craftsman 
ship to his customers. 
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Shelf Warmers Never Get 
Swanson’'s “Goat” 


« statement in an 


ad, “Again We’re the Goat and 
You Are the Winner!” proclaimed 


Newspaper ad of Salamanca, N. Y., firm publicizes 


mistakes and over-stocks. 


"l don't want ‘em — 


You can have 'em" is theme of unusual campaign 


Beneath the banner heading was 


held its first sale of this type, a 




























































>d 
e. the second annual “Goat Sale” of the statement, “Last year we said year ago. As to the idea behind 
Swanson Hardware, 11-13 River we were new and made a lot of the sales L. J. Swanson says, “In 
St., Salamanca, N. Y., last July. mistakes. This time we can’t say this type of sale drastic reductions 
(rim When a merchant advertises a _ we are so new, but we still have a _are offered causing a great deal of 
ods, clearance sale he may create the __ lot of mistakes you can profit by.” = enthusiasm. We find that it clears 
with impression that he wants to clean Further over the ad read, “These unwanted merchandise and also 
out some junk. When he adver- __ items listed are all good merchan- lets those in our vicinity know 
spe- tises clearance items with a touch ' dise but things we don’t need and __ that what we have to offer is fresh 
rist- of humor considerable comment is hope you do. Not many of any merchandise. 
we aroused and new customers are item. We are tired of looking at “We have not been in business 
the frequently attracted. Such was them and we are sure you will long enough to accumulate much 
1em the case when Swanson Hardware take them off our hands at these dead stock and we find that our 
Irn- —in a city of about 10,000— prices.” annual ‘Goat Sale’ removes such 
showed two goat heads at the top items. It creates the largest store 
of a seven column wide, page First Sale Last Year traffic we have ever enjoyed. ‘We 
depth ad, stating, “I don’t want found that it brought us customers 
*em—You can have ’em—They’re Established three years ago, in from quite a distance—including 
lay too much for me.” April, 1946, Swanson Hardware some we had never had in the store 
ex- 
the . Z 
hat Zw by <j 
ty in We're the Goat (7 | 
\a 
gain We're the Goat |: 
: Are the Winner! . “(4 
me and You Are the Winner! | \((; 
A 
yne Last year we ar soe . > Y h , Bought Tee Many No. 33 
wt noha gman I don’t want ’em--You can have ‘em 
is takes. This time we can’t : 
‘ say we are so new, but we 
rn nannies They’re too much for me . . . 
tho you can profit by. 
4 These items listed are all good merchandise but things we don't need 
irs SIX DAYS Only and hope you do. Not many of any item. We are tired of looking at 
them and we are sure you will take them off our hands at these prices. 
ler 
ne- Cluster Ho. 88 Blender No. 32 
METAL COFFEE AND BASEBALL SHOES 
Wreng on This, Teo No. 15 COOKIE JARS cuavte tain Oe. Slash este. 
TOILET PAPER SOLDERS Seems as though these pretty A few pair only 
of Baked white enamel. These are oe, = pe auileen “at on eching cr cive them to Fe fer were 495—sew 245 ‘ 
en CLOTHESLINES were Me—aew Itc aie 158—aew Se were 38c—new lfc - adalat 
pir ogee een yy mn ; : 
id won 210—anw 100 Watch Our Window Display for Other Merchandise at 1/2-Price 
a 100 feet were 3.89, sew $1 
3e- and they are really O. K. 
Bought Too Many No ® 
sly COW STANCHIONS 
i Metal. Wood lining. We have oa 
an enly =i ie = pet cround 
m wore 255 mew 1.78 RIVER ST. 
in 


A section of the seven-column, page high ad of the Goat Sale. One unpictured comment in it said, 
“The salesman who sold me these said they would sell like hot cakes. We haven't seen him since.” 
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before. We feel that these cus- 
tomers left our store favorably dis- 
posed toward us. Many of them 
made good purchases and we be- 
lieve such a sale acquaints our 
regular customers with the fact 
that we endeavor to maintain fresh 
stocks of new and modern mer- 
chandise. 


Windows Changed Daily 


“This advertisement,” continues 
Mr. Swanson, “ran three days and 
was followed by a two-column by 
8-in. ad advising our customers to 
watch our windows daily for dif- 
ferent merchandise. We changed 
our windows daily and showed 
many items of which we had but 
one or two units—usually items in 


such smail quaniicies that adver- 
tising them was unwarranted. 
Some items were sold about as fast 
as they were shown. We also sold 
over-stocks of some small farm 
machinery that had not been ad- 
vertised for the half price sale and 
which our farm customers bought 
at regular prices.” 

Reproduced in this article is a 
portion of the 1948 “Goat Sale” 
ad. One comment says, “Blunder 
No. 32 Baseball Shoes. Sturdy 
built shoe. Black leather. A few 
pair only. Were $4.95 — now 
$2.45. First you were hollering 
for these. Now I’m hollering to 
sell them.” Of a coffee and cookie 
jar offering, reduced from 39 to 
19 cents, Swanson’s ad_ said, 
“Seems as though these things 


ought to be handy for something 
or give them to Pa fer a bait can.’ 

in ail, there were 42 “Blunders,” 
“Wrong Agains” and “Mistakes” 
mentioned, some _ with brand 
names, others with cuts. On one 
item “Blundered Again No. 28” 
the sales message included the 
frank comment, “These were too 
high in the first place but now 
are down where they ought to be.” 


An Annual Event 


Summing it up Mr. Swanson 
says, “This was our second sale 
of this type and we were more than 
pleased with the results. We feel 
that we will use these sales an 
nually as a house cleaner of left 
over items.” 


Georgia Dealer's Large Lock Collection 
Attracts New Customers to His Store 


HE results from a unique lock 

collection which he started less 
than a year ago have proved 
“amazing” to W. T. Johnson who 
operates a hardware store at 
Washington, Ga. 


721 Different Locks 


Mr. Johnson started collecting 
locks of all description from all 
parts of the world and, at the last 
count, he had 721 different kinds 
which he has neatly mounted on 
a wallboard where they attract con- 
siderable attention. 

The smallest of the locks is the 
size of a pea and the largest mea- 
sures 8 in. across. When possible 
Mr. Johnson tries to buy at least 
two so that he can keep one on 
display while selling the others. 

Translated into sales, Mr. John- 
son believes that his lock collection 
has brought him an additional 
$2,000 in trade. At the same time 
it gives the store prestige as a 
lock center. 

People from a distance often 
stop in the store to see the col- 
lection and are invited to look 
over the merchandise in the store. 
They generally make purchases 
before they leave. A number who 
came in first just to see the locks 
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have become regular customers. 
A newspaper story told of the 
collection and Mr. Johnson fol- 


& 





lowed this with a series of classi- 
fied ads for a period of three 
weeks. 


W. T. Johnson and some of the 721 locks in his collection 
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The gadget bar is a first class booster for all types of housewares. 


4 row stisiens a 
_ eF PPLE 


"Three Out of Five Women 
Go to the Gadget Bar’ 


It has helped build sales of housewares for 
the Crown City Hardware and it has doubled 
reader response from the firm's advertising 


Ml 

[, makes no differ- 
ence whether it is a major appli- 
ance line, or housewares,” says L. 
A. Fields, owner of Crown City 
Hardware, 1252 E. Colorado St., 
Pasadena, Cal. “You have to use 
showmanship to boost sales.” 

A good example of this state- 
ment at Crown City Hardware is 
the housewares department. This 
section occupies a room 33 ft. wide 
and 21 ft. long. Over the en- 
trance to the room is this sign: 
“Complete Houseware Dept. & 
Gadget Bar. Kitchen Utensils- 
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Glassware — Gifts 
Bar.” 

Over the gadget bar section of 
the department, which is assigned 
21 feet of wall space, is a second 
sign: “Here It Is—Our Gadget 
Bar for Your Approval.” 


Our Gadget 


The entire houseware depart- 


ment is departmentalized with four 
separate divisions: kitchen uten- 
sils, glassware, gifts and gadgets, 
and for each division there is a 
separate cash register. 


1948 


On the wall shelves, where the 
line changes, items of stock are 
used as dividers. This method 
adds to the attractiveness of the 
displays and is the best means for 
line division according to Mr. 
Fields. 

Since the gadget bar was put in, 
housewares volume has climbed 
steadily. “The gadget bar theme,” 
Mr. Fields says, “Gives us some- 
thing to build advertisements 


(Continued on page 161) 
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This extensive display of large power tools is located in the basement. 


Extensive Display and Big | §S 





Hand tools and small power tools line the entire left wall of the store. 
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ie customer who 


walks into the Meusel Hardware 
establishment in Charles City, 
Iowa, population 8691, or into the 
firm’s branch store at Nashua, 
Iowa, population, 1439, finds per- 
haps one of the largest displays of 
hand and power tools in the north- 
ern half of the state. 


Getting the Volume 


The reason is that the brothers, 
C. R. and H. A. Meusel, have al- 
ways believed that a good hardware 
store should get the bulk of the 
tool business, and they have taken 


steps over the years to insure get- 
ting that volume. 

Carpenters, contractors, farmers, 
hobby shop owners and small in- 
dustry operators all go to the Meu- 
sel stores when they want tools, for 
they know through experience that 
large stocks of these items are 
available there. 

Take the power tool department 
in the basement of the Charles City 
store as an example. Here the 
prospect finds a large line of wood 
and metal working lathes and other 
equipment. The Meusel firm cov- 
ers eight counties on such equip- 
ment and obtains business from 
garages, factories, schools and city 


Meusel Hardware has one of the largest stocks 
of hand and power fools in northern lowa and 
stresses the fact by means of large displays 






One of the firm's ads featuring 
tools, hardware and paints. In its 
original form it measured two col- 
umns in width by 6 in. in height. 











HEADQUARTERS 
FOR TOOLS and HARDWARE 
GLIDDEN PAINTS 
MEUSEL 
HARDWARE 


CHARLES CITY — NASHUA 











Stocks Boost Tool Volume 





Farm hardware is on the left side near the rear door. 
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institutions as well as from indi- 
viduals. 

Well known lines are handled by 
the firm. The lathe stock is varied, 
which means much to the customer 
who wishes to buy, for he must 
travel far, as a rule, to see as big 
a variety in lathes as he finds at 
this store. 


Business Increasing 


C. R. Meusel, who handles the 
power tools sales, states that the 
firm put on a full time salesman 
on this line more than a year ago, 
and is steadily getting more busi- 
ness from the eight counties 
covered. 

“While we have handled power 
tools for quite a few years, and 
have fully realized the possibilities 
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in the line,” says Mr. Meusel, “we 
are now really cashing in on wide- 
spread sales effort, backed by stock 
and the ability to help customers 
get what they want. We plan to 
extend our work in this important 
line. Right now we perhaps are 
one of the largest power tool 
houses in this part of the state.” 


Brings Customers to Store 


The power tool salesman tries to 
bring many of his customers to 
Charles City to look over the stock 
on display, although he does carry 
some smaller items such as sanders 
and electric saws with him in the 
car. However, the prospect who 
does visit the store sees many items 
that he wants for his workshop or 
garage, and the firm has found 
that it is very good policy to get 
the prospect to inspect the stock 
several times a year, as there are 
always new and improved items 
that he may need. 


Modernizing Program 


Amost two years ago the Meusel 
Hardware in Charles City, Iowa, 
began a modernizing program 
which included new fixtures on the 
first floor. It is noteworthy that 
practically the entire left wall is 
devoted to display of hand tools 
and small power tools. 


This sort of stock and display 
pays, because the moment the store 
is open in the mornings at 7.30 
a. m., carpenters and contractors 
begin pouring into the left side 
aisle looking for tools and other 
supplies. This early morning store 
traffic of men is a tribute to the 
firm’s tool stock and its service. 

The rear end of the left wall also 
contains an orderly display of farm 
hardware items which appeal to 
farmers. Farmers who buy hand 
and small power tools at Meusel’s 
suddenly find themselves near the 





adjacent farm hardware and also 
make purchases from that depart 
ment. 

A door leading to a side street 
opens just off this farm hardware 
section, and it is used very much 
by farmers who like to park off the 
main street and slip into the store 
via the side door. 

Chain supplies, electrical sup 
plies, including wire, are also 
stocked at this section and these 
items are much in demand by lowa 
farmers, many of whom are doing 
considerable building at this time. 


Hardware Store Joins Other Firms 
In Sponsoring Football Team Ad 


VERY’S, hardware firm of 
Knoxville, Iowa, joined with 
the other merchants of the town in 
contributing to a double-page 
newspaper advertising salute to the 
local high school team, announcing 
the big game of the season. the 
annual homecoming game. The 
striking ad was dominated by a 
large head and shoulders cut of a 
ball carrier. The center of the two- 
page spread also had pictures of 
the entire squad and the two 
coaches. It attracted plenty of at- 
tention. 
The hardware firm and_ five 
others took equal spaces of three 
columns by 64% in., and 84 other 


firms were listed as Knoxville 
H. S. Boosters. 

The headline of Avery’s ad was: 
“Football and the Hardware Busi 
ness Have Much in Common.” The 
copy read: “Both must be played 
absolutely fair. Both require all 
the energy and experience of the 
players, if they are to win or sur 
vive. 

“In these trying days of the 
present, and the more trying days 
still ahead, we, as a hardware or 
ganization expect to give our best 
to our customers. Our best in 
securing the merchandise our cus- 
tomers need, our best in service 
and repair.” 








Raw Materials and Construction Costs 


RAW MATERIALS 
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CONSTRUCTION COSTS 
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(Courtesy of Tax OurTLoox, published by Tax Foundation, Inc.) 

Costs of raw materials required by iron and steel companies averaged 15 to 461 per cent higher on March 1, 
1948 than the average during 1936-1939, according to a recent analysis by the American Iron and Steel Institute. 
As shown by this chart which appeared in Steel Facts, publication of the Institute, construction costs were 73 to 
153 per cent higher. Freight rates averaged 27 to 62 per cent higher in nine classifications. 

Results of the analysis, according to the Institute, emphasize the fact that steel companies, like every other 
concern, have had budgetary problems in trying to replenish stocks of goods with depreciated dollars, in trying to 
expand and in seeking to replace worn-out equipment at prices far above the amounts originally expended. 


HARDWARE AGE, OCTOBER 21. 1948 











star 


Uta! 


pan 
has 
ture 


buy 


be | 
and 
$10 
of § 
ing. 
whi 
Sta 
we 

plas 
ven 
awe 
lar 

not 


ap 


mo! 


ther 


pai 
no 
son 
me} 
for 
ove 


Dec 


cou 
awe 
of t 
tire 
ven 


HA 


also 
art 


reet 
yare 
uch 
the 


tore 


sup 

also 
1ese 
owa 
ing 
me. 


rille 


fas: 
usi- 
The 
ved 

all 
the 


ur 


the 
ays 
or 
est 
in 


ice 








Lay-Away System Builds 
Business the Year ‘Round 


Utah Hardware & Implement Co. does 35 per cent 
of this business during holiday season. Women 
and children responsible for 80 per cent of it 


A LAY-AWAY plan 


started for a holiday season at 
Utah Hardware & Implement Com- 
pany, Orem, Utah, a town of 3,000, 
has become a year-through fea- 
ture and is bringing many new 
buyers to the store. 


One-Third Down 


The rule is that one-third shall 
be paid down on all items of $25 
and less. On items from $25 to 
$100, a minimum down payment 
of $5 is required. In actual work- 
ing, however, il is the exception 
which makes the rule and owner 
Stanford Steele says: “The thing 
we try to remember is that this 
plan is for our customer’s con- 
venience, and once we get a lay 
away card started we have a regu- 
lar customer coming to our store 
not only to pay on the card but as 
a prospect for another sale.” 

Most layeaway customers have 
more than one item upon which 
they are making regular payments. 


Held Until Paid For 


Items are held until they are all 
paid for. To date, there has been 
no loss and the last Christmas sea- 
son ended with but four items of 
merchandise which were not called 
for before Christmas Day, with 
over 200 items under the plan on 
December 20th. 

Women and children buyers ac- 
count for 80 per cent of the lay- 
away volume. Thirty-five per cent 
of the lay-away volume for the en- 
tire year was signed up from No- 


vember 10 to December 20th. 
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There's a lay-away sign similar to this featured 
in every department throughout the establishment. 


It has been found that it pays to 
give special attention to making 
out the lay-away record cards. Full 
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information as to address and tele- 
phone number is taken. The cus- 
tomer is given a claim check which 
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is always signed by the salesperson 
making the sale. The top of the 
card is attached to the item, which 
is placed in a bin storage in the 
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The lay-away card is divided in 
three sections. The upper part is 
attached to the item, the center 
section goes into an indexed file 
and the lower part is retained by 
the customer making the purchase. 
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large wareroom, where storage is 
by letter instead of number. 

The record card section of the 
slip is filed in an indexed file which 
is kept at the cashier’s table. This 
office or store record section of the 
card gives the name of the sales- 
person making the sale, to whom 
made, address, complete descrip- 
tion of the item sold, purchase 


Fine illumination 
and plenty of 
room make if an 
easy matter for 
the customer to 
see everything he 
wants. 


price, amount of down payment, 
and marked squares for subsequent 
payments and the balance due. 

“Our lay-away plan,” Owner 
Steele says, “has been one of the 
most popular sales promotion ideas 
we have ever tried. It has cut down 
requests for straight charge ac- 
counts, and it has brought a lot of 
new buyers to our store.” 





Complete Record-Keeping System for Small and 
Medium Stores Is Devised by Commerce Dept. 


COMPLETE record - keeping 

system for small and medi- 
um-size retail stores, which re- 
duces to a minimum the time and 
effort required to keep current the 
basic accounting necessary to suc- 
cessful business operation, has just 
been released by the Department 
of Commerce, H. B. McCoy, Di- 
rector, of the Office of Domestic 
Commerce, said recently. 

The Department’s new business 
aid, “Record Keeping for Hetail 
Stores,” presents a simplification 
of the conventional double-eniry 
system, which requires complete 
ledger and numerous journals. By 
means of a one-book summary of 
all receipts and disbursements and 
a small number of specially de- 
signed record forms, the system 
set forth in this new booklet pro- 
vides for a chronological record of 
all important transactions, a mea- 
sure of profitability, and develop- 
ment of all the facts necessary in 
computing Federal and State tax 
returns. 

Suggested forms, filled in with 
records of typical retail trans- 
actions, are reproduced in the 


booklet. They include a daily cash 


report; the one-book summary of 
receipts and disbursements; de- 
partmental records; monthly 
profit-and-loss statement; depre- 
ciation and equipment records; 
annual profit-and-loss statement, 
and related income tax report; em- 
ployees compensation records, and 
related tax reports: annual balance 
sheet; and statement of proprie- 
tor’s worth. 

Department officials pointed out 
that lack of adequate records and 
reliance on inaccurate operating 
data always have been among the 
important causes of business fail- 
ures, and expressed the hope that 
publication of the simplified sys- 
tem would stimulate better record 
keeping by retailers who may hesi- 
tate to adopt more complicated 
and costly methods. 

“Record Keeping for Retail 
Stores” was designed and pre- 
pared by Harry W. Ketchum, 
Chief of the Distribution Cost Sec- 
tion of the Marketing Division. 
Single copies, at 10 cents each, 
may be bought from the Superin- 
tendent of Documents, Washing- 
ton, 25, D. C., or Department of 
Commerce field offices. 
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How to Set Up 


A Training Program 


Here are nine basic rules that the average hardware dealer 
can follow in establishing his own training program in his 
own store. It's worthwhile information for you 


| = next time you have 
occasion to tear your hair over the 
way an employee is doing his job, 
instead of blaming him ask your- 
self whether his poor performance 
may not be more your own fault 
than his. Have you ever taught 
him the right way to do things? 
The right way to carry out every 
phase of his job? Have you done 
so in a thorough and systematic 
manner? If you haven’t, you are 
not only to blame for poor work 
of your employees, but you are 
probably losing business to com- 
petitors whose sales people do 
function efficiently. What is more, 
inefficient employees can run your 
costs sky high. 

What can you do about it? 


Training the Answer 


The answer lies in employee 
training. But, the average hard- 
ware dealer may feel that he has 
neither the time nor the money to 
carry out the kind of job training 
that the larger stores can give their 
employees. 

Actually, job training carried 
out right in your store is not a dif- 
ficult matter, nor does it require 
any great financial output. But 
it’s easy to go wrong in a training 
program of any sort, and money 
put out for employee training that 
you're not getting is indeed a bad 
waste. 

Here is a check list against which 
you can measure your training 
plan, and that you can use to blue- 
print an entirely new training set- 
up. With the answers to these 
questions, you have what in itself 
is a nearly complete training plan. 





It's a good idea to put all training material in writing. 


1. Do I want to teach the “stu- 
dents” something about the com- 
pany? Will it help them to do their 
jobs better? If so, have I included 
this material with the training 
plan? 

There are several ways in which 
it can help you as an employer to 
teach your people the facts about 
the company for which they work. 
First, it’s a big morale booster if 
you can sell them on the idea that 
you’re a swell employer. An em- 
ployee who likes his boss does a 
lot better work than one who 
doesn’t, and he does better work 
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than the man who is half-sold, or 
merely “neutral” toward the com- 
pany whose check he cashes on 
payday. 

Next, it is often important—if 
he works in a selling capacity, or 
in any job where he meets the pub- 
lic—for him to be able to spout 
the facts about what you sell and 
how you’ve been in business at the 
old stand since 1850. It is neces- 
sary that the man who meets his 
company’s public know all the 
facts about the firm. 

Last, from the standpoint of ef- 
ficiency, the employee needs to 
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know the company’s rules and poli- 
cies. You can’t expect him to obey 
the rules if you haven’t taken the 
time to teach them to him. You 
can’t expect him to follow policy 
lines unless he is familiar with the 
policies. 

2. Have | shown him every step 
of the procedure I want him to fol- 
low, and drilled and dinned it into 
his head so thoroughly that it be- 
comes routine with him? 

Some hardware dealers believe 
that only assembly line factory 
jobs can be reduced to a set rou- 
tine. But they are wrong. Big 
national companies have discover- 
ed that any job from selling to 
working on a production line can 
be broken down into a number of 
successful steps, and that em- 
ployees who are trained to follow 
these steps do their work more ef- 
ficiently than do employees who 
operate on the spur of the moment. 
as the mood and the occasion strike 
them. 


Every job, and every step the 
employee takes, should follow a 
definite routine. A training pro- 
gram should show each man the 
steps you have broken-down for 
him. Here is what one hardware 
dealer in the Mid West has to sav 
about teaching a job routine: 


Routine Means Efficiency 


“We have found that every job 
in the store can be reduced to a 
routine and, if the routine is a 
good one, every employee func- 
tions more efficiently. There is al- 
ways one best way to do a thing. 
We try to find the one best way. 
Then we teach each person to do 
his job in that way. 

“We have also found, however, 
that teaching a job routine calls 
for much more effort than merely 
showing them how to do it. We’ve 
got to din, din, din it into their 
ears and into their memories. so 
that each correct step becomes 
automatic. 

“How do we do this? First off, 
we show the trainee how his job 
should be performed. We go 
through it, step by step. Then 
he is given a typewritten list of 
the routine to be studied overnight 
at home. Next day, the procedure 
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is again demonstrated. Finatly, to 
test the employee’s knowledge and 
to make sure that the procedure 
has seeped into his subconscious 
mind, we have him demonstrate 
how his work should be done. The 
smallest mistake is immediately 
noted, and he is shown the right 
way. He keeps at this demon- 
strating until he is letter perfect. 
Thus we're sure that doing his 
work correctly will be fully auto 
matic and that he won’t slip or 
flounder.” 

3. Have I taught him all he 
should know about our services 


and products? 


“Know Your Product" 


The first rule for a salesman is 
“Know Your Product.” That rule 
holds equally true for any kind 
of employee. He does a better job 
if he knows all about his com- 
pany’s products and its services. 


4. Have | sold my employees 
the need for this training? 

You can lead employees to the 
training program, but you can’t 
make them learn. First, you must 
make them want to learn. 


The Employee's Standpoint 


An experienced management 
consultant, who has set up train- 
ing programs for perhaps 20 big 
corporations, has found that this 
problem must be approached from 
the standpoint of the employee 
rather than from the standpoint of 
the company. It is necessary to 
show him what he will gain from 
what you want him to learn. 

“The employee is like the cus- 
tomer,” explains this management 
consultant. “He is interested in 
himself to a far greater extent than 
he is interested in the company. 
Most men feel they owe their em- 


(Continued on page 162) 


Wall Display of Farm Items Builds Sales 


pe reason why the Hansen 
Hardware, Le Mars, lowa. 
gets a large volume of business 
on steel goods and related items. 
is that Simoni Hansen, the 77- 
year-old owner, believes in getting 
this merchandise up high enough 
so that farmers can see a great 
deal of it. 

The result is that in one section 
of the store wall are three rows of 


steel goods items hanging neatly 
from hooks on planks which have 
been attached to the wall. The 
farmer can see many items quickly 
and spot the article which he 
needs. This fact helps sales. 

Near the steel goods is a special 
display rack made from pipe on 
which a number of farm hardware 
items, harness straps and other 
items are hung. 





Farmers find many needed items in this compact display. 


HARDWARE AGE, OCTOBER 21, 1948 





a gre 
achie' 
comp 
Ben 4 
hardv 
Mich. 
a we 
for tk 

To 
has a 
ing t 
tracte 
fic ar 
profi 


“7 
peop 
reco! 
“You 
reco! 
chan 
also 
discs 
reco! 
stant 
discs 
TI 
a we 
son 
pear 
sell 
part 
sing 
rack 
bein 
appl! 
and 
c 
the 
with 
ing 


cust 


HAI 


ees 


the 
an’t 
just 


ent 
\in- 
big 
his 
om 
yee 
of 
to 
om 


us- 
ent 


lan 
ny. 


tly 
ave 
‘he 
kly 


ial 
on 
ire 





Record Department Steps Up 
Traffic in New Store 


High turnover of stocks and the fact that they 
attract customers of all ages makes section a 
highly profitable one at the Multhaupt's store 


A NEW store needs 


a great deal of traflic in order to 
achieve a high ratio of sales in a 
competitive market, and so when 
Ben and Len Multhaupt, opened a 
hardware store in Manistique, 
Mich., late in April they installed 
a well placed record department 
for this purpose. 

To date the record department 
has achieved two purposes, accord- 
ing to Ben Multhaupt. It has at- 
tracted an excellent volume of traf- 
fic and has proven to be a highly 
profitable department. 


No Age Limit 


“There is no age limit to the 
people who come to the store for 
records,” says Mr. Multhaupt. 
“Youngsters come in and buy a 
record or two with their spare 
change. Middle aged and old folks 
also come in and buy either single 
discs or albums. Our turnover in 
records is high and we are con- 
stantly adding to our stocks of 
discs of many types.” 

The two Multhaupts have placed 
a woman who likes music—a per- 
son who has a neat, attractive ap- 
pearance and who knows how to 
sell records—in charge of the de- 
partment. Many of the albums and 
single discs are displayed on a 
rack against the wall, provision 
being made so that prospects can 
approach the rack at close hand 
and inspect album titles. 

Constant playing of records in 
the store at a low pitch, together 
with some outside amplifying dur- 
ing certain hours, aids in focusing 
customer attention on records. 





Here is the firm's record department. Len Multhaupt is at the left. 
Ben at the right, and between them the lady in charge of the section. 


Record sales also lead to sales 
of radios and record combinations. 
The record customer will often 
note the difference in the tone of 
records as played at the store and 
the performance of his own ma- 
chine at home. He asks questions. 
and then the staff shows him the 
record players in stock at the 
store. Liking good music, the rec- 
ord customer can sometimes also 
be sold an extra radio, especially 
as a gift to another member of the 
family. 

Len and Ben Multhaupt, both 
war veterans, lay great emphasis 
on store traffic because they have 
had varied merchandising experi- 
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ence. Len has worked as an ap- 
pliance salesman for several firms 
since his return from the armed 
services, while Ben served for sev- 
eral years as secretary of the 
Manistique Chamber of Com- 
merce. He quit this post to join 
with his brother in opening a mod- 
ern hardware store. 


Plenty of Ideas 


“Between us we've got a lot of 
merchandising ideas which we are 
going to try out from time to 
time,” says Ben, “And I hope all 
of them turn out as profitably as 
this record department.” 
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“He blew cigar- 
ette smoke in my 
face and left to 
wait on another 
customer. I 
‘blew’ out of the 
store." 
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Selling Starts Immediately 


By BRIANT SANDO 


President, 
The Sando Co., 
Orange, Cal. 


Wraex does _ selling 


start? Some folks will tell you, 
“Not until the prospect says ‘no’ 
—then you can go to work.” 

However, a form of selling starts 
as soon as the prospect enters your 
hardware store. Even before a 
word is spoken, certain impres- 
sions are created by the general 
appearance of the place and the 
attitude of the people in it. 

If the prospect fails to get some 
attention or at least a greeting rea- 
sonably soon, the sale may start 
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off with one or two strikes 
against it. 

For top flight performance, it’s 
best not to dilly-dally around. 
There’s a right and wrong way to 
handle even “must purchases,” 
such as necessary repairs, or 
everyday items, such as a box of 
tacks or jar rings. The sooner we 
dig in and do our best, the more 
our sales efforts will produce. 


How It Works 


Recently I went into a store to 
buy a can of paint. I’m no painter 


—I didn’t know what kind | 
wanted, nor even what color. | 
told the salesman and he handed 
me a color card and said, “Pick 
out what you want, and I'll be back 
in a minute.” 

He blew some cigarette smoke 
in my face as he left to wait on 
another customer. While he had 
his back turned I “blew” out of 
the store. 

Across the street I found a man 
who seemed interested in helping 
me get exactly what I should have. 
When I left his place I not only 
had a can of good quality paint; 
I also had a paint brush, some 
linseed oil, some paint remover 
all the things that naturally go 
with a clean-up and paint-up job 

That was good salesmanship. It 
was better for the store and better 
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“When I left his 
place | had all 
the things that 
go with a clean- 
up, paint-up job.” 


Selling should start as soon as the salesman sees a 
customer and should be kept up until the sale has 
been consummated and the customer has left—satisfied 


for me .. . and that’s one of the 
features of good salesmanship—it 
works to the betterment of all 
parties concerned. The most mod- 
ern concept of selling is to help the 
customer buy. 

You are a salesman (as dis- 
tinguished from a clerk) when 
your customer goes out of the store 
with more goods of better quality 
than he expected to buy when he 
entered. Goods he needs, of 
course; merchandise sold _ intelli- 
gently . . . not foolish overloading. 


The Approach Technique 


A good approach always helps 
other sales efforts along. It also 
builds up mutual friendliness and 
trust between you and the cus- 
tomer. It often is the real differ- 


ence between selling merchandise 
and “just waiting on trade.” 

With a good approach you can 
make the customer say to himself, 
“Here’s the place to do business,” 
instead of, “Maybe I'd better try 
some other hardware store.” 

Your attitude at the moment of 
approach helps determine the 
mood of the customer during the 
sale and that often decides the ex- 
tent of the sale itself. One of the 
best hardware salesmen I know 
says: 

“I try to be as polite and solic- 
itous with every customer as if they 
were calling at my home. I want 
people to feel I’m completely at 
their service and have no thought 
or desire except to help solve their 
purchasing problem most satisfac- 
torily. 
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“This creates a pleasant impres- 
sion, and I’ve had many customers 
come to me and avoid others they 
classed as ‘sour-puss’ (not polite 
or friendly) and lazy-bones (sup- 
porting the walls or shelving by 
leaning). 

“I make it a point to smile as I 
approach a customer. Sometimes 
I may not feel like it, but the cus- 
tomer will usually smile back and 
that puts us both in the proper 
humor for buying and selling.” 


A Good Greeting Helps 


What to say first may depend 
upon the store policy and the type 
of merchandise you are handling. 
Most stores encourage a cheery 
“Good morning” or “Good after- 
noon” or “May I help you?” 
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Stay away from “What can | 
do for you?” or “Something for 
you?” or “Do you wish to be 
served?” Such bromides have 
been worn out, they leave cus- 
tomers cold. 

First of all you should approach 
with promptness. If everybody in 
the store is busy with customers, 
the average person will be patient. 
But they can tell gossip from sales 
talk, stalling from working; and 
they resent being made to stand 
around and wait while employees 
do things they should handle be- 
tween customers, such as arrange 
stock, balance their cash, fix their 
hair, talk on the telephone, etc. 

When customers are coming 
faster than you can handle them, 
it is best to notice them in the 
order of their arrival and speak a 
word or two to those who are 
waiting—offer some form of recog- 
nition of greeting or say, “I'll be 
with you shortly,” so they won’t 
get fidgety. 


Handle More Than One 


Ordinarily it is best not to try 
to wait on several customers at the 
same time; the first one usually 
resents divided attention; but in 
most stores, especially during rush 
hours, every salesinan should 
develop the ability to handle more 
than one customer at a time—and 
do it so tactfully the customers will 
feel satisfied—when doubling up 
becomes necessary. 

The modern tendency is for 
shoppers to be in a hurry and 
make their purchases more quick- 
ly than they did years ago. This 
means you have less time to work 
for extra sales, and even on the 
primary purchases the customer 
does not want vague generalities 
but facts and service as fast and 
straight as you can dish them out. 

Open your sales talk with some 
interest-stimulating words; the cus- 
tomer’s eyes will light up; you'll 
hear the welcome phrase, “I'll take 
it now,” instead of “I'll look 
around,” 

The “merchandise approach” is 
best when it fits. This means that 
if the customer is looking at cer- 
tain merchandise as you come up, 
you can plunge right into the sale 
by saying, “That’s a dandy new 
item we just got in,” or “Isn’t that 
a mighty attractive article?” And 
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then go on into your sales points. 

For example, “This is a new type 
floor mop we are featuring. Its 
special patented shape makes it 
easier to handle and it cleans the 
corners better.” 

The merchandise approach is 
especially effective in preventing, 
“Oh, I’m just looking around,” 
from the casual shopper. For ex- 
ample, in the appliance depart- 
ment, “This coffee maker is espe- 
cially appropriate for a gift. It is 
packaged most attractively—and 
and doesn’t it have beautiful but 
sturdy lines?” 

That’s more effective than to 
say, “This looks swell.” 

The lady admiring a first aid kit 
can be greeted with, “This first aid 
kit is ideal for the home or for 
travel.” 

Good appearance also has a 
favorable effect upon the sales- 
person himself. Clothes may not 
make the man but they add to self- 
confidence and help remove feel- 
ings of inferiority. You may not 
be able to dress expensively, but 
you can be neat and clean and 
your customers will respect you 
for it. 

When the customer has con- 
cluded his intended purchase or 
purchases, then it is up to you to 


close the sale with a good sugges 
tion or two for something addi 
tional. Do more than wrap and 
make change—if you want to get 
ahead. 

There is this basic difference in 
salespeople: One is a wrapper 
clerk; he hands out just what 
people ask for; he lets hundreds 
of extra dollars walk out of the 
store. The other is a salesman 
he knows enough to fit varicus 
products to people; he is ener 
getic enough to use the power of 
suggestion and demonstration 
every day. 

“Anything else today?” is n« 
good as a sales closer. It asks the 
customer to do the thinking, and 
he’s already thinking about get- 
ting out of your store. So he just 
wiggles his head sideways or he 
says “no” automatically. That's 
the easy way out. 

Instead, you should do _ the 
thinking—you should plant an 
idea. If it’s a good one, you'll 
make many extra sales. 

Selling starts immediately upon 
contact with the prospect—but it 
should not stop until you have 
helped the prospect supply all his 
requirements, and have invited 
him back in a manner he'll re 
member favorably. 





Window Announces Bow and Arrow Season 


HERE are many bow and ar- 

row hunters in Michigan and 
the Meisel Hardware & Supply Co., 
Bay City, Mich., recently took no- 
tice of this fact, in its retail depart- 
ment by showing a window of 
archery items. The window also 
advertised the opening of the bow 


and arrow season on bucks and 
does in Michigan. 

The background of the display 
contained leaves, branches and 
other outdoor atmosphere. This 
firm has a newly enlarged sport- 
ing goods department which has 
an excellent patronage. 





Both hunters and target shooters were attracted by this archery window. 
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Just a few of the exhibits which were entered in the Children's Arts and 
Crafts Exhibit in Babylon, N. Y. The displays ran for blocks along Main St. 
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"A Busy Child Is Generally 
A Good Child" 


Many parents of 


Babylon, N. Y., knew that a Chil- 
dren’s Arts and Crafts Exhibition 
was to be held during the past 
summer, for they had seen their 
sons and daughters working on 
pet projects through the winter 
and spring, but many of them were 
amazed at the results when they 
went down to Main Street one nice 
day last June. 

On benches, on building fronts 
and on fences for blocks along the 
principal street they found nearly 
600 entries of various nature in 
the fields of literature, fine arts, 
sculpturing, photography, wood- 
working, domestic arts and model- 
ing. The skill and artistry evident 
in many of the entries proved 
surprising to teachers as well as 


Many school children of Babylon, N. Y., kept their 
hands and minds busy on out-of-school projects 
which they entered in arts and crafts’ competition. 
Nearly 600 entries were shown in Main St. exhibit. 
Hardware stores benefited in sale of materials 


parents. The event was so suc- 
cessful that it will undoubtedly 
be made an annual affair. 

The project developed out of 
the belief of the mayor, Erastus 
Munson, wealthy greeting card 
manufacturer, that “a busy child 
is generally a good child.” 


How It Was Done 


Although Babylon has very little 
juvenile delinquency, Mayor Mun- 
son believed it could be reduced 
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even more if all the youth had 
something worthwhile to do dur- 
ing leisure hours. To provide for 
such activities he turned over a 
sum of $1200 to the Babylon Lions 
Club to be used to stimulate com- 
petitions and projects in the Baby- 
lon area, which comprises the 
villages of Babylon, West Islip, 
North Babylon, West Babylon and 
Deer Park. 

The Lions Club in turn used the 
money in various activities, mostly 
on an experimental basis in search- 
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ing for what would benefit the 
young people. In most endeavors, 
however, only a few individuals 
could be included, while the need 
was to reach all boys and girls. 

Finally, at the suggestion of 
Dr. James H. Northrop, principal 
of the North Babylon School, it 
was decided to appeal directly to 
the boys and girls themselves in 
all sections of the town, to enlist 
them in one tremendous handi- 
craft contest and thus build up 
an interest to keep them all busy 
on projects during the winter. 

Registration forms were made 
up and sent to the boys and girls 
through the schools, the P.T.A.’s 
and various clubs, until every 
child had a chance to join. 


Enrolled by Age Groups 


The children enrolled by age 
groups of 7 to 9, 10-12, 13-15 and 
16-18. Nearly every boy and girl 
registered for one or more projects 
and although many failed to com- 
plete their entries, they at least 
benefited through experimentation 
and working as far as they went. 

The entire program was an out- 
of-school one but the schools co- 
operated in passing out the in- 
formation to the contestants. The 
guidance came from committees 
in each area. 

Six area committees aided the 
workers during the winter and 
spring months and at a general 
meeting in May, reorganized into 
six committees to take care of the 
six fields of activities. In this 
manner, the new committee formed 


to take care of one field, such as 
woodworking, could provide for 
the final displaying and judging 
of the work done by the various 
age groups at the final big exhibit. 


600 Competitors 


Over 600 individuals completed 
their projects and had them ready 
for display. The fullest co-opera- 
tion was given by the Village 
Board in allowing the Lions Club 
to hold the outdoor fair. A freshly 
painted fence, 80 ft. long, which 
guarded a vacant lot, was used as 
a backdrop for drawings and 
paintings. The other exhibits were 
set up on cafeteria and card tables 
lined up between the sidewalk and 
the curb on Main St. 

The winners were given gold 
medals, enameled with the words 
“Arts and Crafts” and showing a 
workman’s hammer and an artist’s 
palette. The winner’s name and 
“1948 award” were engraved on 
the medal. Ribbons on the medals 
were blue for first, red for second 
and yellow for third. Since equal 
prizes were given in each group 
there were a total of 72 medals. In 
addition, 120 gold pins carrying 
the same designs were given to the 
honorable mention winners. 

The awards were presented to 
the winners by a hardware man, 
and the acting mayor of Babylon, 
Gilbert C. Hanse, of the Frederick 
R. Hanse “Store of Service.” 

Commenting on the community 
project, Acting Mayor Hanse said, 
“Whether the contest reduced 
juvenile delinquency cannot be di- 


rectly proved. However, at a cost 
of less than $300, plus excellent 
co-operation on the part of the 
committee members, village of. 
ficials, members of the Lions Club 
and others, hundreds of boys and 
girls gained excellent experience 
in creating something new and ac- 
cepting the responsibility of work- 
ing a problem to completion. 
“The medals and prizes which 
they won and so proudly wear, set 
them up as_ successful young 
people anxious to gain even greater 
honors at next year’s contest.” 


Strengthened Business 


From his point of view as a 
businessman, and hardware man, 
Mr. Hanse said, “I firmly believe 
that the Arts and Crafts Exhibit 
did strengthen business in our 
store and the other hardware 
stores in our community, especial- 
ly after the announcement was 
made regarding the prizes to be 
awarded during the contest. This 
seemed to stimulate interest among 
the children and as the date of the 
exhibit drew near an increase in 
the sale of arts and crafts materials 
was very noticeable.” 

The Hanse store does not have 
a hobby and crafts department but 
here’s a partial list of the tools 
and materials that were bought by 
the school children in connection 
with the competition: coping saws 
and blades, paint, shellac, varnish, 
brushes, sandpaper, steel wool, 
screw drivers, pliers, electric wires 
and fixtures, brads, wire nails and 
screws, glue and other adhesives 





A hardware man, Acting Mayor Gilbert C. Hanse, pins a gold medal on one of the 72 winners, as 
James H. Northrop, North Babylon school principal and chairman of the competition looks on. 
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The knotty pine walls make an excellent background for displays in the store. 


Display Attracts Customers 
To New Store 


, of a fam- 
ily proposition is the Jochum 
Farm Supply, hardware and appli- 
ance store, Norfolk, Neb., estab- 
lished about two years ago by Ar- 
thur H. Jochum. 

Mr. Jochum has a small store, 
measuring 18 by 46 ft. with four 
center aisles, 5 by 7-ft. islands, 
with about 90 ft. of sidewall dis- 
play space. Helping him as sales- 
persons in the store are his sons 
Jerry and Dan, while his daughter 


‘La Vonne also puts in plenty of 


time there. 

Jerry works full time in the 
store, while Dan and La Vonne 
come in spare time and during 
school holidays. They know the 


business quite well and enjoy the 
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work. They are always cheerful 
and helpful and their attitude 
pleases the customers. 


Attractive Sidewalls 


When Mr. Jochum opened his 
store he installed knotty pine side- 
walls, These make an attractive 
appearance and hold considerable 
merchandise. Norfolk, a town of 
10,490 population, is a center to 
which farmers come to shop. For 
this reason Mr. Jochum carries a 
sizable supply of farm merchan- 


dise, including galvanized ware, 
steel goods, insecticides, poultry 
equipment and cream cans. 

Farm women like the house- 
wares section which has step up 
shelving along part of the wall sec- 
tion and then glass shelving the 
rest of the way. Housewares stand 
out attractively against the knotty 
pine wall background. 

Mr. Jochum makes the most of 
his small store by having step-up 
displays close to the floor level. 
The tool and sporting goods sec- 


(Continued on page 134) 


Jochum Farm Supply store, established two years 
ago, features numerous lines in a limited area. 
Well designed displays one reason for success 
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Jack Pye, manager of 
appliance sales and 
service, can give dem- 
onstrations in the new 
room without any in- 
terruption from a talk- 
ative outsider. 





Customers Get Privacy in | B 





a of the 
HERE was a time tion al 
when a conversation such as this: we ma 
‘How’s the wheat crop, John?’ the ch: 
‘Fine, Jim. Did your mare foal applia: 
yet?’ would make us grit our teeth. roughl 
Especially if it came at a ticklish The 
part of making a sale—an appli- manag 
ance sale. You know. Just before ware, 
the customer made up his mind munity 
whether to buy, or to let it go. manag 
“To overcome this nerve-wrack opinio 
ing ordeal, we decided to turn half charge 
sales a 
“Mz 
Manager Kay Dunlap points to the a big 
neon sign which directs customers ng om 
to the new demonstration room. is only 
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in the privacy of the 
lower floor appliance 
demonstration room it 
is easier to sell the 
higher priced units. 
Nothing distracts one. 


Basement Appliance Room 


of the basement into a demonstra- 
tion and display room. We're glad 
we made the move. Since we made 
the change last February 1948, our 
appliance business has increased 
roughly one-third.” 

The speaker was Kay Dunlap, 
manager of Independent Hard- 
ware, in Liberal, Kan., a com- 
munity of less than 5000. The 
manager was seconded in this 
opinion by Jack Pye who is in 
charge of Independent’s appliance 
sales and service department. 

“Many were the times a sale of 
a big appliance item was progress- 
ing smoothly,” says Mr. Pye, who 
is only 23, “when a friend of the 


There are no third parties interfering with 
sales in the new demonstration room of the 
Independent Hardware and sales have zoomed 


prospective customer would come 
up with a ‘Howdy, John, do you 
think prices are coming down this 
fall?’ Bingo. Either the sale 
would be hit on the head, or I’d 
have to start from the beginning 
again and build it up.” 


Farmers Like to "Visit" 


Living in isolation a great deal 
of the time, there’s nothing a 
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farmer likes better than to “visit” 
with his neighbors when he comes 
to town. Ordinarily these friendly 
forums were fine and_ brought 
many farmers into Independent 
Hardware. They, in fact, made 
up the bulk of the customers. 
But when Jack Pye, or Kay Dun- 
lap were showing a $600 radio or 
a $300 automatic washing machine 
to a farmer who had just sold his 
wheat crop at a good price, it was 
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annoying to have a sale killed or 
delayed by a third person. 

To remedy this situation the 
store’s two owners, Roy E. Smith 
and W. H. Schultz, decided to re- 
model the basement. When the 
contractor was finished with the 
job, the store had a modern appli- 
ance display room 22 by 30 ft. in 
size. 


Arrangement 


One end of the new demonstra- 
tion room is devoted to the dis- 
play of automatic washing ma- 
chines, ranges, hot water heaters, 
water coolers and refrigerators. 

Another wall is devoted to con- 
sole radio combinations. Other 
major appliance units are dis- 











played attractively in the new room 
in the basement. The center of the 
room houses a display of fans, 
toasters, small radios and other 
traffic pullers. 


Main Floor Dislays 


A few major appliances are dis- 
played on the main floor of the 
store, near the stairway leading to 
the demonstration room. A neon 
sign with an arrow pointing to the 
basement stairs directs customers 
to the room. One of the store’s 
two windows is also devoted to the 
display of appliances. 

Since the change was made, how- 
ever, when a customer shows an 
active interest in appliances. the 
salesman who is waiting on him 





Remember the Customer so He Can Remember You 





ur. John Doe 
614 Doe St. 
Doeville, Michigan 


Dear Sir:~ 


ie 


BS ‘ loudrs very truly, 





It is time again to say "Merry Christaed* 
and a big "Thank You" for all the things you have 
done for us during the year 1947. é 


4 We are hopeful of having the privilege 
gw of serving you for many years to come end are 
very thankful for the meny courtesies extended us. 


May Christuas bring you many joys and 
the New Year the fulfillment of all your wishes. 


Thanks, too, for the remittance of 
$21.18. you so kindly sent us, and for which your 
receipt te herewith enclosed 


RRR ES 5 : 


December 4, 1947 


| 












The Rechlin Hardware Co., Bay City, Mich., puts over a big "Thank You" to cus- 
tomers with the special letter reproduced above. Mailings are made just about the 
time customers are thinking seriously about their holiday shopping. The letters go 
out with receipts for remittances on purchases made throughout the year. Rechlin's 
makes a point of acknowledging remittances throughout the year with special letters. 
A series of them were published in the January 16, 1947, issue of Hardware Age. 
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directs him to the basement dem 
onstration room. Here he can di 
rect the sale in relative privacy and 
without interruption. 

As Mr. Pye says, “There’s noth 
ing like a demonstration room to 
talk folks into buying. It is also a 
good place for husband-wife con- 
fabs—to make a decision without 
interruption.” 


Handles Installations 


Into his 23 years, Mr. Pye has 
managed to crowd four years of ex- 
perience at a manufacturer’s sales 
and service branch in Beaumont. 
Texas. This has equipped him for 
intelligent selling of appliances. 
He also handles installation with- 
in a 30-mile radius of Liberal, a 
rich wheat community in south- 
west Kansas. He is in his second 
year with Independent Hardware 
and the salary, plus incentive com- 
mission, provide him a_ surpris- 
ingly high net monthly income. It 
would compare favorably with big- 
city pay, although Liberal is a 
town of about 4000 to 5000. 

During a bountiful harvest sea- 
son, as the one this year, it is not 
unusual for Mr. Pye to make an 
added sale after he enters a home 
to install another unit. Since the 
store’s appliance line includes elec- 
tric milk coolers and other items 
for rural homes, he makes good 
use of his delivery and installation 
in country homes. 


Own Other Stores 


Independent is one of four 
stores owned by Schultz and Smith. 
The firm also operates hardware 
stores in Garden City and St. 
John, Kansas, and in Diamond. 
Oklahoma. 

One of the partners in the enter- 
prise, Mr. Smith, still operates the 
drug store next to Independent 
Hardware, in Liberal. The other 
partner, Mr. Schultz, spends his 
full time commuting between the 
four stores which he supervises. 
Before turning to the retail busi- 
ness, he traveled for Frank Colla- 
day Hardware, out of Hutchinson, 
Kan., for 22 years. 

The two partners bought their 
first store—in Liberal—in 1936. 
Since that time they’ve added th: 
three others to their string. 
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A For more sales, more friends, and more business knowledge . . . 
meet your customers (past, present, and future) on their own 
stamping grounds. For example, join your local gun club and 
participate in its activities. It’s a good way to learn more about the 
firearms and ammunition you sell . . . so you can tell a convincing 
story from behind the counter. Because they know you know the 
score, customers have confidence in you. . . are likely to think of 
you the next time they need sporting equipment, or anything in 
the hardware line 


P Show this advertisement to your sales trainees as part of their mer- 
##¢ chandising course. Reprints of this series are available on request. 


od Of WO, 


paleo 


packs the ~ power 


PETERS CARTRIDGE DIVISION—Remington Arms Company, 
Inc., Bridgeport 2, Conn. “High Velocity” is Reg. U.S. Pat 
Of. by Peters Cartridge Division. 
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2eKeep a simple alphabetical file of clippings on shoot- 
ing sports to provide handy data for your customers. 
Outdoor, Farm and Boys’ magazines . . . the same pub- 
lications that regularly feature advertising for Peters 
“High Velocity” 22’s, shot shells, and big game car- 
tridges ... are an excellent source for clippings. Such a 
file will help you become an authority ... make customers 
think of you first—bvy from you first. 







= sauenccnanr 7a" Om a as |! A Lad be ad 


PaTeRs CARTRIDGES 
We. = 










paTeRs PAC 
- 

S.Repest business depends on that first sale—so make 
sure the product you sell anew customer suits his pur- 
pose. When selling ammunition, it’s a good idea to check 
caliber and gun in the Peters Arms and Cartridge Ad- 
aptation Booklet, or refer to the Peters Ballistic Chart 
to give the user information he needs on velocity, tra- 
jectory, etc. Such interest in your customer builds his 
interest in you ...in your store...in the products you sell! 


FREE! For your copies of the Peters Ballistic Chart, Peters 
Arms and Cartridge Adaptation Booklet, and other sales literature 
that will help you sell more ammunition, send coupon below. 











| “Doc” Peters—Peters Cartridge Division 

| Remington Arms Company, Inc. 

| Bridgeport 2, Conn. 

| Please send, free ot charge, the sales material checked 
| below: 

| Peters Ballistic Chart How To Be A Crack Shot 
| Peters Arms and Cartridge How To Have Fun With a 
| Adaptation Booklet Handtrap 

| Handbook on Gun Club Ranger Rifle Shooting 

| Organization Program 

| Name 

lirm 

| Address — ons — 

| City and Siate — 

' 
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Justice Dept. to Rule 
On P. X.—Navy Stores 
Excise Tax 


Exemptions 


Treasury Department wants to apply taxes to 
government operated stores. Retail groups feel 
it would equalize competition. 


Washington Bureau 
of Hardware Age 


iia federal excise 
taxes apply to sales in Army post 
exchanges and Navy ships’ stores? 
The Treasury Department says 
they should. The Army and Navy 
say they should not. The Justice 
Department now has been called 
upon to settle this inter-agency dis- 
pute and an opinion from Attorney 
General Tom C. Clark as to 
whether or not the wartime exemp- 
tion should be continued is ex- 
pected at an early date. 

The American Retail Federa- 
tion, among other organizations, is 
especially interested in promoting 
equitable competition between pri- 
vate retailers on one hand and the 
government-operated stores on the 
other. 


Enjoy Advantages 


ARF points out that even when 
the federal excise taxes are re- 
stored to Army and Navy service 
sales, the government shops still 
will enjoy the advantages of free 
rent and nonchargeable manage- 
ment salaries. 

The present dispute over collec- 
tion of the excises on post ex- 
changes and ships’ stores got under 
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way during the summer, when the 


Treasury Department, through the 
Bureau of Internal Revenue, asked 
the Army and Navy to resume col- 
lection of excise taxes as of July 1, 
1948. The armed services de- 
murred, and asked the Justice De- 
partment for a ruling on the ap- 
plicability of the taxes. 


Are Retailers 


“Army exchanges purchase 
goods in quantity lots for resale 
in individual lots to individual 
purchasers who buy for use and 
not resale,” ARF points out in a 
memorandum to Mr. Clark. “The 
fact that the clientele of the ex- 
change is limited by law to mem- 
bers of the armed forces, their 
families, and a few others does not 
destroy the retail nature of the ex- 
changes’ operations.” 

“Thus, unless some specific ex- 
emption should be found in the 
law, the Army exchange, which is 
engaged in selling goods at retail. 
should be liab'e for the federal 
tax,” ARF declares. The excise 
tax on each of these groups of 
products is ZO per cent. 

“Furthermore,” ARF contends, 
“even though there were provisions 


in the law which would permit 
Army exchanges to be exempted 
of the federal retail excise taxes, 
such provision should not be used 
since to do so would be discrimina- 
tory and continue an unfair com 
petitive advantage which their or 
ganizations now enjoy.” 

Army exchanges already enjoy 
some competitive advantages over 
retail stores, the federation points 
out. The exchanges eseape some 
expenses which must be borne by 
retail stores. “An exchange has no 
capital expenses incurred for the 
acquisition of land and buildings. 
as these are furnished by the mili 
tary authorities and are paid for 
out of public funds furnished by 
all taxpayers, including retailers. 

“Again, the funds used to pay 
the salary of the Army exchange 
officer, and also his expenses when 
traveling on Army exchange busi- 
ness. are not charged to the Army 
exchange as an expense, but also 
come from public funds. In brief 
the exchange has no occupancy 
expense and no top management 
expense,” ARF states. 


Other Expense Items 


“There are other expense items 
which are not incurred by an ex- 
change but which must be borne 
by a retailer. In all, these items 
may amount to more than 5 per 
cent of total sales, or 5 cents in 
every dollar of sales income. 

“Any retail store which can cut 
its operating expenses to the extent 
of 5 per cent of sales has an un- 
usual competitive advantage over 
other retailers who are not able to 
do so. That this may be more 
easily understood, it should be 
pointed out that before the way a 
retail store which made net profits 
of 5 per cent of sales was con- 
sidered to be doing a very good 
job of merchandising. Many stores 
made far less than 5 per cent. 

“Thus without any question of 
the imposition of federal retail ex- 
cise taxes, the exchange has a de- 
cided competitive advantage over 
retail stores. Again there is no 
need to argue about the propriety 
of this advantage, for present pur- 
poses it is enough to state that this 
competitive advantage does exist 

“It is worth noting that with 

(Continued on page 161) 
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In every link 
SECURITY 


and 


SATISFACTION 


Customer satisfaction is a certainty when you 


sell Cleveland Chain. 


Every item in the Cleveland line is precision 
designed, manufactured to rigid standards 
and carefully tested. There’s security, safety and 
satisfaction in every link. 

Here in Cleveland members of our plant super- 
visory group (foremen and superintendents) 
average 26 years of service. Six have exceeded 
40 years. Many families claim three generations 


in our plants. 





Since its inception, our company has been 
actively and continuously managed by practical 
chain makers. Today management is vested in ; 

Each length of Proof Coil Chain, BBB Chain 


three grandsons of the founder each of whom and Super Steel Chain is carefully inspected . . . 
every link is examined. 


500,000 Ib. chain testing machine. 


possesses over 30 years of chain experience. To 
these men the production of fine chain is more 
than a business. It is a tradition to be upheld... 
a reputation to be carefully guarded .. . a recog- 
nized responsibility which assures you that every 
Cleveland Chain product will be unsurpassed 


P & P—5004 


in quality. 


Security in Every Link 


CLE VELAND [HAIN 
















Certified P “& 
CHAIN INSTITUTE? . 
Sauber v4 [he Cleveland Chain & ify. Co. 
“><a 
é \ssociate Companies: David Round & Son, Cleveland 5, Ohio 
Trp; f ial i of he e The Bridgeport Chain & Mfg. Co., Bridgeport 1, 
} Lae 3 on poe ay dig Bey + Connecticut @ Seattle Chain & Mfg. Co., Seattle 8, 
evelan ain organization 1S y ; Since 1869 Washington e Round California Chain Co., So. San 
vie -2eer Francisco and Los Angeles 54, California e Woodhouse 


feos superintendent w+ Men er Weld 
epartment. He has a background of 40 years G °¢ « 
in ~ chain industry. . , ‘ng we? Chain Works, Trenton 7, New Jersey. 
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“You Can't Take It 


_-_ of Alliance, 


Ohio, have often commented that 
the employees of the Wm. S. 
Lindesmith & Son, Inc., hardware 
store are just about the hardest- 
working store staff in the city, yet 
with it all they seem to be about 
the happiest. 

At this pre-Christmas season, 
especially, this hardware store is 
a busy place and a visitor is im- 
pressed with the hustle and the 
willingness-to-serve that is shown 
by everyone, from the janitor right 
up to the boss—only there isn’t 
any “boss” anymore. 

Now, everyone is working for 
himself as well as the store, for 
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everyone now shares in the profits 
—the janitor along with the owner. 


Shared Responsibility 


It takes a good, healthy man to 
keep up with the owner of the 
business, W. Stewart Lindesmith, 
who enjoys work for the joy of it. 
But one man can do just so much 
work, however, so a couple of 
years ago Mr. Lindesmith decided 
to share his responsibilities, to- 
gether with some of his profits, 
with all of his employees. 

“After all,” he says, “you can’t 
take it with you.” 

When Mr. Lindesmith decided 


to adopt an incentive plan his 


motives were not entirely philan- 
thropic, or even altruistic. Just 
as he had hoped he too shares in 
the benefits. 

One of the first steps he took 
was to make vice-presidents ef two 
of his oldest salesmen, both: of 
whom had been with the store fo 
a quarter of a century. He auth- 
orized these men to write checks 
and gave them full authority to 
carry on any other managerial 
function in his absence, so that 
the business can function just as 
smoothly, whether he is present 
or not. 

By this one move alone he bene- 
fited to the extent that he could 
go away to the Canadian Rockies 
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With You’ 


for a six-weeks vacation without 
having to worry whether the store 
would still be there and operating 
properly on his rgturn. 


Seniority Counts 


The sales personnel, of whom 
there are nine regulars, are paid 
varying percentages of the profits 
of the business, depending upon 
their years of service. The amount 
of the profits that is divided as a 
bonus to all, including the extra 
sales help and non-selling em- 
ployees, is based on the gross 
volume of the business. This, ac- 
cording to Mr. Lindesmith, makes 
everyone working in the store feel 


The window at the left con- 
tains many suggested gifts 
from the extensive line of 
leather goods and luggage. 
The central window is filled 
with toys and games while 
the one at the right con- 
tains still more Christmas 
merchandise. Note the store's 
newspaper ad which is past- 
ed on the store front at the 
extreme right. 


When W. Stewart Lindesmith adopted this 


type of philosophy for his business he relieved 
himself of much toil and worry and his 74- 
year-old store functions more efficiently 


with a staff that now shares in the profits 


that he or she is a partner in the 
enterprise, with a real interest in 
seeing that it prospers. 

No longer is it necessary for 
anyone to prod or cajole any 
employee to do any task. Mr. 
Lindesmith says it is not unusual 
for his salespeople to stay late or 
to come back to the store at night. 
even for several nights a week dur- 
ing the busy Christmas season, in 
order to open incoming merchan- 
dise, mark and shelve it. 

“After all,” says Mr. Lindesmith, 
“they know it’s money out of their 
pockets, too, if new merchandise 
isn’t right on the shelves and 
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tables available for sale the next 
day.” 

Because everyone shares respon- 
sibility, the sales people submit 
recommendations about the mer- 
chandise that should be shown in 
the windows and featured in the 
newspaper ads. Copy is prepared 
by Mr. Lindesmith or one of his 


assistants. 


A Consistent Advertiser 


This store consistently carries 
a heavy schedule of newspaper 
advertising averaging at least a 
half page each week. As a matter 
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lower rate, mak- 
ing it possible to 
use more space 
than it could 
otherwise afford. 
This ad was used 
at the Yuletide 
season. 



































of fact, the several hardware stores 
of Alliance, a city of about 30,000 
people, use more newspaper ad- 
vertising space than the hardware 
stores of any other city its size 
anywhere in the country, in the 
opinion of C. E. DeGraw, adver- 
tising manager of the Alliance 
Review, 


At Least One a Week 


This store and two other hard- 
ware stores each use at least one 
ad per week, for 52 weeks of the 
year, in order to take advantage 
of a minimum ad rate, which 
makes it possible for them to carry 
much more space than they could 
afford on an intermittent schedule. 
By using such heavy schedules 
these three hardware stores are 
able to buy their space on the 
same basis as the department 
stores and big chain food stores. 

Two long, shallow windows and 
a large center window are trimmed 
with great care by employees. 
Scores of items, suitable for gifts, 
including many toys and dolls 
are shown in them in the weeks 
preceding Christmas. 

Mr. Lindesmith knows well 
every chore connected with hard- 
ware storekeeping for he’s been 
performing every one of them 
himself during the 46 years he’s 
been working in the store. He 
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still spends more time waiting on 
customers than he does at his desk 
and he will tackle any job he sees 
that needs doing, and he’s not 
above taking a broom to sweep 
the front pavement. 


“After all these years,” he says, 
“I’m still fascinated by a large 
consignment of goods and the 
challenge of seeing just how soon 
we can move it out through the 
front door.” 


The Employees’ Angle 


Looking at his incentive bonus 
plan from the point of view of 
his employees, Mr. Lindesmith 
comments, “It makes it possible 
for them to eat a little better, wear 
good clothes, live in nice houses, 
and in short, to ‘keep up with the 
Jones’ so that they and their fam- 
ilies can be respected members of 
the community. The plan also 
makes it possible for them to earn 
enough through their own efforts 
so that they won’t be tempted to 
steal from the business in crder 
to augment their wages.” 

“It’s no longer necessary for 
me or anyone else to spend hours 
computing how much time every 
one has worked in straight time 
and over-time and in making up 
work schedules and in going 


(Continued on page 134) 
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PROMPTLY AND COURTEOUSLY $1.25 | 
SHOT GUN CARRY CASE 
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Duraluminum Shot Gun Cleaning Rod | 
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RIFLE RODS, same construction . . . iS $1.00 | 
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This advertisement was used during the hunting season. It got 


results. 
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Himble GI 


Kimble Glass Bar No. 70-C, No. 71-C. 


in the “under $122 market — 


e Two attractive items head the new Kimble — vidually packaged, including chrome-plated 


Glass Bar line. Carefully designed to satisfy screws. Your cost allows you a generous profit 

your most discriminating customers, they’re —_ margin. 

priced to sell in volume. Kimble crystal Glass Bar No. 70-C, full 18" 
Full *4" thick... smoothly curved bent towel space, priced to retail at 89¢; No. 71-C, 

ends with spun-on chrome fittings...indi- full 24" towel space, priced to retail at 98¢, 


QUALITY FOR LOWEST-PRICE TRADE, TOO! 


F- @ Z N A a 


(ON rerenaeenner enna nee =) ¢— — en ———— ee ——) 











ff 
J 
a 
: 


Double- purpose Glass Bar, No. 62-C. Adjust- Bent-end Glass Bars, No. 18-C and Button End Bars, No. 10-C and 


able fittings allow using full length or with 24-C, No. 18-0 and 24-0. Sturdy, No. 10-0. 18" towel bars, in 
toom for washcloths at ends. Full 24" length high-grade and attractive, crystal or either crystal or opal glass, 
of '1/16" crystal glass. Substantial nickelled opal. Modern, strong fittings. Your sturdy metal fittings. Priced to 
httings. Your cost permits a retail of 45¢. cost permits a retail of 25¢ to 39¢. retail at 15¢ and 19¢. 


{ GLASS BAR FOR EVERY PURPOSE 


KIMBLE (GLASS POLEDO |. OHIO 


Division of Owens-Illinois Glass Company 
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1947 Instalment Credit 
Hits New High 


Instalment sales at durabie goods stores in 1947 made up 
a larger proportion of total sales. Collections somewhat 
slower. Hardware stores showed low debt losses. Inventory 
gain for credit granting hardware stores was 26 per cent. 


| NSTALMENT sales in 
1947 reached an all-time high of 
8.5 billion dollars, exceeding the 
1941 peak by approximately one- 
fifth. Notwithstanding two years 
of rapid expansion during which 
sales of this type have more than 
trebled, they still have not regained 
their prewar importance in total 
retail trade. 


Charge-Account Sales Up 


Charge-account sales continued 
to increase in 1947 for the fourth 
consecutive year but at a rate less 
than half that for the volume of 
instalment transactions. Estimates 
of credit sales, based on findings 
of the annual Retail Credit Survey 
covering 1947 operations, indicate 
that total credit sales were 37 per 
cent above the 1946 level and ac- 
counted for more than 31 billion 
of the nearly 118 billion dollars in 
sales at all retail establishments. 

The rise in cash sales in 1947, 
as in the preceding year, was by 
no means comparable with the 
gains in either charge-account or 
instalment credit sales. For the 
year as a whole, cash transactions 
made up about the same propor- 
tion of total retail sales as in 1942 
and a considerably smaller part 
than in any subsequent year. 

The substantial growth in the 
volume of instalment sales during 


(Reprinted in part from Credit World. 
Sept. 1948. Copies of the 1947 Retail 
Credit Survey which contains separate 
data for nine trades may be obtained 
on request from the Division of Admin- 
istrative Services, Board of Governors 
of the Federal Reserve System, Wash- 
ington 25, D. C.) 
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1947 may be attributed primarily 
to the sizeable increases in the 
quantities of durable goods avail- 
able for sale. Production in dur- 
able goods industries during 1947 
was considerably above 1946 
levels and in most cases exceeded 
prewar output. Only in the case 
of automobiles, stoves and refrig- 
erators was output in 1947 of the 
same magnitude as, or less than, 
prewar levels. Sales of all durable 
goods stores rose nearly 25 per 
cent of total retail transactions, ac- 
cording to Department of Com- 
merce estimates. During the war 
years the durable goods stores 
made up only about 15 per cent of 
the total sales volume in contrast 
to 28 per cent in 1941. 

A slight rise in the percentage of 
durable goods sold on an instal- 
ment basis also contributed to the 
increase in total instalment sales. 
Retail Credit, Survey data show 
that instalment sales at durable 
goods stores made up a larger pro- 
portion of the total in 1947 than 
in 1946, 


Despite the record level of in- 
stalment sales in 1947, sales of this 
type were small relative to their 
prewar importance in the total re- 
tail sales volume. With disposable 
income at peak levels and an un- 
precedented amount of liquid as- 
sets available to consumers, there 
is less use of credit in buying dur- 
able goods today than there was 
before the war. Increases in the 
demand for credit should occur as 
more people with small or no hold- 
ings of liquid assets come into the 
market for durable goods. 


New High Levels 


Cash and charge-account sales 
reached new high levels in 1947, 
but there was a decline in the rela- 
tive importance of cash sales. On 
the other hand, the proportion of 
charge-account sales continued to 
increase. 

The course of retail sales at the 
nine kinds of credit-granting stores 
covered by the Retail Credit Sur 
vey varied considerably in 1947. 








Table 1—Retail Sales By Type of Transaction 


Annual estimates for total retail trade 


Sales (In Billions of Dollars) 
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Featuring the Famous Patented 
Tneewell Underflow Channels 


One of the big selling features of Roastwell roasters is the 


patented Treewell construction (illustrated at left) which 
provides easier basting. 
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Table 2—Retail Sales By Type of Transaction 


And By Kind of Business 


Stores reporting in 1947 Retail Credit Survey 








Number of 
Kind of Business Stores 
Reporting! 
Department stores 1,755 
Men’s clothing stores 546 
Women’s apparel stores 558 
Furniture stores... . 1,273 
Household appliance stores 892 
Jewelry stores 525 
Hardware stores 793 
Automobile dealers ; 1,161 
Automobile tire and accessory stores 1,140 


Percentage Change, 1946-47 


Percentage of Total Sales, 19472 





Charge- 
Total Cash Account Instalment | | Charge 
Sales Sales Sales Sales | Cash | Account instalment 
L 7 3) +13 +54 57 | 35 8 
+ 6 3 +20 +48 59 38 3 
1 8 + § +20 48 49 3 
+15 8 +20 +26 23 18 59 
+40 | +18 +39 +78 35 | 33 | 32 
5 19 (3) +18 44 | 24 32 
L17 +7 +26 +51 49 47 4 
+55 +59 +36 +79 64 22 (4) 14 
3) —1 - 4 +111 48 | 38 14 


} 








*The extent of coverage in the various trade groups is indicated by the following comparisons of the sales volume of the report- 
ing credit-granting stores with the estimated total sales volume of all stores for each trade: Department stores, 64 per cent; furniture 
stores, 16 per cent; men's clothing stores, 15 per cent; automobile tire and accessory stores, 10 per cent; women's apparel stores, 
9 per cent; jewelry stores and automobile dealers, 8 per cent; hardware and household appliance stores, 6 per cent. Because there 
were more than 500 stores in each trade group, it is believed that even this degree of coverage affords reliable indication of trend: 
Related to the sales of credit-granting stores only, sample coverage would be considerably larger. 

* Since the survey is composed of credit-granting stores only, the proportion of total sales transacted on credit is larger than it 


would be if all stores were included. 
* Less than one-half of | per cent. 


‘The proportion of instalment sales reported by automobile dealers is believed to be substantially understated because of the 
accounting methods used in handling instalment paper sold. 











As in 1946, the largest increases 
occurred at outlets handling major 
durable goods but the rate of 
growth for sales of these estab- 
lishments was less marked than a 
year earlier. The year-to-year gain 
at household a p pli ance stores 
amounted to 40 per cent and at 
hardware and _ furniture 
many of which handle appliances, 
to 17 per cent and 15 per cent. 
respectively. 


stores. 


From data reported in the 1947 
survey, sales experience was gen- 
erally more favorable among the 
larger stores than among the 
smaller outlets but the variation 
by size was not marked. In those 
trades in which credit granting 
multi-unit operations are wide- 
spread, the tendency was for the 
total amount of credit sales to in- 
crease more rapidly than for estab- 
lishments with only one outlet. 


The dollar volume of charge-ac- 
count sales transacted at all retail 
establishments continued to in- 
crease in 1947 but at a somewhat 
less rapid rate than a year earlier. 
Sales of this type during 1947 are 
estimated at 23 billion dollars, the 
highest figure on record. Nearly 
all of the nine kinds of business 
covered by the survey shared in 
this gain with the largest percent- 
age increases again reported by 








Table 3—Retail Accounts Receivable 
Stores Reporting in 1947 Retail Credit Survey 


Percentage Change in Accounts 


Receivable During 1947 


Kind of Business Charge 

Account 

Department stores +19 
Men's clothing stores +29 
Women’s apparel stores +16 
Furniture stores... . +37 
Household appliance stores +41 
Jewelry stores +15 
Hardware stores +31 
Automobile dealers +16 
Automobile tire and accessory stores +g 


1 No instalment paper sold. 
2 Less than one-half of 1 per cent. 


Charge Account (in days) 


| 
| Instalment | 1947 | 


1946 
+ 74 55 49 
+ 68 64 | 59 
$24 | 63 55 
+ 47 | 65 57 
+104 47 46 
- 56 57 49 
+ 61 52 51 
+106 34 40 
+176 | 43 38 


Average Collection Period for Accounts Receivable 


instalment Paper Sold as 
Percentage of instalment Sales 


Instalment (in months) 


1947 


= 


—_—— 
owo onw eno 


| 
| 


1946 | 1947 1946 
| 

9 | 1 1 

7 1) 1 
5 4 3 

8 2 2 

6 10 8 

6 2 2 
8 21 16 
10 48 48 
7 1 1 
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YOU CAN MAKE (eee 
MORE MONEY 
with Johnston “Pana 


\ . If 







Yes, and the simple facts of Johnston’s new 
merchandising plan make it clear why dealers 
are saying “This plan is so complete, so inexpensive 


, 
...WITH THE Yohadlon 
to the dealer and so thoroughly fool-proof for 


PAINT SALES PLAN! 
the consumer’. “We have not had one dissatisfied 


customer.” “Our paint sales are ahead of any season ® INVENTORY IS SLASHED UP TO 50%. 


in our 64 years of selling paint!” 












® YET YOU OFFER MORE THAN 100 
Using only 6 fast-selling base colors and white, SMART MODERN COLORS 


adding fool-proof color capsules, you can produce — 
immediately — any color within reason in just sixty 





® BUT NO DEAD STOCK ON YOUR 


: F SHELVES. 
seconds. That exact color can be mixed again 
and again, without deviation... anytime. Your ® TAKES NO EXTRA TIME TO 
customers, whether painters or home owners, MATCH ALL COLORS IN FLAT, 


MODIFIED GLOSS, ENAMEL OR 


are completely satisfied. 
HOUSE PAINT. 


Johnston makes paint-selling easy for the dealer. No 
impatient customers waiting around for special ® TURNOVERS TRIPLE — PROFITS 


color mixes. No need for extra containers, no SOAR! . > 
complicated mixing formulas. That is why Johnston ei 


Dealers are making money fast. Write and get the details! 


LIMITED NUMBER OF DEALER FRANCHISES OPEN... 






S SURETY BonD 
~ HOUSE PAINT 




























A few dealer franchises are ———< ee ee a : EXTERIOR sie 
now open in Michigan, Ohio, f 
ladiane. 1Minele, Dentacke, FOR DETAILS THE R. F. JOHNSTON PAINT CO. 
Tennessee, Pennsylvania, West MAIL THIS / St A ae Ave., 
Virginia, Alabama, Georgia, j You’ ce “ t { 
Florida, Virginia, North Caro- COUPON / ees ee / 
lina and South Carolina. Take Now! J 
advantage of this opportunity —_— a NAME - 
today. Use the handy coupon. — / 
as 
THE R. F. JOHNSTON PAINT CO. ADDRESS 
Dept. A, 3925 Huston Ave. cw ccs “iekiee 
Cincinnati 12, Ohio : 
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Table 4—Bad Debt Losses By Kind of Business 
Stores reporting in 1947 Retail Credit Survey 


Total Bad Debt 
Losses as Percentage 
| Of Total Credit Sales | Charge Account Sales 


Kind of Business | 


1947 
Department stores 34 
Men's clothing stores 56 
Women’s apparel stores 34 
Furniture stores 51 
Household appliance stores -26 
Jewelry stores -98 
Hardware stores. . . -46 
Automobile dealers .24 
Automobile tire and accessory stores .43 


Bad Debt Losses on _ Bad Debt Losses on 
Charge Accounts instalment Accounts 
as Percentage of as Percentage of 

instalment Sales 


1947 | 1946 


1946 1947 1946 | 
|-—— 
26 .30 210 | 455 40 
43 51 ‘38 1.48 | 1.46 
27 33 125 | 61 | = .48 
50 30 | 128 | 65 67 
2 | .2 | (23 | co | if 
‘86 46 47 1.49 1.30 
39 44 37 36 36 
26 .34 .32 .14 15 
24 :30 23 82 "60 








household appliance stores and 
automobile dealers. Nevertheless, 
these two groups transacted a 
smaller proportion of their total 
business on a charge-account basis 
in 1947 than in either of the two 
preceding years. 

For retail trade as a_ whole. 
charge-account sales amounted to 
nearly one-fifth of the total volume 
of transactions in 1947, the high- 
est proportion since 1942. The 
preferential treatment accorded 
charge-account customers in the 
distribution of searce items had 
brought some use of this type of 


credit in 1946, 


Slower Collections 


From the average collection pe- 
riods for the various trades, as is 
shown in Table 3, it is clear that 
the trend during 1947 was toward 
slower collections than in 1946. 

The differences in average col- 
lection periods for 1946 and 1947 
amounted to about a week at all 
kinds of business except hardware 
and household appliance stores. 

Available figures for the early 
months of 1948 point to a further 
gradual decline in the collection 
ratio on so-called 30-day accounts. 
but there is no evidence of an im- 
mediate return to the slow rates 
prevailing at some retail outlets 
before the war. 

Instalment sales of all retail es- 
tablishments showed a further 
sharp rise in 1947. In that vear. 
as in the preceding one, the in- 
crease might have been greater had 
passenger cars and some major ap- 
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pliances been more readily avail- 
able throughout the year. By the 
close of 1947 most household ap- 
pliances except refrigerators and 
stoves were in fair supply but 
immediate delivery on some brand- 
named merchandise was not offered 
iit many parts of the country. 


Among retail establishments 
which normally sell at least some 
of their instalment paper to banks 
or to sales finance companies, there 
was a tendency during 1947 to sell 
slightly larger proportions in rela- 
tion to total instalment sales than 
during the preceding year. Hard- 
ware stores reported the sale of 
paper amounting to approximately 
one-fifth of their total instalment 
sales during 1947, substantially 
above the ratio for the preceding 
vear. 

One of the important additions 
to the current Retail Credit Sur- 


vey was the collection of data o 
the bad-debt loss experience of th: 
various kinds of retail outlet. 
Although the loss ratios for mos 
lines of business were still well un 
der the prewar levels, the charge 
offs during 1947 tended to b 
somewhat higher than in the pre 
ceding year. The trends for instal 
ment accounts were mixed as is 
shown in Table 4. Five trade lines 
showed higher bad-debt losses. 
three indicated lower ratios. and 
hardware stores reported no 
change from the preceding year. 
Generally speaking. most retailers 
charged off as bad debts a slightly 
higher proportion of their instal 
ment sales than they did of their 
charge-account sales. 


Relationship Exists 


From the data reported in the 
1947 survey, it is apparent that 
there is a well-defined relationship 
between the size of the retail out 
let and the ratio of its bad-debt 
losses to total credit sales. With 
out exception, the highest percent 
age of losses in each trade group 
was shown by those stores with th 
smallest annual volume of sales: 
and conversely with only two ex 
ceptions, the lowest ratio of 
charge-off to total credit sales wa 
found among those stores with th 
highest annual volume of sales. 

This may be explained by the 
more highly developed credit de 
partments in the larger stores. 
which usu ills employ people espe 
cially trained in credit matters 








Table 5—Inventories By Kind of Business and By Size 
of Store 


Stores Reporting in 1947 Retail Credit Survey 


Percentage 

| Change 

Kind of Business During 
1947 
Department stores -§ 
Men's clothing stores +27 
Women’s apparel stores 4 
Furniture stores +15 
Household appliance stores +50 
Jewelry stores... 1 
Hardware stores + 26 
Automobile dealers 134 
Automobile tire and accessory stores +21 


Inventory Turnover in 1947 by Size of Store 


Not 
Classified 
Total Sma'l fedium Large by Size 
48 | 3.9 5.0 5.2 4.2 
4.0 | 2.9 3.7 4.8 3.9 
5.1 | 4.3 5.1 5.1 5.1 
3.0 2.5 2.9 3.0 3.1 
4.0 3.5 4.5 4.3 3.8 
1.8 1.4 1.7 1.7 2.0 
3.4 2.6 3.3 3.7 3.5 
9.7 6.1 7.9 10 4 10.4 
4.0 2.8 3.0 4.0 4 








NOTE:~—Figures in this table are based on inventories at retail prices. 
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maintain detailed records of past 
credit experience, and have a sys- 
tematic procedure for checking 
credit records and following up 
delinquent accounts. 

With the production of most 
consumers’ goods, both durable 
and nondurable, at or above pre- 
war levels, retailers were concerned 
during 1947 with rounding out in- 
ventary position so as to achieve 
a better balance of goods on hand. 
This process resulted in larger 
stocks for practically all types of 
credit-granting stores, as is shown 
in Table 5, but the increases were 
hy no means comparable with those 
registered during 1946. 


Small Declines Reported 


Higher prices were an important 
consideration in the inventory in- 
creases which were, of course, re- 
ported on a dollar basis. After 
allowance for these changes, the 
physical volume did not show ma- 
terial gains except in those lines 
where scarcities still existed in the 
early months of 1947. In spite of 
the higher prices, small declines in 
inventory balances were reported 
in some lines. 

At the beginning of 1947, the 
most serious deficiencies in the 
supplies of consumers’ goods ex- 
isted in the field of durables such 
as automobiles, refrigerators, wash- 
ing machines, vacuum cleaners, 
and ranges. It is natural there- 
fore that among credit-granting 
stores in the nine types of business, 
inventories of household appliance 
stores and automobile dealers 
should show the largest percentage 
gains during the past year, 50 per 
cent and 34 per cent respectively. 
Credit-granting hardware stores, 
which likewise were affected by the 
slower return of hard goods. 
showed a gain of 26 per cent in 
their inventories in 1947. 

Even though the inventory in- 
creases for all trade lines were 
considerably less than they were in 
1946, turnover statistics indicate 
that stocks accumulating 
somewhat faster than sales, and 
consequently five of the nine trade 
groups showed lower turnover ra- 
tios than they did in the preced- 


were 


ing year 








INSECT WIRE SCREENING 


WHEN YOU FEATURE American GOLD STRAND Brand Insect 
Wire Screening you are assured of fast, profitable sales and satis- 
fied customers. Its stiffness makes it easy to handle. Even the 
amateur can make or repair his own screens, for wire screening 
lies flat across the frame—requires no stretching or pulling— 
assures a smooth, clean looking job with less tacking. 

GOLD STRAND Insect Wire Screening is made in standard 
mesh and in grades to suit every purse and purpose—galvanoid, 
bright or antique bronze, aluminum and other non-ferrous metals. 
It is a quality product—one your customers know will give long, 


dependable service. 


WICKWIRE SPENCER STEEL 


AMERICAN WIRE FABRICS CORP. 


500 FIFTH AVENUE, NEW YORK 18, NEW YORK 
Boston Buffalo Chicago Ft. Worth Philadelphia 
Pacific Coast Subsidiary — Ihe California Wire Cloth Corporation, Oakland 6, Cal 


Other famous Wickwire Spencer Hardware Products include — Clinton Hardware Cloth, Clinton Hex Mesh Netting, 
Perfection Door Springs, Nails and Brads, Wissco Clothes Line, Coburn Sliding Door Hardware. 








Denver 





HARDWARE AGE, OCTOBER 21, 1948 133 
















Perfection 
DUBL-CHEM-FACED 


(TRADE MARK) 


MILK FILTER DISCS 


ARE BEST SELLERS AND 
MOST PROFITABLE 















TO YOU!, 





FAST 
TURNOVER 
L because 

HIGHEST QUALITY 
AT LOW COST! 





SALES REPEAT BECAUSE YOU GIVE 
CUSTOMERS MORE FOR THEIR MONEY! 


No other double-faced filter disc is more 
efficient, regardless of price! Build a steady, 
profitable trade by helping farmers save 
money at every milking! Millions in use! 


NATIONALLY ADVERTISED IN 


Successful Farming, Hoard’s Dairyman, Dairy- 
land News, Wisconsin Agriculturist, The Farmer, 
Modern Dairyman, Rural New Yorker, New 
England Dairyman, New England Homestead, 
Dairymen’s League News, Better Farming Meth- 
ods, California Dairyman, Western Dairy Journal, 
and other publications. 








_ 


SCHWARTZ MFG. CO., TwoRivers, Wiss | 


Exclusive Manufacturer of | 






DUBL-CHEM -FACED 


(Trade Mark) 


MILK FILTER DISCS | 


+= 








2 
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"You Can't Take It With You" 


(Continued from page 126) 


through other time-consuming 
record keeping operations.” 

The founder of the business, 
William S. Lindesmith, who took 
an active interest in the store until 
shortly before his death in 1946 
when he was 89, often expressed 
amazement during his latter years, 
at the number of customers stand- 
ing around in the store waiting 
their turns to be served. He re- 
marked that he couldn’t remember 
a day in earlier years when the 
store didn’t do any business but 
he could recall a few times when 
there was only about a nickel in 
the till at the end of the day. 

The hardware store evolved 
from a harness business which 
used to employ several harness 
makers. With the advent of the 
automobile this phase of the busi- 
ness became almost extinct but 
today the store is selling more and 
more harness, mostly to owners 
of riding and show horses. 

Mr. Lindesmith has an appreci- 
ation of good harness because he 
keeps a couple of fine saddle 
horses at his large country home. 
His two daughters are fond of 
riding and belong to riding clubs. 
The store gets favorable publicity 
from the prizes which it donates 
for all the horse shows held around 
Alliance. The store also realizes 
some good business from an an- 
nual horse auction which is a well- 
publicized event. 

Some time ago, Mr. Lindesmith 
was closing the store when two 
men from Kansas City, Mo.. en- 


tered and told him that they heard 
that the store maintained a pretty 
good saddle and harness stock. 
Before they left the two of them 
had purchased nearly $600 worth 
of harness and other equipment. 
On another occasion another man 
made a trip from Pittsburgh to 
buy four sets of harness. 


Customer Relations 


Mr. Lindesmith is just naturally 
very friendly and painstaking with 
all his customers. The writer ob 
served that a woman custome: 
picked up a fairly expensive paint 
brush and wanted to pay Mr. 
Lindesmith for it. He asked what 
she intended to use it for and she 
explained that she just wanted to 
touch up some kitchen furniture. 
He then considerately told her that 
she didn’t have need for such a 
fine professional brush when a 
cheap one would serve her purpose 
just as well. He also took time 
to explain the proper way to take 
care of a brush. It is things like 
that which engender the confi- 
dence of his customers. 

But, because he has been serving 
his community so patiently for so 
many years, Mr. Lindesmith finds 
that his customers are too anyious 
to have him serve them personally 
which is the reason why he mus! 
often use the rear door when he 
gets hungry for his lunch. That's 
another reason why he wants to 
share his responsibility with his 
employees. 





Display Attracts Customers to New Store 


(Continued from page 117) 


tions have display units that begin 
just a few inches above the floor, 
permitting the showing of consid- 
erable merchandise. 

Mr. Jochum also sells appliances 
although he is unable to display 
them in his small store. He has a 
warehouse down the street and 
when a farmer asks about a spe- 
cific appliance Mr. Jochum takes 
him down the street to the ware- 
house display. The warehouse is 
plainly marked, so that people 


know appliances are stored there, 
and this has advertising value. 

It is not always convenient for 
customers to go to the warehouse 
to look at appliance stock, Mr. 
Jochum says, but the arrangement 
at least gives him a chance to sell 
some appliances in the present 
good market. He also states that a 
prospect who is actually interested 
in some specific appliance does not 
mind walking to the warehouse to 
get something he actually wants. 
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O down any “Main Street” and you'll find that the store 
that’s “all dressed up”—that’s smart, modern, good looking 





= —is the one that’s “going places.” For the appearance of a store 
is very much like that of a person—either it catches your eye and 
ob attracts you favorably or you pass it by without a second glance. 
me! And hundreds of hardware merchants have taken advantage of 
paint this fact to build better businesses. 
Mr. How? By modernizing their stores—inside and out—with Pitts- 
what burgh Glass and Pittco Store Front Metal. You, too, can use these 
| she products to achieve greater prosperity—to bring you more cus- se : ’ 
. . at this attractive 
2 to tomers from a wider area . . . to increase your sales .. . to add tindeinte dae b> Gitnandiin, Guetta, 
ture. to youl profits. he f is “going places." Modernization like 
thal Consult an architect. This will assure you a well-planned, €co- this, with Pittsburgh Products, means 
nomical design—a real sales winner. Meanwhile, fill in and re- mere customers, greater profits. Gress 
h a turn the coupon below for your free copy of our book on store ere store for better Gustacss wih Fite- 
na et: : : i “De: ; “eA ree urgh Glass and Pittco Store Front 
modernization. It shows scores of “Pittsburgh” remodeled jobs Metal. Arebitest: Merman F. Slembeush, 
pace proves how Pittsburgh Products can work magic for vou. Atlanta, Ga. 
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| Pittsburgh Plate Glass Company 

f | 2333-8 Grant Building, Pittsburgh 19, Pa 
” | Without obligation on my part, please send me a 
ise STO R E | R oO N TS | rreEE copy of your book on store modernization 
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Mr. Krebs inspects some of the ranges in his appliance department 


More Than 200 Major Home 
And Farm Items Annually 


= who travel 
between Norfolk and Columbus, 
Neb., cities of 10,000 and 8,000 
population respectively, see a large 
sign on the side of a_ building 
adjacent the highway at Hum- 
phrey, Neb., mid point between 
the above mentioned cities, which 
reads “Jos. C. Krebs Hardware.” 
The sign is unusual because it 
runs approximately the entire 
length of the 80-ft. long building 
and is between 4 and 5 ft. in 
height. 
The farmer reasons quite cor- 


Radios are ranged along 
the sidewall where they 
always invite inspection. 
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Jos. C. Krebs Hardware hits this average as a 
result of good merchandising, display, sales- 
manship, advertising and service department 
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WHAT’S IN A NAME? 


(i 
IF THE NAME IS 


TRADE MARK 


ALUMINUM TRIM 


Since 1930, the name SUPERIOR has been outstanding in the metal trim 
field... has stood for top quality, easy workability, and instant sales appeal. 
And during the past eighteen years, Youngstown Manufacturing has been 
constantly on the alert-—working out new ideas, utilizing better fabricating 
methods, to make the greatest use of available aluminum supplies for our metal 
trim customers. 



















At all times, buyers have been assured of quality workmanship, for 
SUPERIOR is the only trim finished by the exclusive Schuler luster process, 
and True-edged for perfect straightness. And Youngstown Manufacturing has 
always offered a complete line—a SUPERIOR design for each and every metal 
trim requirement. 

It will pay you to tie up with Youngstown Manufacturing for all your metal 


trim needs. Remember, the name people know is the name that makes profits 
grow. In the field of metal trim and allied products, that name is SUPERIOR. 





Our engineers will be glad to work with you on special designs, and trim for unusual 
requirements. To get complete information on this, fill in and mail the handy coupon. » S 


OTHER YOUNGSTOWN MANUFACTURING PRODUCTS INCLUDE... oe naan tue 


Sink Well Frames, Strip Cutters, Metal Shears, Mitre tae 

y : , Catalog and Price Li 
Boxes, Linoleum Rollers, Cove Base Corners and Stops, O peiaiees gern 
Linoleum Paste, Insulation Tile Adhesive, Waterproof 
Linoleum Cement, Nails and Screws, Curtain Rods, and 


[] Information on Special Trim Designs 








SHELL-PLI Sink Counter Covering. Company. eae ee eee 
li aiiiccale 

YOUNGSTOWN MANUFACTURING, INC. BE tle ea oy 

66-76 S$. PROSPECT ST. YOUNGSTOWN, OHIO Cly_ : = ake 


MAKERS OF SUPERIOR METAL TRIM SINCE 1930 
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POSITIVE 
PROFIT 
PRODUCERS! 


No. 50 
STEARNS LOCK LEVER FAUCET 


No. 50 (illustrated) and the No. 60 
Stearns Self Closing Faucet is posi- 
tively guaranteed to hold all non- 
corrosive liquids, such as petroleum, 
petroleum products, other oils, turpen- 
tine, alcohol, lacquer, etc. Made of 
gray iron, these products serve fully 95 
per cent of all applications for which 
bronze faucets of similar types are 
commonly used and at a much lower 
cost. 


No. 67 
SAW VISE 


Light, compact, sturdy. Ruggedly made 
of steel. Back jaw faced with rubber 
which prevents noise and vibration. 
Universal for all makes of saw. A 
tool kit essential. Also ready for ship- 
ment are the No. 1795 and No. 1395 
Saw Sets, and No. 17 Jointer. 


GUARANTEED AND PROMPT 
SHIPMENT ASSURED 
Write for further information 
and prices 


MANUFACTURED BY 


EASTERN 


ENGINEERING CO. 
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SYRACUSE 6, NEW YORK 














Hand tools move rapidly, due to the fact that they can't be overlooked. 


rectly, “This must be quite a hard- 
ware store. | think I'll stop in and 
Perhaps | 
can save myself some long 
to Norfolk and Columbus.” 

Many a farmer over the years 


see what they ve got. 


trips 


has come in for a look and thereby 
become a regular customer at this 
store, often referred to by many 
customers as the “neatest hard- 
ware store in this part of Ne- 
braska,” which Mr. Krebs con- 
siders quite a compliment for a 
tore in a town of barely 800 popu- 
lation. 

Through good merchandising. 


| display. advertising, salesmanship. 


and good service. Mr. Krebs sells 


more than 200 major home and 
farm appliance units each year. 
He also has numerous bottled gas 
accounts. At times, the store em 
ploys seven persons to take care 
of the growing volume of business. 

An efficient service departmen'. 
possessed of a willingness to see 
that “everything is all right” with 
appliances purchased at the store, 
helps Mr. Krebs get an increasing 
volume of appliance business. The 
right side of the establishment is 
devoted to large and small radios. 
refrigerators, ranges and washers 
Farmers from this area always 
come to the Krebs store first when 
they want appliances. because they 





Steel goods are where the farmer can see, handle and buy them. 
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know the store has large stocks at 
most times. 

Each year Mr. Krebs enters a 
float in the Humphrey Farmer’s 
Day Festival. This event is al- 
ways popular in Humphrey. Local 
merchants have special windows 
and sales of items to interest farm- 
ers, and farm produce is displayed. 
The key event of the day is a big 
parade. 

Last year, Mr. Krebs entered his 
red truck inethe parade. showing 
a washing machine, and also two 
twin girls who were employees of 
the store at the time. This float 
attracted considerable attention. 

“There is no reason why the 
small town hardware dealer can- 
not compete with stores in larger 
trading areas,” says Mr. Krebs. 
“Farmers near small towns like to 
trade at home instead of driving 
20, 30 and 40 miles to other cities. 
However, the small town hardware 
store must have good stocks and 
fine service in order to merit this 
business.” 


Started in 1922 


Mr. Krebs entered the hardware 
business in Humphrey in 1922, 
following service in the first World 
War. His partner and he operated 
their store profitably until the 
early thirties, when the depression 
caused havoc and the partner left 
to enter another retail field. 

When the war clouds began to 
form, many other sections of the 





nation began to feel the effects of 


better business, but not the Hum- 


phrey area, for Nebraska was | 


then in the throes of a prolonged 
drought. 

That drought lasted until 1941, 
and with it farmers’ income and 
holdings shriveled steadily. Mean- 
while 100 miles away in Towa 
farmers were harvesting bumper 
corn crops, due to heavy rains. 


Business became better with the | 


arrival of moisture in 1941 and 
since that time the farmers and 


Mr. Krebs have prospered and | 


hope to continue doing so. Mr. 
Krebs owns his own building and 
also has second floor offices rented. 
With the aid of his wife, he is 
steadily building an excellent busi- 
ness and has remodeling of the 
store in view for the near future. 





SO WHAT MAKES 
YOU THINK YOURE 


FOR MY SIZE, \'M 


JUST AS TOUGH AS 
YOU ARE... TRIPLEX 


MAKES US BOTH, 
YOU KNOW / 





The little guy is right—he’s just as tough, in his own 
class, as the big fellow. For TRIPLEX makes its entire 
line of fasteners tough! Small sizes have a job to per- 
form, too, and it’s mighty important that they have 
maximum holding power, with accurate, free-running 
threads. If you don’t have our complete catalog—write 
for it TODAY! TRIPLEX SCREW COMPANY, 5317 
Grant Avenue, Cleveland 5, Ohio. 


i i BY | | UGHNESS 


CAP AND SET SCREWS + BOLTS, NUTS AND RIVETS 
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More Than 1500 Attend Builders’ 


Hardware Convention and 
Exhibition in Chicago 





A.S.A.H.C. BOARD OF DIRECTORS MEETING: Left to right are: Adon H. Brownell, Lockwood Hardware Mfg. Co., Fitchburg, 
Mass.; W. D. Lewis, Pierson-Lewis Hardware Co., Inc., Indianapolis, Ind.; Grover A. Clicquennoi, Henry Lester Hardware Co., 
Rochester, N. Y.; C. A. Ranger, The Rayl Co., Detroit, Mich.; Norman F. Barber, Chandler & Barber Co., Boston, Mass.; Franklin 
Schlitt, Schlitt Hardware Co., Springfield, Ill.; Chester P. Samber, Norwalk Lock Co., New York, N. Y.; John R. Schoemer, execu- 
tive secretary-treasurer, 420 Madison Ave., New York, N. Y.; Orville L. Meister, Fort Pitt Hardware Co., Pittsburgh, Pa., retiring 
president; George P. Merrill, The Stanley Works, New Britain, Conn., incoming presidert; Lawrence B. Stuart, California Hardware 
Co., Los Angeles, Cal.; W. W. Philleaux, Huey & Philp Hardware Co., Dallas, Tex.; Herbert M. Gardner, Gardner Hardware 
Co., Minneapolis, Minn.; H. N. Campbell, Jr., McKinney Mfg.,Co., Pittsburgh, Pa.; Stanley O. Hooghkirk, Corbin Cabinet Lock 
Co., Columbus, Ohio, second vice president; Carl D. Himes, Carl D. Himes, Inc., Dayton, Ohio, past president; Arthur H. Uhler 
The Stanley Works, Los Angeles, Cal.; Daniel C. Hay, Beverly Hills, Cal., first vice president. 


A RECORD breaking 


attendance and an unusually fine ex- 
hibit were features of the annual 
convention of the National Contract 
Hardware Association and the Amer- 
ican Society of Architectural Hard- 
ware Consultants in the Palmer 
House, Chicago, IIl.. Oct. 4 to 7. 
1948. Registration of members and 
guests exceeded 1560, a_ record 
breaking assemblage for the two 
groups. Announcement was made 
that the next annual meeting and 
exhibit would be held in New York 
City, Oct. 3-6, 1949, at the Hotel 
Pennsylvania. 

Forecasts were for continued good 
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business in the industry. Attention 
was given to studies of new and pro- 
posed Federal Specifications and re- 
visions of existing specifications. A 
code of ethics for A.S.A.H.C. was 
discussed and approved for re-sub- 
mission to the new Code of Ethics 
Committee for its action and adop- 
tion in final form. Basic sales prin- 
ciples and the selection and training 
of personnel were among the sub- 
jects considered as well as training 
courses in the builders’ hardware 
field, which have been held in both 
the east and west. Manufacturers 
were urged to use USS numbers fo 
finishes, instead of using their own 
numbers. 


Delegates were welcomed, Tues 
day morning, by John R. Schoeme 
New York City, managing director 
N.C.H.A. and executive secretary 
treasurer, A.S.A.H.C. John J. Soef 
fing. Adolph Soeffing & Co., Phila 
delphia, Pa., retiring president 0! 
N.C.H.A., reported that 45 new mem 
bers have been admitted to the asso 
ciation as well as a large number « 
associate members during the past 
year. Relationships between manu 
facturer and distributor, are at thy 
highest level in history, said M1 
Soeffing. While builders’ hardwar 
training activities are the job ol 
4.S.A.H.C., he stated, N.C.H.A. has 


been and will continue co-operating 
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|TEGCO 


QUALITY BUILDERS HARDWARE 





OPENS THE DOOR 


Today’s conditions make it doubly important for you 
to investigate the many quick-selling features of Tegco 
Builders Hardware. Low prices ...easy installation 


(same mortising for all sets)... exclusive mechanical 





















TO FINER LIVING 


features ... factory cooperation—all add up to more 
sales, more profits. Push the TEGCO LINE and you 
push the PROFIT LINE! 


** 


x 








’ 
e fp 
7 
361 x 55 
Consists of No. 361 glass knobs and No. 55 Consists of No. 438 metal knobs and No. 55 
stamped latch. Wrought brass orbronzeroses. | stamped latch. Wrought bross or bronze i 
Finishes: Brass, Bronze, Nickel or Chromium. roses. Finishes: Brass, Bronze or Chromium. 
Polished or satin. Straight or split. Polished or satin. Straight or split. 
| BATHROOM SETS — é 
0., 
din 
cu- 
ng a 
ire 
ro CYLINDER LOCK SETS 
, & 
| 361 x57 A 5 pin tumbler, key-in-knob design. Standard 
Consists of No. 361 glass knobs, stamped Consists of No. 438 metal knobs, stamped size bress pins ond phosphorous bronze 
se and No. 57 oat locking —_. we ~ fetch and No. 57 steel locking unit. Patented springs. Brass cylinder and plug. Three brass 
Oo emergency release spindie. roug i le. W ? + * 
brass or bronze roses. Finishes: Brass or brass or bronze roses. Finishes: Brass x Chre- cs Rage G80 Sones ele Sey weer CREW Ont. 
Bronze x Nickel or Chromium. Polished or mium; Bronze x Chromium. Polished or satin, Exterior knob and rose 2%” in diameter. 
Bs same, Stamped latch. Can be keyed alike to any 
eT number of combinations with either regular 
‘s or master-keying. Sets keyed alike are indi- 
a oe vidually packaged and taped together. Inter- 
ior knobs No. 438 and No. 361 shown with sets 
: ; obove. Finishes: Brass, Bronze or Chromium, 
a Polished or satin. Straight or split. Same mor- 
ol 8 tising required as for Tegco passage, bath and 
m- bedroom sets. Simple keying action requires 
0 use of one hand only. 
ot 
- * 
sj Consists of No. 361 glass knobs, stamped Consists of No. 438 metal knobs, stamped 
1 latch and No. 57 steel locking unit. Patented latch and No. 57 steel locking unit. Patented 
1 Tegco emergency release spindle. Wrought Tegco emergency release spindle. Wrought 
brass or bronze roses. Finishes: Brass, Bronze, brass or bronze roses. Finishes: Brass, Bronze 
r. Nickel or Chromium. Polished or satin. or Chromium. Polished or sotin. 
: * 
ot 
Vs 
+ 2050 East 48th Stree? 
TECHNICAL GLASS COMPANY, ING. 722° 502%" Sites, 
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to the fullest possible extent. In his 
report, Orville L. Meister, Fort Pitt 
Hardware Co., Pittsburgh, Pa., re- 
tiring A.S.A.H.C. president, reviewed 
the society’s training course and said 
that 15 new members had joined the 
society during the past vear. New 
officers of both organizations were 
introduced. Arthur J. Schelly, C. Y. 
Schelly & Bros., Inc., Allentown, Pa., 
is the new president of N.C.H.A. and 
George P. Merrill, general sales 
manager, Hardware Division, The 
Stanley Works, New Britain, Conn., 
is the new president of A.S.A.H.C. 


Group Insurance 


At a joint meeting, that afternoon 
presided over by President Schelly, 
provisions of group insurance poli- 
cies offered by his company were 
outlined by Harry A. Anderson, as- 
sociation group manager, Continen- 
tal Casualty Co., Chicago, Ill. Vol- 
untary entry into group insurance 
plans, he said, is a good means of 
getting credit from employees, for 
having such plans, before being 
forced into them, since some states 
already require by law that em- 
ployers have such insurance. Par- 
ticipation in group insurance plans 
builds good will, helps bereaved 
families and provides legal means of 
tax reductions for the employer. The 
cost or proceeds of such plans are 
not the most important phase of 
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such insurance, conditions under 
which proceeds are payable and 
under which benefits may be with- 
drawn being of highest importance. 
Buying insurance together gives 
wholesale cost and coverage. 

“Builders’ Hardware and the Re- 
tail Hardware Dealer” was the topic 
of Rivers Peterson, Indianapolis, 
Ind., managing director, National 
Retail Hardware Association, who 
said hardware dealers who want 
builders’ hardware contract business 
can get lots of it. He urged hard- 
ware dealers, wanting contract busi- 
ness to have trained builders’ hard- 
ware men, and that they use adver- 
tising as the “opening wedge. . 
in educating the home owner to se- 
lect his own hardware, and there- 
fore to shop around.” Manufac- 
turers can help, toward that end, by 
including in their consumer adver- 
tising the suggestion that the pros- 
pective builder reserve the selection 
of his own trim hardware to him- 
self. The hardware dealer must, he 
said, “be made to realize that he 
can get builders’ hardware business 
if he will go after it the right way. 
And equally important, he must be 
shown that he can make money sell- 
ing this line.” 

In a review of a trip around the 
world, Charles Kendrick, president, 
Schlage Lock Co., San Francisco, 
Cal., told of the things he saw in 
Latin America, Africa and Asia, in- 


cluding the economic and social ef- 
fects of the record global conflict. 
In concluding he said, . . . “when 
Mrs. Kendrick and I came back . . . 
and landed in these great United 
States and looked back on the score 
or more nations we had visited, 
where there was so much misery and 
degradation, and thought of the 
prosperity and the happiness and 
the freedom that almost everybody 
can enjoy in this country, I felt like 
getting down on my knees and kiss- 
ing the ground on which I stood. 

“T want to just say, as a closing 
message, that everything we have; 
everything we possess, should be 
given to preserve this America that 
we have here today, as it is today, 
in order that we may hand it down 
to our posterity, that they may have 
the joys and the happiness and the 
freedom that we have; and also in 
order that it may remain as it is 
today, a beacon light of hope all 
over the world.” 


Industry Discussions 


Industry discussions featured the 
joint Wednesday morning and after- 
noon sessions. A. Klasing, Niedring- 
haus Metal Products Co., St. Louis, 
Mo., speaking on “Builders’ Hard- 
ware” said: “I have been asked to 
outline some of the difficulties en- 
countered with hardware schedule 
and templates. A few simple rules, 








N.C.H.A. BOARD OF DIRECTORS MEETING: Left to right; Arhur C. Ludwigs, W. A. Ludwigs Co., Chicago, Ill.; J. Saunders 
Devall, Doherty Hardware Co. Ltd., Baton Rouge, La.; R. E. Foskett, Albany Hardware & Iron Co., Albany, N. Y.; Robert L. 
Dohrmann, Palace Hardware Co., San Francisco, Cal.; J. Bryce Weaver, W. T. Weaver & Sons, Washington, D. C.; W. H. Haase, 
Richards & Conover Hdwe. Co., Kansas City, Mo.; Arthur J. Schelly, C. Y. Schelly & Bro., Allentown, Pa., incoming president; 
John R. Schoemer, managing director, 420 Madison Ave., New York, N. Y.; John J. Soeffing, Adolph Soeffing & Co., Philadel- 
phia, Pa., retiring president; Howard MacCarthy, Jr., MacCarthy Hardware Co. Inc., Baltimore, Md., first vice president; Law- 
rence B. Stuart, California Hdwe. Co., Los Angeles, Cal.; Preston |. Delph, Delph Hdwe. & Specialty Co., Charlotte, N. C.; John 
R. Schoemer, Jr., Townley, Updike & Carter, association attorneys, New York, N. Y.; W. E. Peterson, Shapleigh Hdwe. Co., St. 
Louis, Mo.; Joseph A. Jutzi, Shapleigh Hardware Co., St. Louis, Mo.; C. D. Short, Hassco, Inc., Denver, Colo.; A. H. Morgan, 
Baker & Hamilton, San Francisco, Cal.; Alfred L. Schiller, Louisville, Ky.; John J. Wieland, L. H. Kurtz Co., Des Moines, lowa; 
W. G. Butcher, Marshall Wells Co., Duluth, Minn.; Irwin R. Green, Vandervoort Hdwe. Co., Lansing, Mich. 
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How many of the nation's 4 million oil heater 
Owners are in your community? 


ready for... 





A-P HEAT REGULATOR 


SETS for Thermostat Com- 
fort Control 


A-P OILIFTERS to end Oil Handling 


eas 


t and A-P FUEL OIL TRAP-ITS to Keep 
+ 


Oil Lines Clean 


..and every one will be a mighty satisfied 
customer, too, when they realize the convenience 
and economy of AUTOMATIC CONTROL on their 
vaporizing oil burning appliances. 





Hlere’s powerful selling 
aid for YOU, too... 


NATIONAL ADVERTISING plus 
COMPLETE MERCHANDISING HELPS 










15-minute 
Sound Film for 
salesmen training 


‘highlighting’ the & 2 
details. 4 @&, 


--' Colorful Catalog 


"3 Times More 
Comfort.’’ ¥ 


Direct Mail Bro 
chures to mail & 


Statement Tags teaturing 
or Counter Automatic Con- 
hand-out’ | trols are se 
folders. ¢ cured on every 


7 new heater con- 
f trol. Remind 
wu g new customers 


of Accessories 


east 110° omy 
q=: 
Newspaper Ad ' 
Mats coveringall + * Ala 
Accessories —for ghey ~~} 
i} ue, ! 
effective local ad 


newspaper ‘‘tie 
in,”* 








Complete sales 
bulletins and 
service instruc 
tions 


Slide- ? 






plus booklet 





—. A 
— 


AULOMATIC PRODUCTS COMPANY 


2442 N. THIRTY-SECOND STREET, MILWAUKEE 10, WIS 


{ey)DEPENDABLE 02 Controls 
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Standard on Leading Appliances 






CASH IN... on new Oil Heating Accessories 
SALES NOW! RETURN THE COUPON TODAY! 





| | 
| Please send Com e An | 
| n AP Access | 
| Nome | 
| Address | 
| City Stote | 
| Sioned by | 
Our Jobber 
| | 
| ovo | 


They're ALL 


to prospects. a. ane 
i Sg 
r hal 

4 


if followed, would eliminate 75 per 
cent of the trouble. These are as 
follows: 


Important Rules 


“1. Check if any doors are to be 
underwriter labeled. If there are 
labeled doors, check the hardware 
you have listed on these units. They 
will not meet label requirements if 
they do not have a knob, latch, lock 
or panic device; also, the distance 
between butts must not be over 30 
in. Approximately 75 per cent of 
jobs with label doors have some door 
where the hardware will not meet 
label requirements. If doors are 
underwriters ‘A’ label. they must be 
furnished with a_ three-point lock, 
extra heavy steel butts, and a fusible 
link check. 

“2. If concealed door closers are 
used, check the wall and frame 
thickness to be sure that closers 
specified are suitable. If surface 
closers are used, check the frame to 
determine if the regular surface shoe 
will fit on the trim. If the trim is 
such that it will not permit the sur- 
face shoe, then a mortise shoe must 
he used. When a mortise shoe is 
used, the degree of opening should 
be shown in the hardware schedule. 

“3. If push and pull plates or bars 
and deadlocks are being furnished, 
place a paragraph in your schedule 
with the recommended height of this 
hardware for best results and call 
this to the architect's attention and 
have heights approved with the hard- 
ware schedule. This would elimi- 
nate a lot of delay in trying to get 
these heights established after the 
hardware schedule is received. This 
would also serve to co-ordinate all 
contractors , using the hardware 
schedule and have all hardware lo- 
cations uniform throughout. 

“Tl am wondering if it would not 
be possible for each hardware man- 
ufacturer to make a book of tem- 
plates including in this book tem- 
plates of the various locks, panic 
bolts, overhead door holders, door 
closers, handle sets. flush bolts, tran- 
som catches and butts he manufac- 
tures, and giving each template a 
number. These books of templates 
could then be issued to the jobbers 
handling his particular line of hard- 
ware and several sets to hollow 
metal door contractors for their in- 
formation in preparing for this hard 
ware, the manufacturer keeping a 
record of all templates sent out in 
the event a change is necessary so 
that these templates can be called 
in and new templates issued to keep 
the book up-to-date.” 


Max Barth, U. S. Army, Corps of 
Engineers, Washington. D. C.. dis 
cussed “Veterans’ Administration 
Hardware Specification.” “Federa] 
Hardware Specifications” was the 
subject of A. S. Best, National Bu- 
reau. of Standards, Washington, 
ee om 

“For the pas* three years. I have 
attended the National Convention 
and, on each occasion, I have spoken 
to you about hardware for Veterans’ 
Administration Hospital. As a rep- 
resentative from the VA in Washing 
ton,” Knox Bryson, Veterans’ Ad- 
ministration, said, “I have been 
asked to discuss the comparative 
chart of approved items of hardware 
on file at the National Bureau of 
Standards. I am sure that most of 
you have heard of this chart, and 
the idea that enables you distribv- 
tors to estimate on hardware that 
you know has been approved. 

“To the manufacturer it eliminates 
furnishing more than one set ol 
samples. To our agency it greatly 
expedites the approval of sample 
lists and reduces time previously 
lost by all parties concerned. 

“We had hoped to present you 
with a completed chart at this meet- 
ing. However. varying conditions 
have prevented us. It is our inten- 
tion to have this chart varityped and 
in your hands at an early date. Un- 
less we can get immediate re-sub- 
mission of rejected items and im 
mediate submission of items yet to 
come, this chart will be issued as 


is,” he said. 


Room for Standardization 


That there is room for standardi- 
zation, in metalclad doors, but not 
necessarily on an industry wide 
basis, was the opinion of Malcolm 
E. Fischer, executive secretary, Na- 
tional Metalclad Door Association. 
Buffalo, N. Y., in his talk, “Hard 
ware for Metalclad Doors.” Things 
regarded as essential for protection 
of life are not always satisfactory 
for property protection, he said. 
When selling metalclad products, 
he urged, talk about an assembly. 

M. J. O’Brien, associate engi 
neer, Underwriters’ Laboratories. 
Chicago, IIll., speaking on “Under- 
writers’ Fire Door Hardware,” that 
afternoon, said that the industry 
should get down in black and white 
the requirements as to locks, hard- 
ware and hinges for fire doors. It 
is up to the inspector to see that 
proper types of hardware are used 
on fire doors. 

In a dramatic presentation of 
merchandising and selling, entitled 
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“Bet the Blue,” R. 
ger, merchandising department, 
Lowell Mfg. Co., Chicago, TIl., out- 
lined 10 cardinal principles for any 
kind of selling. These are: 1. 
Proper location—where business and 
money are available; 2. Proper name 

connecting your name and 
of business; 3. An attractive ex- 
4. Interior arrangement to 
attract the greatest dollar sales and 
easiest service to your trade: 5 Sep- 
aration of departments of your busi- 
6. Display related merchan- 
lines together; 7. Have 
and demonstrations to 
salesmen things are used: 8. 
Full line sales: 9. Organized selling 
program for efficiency, 
complete coverage; 


type 


terior; 


ness; 
dise meet- 
ings show 


how 


economy and 
and 10. 
ize merchants in your territory. 


Organ- 


Selection of Personnel 


As to selection of personnel Mr. 
Tobias urged employment of those 
with drive, cordiality, sympathy and 
appreciation of what the other fel- 


low wants and needs. There is ne- 


A. Tobias, mana- | 


cessity for composure and inner self | 


control. Training to follow up selec- 
tion is of the utmost importance. He 
of advertising. no matter 


how limited the budget, with the aim 


urged use 


of selling more 
and selling to more customers. Know 
your costs, maintain your standards, 
budget and 
Keep abreast of progress in 


operate on a watch 
credits. 
your industry and use credit control 
to save your dollars instead of hav- 
ing just a good collection program. 
Heppiness of employees, in their 
surroundings. is of first importanve 
and security is next. 

At the Thursday morning 
Arthur H. Uhler, The 
Works, Los Angeles, Cal., talking on 
“Methods of Maintaining Specifica- 
tion Standards in Competition” said 
that the key to adherence to speci- 
Re- 


resolutions adopted at the 


session 


Stanley 


fications is a strong chapter. 
viewing 


1947 Pacific Coast Regional Con- 
ference in Long Beach. Cal., he 
pointed out that they urged: 1. 
Avoid vague terms —use factory num- 


bers. 2. Don’t over-specify. 3. Ae- 
quaint architects as to goods speci- 


fied. 4. Make 


ple as possible. 


specifications as sim- 
It was recommended 
that complete information be sent to 
the individual chapters with a nota- 
tion that they be requested to adopt 
or reject it. 

Individual committees 


should be 


fications, 


chapter 
a clearing house for speci- 
individual chap- 
architects with the 


with the 
ter acquainting 

(Continued on page 152) 
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JUST THE THING FOR 
c SHELVES --- I°tt 
: aieaem TRIM-IDEAS” RIGHT AWAY / 
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fos SLOOMY EA 



















SENDS ME THE LOCAL —— 
R'S A ADORESS # 
~_ WITH MY cOPY 


"TRIM- IDEAS". J 









THERE'S THE DISPLAY — 

JUST WHERE 

SAID IT WOULD BE AND 

SURE ENOUGH THE MOULDINGS 

ARE ALREADY CUT AND 
PACKAGED. 












HOW COULD I MISS 
| WITK THE NAME AND 
| USES OF EACH SHAPE 
MARKED RIGHT ON 
— TUBE! 






















CAN You WELP ME F t wevveD 
MYSELF TO 

THAT WONDERFUL oISPLAY 
OVER THERE. BUT I DO 
NEED SOME LINOLEUM AND-«+ 
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RIGHT YOU ARE. 
? MADE THE 
CABINET LOOK LIKE NEW 
++ AND SO EASY TO DO. 
WHAT DO YOU SAY WE 


MODERNIZE THE WHOLE 
KITCHEN WITH 








HERE YOU ARE, 
TILE «2. PAINT.+- 
WALLBOARD.-- ce 
AND OF, GOURSE, \ ol 


\ 




















1 te THIS 
5 ores \. WILL HAPPEN 
AGAIN « TO YOu, TOO, 
MR. DEALER. 
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FOR MAXIMUM PROFITS WITH MINIMUM 
INVESTMENT feature CHROMTRIM’S ‘8/60 DEAL” 


HERE'S THE OFFER: 














Nationally Distributed 


295 FIFTH AVENUE, NEW YORK 16, N. Y. 


ONT 


R. D. WERNER CO., INC., 


IN CANADA: R. D. WERNER COMPANY LTD PORT DALHOUSIE 


Yes, | want to be listed as a Chromtrim dealer and receive all the free promotional : 
material along with my Chromtrim "8/60 Deal" at $59.50 each. Dept. HA-I0 : 
Ship me complete Chromtrim "8/60" deal(s). 1 
NAME ' 
FIRM __ : 
ADDRESS : 
city STATE ____ we : 
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A 5 by 10-ft. table, loaded with glassware and other kitchen needs, 
is frequently placed outside the store where it attracts motorists. 





Strong, rig 
welded-ste 
stator fra 


Sales of Glassware Average 
$600 Every Month 


“E 
VER since | open- 


ed the Margate Hardware store 
in Margate, N. J., I have been sell- 
ing over $150 worth of glassware 
items every week,” says Tony 
Quiroli, owner, “and it’s not by 
accident that I have been doing 
such a good job on glassware 
items. I am going after this busi- 
ness because I know that it can 
be done and I feel that it can be 
expanded.” 


Only Hardware Store 


When the Margate store was 
opened about eight months ago. 
it was the only hardware store in 
that area. Stocking a full line of 
hardware, Mr. Quiroli gave serious 
thought as to what lines he could 
feature the best. He just didn’t 
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Margate Hardware, located in resort town, finds 
it one of the top lines in the store. Circulars 
distributed fortnightly during vacation season 


want to select any items, but want- 
ed something that he knew was in 
demand and had a fast turnover. 

As Margate is practically a part 
of Atlantic City and thousands of 
vacationers and tourists come 
there throughout the year, Mr. 
Quiroli began to consider the pos- 
sibility of featuring some line of 
household items that these visi- 
tors either forget to take with them 
or expect to buy when they reach 
the resort area. 

During the first week that he 
opened his store, he noticed a rush 
for salt and pepper shakers and 
sold out his entire stock of them in 
a few days. Then he received 
calls for glass butter dishes as well 


as glass coffee makers, dishes and 
baking ware. 

Here, thought he, are the items 
on which he should make an out- 
standing promotion. But he first 
wanted to get more information. 


Investigated the Line 


“Before I decided to make glass- 
ware a leading line,” says Mr. 
Quiroli, “I wanted to make sure 
that I had picked the line with 
the largest turnover. So I began 
to question customers buying 
glassware, just why they were do- 
ing it at this time. 

“I was surprised to find that al- 
most eight out of every ten cus- 
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Electric Me 


Ball Beari 





Inside story. 





~ 
Job-proved high-quality windings 
J&H —~ 
Capacitor-Start [ 7 ae 
Motor iii, 4 Dependable positive-acting 
MA starting switch 






Large oil reservoirs 


: we 
tugged pressure-cast 
aluminum rotor ~ Built-in terminal box 


... simplifies wiring 


Long-lived steel- 

backed babbitt-lin 
Strong, rigid sleeve bearings 
welded-steel 
stator frame 


Resilient mounting 
for quiet operation 


jturdy steel base _ 


lotted mounting holes simplify a me : ; Drip-proof end shields... 


aligning and adjusting ventilating openings at botto 


NEMA standard dimensions 
for inter-changeability 


Boost your sales 
with 


a Kook wbidle the rugged, smooth- J ACK & HEINTZ 
@ lined J & H Motor and see the features that ; 

put new force into your merchandising. On Better electric motors 

more than a million appliances and ma- 

chines, J&H Motors are giving positive 

evidence of unsurpassed performance .. .« 

smooth, quiet, dependable operation. And J&H Motors are backed 

up by a nationwide network of Authorized Jack & Heintz Service 

Stations. Write for full details on J & H split-phase and capacitor- 


start motors. Ask about the franchise for your area. 
Alreraft 
sot, 


Ball Bearings 


JACK & HEINTZ JH PRECISION INDUSTRIES, INC., Cleveland 1, Ohio 
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This is one of the two identical glass and china displays which 
are seen by the customer when she enters one of the front doors. 


tomers questioned said that they 
either forgot to take along such 
glassware items as salt shakers, 
butter dishes, stir rods, glasses and 
dishes and that many said they 
purposely left these and other 
items back home because they 
either didn’t want to break them 
or felt that they could buy these 
items where they went.” 

The first plan that Mr. Quiroli 
had in mind for promoting the 
sale of glassware was to make a 
large store display. As the Mar- 
gate Hardware store has two door 
entrances, he placed an 8 by 12-ft. 
aisle table facing both doors. These 
tables were of the pyramidal dis- 
play type and everything in glass- 
ware was stocked on them. 

A large sign was placed above 
each of them reading: “Pick Up 
the Items You Left Home Here.” 
“We have very few customers that 
buy just one glass item,” points 
out Mr. Quiroli, “because I make 
it a habit of suggesting other glass 
items to customers while making 
a sale. Any customer buying salt 
and pepper shakers, for instance, is 
also in the market for a butter 
dish. Also, any customer buying 
a coffee maker can be sold a sugar 
dish. All I do is try to tie in a 
sale of a glassware item to the 
item that the customer is already 
interested in, and in this way make 
a double and triple sale instead of 
a single one. 

As the store is located on the 
main street, Mr. Quiroli thought 
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that he would attract attention to 
glassware by an outdoor display. 
This he did by placing a 5 by 10-ft. 
table in front of the store with an 
entire display of glassware items. 

To augment this, Mr. Quiroli 
had circulars printed featuring 
kitchen glassware only. A recent 
circular said: “Welcome to Mar- 
gate, we hope your stay will be a 
pleasant one. But have you for- 
gotten something hack home, like 





° 
a salt or pepper shaker, a butte: 
dish or coffee-maker? How about 
glass baking dishes; you intend to 
bake don’t you? These are only a 
few of the many glassware items 
you may have left home. Well 
don’t fret about it. We have a full 
and complete line of glassware to 
satisfy your every need—-and wer 
located only a block or two away 
from you. Why don't you stop 
in or better yet. give us a call by 
phone and we'll bring it over right 
away. Margate Hardware Store. 
Phone 4-2328.” 

These circulars were distributed 
every two weeks to all the homes 
and apartments around the Mar- 
gate Hardware store. As it seems 
that two weeks is the usual length 
of time that changes are made by 
home and apartment visitors, it 
was decided that circulars should 


be pushed under doors that often. 


If the same people stayed in the 
place, it would act as a reminder 
of the glassware that could be pur 
chased. 

“Almost all of our glassware 
business is done with the transient 
trade.” says Mr. Quiroli, “and we 
are enjoving a good volume of it 


all year ’round.” 


Wrapping Counter Display Builds Impulse Sales 


O capitalize on the store traffic 

that congregates at the wrap- 
ping counter. Boyd Hardware. 
Columbus, Neb.. uses a projecting 
display area in the foreground of 
the counter which does not inter- 
fere in any way with the wrapping 
operations. 


This projecting display unit. 
fastened by braces, has the ad 
vantage of bringing many impulse 
tems to the attention of persons 
who come to the wrapping coun- 
ter. Mr. Boyd says that numerous 
additional sales are made because 
of this extra display. 





Everyone at the wrapping counter is sure to see this display 
and many are reminded of items they need. Then comes a sale. 
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Washington Frugal dealers “bank” on the 
reputation of these fine appliances in more 
than one way, knowing they’ll make satistied 
customers and more profits, too! 


One of the earliest “pot type” heaters, the 
Washington Frugal Hot Blast is proved 

and improved, highly perfected to give 
maximum comfort, economy and convenience 
with a minimum of service. Over a twenty- 
year period, these heaters have established 
an impressive record for dependable, 
trouble-free service. And that record is 
one reason for another .. . a record-breaking 
number of satisfied customers. One owner 
tells a prospect and you soon have anoth:r 
satisfied owner. 


Gray & Dudley appliances are the product of 
specialists with 86 years of stove making 
experience. 










OIL BURNING HEATERS 


*Worthy of the Name 


Because Washington Frugal Oil Heaters and other 
GRAY & DUDLEY appliances deliver such satisfac- 


tory service, Washington Dealers make better profits, 
Write for details. 


year after year after year! 


ESTABLISHED 1862 


GRAY and OUoLley 





COMPANY 


NASHVILLE 


TENNESSEE 
















The Ad-Viser 


Inexpensive Printed Matter That 
Can Bolster Your Advertising 


All types of advertising can be emphasized by 
accessory promotional material which costs but 
little and helps give it added selling value 


By IRVING SETTEL 
Advertising Manager 
Concord's, Inc. 
Instructor of Advertising, 
Pace Institute, New York City 


W,. use advertising 


to stimulate business, to create 
traflic in our stores, to increase 
volume. No matter what media 
we use, we know that, if intelli- 
gently handled, our promotion 
will be effective. We know too, 
that campaigns or plans of action, 
are helpful. Combinations of vari- 
ous types of promotion can pack 
a terrific punch. If we, for ex- 
ample, use newspaper, radio and 
direct mail, we can cover the 
wides. field, get to the remotest 
sections of towns. We can, in 
other words, reach the great masses 
of people. 

How complete, how thorough is 
advertising? Can its  effective- 
ness be increased by “extras”? 


Can Increase Effectiveness 


Advertising in itself is usually 
designed to do a complete job. Ex- 
perience tells us, however, that if 
backed by inexpensive printed mat- 
ter, its effectiveness can be _ in- 
creased. 

If you have not already done so, 
get to know your neighborhood 
printer. He can offer helpful sug- 
gestions on types of material to 
use. Find out what he has done 
for other non-competitive _busi- 


150 


nesses. Then try to determine 
how best you can support your 
present advertising media with 
“printed helps.” 

Remember this. All media 
radio, newspaper, direct mail, out- 
door advertising—can be helped 
by these extras. Let us examine, 
then, some suggestions which are 
examples of material widely used 
hy the hardware trade. 


Some Suggestions 


1. Radio: Postcards can be sent 
out to your list of customers an- 
nouncing your radio program. This 
will certainly stimulate interest 
and create listeners. 

Package stuffers have proven to 
be a most effective promotional 
piece for announcing radio pro- 
grams. Every customer who makes 
a purchase will be reminded of 
your program. 

Small printed window displays 
and store displays can announce 
in large bold letters that you have 
a radio program. Invite the cus- 
tomers to listen and tell of the 
merits of the entertainment. Even 
spot announcements can be pub- 
licized. (Example: “Listen to our 
weekly specials announced over 
station W——, at 2.34 p.m.”) 


2. Newspaper: Tear sheets of 


your advertisement should be 
“plastered” all over the store. Put 
some in your windows, some on 
the walls, some in packages of cus- 
tomers’ purchases. You might 
even mail them to your list. A 
newspaper ad always makes a good 
impression. Use your ads wher- 
ever possible. 

A small circular, placed in every 
letter that leaves your store, can 
proudly announce, “Look for our 
advertisement every Friday in the 
Daily --————, offering amaz- 
ing specials . . . specials that will 
save you money!” 

3. Outdoor Advertising: If you 
have been running outdoor adver- 
tising for any length of time. 
here’s a good trick. Have minia- 
ture reproductions made on blot- 
ters, stamps, window and store dis- 
plays. Be sure that every person 
who enters your store sees one 01 
gets his copy. This little promo- 
tion will act as a reminder and 
will help to strike a note of recog- 
nition when the person sees the 
actual outdoor sign. 

4. Catalogs: Many hardware 
merchants use annual or semi-an- 
nual catalogs. If carefully han- 
dled, these are strong enough to 
perform a good selling job in 
themselves. Copy should be hard 
hitting. Pictures should be clear 
and representative. Prices should 
be competitive. Ordering must be 
made as simple as possible. But 
assume that all these rules are 
carefully followed and the catalog 
is a good one. We know that its 
high costs makes it essential that 
it do a maximum job of selling 
What can we do to help it along? 
Plenty! 


Postcards 


Postcards, sent in advance of 
the mailing of the catalog help to 
stimulate interest. Even letters, 
although expensive, are sometimes 
necessary, to build up this coming 
“printed salesman.” If curiosity 
can be aroused, recipients are more 
apt to read and preserve the book. 
Mailings too can be accomplished 
after the catalog has been distrib- 
uted. The copy can say in effect. 
“We sincerely hope that our cata- 
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For Doors that meet the Public... 


Schlage locks add elegance and dignity to important 


entrances. Schlage designs and finishes are up-to-date with 
modern interior decoration and architecture. 


SCHLAGE 


LOCK COMPANY 
SAN FRANCISCO > 
Or VH8 CYUISBRSIicar 
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HERE, 


we believe, is 
America’s Best Selling 
Quality Pocket Knife 


Do you have enough 
stock of CAMILLUS #21? 


Popular because it is CAMILLUS, the 
nationally advertised brand known 
for high quality . . . best selling be- 
cause +21 is a convenient size—small 
enough to carry comfortably in any 
pocket, yet large enough for most 
of the hundreds of jobs a good 
pocket knife performs. 

Blades of custom made steel, hand 
honed under oil and hand stropped 
to a keen, lasting sharpness. Made 
throughout to CAMILLUS fine quality. 

Check your stock of camittus #21, 
the fastest moving number in Amer- 
ica’s outstanding pocket knife line. 
Order now from your CAMILLUS job- 
ber. He can supply you promptly. 
Camillus Cutlery Company, New York 
17, New York. 





log is helping you to plan your 
home. Please do not hesitate to 
call upon us for any further assist- 
ance, etc.” 

You can print up additional 
folders or inserts calling attention 
to leaders or specials. This will 
direct attention to the pages of the 
items which you want to push. 

To eliminate “waste circula- 
tion.” it is sometimes 
solicit requests for the catalog. 


wise to 


This can be done in the newspaper. 
on the radio or by direct mail. The 
result will be that a minimum of 
disinterested persons will get the 
hook. It will filter out the “bad” 
ones, cut down your expensive dis- 


tribution, and cut your production 
costs. 

It is also possible and effective 
to use one media to promote an- 
other. Many successful hardware 
men, for example, will push their 
radio shows in their 
ads. 
Saturday night at 8 p. m., 
” Or, they announce on their 


newspaper 
“Listen to our show this 
etc., 
etc. 
radio show that their ad will ap- 
pear in the newspaper. 

One medium should assist an- 
other. Extras should lift all your 
promotion. Every possible “pro- 
motion child” used must work to- 
gether for the common good of the 
family—your business. 





More Than 1500 Attend Builders’ Hardware 
Convention and Exhibition in Chicago 
(Continued from page 145) 


existence of such committees, he 
said. An A.S.A.H.C. resolution cov- 
ering these points recommended 
that each chapter take individual 
action in the matter. 

Concerning the “Necessity of In- 
ventory Control,” A. H. Morgan, 
Baker & Hamilton, San Francisco, 
Cal., hardware wholesalers, said, 
“That most needed today is good 
judgment,” whereas the 
need was not control but merchan- 
dise. Immediately following the war, 
he declared, “We could easily dis- 
pose of cats and dogs, but with such 
lines today we are stuck.” Find 
your own market, by getting in the 
field to find out what is planned. 
Associate with dealers and talk with 
Many people 
who bought in recent years, what 
was available in the way of housing, 
look forward to later building the 
they want. If you 
stocks to a 90-day supply you will 
have numerous shortages, with re- 
sultant lost sales. He expressed the 
opinion that control cannot, at pres- 
ent, be set up on the basis of the 


previous 


people on the street. 


home reduce 


experience of past years. 

Speaking on the “Relationship of 
the Consultants to the Architects 
and Construction Industry” R. N. 
Kuist, The Stanley Works, Seattle, 
Wash., said that some felt that the 
consultant should show his entire 
attention to the architect, while 
others felt that it should be given 
to the contractors. However, the 
majority agreed that service should 
be given to both architect and con- 
sultant. 

At the Thursday afternoon ses- 
sion, L. C. Childs, chairman, South- 


west Chapter, A.S.A.H.C., Los An- 
geles, reported on the first builders’ 
hardware school conducted 
under its sponsorship. With 86 reg- 
istrants, there was an average atten- 
dance of from 70 to 75 students. 
Observe and visualize was the key- 
note of the entire course. 

W. A. Mathewson, School of Busi- 
ness and Civic Administration, Col- 
lege of the City of New York, build- 
ers hardware co-ordinator, outlined 
methods used in the builders’ hard- 
ware course at that institution. They 
strive, he emphasized to teach and 
train a student what to do and to 
fit him for a job, by supplying what 
is needed for the labor market. Lec- 
tures are tied in with field trips. 
The course at CCNY—a total of 150 
instruction embraced a 


there 


hours of 
wide range of subjects. 

Operating on the basis of first 
things first, the class got down to 
business studying architectural 
drawings and specifications taught 
by a practicing architect. This was 
followed by a series of lectures on 
builders’ hardware metals, fabrica- 
tion and finishes. This was followed 
by a field trip to a factory where 
the trainees had an opportunity to 
see at first hand the principles dis- 
cussed in the classroom. Inciden- 
tally, this idea of following up !ee 
tures with field trips was utilized 
wherever possible throughout th 
course, he said. 

After covering drawings, specif- 
cations, and hardware metals, it was 
time to turn to the individual con- 
struction details and hardware prod- 
ucts. To make certain that the train- 
ees understood thoroughly the ap- 
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BUILD éxfrad CHRISTMAS SALES 


RATS 


with these practical gift items 


Ring up extra sales this Christmas 
with the popular gift appeal of 
Simonds Abrasive top-quality sharp- 
ening stones. Practical—fast moving 









Give this home and 
garden stone a good 
spot near edged imple- 
ments for the housewife 
and gardener. 


—essential—easy-to-sell with each 
gift purchase of cutlery, tool chests, 
ice-skates, gardening implements 
and camping equipment. Attrac- 
tively packaged. Priced to give you 


. profits. Show them prominently. 
Suggest them regularly. 
Keep this household knife 
et ply elo Select your stock of these Christmas 
Gang wien ot sce Pod sellers now from Simonds Abrasive 
gos % Hardware Catalog. Mail coupon 


SIMONDS ABRASIVE COMPANY 


today. 







» —-” 
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Pura: bo Se ete 

















TACONY & FRALEY STS. PHILA. 37, PA. 


_— fr 
1 
I 
n SIMONDS ABRASIVE CO. 
I TACONY & FRALEY STS. 
| PHILADELPHIA 37, PA. 
Place these quick cutting bench stones I Please send Hardwere Catalog. 
near woodworking tools adjacent to I 
5 fishing and camping equipment. . ae 
1 ADDRESS 
SIMONDS ABRASIVE COMPANY , 
i CITY 
l 
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BIG CUT! 


i \ “California 

a” \ Reversible” 
for heavy work 

\ in the big woods 








They Cut Longer 
Between Sharpenings 


“Carpenters’ 
Expert” 

speeds | 

construction jobs 





ST cand Since 1826, this trademark has 
Rfeitimus 


represented the best in axes 


COLLINS 


Axes and Hatchets 


The Collins Company, Collinsville, Conn. 
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plication of hardware, the architect 
previously mentioned returned and 
covered construction details of va- 
rious types of doors. He also showed 
them how to take-off and schedule 
doors from a typical large residence. 
To give added reality to this, trainees 
used plans for an actual building 
designed by the architect-instructor. 

Next came a comprehensive series 
of lectures on individual items of 
door hardware. Co-operating hard- 
ware companies sent sample boards 
with their products to use in demon- 
strating application. Cutaway locks. 
all types of door hardware in many 
different displayed. 
These boards, probably better than 
anything else, gave hint of the scope 
of the builders hardware field. 


metals were 


After finishing doors, the same 
procedure was followed for studying 
windows, window hardware, cabi- 
nets, cabinet hardware and miscel- 
laneous construction items and hard- 
ware. All this data was highly spe- 
cialized and detailed. By this time. 
the students had construction and 
hardware fairly running out of their 
ears. 

Now it’s one thing to give a man 
a lot of specialized information con- 
cerning the handles of doors or the 
different types of door closer brack- 
ets, but it’s something else again to 
be able to tie all this information in 
an orderly fashion so that you can 
lay your hand on any item of it 
when wanted. 

To broaden their understanding 
of specialized application of hard- 
ware, the trainees next got a series 
of lectures on the hardware for va- 
rious types of buildings. 

The trainee received instruction 
in more than the concrete applica- 
tion of hardware. He had lectures 
on the different types of architec- 
ture; on the various schools of hard- 
ware design; on an appreciation of 
the aesthetics of hardware design. 
The boys ate it up, said Mr. Mathew- 
son. 


Code of Ethics 


A code of ethics for the A.S.A.- 
H.C., submitted by Paul Easby- 
Smith, Builders’ Hardware Corp., 
Washington, D. C., will be referred 
to the new Code of Ethics Commit- 
tee of the Society to decide upon its 
final form after which it will be 
resubmitted for adoption at the next 
board of directors meeting. The 
code would provide that judgment 
on a candidate’s qualifications for 
membership should not be influenced 
by personal or business connections. 


It would outline the duties of a con 
sultant and provide that his co-op 
eration should be available when 
ever required during the progress 
of a building. It would call fo: 
writing of specifications in such 
fashion that they can be interpreted 
by all using them. In the case of 
interpretation of specifications im- 
partial analysis would be the rul: 
with better items suggested wher: 
necessary. Recommendations would 
be with the purpose of improvement 
rather than to seek competitive ad 
vantage. The code would further 
suggest active interest in local build- 
ing congresses or other committees 
organized to promote public welfare 
and safety. It would urge experi 
enced consultants to assist and ad 
vise student consultants and to re 
frain from doing anything that 
would injure the reputation, pros- 
pects or business of a fellow consul 
tant. 


Use of Symbols 
W. E. Peterson, Shapleigh Hard 


ware Co., St. Louis, Mo., reported 
that at the Seattle Conference there 
was strongly expressed the desire on 
the part of N.C.H.A. members that 
manufacturers use USS symbols to 
identify such standards, instead of 
using their own symbols to indicate 
goods made under such standards. 

Following his comments it was 
recommended that manufacturers 
in the industry who have not adopted 
U. S. S. finish symbols be advised 
that the members of both N.C.H.A. 
and the A.S.A.H.C. favor their 
adoption. 

Estimators should work from sell- 
ing rather than from cost prices 
Lawrence B. Stuart, California Hard- 
ware Co., Los Angeles, Cal., de 
clared in a short talk. He recom 
mended that a uniform cost account 
ing system be developed so that man- 
agement would know how much it 
costs to operate a contract depart- 
ment. 

Four motion pictures were shown 
—once on Wednesday morning and 
again that afternoon. These were 
“Forgings and Extrusions” provided 
by Titan Metal Mfg. Co., Bellefont: 
Pa., with Roy Adams as commenta 
tor; “Aluminum Fabricating Pro: 
esses” and “Dateline To-Morrow” 
by the Aluminum Co. of America 
and “Safe Exit” by Von Duprin D 
vision, Vonnegut Hardware Co., I 
dianapolis, Ind. 

Social events started with tl 
N.C.H.A. reception and_ cocktail 
party, in the Red Lacquer Room 
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of the hotel, for all registrants and 
their ladies. The dinner dance, 
Thursday evening, in the grand ball- 
room, was attended by more than 
600 members and guests. 

The ladies entertainment program 
was under direction of Mrs. W. J. 
Hodge, Highland Park, Il]. Included 
were tours of the city, visits to audi- 
ence participation radio programs 
and varied luncheon engagements. 


A.S.A.H.C. Officers 


New officers and executive com- 
mittee members of the A.S.A.H.C. 
are: George P. Merrill, The Stan- 
ley Works, New Britain, Conn., pres- 
ident; Daniel C. Hay, Beverly Hills, 
Cal., first vice president; Stanley 
O. Hooghkirk, Columbus, Ohio, Cor- 
bin Cabinet Lock Div.; Orville L. 
Meister, Fort Pitt Hardware Co., 
Pittsburgh, Pa.; Lawrence B. Stuart, 
California Hardware Co., Los An- 
geles, Calif.; H. N. Campbell, Jr., 
McKinney Mfg. Co., Pittsburgh, 
Pa., and Grover Cliquennoi, Henry 
Lester Hardware Co., Rochester, 
N. Y. John R. Schoemer, 420 Madi- 
son Ave., New York 17, N. Y., con- 
tinues as executive secretary-treas- 
urer. 

Regional directors for A.S.A.H.C. 
are: District No. 1, George F. Mur- 
phy, South Middlesex Supply Co., 
Inc., Framingham, Mass.; District 
No. 2, Chester F. Sanber, Norwalk 
Lock Co., New York, N. Y.; District 
No. 3, Grover A. Clicquennoi, Henry 
Lester Hardware Co., Rochester, 
N. Y.; District No. 4, Frank D. 
Brown, Adolph Soeffing & Co., Phila- 
delphia, Pa.; District No. 5, J. T. 
Hatcher, H. A. Pleasants, Richmond, 
Va.; District No. 6, G. A. Williams, 
Pinellas Lumber Co., St. Petersburg, 
Fla.; District No. 7, Howard N. 
Campbell, Jr., McKinney Manufac- 
turing Co., Pittsburgh, Pa.; District 
No. 8, Stanley O. Hooghkirk, Colum- 
bus, Ohio, Corbin Cabinet Lock 
Div.; District No. 9, W. D. Lewis, 
Pierson-Lewis Hardware Co., Inc., 
Indianapolis, Ind.; District No. 10, 
C. A. Ranger, The Rayl Co., Detroit, 
Mich.; District No. 11, John A. 
Metz, Chicago, Ill, P. & F. Corbin 
Div.; District No. 12, Herbert M. 
Gardner, Gardner Hardware Co., 
Minneapolis, Minn.; District No. 13, 
John C. Hardy, Johnson Hardware 
Co., Omaha, Neb.; District No. 14, 
Ed P. Leathers, Murray R. Womble 
Co., Tulsa, Okla.; District No. 15, 
J. Saunders Devall, Doherty Hard- 
ware Co., Ltd., Baton Rouge, La.; 
District No. 16, W. W. Philleaux, 
Huey & Philp Hardware Co., Dallas, 
Tex.; District No. 18, Arthur H. 
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Uhler, The Stanley Works, Los An- 
geles, Cal.; District No. 19, Tom 
R. Felts, E. B. Bradley Co., San 
Francisco, Cal.; and District No. 
20, Herbert C. Dill, Northwest Hard- 
ware & Steel, Portland, Ore. 


N.C.H.A. Officers 


New officers and executive com- 
mittee members of N.C.H.A. are: 
Arthur J. Schelly, C. Y. Schelly & 
Bro., Allentown, Pa., president; 
Howard MacCarthy, Jr., MacCarthy 
Hardware Co., Baltimore, Md., first 
vice-president and Franklin Schlitt, 
Springfield, Ill, second vice-presi- 
dent; John J. Soeffing, Adolph 
Soeffing & Co., Philadelphia, Pa.; 
Robert L. Dohrmann, Palace Hard- 
ware Co., San Francisco, Cal.; 
W. H. Haase, Richards & Conover 
Hardware Co., Kansas City, Mo.; 
Preston Delph, Delph Hardware & 
Specialty Co., Charlotte, N. C., and 
R. E. Foskett, Albany Hardware & 
Iron Co., Albany, N. Y. John R. 
Schoemer, 420 Madison Ave., New 
York City, continues as managing 
director. 

Regional directors for N.C.H.A. 
are: District No. 1, George C. Bes- 
tick, Elwood Adams, Inc., Worcester, 
Mass.; District No. 2, W. H. Whit- 
taker, Ostrander & Eshleman, Inc., 
New York. N. Y.; District No. 3, 
R. E. Foskett, Albany Hardware & 
Iron Co., Albany, N. Y.; District 
No. 4, Robert E. Knorr, Brown- 
Borhek Co., Bethlehem, Pa.; Dis- 
trict No. 5, J. Bryce Weaver, W. T. 
Weaver & Sons, Washington, D. C.; 
District No. 6, Preston I. Delph, 
Delph Hdwe. & Specialty Co., Inc.. 
Charlotte, N. C.; District No. 7, 
A. E. Eissrig, Joseph Woodwell Co., 
Pittsburgh, Pa.; District No. 8, 
Frank Eiler, The Hardware & Sup- 
ply Co., Akron, Ohio; District No. 
10, Irwin R. Green, Vandervoort 
Hdwe. Co., Lansing, Mich.; District 
No. 12, J. H. Olson, Warner Hard- 
ware Co., Minneapolis, Minn.; Dis- 
trict No. 13, J. R. Hardy, Johnson 
Hardware Co., Omaha, Neb.; Dis- 
trict No. 14, Joseph A. Jutzi, Shap- 
leigh Hardware Co., St. Louis, Mo.; 
District No. 15, J. Saunders Devall, 
Doherty Hardware Co., Ltd., Baton 
Rouge, La.; District No. 16, V. E. 
Woodard, Woodard Builders Supply 
Co., Fort Worth, Tex.; District No. 
17, C. D. Short, Hassco, Inc., Denver, 
Colo.; District No. 18, Lawrence B. 
Stuart, California Hardware Co., Los 
Angeles, Cal.; District No. 19, John 
P. Whitty, Palace Hardware Co., San 

Francisco, Cal.; and District No. 
20, John M. Jones, Builders Hard- 
ware & Supply Co., Seattle, Wash. 












Customers make a bee line for 
the Clemson E-17 — and no 
wonder. Its brilliant yellow 
color commands immediate 
attention — close inspection 
makes it first choice. Adjust- 
ments are simple, lock posi- 
tively —large tires and 3-sec- 
tion rollers for easy turning 

17 inch swath ...30 Ib. 
weight...unbreakable handle 
++. Steel dust covers protect 
gears and bearings...clippers 
bracket on handle. A sure hit 
with quality-conscious cus- 
tomers. Remember, effective 
national magazine and local 
newspaper advertising blan- 
kets your market! A fair trad- 
ed product. 


ORDER EARLY 

--- DISPLAY EARLY 

FOR FAST PROFITS! 
Sold exclusively through 
wholesale distributors to re- 
tail channels by the makers of 
world-famous Star Hack Saw 
Blades, Frames and Band Saw 

Blades. 

@iszs 


\\ 
VLENSTN BATS 


Wiyddietors 








The Wiss factory of today at 11-45 Littleton Ave., Newark, N. J. 


One Hundred Years 


Of Scissors and Shears 


I. commemoration of the 
founding of its business 100 years 
ago, J. Wiss & Sons Co., Newark. 
N. J., is publishing a book believed 
to be the first book in the English 
language concerned exclusively 
with the history and development of 
shears and scissors. Titled, “A Story 
of Scissors and Shears.” the book 
represents considerable research and 
contains some 40 illustrations of two- 
bladed cutting implements dating 
from the third century B.C. to the 
present. 

The following history of shears 
and of the company is an extract 
from the book, of which a limited 
number of copies are available from 
Wiss. 

The first pair of shears originated 
in the third century B.C. according 
to the celebrated archeologist Sir 
Flinders Petrie. Science has also 
traced their inventors to the Italian 
shepherds of that period. But shears 
are a tool of such basic utility, the 
Wiss author says, that it is probably 
safe to surmise that they arc the 
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Pioneer cutlery firm, J. Wiss & Sons Co., commemorates its 100th 
anniversary with the publication of a book on the history and 
development of scissors and shears and its own growth. 


product of several cultures and of “inflexible” member of the three 


a heritage as old as the nse ol “Fates” is early illustrated snipping 
metals. Shears ,are identified with the thread of life with her shears. 


Greek myths, and Atropos, the All of the early shears, according 





JEROME B. WISS 
Secretary 


NORMAN F. WISS 
Vice President and 
Treasurer 


J. ROBERT WISS 
President 
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SETS a 


Meating 
+ Cable? 





G-E WELDERS 








Here’s another G-E “‘first”’! 
A packaged” heating cab! 
set that’s easy to hand!e, 
profitable to sell. You can 
put this compact, merchan- 
disable unit on your coun- 
ter where every home- 
owner, farmer, grower, and 
small businessman can see 
it—and buy it. 

But you've got to sell 
them now—before the freezing season seis ‘i: 
So remind your customers of last winter's big 
freeze-ups today. Then, show them how to 
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G-E STOCK TANK DE-ICERS 
G-E HEATERS 
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protect water pipes, caves, 


gutters, downspouts, and 
how to melt snow from 
walks and driveways with 
this easy-to-use, inexpen- 
sive heating cable. There's 
a handy instruction book in 
every package. 

G-E heating cable comes 
in 60-foot lengths, can be 
plugged into any 110-volt 


outlet. Suggested retail price, $10.75. With 
every carton of four sets you receive a dis- 
play, 25 leaflets, apd a newspaper ad. 





Foct-filled leaflets 


General Electric Company 

Section E667-9, Apparatus Dept. 
Schenectady 5, N. Y. 

| want to make heating cable a fast-moving 
profit item. Please give me the names and 
addresses of ©C-E distributors nearest me. 
Name 


Address 


City State 





to the text, had two things in com- 
mon—their design and primary 
function. The Greek, Roman and 
Egyptian shears had a bow spring 
back with thin, hardened blades 
working against each other under 
the pressure of the hand. Early 
illustrations show them in use over 
a reclining ewe. The ancients used 
their shears also for trimming 
myrtles and for cutting the hair of 
the well-appointed nobles of the 
emperor's court, an activity of an 
importance to be recorded in the 
sculpture of that period. 


Cross-Bladed Shears 


The development of cross-bladed 
shears with a center pivot is as- 
cribed to the first century and one 
of the first written references to 
them was made in the fifth century 
by the scribe Isidore, of Seville. 
who describes them as tools of the 
barber and tailor. 

Emphasizing the fact that while 
science and invention have provided 
many improvements in the quality 
of shears, they have never eliminated 
the necessity for individual crafts- 
manship, the Wiss history reviews 
the centuries of progress in the 
techniques of manufacture of shears 
and scissors. 

The first primitive shears were 
made by taking a bar of iron from 
the forge, flattening it, and shaping 
it on a crude anvil or stone. The 
center was heated, tempered and 
bent till the blade surfaces touched. 
A dozen pairs of shears of this style 
were found in graves of the La Tene 
period in Switzerland dating from 
500 B.C. 


Wiss Company Founded 


Jacob Wiss, founder of the Wiss 
Co., was a cutler and gunsmith in 
his native Switzerland who came to 
America during the European eco 
nomic and political revolution. By 
1847, the city of Newark had already 
attracted attention as an industrial 
center. Rochus Heinisch had _per- 
fected a method of facing malleable 
iron shears with steel and by the 
time of Wiss’ arrival had built up 
a substantial business and his shears 
and cutlery sold in all the trading 
centers of America. Heinisch & 
Company were Jacob Wiss’ first em- 
ployers and was later bought by the 
then-unborn Wiss company. 

Jacob Wiss when he started his 
business in 1847, powered his first 
grinding and polishing wheels by a 
dog in a treadmill. But father, son 
and grandson in a new environment 
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rapidly accepted the benefits of 
power and factory equipment. 

During the war between the 
States, the Wiss shop was called 
upon to make surgical scissors for 
the Union Army doctors, an experi- 
ence which led to many improve- 
ments in the design and manufacture 
of shears and scissors. The market 
for ladies’ scissors also had spread 
rapidly with the development of the 
sewing machine and the lowering of 
the costs of textiles, especially from 
American looms in New England. 

When Jacob Wiss died in 1880 
and his son Frederick took over the 
reins of management at the age oi 
22, the United States was undergo- 
ing a period of tremendous growth. 
The shears manufacturing business 
felt an additional impetus from the 
industrial expansion of the 80’s, and 
the sons of Jacob Wiss acquired a 
large tract of land facing Littleton 
Ave. in Newark and built their fac- 
tory to meet the production needs 
of the business. 

The wheels in the new plant began 
to turn in 1887 and they are still 
turning at the same _ location al- 
though considerable modernization 


and enlargement ot the property has 
taken place to meet continuing 
growth. 

In 1906, the first power drop 
hammers for hot forging steel shears 
frames were installed in the Little- 
ton Avenue factory. These enabled 
Wiss to weld tough high-carbon stee! 
blades to rugged frames of less 
brittle metal, making for the first 
time truly unbreakable shears and 
scissors. 

Wiss technicians describe as many 
as 176 separate steps in the present- 
day production of a finished pair of 
shears from the raw bar steel to the 
product on the retailer’s counter, 
most of them hand operations re- 
quiring expert craftsmanship. The 
principal operations are forging, 
grinding, heat treating, polishing 
and finishing. 


Four Categories 


The four broad categories of 
shears and scissors in America today 
are identified as: hot drop forged 
of forging steel with welded high- 
carbon crucible steel blades, hot 
drop forged of a single piece of 
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Some examples of early scissors and shears dating 
from the Third Century, B.C., to 1694 A.D. 
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Only 
AIR EXPRESS 


gives you all 
these advantages 


(Courtesy Metropolitan Museum, A combination you don’t get 


of Art, New York) 



































tee third Century, BC. with other air-shipping methods 


unique object of art. Of a 
type which was invented 


pe Pan oe Special pick-up and delivery at no extra cost. Your 
Nile culture, they show a e shipments are picked up promptly when you call; 


high degree of craftsman- fast delivery to consignee’s door. 


ship. 
You get a receipt for every shipment, and delivery is 
proved by signature of consignee. One-carrier re- 
J sponsibility. Complete security. 


forging steel, cold pressed from steel 





strips, and cast iron. The best Assured protection, too—valuation coverage up to 

shears are said to be drop forged | $50 without extra charge; 10 cents for each additional 
. R . | : 

with welded high-carbon crucible @ $100 or fraction thereof. 


steel blades because they are tough, 


sharp and unbreakable. These advantages, plus 21 others, make Air Express the 


best and fastest way to ship. Your shipments go on every 


Technically, the dividing line be- flight of the Scheduled Airlines — repair parts, equipment, 
tween a pair of scissors and a pair finished items keep moving to where they’re needed. Reach 
of shears is an arbitrary measure- any U.S. point in hours. Phone local Air Express Division, 


Railway Express Agency, for fast shipping action. Specify 


Cans , : ; 
ment. Shears generally measure six “Air Express” on orders for quickest delivery. 


inches or more in length, have one 
small handle for the thumb and the FACTS on low Air Express rates 

other larger, for the insertion of two 22 Ibs. machine parts goes 700 miles for $4.73. 

or more fingers. The variety smaller 10 lbs. printed matter goes 1000 miles for $3.31. 
than six inches are usually cataloged 30-lb. carton of new fashions goes 500 miles for $4.61. 
as scissors and are made with two Same day delivery in all these cases if you ship early 


small matching handles. 


Tailors’ Shears a Problem 


As late as 1912, tailors’ shears 
were still manufactured of malleable 
iron with welded crucible _ steel 
blades. Often these handles broke 
and the Wisses decided to attempt 
to forge tailors’ shears of steel. The 
manufacturers of the drop forging 
equipment and expert tool and die 
makers said it would be impossible iy 
to make a-satisfactory die for tailors’ : ‘ 
shears because of the contour and AIR EXPRESS, A SERVICE OF RAILWAY EXPRESS AGENCY AND THE 


complication of the handles. Never- 


theless, Mr. Wiss believed it could | SCHEDULED AIRLINES of THE u.s. 
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Rates include pick-up and delivery door 
to door in all principal towns ond cities 














No. 85CL 


Sherman 





‘‘long-grip’’ Menders 
and Couplings With 


STAGGERED 


Also: 


“Dart” 


“Gold Label” 
“Brass King" 


Nozzles 


Brass Hose 
Clamps 


“Tulip” 
Sprinklers 


Full line of 
Whirling 
Sprinklers 
and Hose 
Accessories 


Yes, Sherman again has some- 
thing new, something better, 
something with greater sales 
appeal! The superiority of 
these improved "“long-grip” 
Couplings and Menders shows 
at a glance. Every one of 
those alternate long and short 
fingers takes a separate, inde- 
pendent grip on the hose, in- 
suring a connection of lasting 
strength and permanence. 


These improved clincher cou- 
plings and menders are just a 
sample of what Sherman offers 
in today's Lawn Hose Fitting 
line. Find out about this line. 
Write today for new catalog. 


H. B. SHERMAN MFG. CO. 
BATTLE CREEK, MICHIGAN 


BRASS LAWN HOSE FITTINGS 
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be done. The first die was made in 
July and August of 1912, mainly on 
Saturday afternoons and Sundays 
so as not to interfere with regular 
work. In the middle of September, 
after the die had been completed 
with much effort, it was hardened 
and tempered and the blocks were 
set in the hammer. After the first 
blow the die cracked. In spite of 
that setback, which occurred only 
after almost insurmountable odds 
had already been overcome, another 
die was started and put into success- 
ful use. The Wiss-perfected “steel 
forged” process was completed with 
the welding of inlaid blades of high 
carbon crucible steel to the ferged 
steel frames of tailors’ shears. 


Pioneer Work 


The book identifies J. Wiss & Sons 
Co. with much of the pioneer work 
in the improvement and design of 
shears and scissors of all kinds: the 
first to make its own screws. bolts 
and nuts, and a large force is kept 
busy fabricating these parts, which 
must be made to watchmaker ac- 
curacy; the first to apply the tech- 
nique of shear making to the pro- 
duction of garden cutting tools; the 
introduction of pinking shears on a 
national scale; the first to produce 
kitchen shears which can be used to 
remove the caps and unscrew the 
tops of bottles in addition to their 
cutting function. 

In 1914, J. Wiss & Sons Co. 
bought out the facilities of R. Hein- 
isch Sons Co. Production rose to 
great heights, due not only to normal 
increases in domestic sales, but to 
the approach of World War I, and 
the swift decline in imports from 
Sheffield and Solingen which di- 
verted orders to American cutlers. 
Wiss weathered the following de- 
pression years of the early twenties, 
and with the protection afforded by 
the tariffs of 1923 regained con- 


a 42 


A St. Bernard dog 
in a treadmill 
supplied power 
for the first Wiss 
grinding and pol- 
ishing wheels. 


3 6 


siderable lost ground. Since then, 
Wiss products have sold in expand- 
ing volume. 


Many Kinds of Shears 


In addition to the shears and scis 
sors made to meet specific require- 
ments, each style is often made in 
several sizes and shapes. The tailor- 
ing trade, for example, has huge 
shears up to 16 in. in length which 
cut six to eight inches and several 
thicknesses of cloth at a bite. ‘There 
are button-hole scissors with special 
slotted jaws, and pinking shears for 
cutting and finishing seams simul 
taneously. The sheet metal indus- 
tries require many sizes of short 
jawed snips with great leverage 
from long handles. Orchard and 
vineyard workers have assorted types 
of clippers and pruning shears fo: 
the trimming of branches and vine- 
Even the banker and investor have 
special right-angled shears for cou 
pon clipping. Shears bearing the 
Wiss name are standard equipment 
in the automotive and electrical in 
dustries; in the manufacture of 
rubber tires, shoes, carpets; and in 
the fruit-growing industry. 

Frederick C. J. Wiss died on 
October 9, 1931, leaving three chil 
dren: J. Robert Wiss, the oldest. now 
president of the company, Norman 
F. Wiss, vice-president and trea 
surer, and a daughter, Mrs. Denton 
Taylor. Louis Wiss, who died in 
1908, is survived by two children 
Jerome B. Wiss 
company, and a 
Frederick C. Sinon, assistant secre 
tary. The fourth generation is repre 
sented by the son of J. Robert Wiss: 
Richard R. Wiss, assistant treasurer 
and assistant plant manager; the 
three sons of Norman F. Wiss: No: 
man Jr., Kenneth and Frederick; 
and by Frederick W. 


secretary of tli 
daughter, Mrs. 


Sinon the 


grandson of Louis T. Wiss. 


During World War II, the short 
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age of high-grade steel and the 
enormous demand for Wiss products 
by the Government and war indus- 
tries made it difficult to apportion 
satisfactorily the few scissors and 
shears left over for the public. How- 
ever, unlike the post-World War | 
era, the prospect of a glut of foreign 
goods, low-grade and duty-free is 
remote at this time. High grade car- 
bon steel, of the quality necessary 
for drop-forging under the Wiss 
hammers, is still in short supply. 
and the demand for all lines o} 
Wiss scissors and shears for home 
and industrial use continues in ex- 
cess of production. 


Justice Dept. to Rule on P.X. 
Navy Stores Tax Exemption 
(Continued from page 122) 
only one or two exceptions all tax- 
able items sold by exchanges are 
on the permissive list. Exchanges 
do not have to stock these items ac- 
cording to army regulations. The 
bulk of the items which escape the 
tax are on the list of items which 
may or may not be stocked at the 
discretion of the commanding 

officer. 

“In making this plea that Army 
exchanges should be subject to fed- 
eral excise taxes in the same man- 
ner as their retail competitors, the 
American Retail Federation does 
not wish to be considered as favor- 
ing these taxes. The retailer’s posi- 
tion on federal retail excise taxes 
is well known to the Congress, as 
instanced by letter to the Ways and 
Means Committee on this subject. 
But retailers believe that in all 
fairness these exchanges should be 
subject to these taxes in the same 
manner as are retailers, in view of 
the lack of any intent on the part 
of Congress to exempt them, as 
long as the taxes are a part of the 
Internal Revenue Code.” 


"Three Out of Five Women 
Go to the Gadget Bar" 
(Continued from page 103) 
around. We find that the idea has 
appeal and we receive nearly 
twice the reader response from dis- 
play advertisements where the 
gadget bar is mentioned in the 
copy. 

“Another fact which we think 
proves the point—three out of five 
women who come to our store, go 
directly to the gadget bar counter.” 
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WIRE NETTINGS 


It pays to sell wire netting with the brand name that is a buy- 
word for dependable quality — Cortland. 

Cortland Brand Wire Nettings are made with the best 
corrosion-resisting, open-hearth copper bearing steel from 
Wickwire’s own mills . . . based on three-quarters of a century 
experience in wire manufacturing. 


Left: Hexagon Poultry Netting — made with extra-long contin- 
vous twist; 1” and 2” Mesh; 20 Gauge; limited range of stand- 
ard widths to permit greater production; 150-linear-foot bales. 
Galvanized before or after weaving. 

Right: Straight Line Netting — strong Lock Twist evenly woven 
to hang straight without bulge or sag; 1” and 2” Mesh; 20 
Gauge: Standard Widths; 150-linear-foot bales. Galvanized 
before or after weaving. 


Hexagon Netting is also furnished in heavy grades, galvan- 
ized after weaving, for Animal Pen Netting and heavy-duty 
purposes; 34”, 1”, 1%” and 2” Mesh. 


LAND 


WIRE SCREEN WIRE CLOTH © POULTRY NETTING «= NAILS 


WICKWIRE BROTHERS, INC., CORTLAND, N. Y. 
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Maintain leadership in a highly 
competitive market. Offer the 
new BOLENS HUSKI Power-Ho, 
packed with work-saving ad- 
vantages that put it into a 
class by itself. 


Advanced BOLENS engineering means varia- 
ble ground speed ranging from 1%, to 3% 
miles per hour, differential action wheel ratch- 
ets for improved control on the turns, engine 
stop switch on handle bar for convenience 
and safety, arched axle for crop clearance, 
anti-tip nose stand, Snap-Hitch for front mount- 
ing and Ten-Second Hitch for drawbar imple- 
ments. These important features—and others— 
help you sell the new BOLENS HUSKI Power-Ho. 


BOLENS PRODUCTS DIVISION 


FOOD MACHINERY CORPORATION 
283-A Park Street @ 


Port Washington, Wisconsin 


National Advertising... 


Your customers and prospects will get the urge 
to buy when they see this improved garden 
tractor advertised in October issues of lead- 
ing magazines, including Better Homes & 
Gardens, California Farmer, Pacific Poultry- 
man, Country Gentleman, Market Growers’ 
Journal and many others. 


Write for details about the 
COMPLETE Garden Tractor Line, 
Stocked and Sold by Responsible 





Better performance, better price 
... your best buy is BOLENS. 


Dealers Everywhere. 











4 Samso 
=n eel For Display 


n Products 








To boost your sales — these 4 Samson products are now packaged in colorful counter dis- 
play cartons. The Spot Cord, Samson Small Lines and Tite-Rope merchandiser displays are 
new. The Whale Clothes Line container is already a money-making friend of yours. For extra 


profits display all four. 


SPOT CORD 


Known since 1893 as 
the most durable sash 
cord made. Solid 
braided cotton, extra 
quality. 12 50 foot 


hanks in display 
container. 
SAMSON 


SMALL LINES 


Solid braided white 
cotton, glazed finish. 
48 foot hanks, sev- 
eral connected in one 
length. 12 hanks in 
display box. 

Catalog and Samples on request, 





TITE-ROPE 
Clothes Line 


Strong wire line with 
extra durable pro- 
tective plastic cover- 
ing. Strength over 
500 pounds. Stretch- 
less. Clean. 12 50- 
foot hanks in display 
carton. 





WHALE 
Clothes Line 


Solid Braided Cot- 
ton. Individually pack- 
aged in brightly 
printed transparent 
wrap. 50 foot hanks, 
two connected. Con- 
tainer holds 12 hanks. 


CLOTHES LINE 





SAMSON CORDAGE WORKS, Boston 10, Mass. 
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How to Set Up 
A Training Program 


(Continued from page 110) 


ployers eight hours’ work for the 
wage or salary they receive, and 
no more. 

“It’s going beyond that for him 
to cram his head with new knowl- 
edge. So you must sell him on 
wanting the new knowledge. You 
can do this in the same way you 
sell a customer—by pointing out 
to him what he can gain from it, 
how new advancement opportuni- 
ties will be opened, and how he can 
make more money. 

“It’s very necessary to do this 
before proceeding to train. Be- 
cause the man who is half-hearted 
about accepting training will get 
out of it only half knowledge.” 

5. Have | impressed the men 
I’m training, or have I gone over 
their heads with my program? 

It’s easy to go over a student’s 
head. One way to avoid doing 
this is to give him only small mor- 
sels of knowledge to digest at a 
time. Present one thought at a 
time, and do not leave it for an- 
other thought until you are sure 
that it has penetrated. 


Simplify Things 


What seems elementary to you, 
with years of hardware store ex- 
perience, may be very complicated 
indeed to a beginner. When train- 
ing employees, be sure the sim- 
plest things are understood before 
you turn to the involved matters. 

6. Who is going to teach the 
course? Does the man who teaches 
know how to put his own knowl. 
edge across to others? 

The logical person to handle 
training in the average hardware 
store is the owner himself. If 
you’ve a large organization, there’s 
usually a fairly wide choice. If 
so, be sure to pick your man for 
two things: his own knowledge, 
and his ability to pass that knowl- 
edge on to others. If the boss is 
handling the job, he should first 
read a good book on the techniques 
of teaching. 

7. What training materials shall 
I use? Slide films? Movies? 
Group meetings? Charts? Dem- 


onstrations? Lectures? 
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The Army and Navy found dur- 
ing the war that the quickest way 
to implant knowledge was by 
visual means—movies, slide films 
and charts. The average hardware 
dealer usually skips these because 
he thinks they are well outside his 
financial reach. But often, they 
can be had for a song, and some- 
times for nothing at all. 

Public libraries in many cities 
keep a stock of training films which 
are loaned out to businesses that 
need them. In addition, hardware 
dealers can often secure movies 
and slides for teaching their em- 
ployees from their local school 
boards. It’s worth checking to see 
whether manufacturers whose mer- 
chandise you handle have any 
training helps to give or lend you. 
Often the manufacturers have and 
are glad to make them available. 

You can make up your own 
charts by using large sheets of 
paper, a pen and a ruler. Mount 
these homemade charts on an 
easel (it can be homemade too), 
and you have an effective training 
tool. 


Group Discussions 


Group discussions are a solid 
way to teach. They stimulate the 
trainees to ask questions, thus 
keeping interest high. One trainee 
asks how to do something. An- 
other answers. Everybody listens, 
because it’s the men themselves 
who are conducting the show, with 
the teacher standing by to keep 
the conversational ball rolling in 
the direction he wants it to go. 

8. Have I provided for continu- 
ing training? 

Employee training is not a one- 
time shot in the arm proposition. 
It should be a continuing busi- 
ness. Times change and trends 
change, and unless your employees 
keep abreast of what is called for 
by new conditions they cannot do 
a 100 per cent job for you. 

Continuing training need not be 
anything elaborate. It could con- 
sist of one meeting each month. 
held immediately after closing 
hours or just before opening time. 

9. Where and when will we hold 


training sessions? 


Right in the store is the best 
place. You have a business atmos- 
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Here's the STEVENS LEVEL for your 


most discriminating customers 
who demand the best! 





Stevens Brass-Bound No. 648-BB 


OW available in substantial quantities are the new Stevens 
brass-bound deluxe levels . . . finest wood levels that craftsmen 
can make—or money buy. 

Brass ends and edges assure 100°, accurate leveling plus 
longer level life. Finish of natural grain selected California sugar 
pine stock, kiln dried, is attractive and durable. ''Catseye" liquid 
vials are dirt and grit free . . . protected by heavy lenses. 


Since 1919, Stevens Levels have been tops in accuracy and 
dependability—first choice of discriminating buyers. Order today 
from your wholesaler. 


Stevens Brass-Bound Levels are available in 24''—30"—48" 
lengths. 


tHE c. A. STEVENS LEVEL company 


NEWTON FALLS, OHIO 
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Let Hassall supply your requirements of brass and steel escutcheon pins in standard or special sizes 
... Plain or plated finishes... Attractive, sturdy, metal-edge boxes assure display value, convenient 
handling and protection of contents... WRITE FOR PRICES. 

Escutcheon pins in other metals, special nails, drive screws and rivets made to order.. . Economy, 
quality and quick delivery in large or small quontities ... Tell us what you need... We will answer 
promptly... ASK FOR FREE CATALOG ... 3-color Decimal Equivalents Wall Chart free on request. 


JOHN HASSALL, INC. © oti wy 
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Wrought-steel 


throughout. 
3/8 inch 
round bars 


Installed or removed in a jiffy with spe- 
cial key. This means safety in time of fire, 
convenience for cleaning windows. And 
it means that customers can buy them in 
your store and install themselves, because 
no tools or special equipment are needed. 


They fit any window, being adjustable 
for width through all stock sizes, and 
made in graduated heights to fit all sash 
depths. To install, merely place in win- 
dow, underneath top sash, extend until 
sides are snug, and tighten two locking 
screws with the special key. 


Bring your customers new safety and 
convenience; it'll mean new profits for 
you. 


Write for details 


Adjustable 
to fit 


all size 


No damage to 
window frame. 








Also 
Adjustable Railings 


Fit any rise and tread, 
through an economical 
combination of stock parts 


HAWKINS IRON CO., INC. 


315 North 4th St. 
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phere tor businesslike procedures 
and, furthermore, you have all the 
“props” that might be needed. 

Experienced training  super- 
visors are advocating more and 
more that training sessions be held 
on company time. Holding them 
on the employee’s time tends to 
arouse his resentment, not his co- 
operation. What is more, a man 
whose mind is on dinner or a drink 
isn’t likely to absorb much of what 
you want him to learn. [f it is 
impossible to hold the training ses- 
sions during work hours, an 
alternative is to pay a slight over- 
time salary for staying on an extra 
half hour. 

It’s not wise to hold the classes 
too close together. Once a week 
gives the “students” time to ab- 
sorb what they have learned, and 
it doesn’t disrupt either their 
schedules or yours. 

A final suggestion on employee 
training is offered by the personnel 
manager of a big southern store: 


Be Sure It's Written 


“It's vitally important,” he 
points out, “that everything be re- 
duced to writing. Then mistakes 
can’t happen. For a first step, the 
training plan itself should be writ- 
ten down, and it is even a good 
idea to give each employee a copy 
of it. He will then have a good 
idea of what he’s expected to learn. 

“But most important of all, give 
the trainee a written rehash of 
what he has learned through 
movies, slides or talks. He can 
study this in his leisure time. We 
make what amounts to a manual of 
the training material, but we're 
careful not to pass it out all at 
once. As a subject is covered, the 
written rehash is passed out to be 
inserted in a training book that the 
employee received at the begin 
ning of the course. 

“This written ‘manual’ need not 
he an expensive affair. Ours cost 
us only a few cents each. They’re 
simply mimeographed, and slipped 
into a ten cent brief folder such as 
every office supply store sells. But 
when they’re completed, these 
manuals are complete ready-ref 
erence works containing everv- 
thing we expect the employee to 
know.” 
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HOTPOINT RANGE PLANT 


For Manufacturing More and Better Hotpoint Ranges 





Hotpoint Dealers Will 
Reap The Advantage Of 








Gigantic New Expansion GEARED to turn out the phenomenal volume of 12,000 new Hotpoint 
Electric Ranges per week, production lines are rolling today in the 
In Greater Sales Volume, world’s largest and most modern range plant! 
Turnover And Profits! @ @ This mammoth new plant, built and operated by America’s 
pioneer electric range manufacturer, is Hotpoint’s dramatic answer 
to the tremendous and growing demand for Hotpoint Ranges! 


@ @ With more ranges already in use than any other maker—and with 
new production capacity that practically equals the pre-war output of 
the entire industry—Hotpoint now offers dealers everywhere new 


HOTPOINT introduces The opportunities, new range sales values and volume! 


@ @ Signalizing the birth of a new era in electrical appliance produc- 


Last Word In Mass Produc- tion, the new Hotpoint plant covers 18 acres, employs more than 
—_—_—_—— tee . . . . ' 
1,000 people and represents an investment of millions of dollars! 

tion Techniques For Manu- @ @ Coming off the new plant’s production lines today—with Push- 
. button-Cooking, Talking Colors—and other exciting features—is the 
facturing The Last Word In sensational new 1949 Hotpoint Range—star member of the famous 
: e ' Hotpoint line that embraces a dozen sales-leading major appliances to 
Automatic Electric Ranges! give you year-round, money-making opportunities! No wonder Every- 


body's Pointing To Hotpoint—The Franchise With A Future! Hotpoint 
Inc. (A General Electric Affiliate), 5600 W. Taylor St., Chicago 44, IIL. 








Everybody’s Pointing To 


The Franchise With A Future 
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Inflated Plastic 
Playthings 
Included in the line of Inflato Giant 


Playmates are Jolly St. Nick, Benny 
the Bunny, Hooty the Owl, and Bobo 





the Clown. All of them are 4 ft. high 
and 4 ft. around when inflated. Viny 
lite plastic. In addition, Bulgy the 
Whale and Turbo the Jet are in the same 
size range. These inflated toys have heat- 
sealed seams and they are claimed to 
stand a lot of abuse. Fire-resistant. In 
addition to their use as toys they are 
suggested for display use by stores, 
with counter displays or filled with 
helium to float. Doughboy Industries, 
Inc., New Richmond, Wis. 


Stanley Tools Gift Tags 

As a selling aid Stanley Tools, New 
Britain, Conn., offers colorful Christ- 
mas gift tags to dealers. They are 
triangular in shape and printed in sea- 


166 


sonal colors of red, green, and white. 
Space is provided for the names of both 
sender and recipient. A string is tied 
to each tag for attaching to the Stan- 
ley, “Yankee,” and Russell-Jennings 
Tools, which are on display. Offered in 
reasonable quantities to all retailers. 


Fire Resistant Tree 
Has Bubbling Lamps 


Among the new items in the Christ- 
mas line of the Royal Electric Co., 95 
Grand Ave., Pawtucket, R. L., is a 22 
in. high, flame-resistant Visca tree of 


11 Bubbling Lamps. Available in 
either green or white, it has a molded 
base. “Royalite” tree sets, for both in- 


doors and outdoor use, have been pack- 
aged in new full-color display boxes. 
The box is designed to stand upright 
to give most effective display of the 
lights. Catalog of the Christmas line 
is available from ,Royal wholesalers. 








‘Astrid,’ Silver- 
Plate Pattern 


A pierced silver-plate pattern in the 
“Guildcraft” line called Astrid is of- 
fered by National Silver Co., 295 Fifth 





Ave., New York City. Astrid is in the 
“Scandinavian” tradition with distinc- 
tive bowls, tines and blades carrying 
out the motif of the pattern. 


Christmas Tree Turner 


General Die & Stamping Co., 262-272 
Mott St., New York City 12, is intro- 
ducing a Christmas tree turner and 
holder, revolves three times a minute. 
Cost of operation said to be a half cent 
a day. Cord for tree lights plugs into 
a built-in two-way outlet. Operates on 
110 volts, A.C. 50/60 cycles. Motor is 
self starter. Made of cast aluminum 
and 16 gage steel and adjustable to any 
home sized tree. Carries up to 200 lbs. 
Tree holder is waterproof, permitting 
watering of tree. Finished in green 
and decorated with Christmas designs. 
Three thumbscrews hold tree. Equipped 
with two thrust ball bearings. Packed 
in two cartons, shipping weight 20 Jps. 
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Only DEXTER TUBULARS 

. * 
7 have all these 9 features of superiority 
aoa . a , 1 Stay-tite Set Screw 
Dexter is the original tubular lock — “the Grand Dad 2 Two Big Coil Springs | 
of them all!” Others have come and gone over the 25 years, 3 All Steel Interior 

m but Dexter keeps going ahead. Today, millions are in use. : eiee tute te italia 
Tr0- This is the Dexter background, the kind of staying power 6  Self-Adjusting Alignment 
ad e fe . 
i that keeps the product first — in features and in value . . . @ 25 Years Specialized Experience 
ent a eT ™ oes 8 Shallow Face Plate Mortise 
i irst choice with Dullders and contractors, 9 Lifetime Guarantee 


on 


as NATIONAL BRASS COMPANY 
bs. Grand Rapids, Michigan 


ng Sales Representatives in NEW YORK BOSTON MILWAUKEE COLUMBUS, Ohio 
en TAMPA DETROIT PORTLAND, Ore. ST. LOUIS BALTIMORE FORT WORTH CHICAGO 
CLEVELAND PHILADELPHIA SAN FRANCISCO LOS ANGELES OMAHA KNOXVILLE 


MAKERS OF BUILDERS, CABINET, SCREEN DOOR 
ed AND SHELF HARDWARE 
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® This line of household items 
consists of funnel combinations, 
fruit juicers, shaker sets, sink 
strainers, tumblers, tumbler 
sets, etc. They are uncommonly 
smooth and free from molding 
marks, laminations and defects 
of any kind. Of beautiful, lustrous 
finish, they are also highly dur- 
able. Colors: solid red and white. 
e They are made only of virgin 
materials and molded with ex- 
treme care. They are backed by 
six years of plastic experience. 
Ask for folder A-l and prices. 


PLASTICS DIVISION 


The VLCHEK TOOL Co. 


3001 EAST 87th STREET = 





CLEVELAND 4, OHIO 


IWHAT’S WEW 








G.E. Console Toy 
Record Player 


\ console model electronic toy record 
player is offered by the Specialty Divi- 
sion, General Electric Co., Electronics 
Park, N. Y. This record player is built 
into a pastel-ivory painted cabinet, dec- 
orated with decals and designed to 
withstand rough handling. The 5% in. 
Alnico 5 permanent magnet speaker is 
protected by a multiweave metal grill 
which guards against children poking 
objects through the speaker and con- 
tacting the electrical equipment. Em- 
ploying two tubes, one an amplifier and 
one a rectifier, the console is built with 
all standard radio components. Combi- 
nation off-on switch and volume control 
is mounted near the turntable. Regular 





10 and 12 in. records can be played. 
measures 14% in square, 
stands 24% in. high and weighs 17 lb. 
Space the mechanism provides 
storage space for records and toys. 


Console 


below 





‘Presto’ Pot Holder 


Presto Mfg. Co., Inc., 673 Broadway, 
New York City, 12, has developed a 
package of two pot holders, sugested 
to retail for 25 cents. Made of soft 
sponge rubber, six by six in. with grom- 
met in assorted colors. 





| Relish Server 


Perfection Store Device Co., 637-41 
East 71st St., Chicago 19, IIl., offers a 
four piece relish server. Composed of 
an 8% in. by 14% in. lithographed 
metal tray, doily design on pastel back- 
ground, colors powder blue or dusty 








pink combined with 3 crystal cleat 
plastic trays, easily cleaned. Packed in 
individual corrugated cartons, 12 car 
tons to a bundle. 


Kiddie Traffic Light 

\ “kiddie size” traffic light is offered 
by Thomson & Bishop, Takoma Park, 
Maryland. Identical in appearance with 
its man size counterpart the new Kid- 
die Traffic Director stands four feet 
high and is equipped with a switch 
which the child may turn to set the 
lights at red, yellow or green. Batteries 
supply current for the lights. Built of 
heavy gage steel aluminum and pipe to 
withstand the rigors of youngsters’ play, 
it is finished in dark green enamel] with 
safety phrases stencilled in orange on 
the foot square base. Lenses are plas- 
tic. The unit is shipped knocked down 
in four parts which screw together for 
quick assembly. Weight is approxi- 
mately 25 lbs. The unit retails for 
$9.95 less batteries. 
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Remington Shaver ! 
Contour Six 

Remington Rand, Inc., Electric 
Shaver Division, Bridgeport, Conn., in- 
troduces its 1949 model Remington 
electric shaver. Remington Contour 6 








_ \ ATTACHMENT FOR Black & Decker, 
HOME UTILITY, '% Electric Drill 


Dealers everywhere have been quick to 
see its great sales and profit opportu- 
nity. It works as attachment for BLACK 
& DECKER, Home Utility, 4’ Electric Drill 
—and it does that swell job of sanding 
and polishing that every home crafts- 














has three Blue Streak twin shaving | 
heads mounted on a contour plate. This | 
feature was designed to keep all of the | 
hair openings in smooth contact with | 
the beard on every type of face no mat- 
ter how angular, bony or fleshy. Maker 
claims the efficiency of the Blue Streak | 
head has been improved by increasing 
its cutting surface and by submitting 
the inner cutters to a Diamond-Honing 
process for keener edges. An improved 
motor operates with a quieter tone and 
causes less radio interference, it is re- 
ported. Remington has designed a light 
gray plastic casing for the Contour 6 
along modern lines, trimmed with 
chrome side strips and matching 
chrome hair pockets. Presentation case 
is luxuriously lined in matching satin 
and velveteen of a burgundy shade, 
while the outside of the case is a tan 
leather with the chrome carried out in 
edging. 


man and home owner wants and will 


gladly spend money to get. 


Plastic Dustpan 


A plastic dustpan which does away 
with any bending by the housewife 
is offered by the Rogers Plastic Corp., 
North Wilbraham, Mass. Two stubby 
legs make the pan remain flush with 
the floor. An additional feature is the 
dust catching drop in‘ the pan which 





« SIX STAR ADVANTAGES 


Se Easy to use 
| ve Attached and detached in a jiffy 
*% Weighs only 5 Ibs., complete with drill—so doesn’? 


prevents dust from sliding back onto 
the floor. Practically unbreakable, the tire the operator 


Every owner —and every new % Perfectly balanced; all vibration confined to the 

buyer of a Black & Decker, platen 

Home Utility, 4" Electric Drill is 

a prospective purchaser of the; * Durable—nothing to get out of order 

setae aaeaatiaaeatiaaa % Can be used in corners, as well as in wide open) 
spaces 





* Pat applied for 








Sold only through 
Distributors of BLACK & 
DECKER, Home Utility 
Tools. 








dust pan is made of Monsanto Lustrex 
ind is very sturdy. Colors are red, 
black, green and maroon. Packed 36 | 
4 carton. 
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BARNEY SAYS --- 
NOW’S THE TIME 
sto" 
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100! 
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for CR as are 
EXTRA — 
PROFITS... 


GCRYSTOLON BENCH STONES 


Real profit plus real customer service is the sure-fire combina- 
tion that makes Crystolon Bench Stones tops in your fall 
merchandising program. Packaged in attractive red, yellow, 
and black counter displays to insure extra buy-appeal, these 
self-merchandising sales units do your selling job for you. 

Crystolon Bench Stones are different. They offer extra 
sharpening service to your scores of ‘‘dull-tool” customers 
because they are factory oil-filled by our exclusive process. 
They sharpen better because oil-filling retards glazing and 
promotes faster cutting. Yet they cost no more than dry stones. 
They are made of famous Norton Abrasives silicon carbide grit 
with kiln-fired, vitrified bond, and each stone is a dual-purpose 
combination sharpener in coarse and fine grits. ' 

Featured in two displays, JA-I9 offers 19 dual-purpose 
sharpeners in 5 sizes from 4" to 8". Dealer cost $21.09* — 
dealer profit $11.36. JA-8 features 8 Crystolon Combination 
Bench Stones in 3 sizes from 6" to 8". Dealer cost $9.80* — 
dealer profit $5.27. 

Fall is the time to go after those extra ‘‘dull-tool” profits. 
Your Jobber will be glad to include each of these eye-arresting 
displays with your next order. 

* Slightly higher west of Denver. 


BEHR-MANNING - TROY,N.Y. 


(DIVISION OF NORTON COMPANY) 


QUALITY COATED ABRASIVES SINCE 1872 
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WHAT'S NEW 


Porta-Pool Table 


Mason-Williams Co., 4536 Irving 
Park Blvd., Chicago 41, Ill, has de 





signed, especially for the small home or 
apartment, a _ porta-pool table  con- 





structed of northern brown ash, nat- 
ural grain finish, red leatherette trim 
in pockets. It is scaled down from regu 
lation size to faithfully reproduce all 
playing conditions on larger equipment 
Overall dimensions, 37% in. wide by 
70 in. long, 32 in. high. Sturdily braced 
legs fold easily for storage. Easily set 
up or taken down by one person, table 
weighs 65 lbs. Features automatic bal 
return, padded pockets, diamond mark 
ers along table rails, playing surface 
covered in wool felt. Playing surface is 
constructed so that it floats, compensat 
ing for weather changes. Adjustable leg 
levelers. Accessories include: 16 col 
ored, numbered balls, 1% in. dia., 1 
white cue ball, triangle rack, two 44 ir 
leather tipped cues. Suggested to retail 
for $97.50. 


Hand Warmer 


Sportsmen will welcome the “Jon-E” 
hand warmer for use on cold days 
afield. Carried in the pocket or mit 
tens, it radiates comforting heat. The 
Jon-E hand warmer uses cigareite 
lighter fluid, benzine, naphtha, or 
“white gasoline” and one filling is said 
to last more than 24 hours. “Jon-E” 
hand warmer cannot set fire to clot! 
ing. Handsomely and soundly made ol 
nickel plated copper, the hand warmer 
is suggested to retail for $3.50 by 
{laddin Laboratories, Minneapolis 15 
Minn. 
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These Bolts are clean and smooth 





...they are CIRCLE 
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These Bolts are loaded with burrs 











Circle © Bolts and Nuts are produced by 
skilled bolt-makers with years of experience. 
Customers are attracted by the finished 
appearance as well as the overall quality 
of these famous products. 


BUFFALO BOLT COMPANY 


North Tonawanda, N. Y. 
SALES OFFICES IN PRINCIPAL CITIES 


Export Sales Office: Buffalo International Corp., 
50 Church Street, New York City 


BOLTS 
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STRIP-SEAL 


This little Strip..Seals out cold! 


JUST PRESS 
INTO PLACE 
wmpoors AND OUT 

to stop goPp* 

or cracks 
Keeps out 
drafts, cold 
and dirt. In- 
sures o wormer 
healthier home. 


Mastic weather 
cord stoys pliable, 
won't harden or 

fall out. In packets 


' 
or cartons. Cost low 


Sells in cellophane 
packets . . 29¢ 


Sells in cartons 


(pkg. of 5 packets) $1.35 


(Far West slightly higher) 









Na ane strip SEALS those CRACKS! 


een ser Sea, 


Here’s a real stopper! Die-cut 
hole accurately shows cus- 
tomers how much heat is lost 
when windows are not tightly 
fitted or sealed with Strip-Seal! 
This attractive counter display 
is available to dealers by requi- 
sition direct from the factory. 





Improve customer service — 
glaze with Mastic-Glaze 
UT-1149 


TREMCO 


MANUFACTURING CO 
CLEVELAND 4, OHIO | 


| fs 


WHAT'S NEW 








Universal Vacuum 


| 
Cleaner 

Landers, Frary & Clark, New Britain, 
Conn., offers a brush type vacuum 
cleaner suggested to retail for $49.95, 





complete with an automatic rug ad- 
justing nozzle. Features motor hood and 
handle in brown two-toned baked fin- 
ish; heavy brown twill bag with red 
lettering and a rubber covered cord. All 
metal construction motor hood of one 
piece drawn steel is fitted into die cast 
aluminum which supports motor, brush, 
wheels and handle. Also has rubber 
pistol grip handle with finger-tip con- 
trol switch and no-mark rubber bumper 
to protect furniture on three sides, Lite- 
All headlight, three positioned “Touch- 
Toe” handle control; “Hold Tite” chain 
to keep bag from sagging and envelope 
pleated sani-bag easy to open. Ten 
matching attachments are available for 
all through the ‘house cleaning. 


‘Lady's Man’ Rule 


Master Rule Mfg. Co., Inc., 201 Main 


St.. White Plains, N. Y., is introducing 
a lady’s rule made to perform every 
function needed by a woman in sew- 


ing, knitting, tailoring and dressmaking 
home 


needs of 


and general measuring 






if 
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decoration. Features compactness and 
thin flexible steel tape which is claimed 
not to stretch, wrinkle or twist. Fea- 
tures a smooth round Tenite case in 
red, yellow, or light blue. Blade is 
finished in non-chipping baked whit: 
enamel with jet black graduations. Sug 
for $1. 


gested to retail 


Robeson Cutlery Catalog 
The Robeson Cutlery Co., Perry, 
N. Y., offer the 1949 catalog. The ney 
catalog contains information on th 
company’s complete line of househol! 
cutlery, gift cutlery, scissors, shears: 
pocket knives, hunting knives ani! 
kitchen tools. Copies may be obtained 


by writing to the above address. 


‘Jeny Lite’ 

Jeny Corp., Cover & Park Ave., Mer- 
chantville, N. J., offers the Jeny Lite, a 
hatteryless flashlight, 254 by 1% by 





17/32 in. It weighs 2% oz., and will fit 
easily into a gentleman’s pocket or 4 
lady’s handbag. Light uses a standard 
Mazda lamp which is exposed so the 
light is not restricted to a beam or spot 
Ideal for finding the keyhole, 


slippers, ete. 


evasive 


Fairchild Drill Circular 

Co., 2658 N 
Chicago, Ill., has issued an 
two-color circular featuring 
the Fairchild 14 in. drill and the Hi 
Power % in. model. Hi-Power mode 
drill is claimed to be the first industria! 
drill to sell for under $30. 


Precision Equipment 
Long Ave., 


attractive 


os 
tvpe i, in. 
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wat Name in PA\ NTs 


TRADE MARK REGISTERED 










Choosing “the right size’’ company to provide your paint line is important 
to the success of your paint department. 


LUCAS IS BIG ENOUGH fo give you all the advantages of the largest 
manufacturer... plus a complete line, a compact line that includes all the 
paint products and colors for which there is proven demand... big r 
enough to provide the prompt service that lets you do a big paint business é 
with a small inventory. | 


LUCAS IS SMALL ENOUGH to give your requirements executive attention. re 
More personal service, more intimate advice on your individual problems 
+ + « @ continuous stream of merchandising helps to move your paint 
products off your shelves. 










If your paint profits are not as big as you'd like them to be, we suggest 
_you get all the facts on a Lucas franchise now! 





JOHN LUCAS & CO.. INC., Administration Offices: Phila., Pa.... Offices, Factories, Warehouses in Principal Cities 
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BETTER BUILT 


ARMSTRONG BROS. Pipe Cutters are im- 
proved tools, with hardened tool steel pins 
and rockers, knife blade cutter wheels and 
built-in features that increase tool perform- 
ance and life. Thrust and thread wear, on 
the "Drop Forged" type cutter is taken up 
by a replaceable steel nut. The internally 
threaded section of the ‘'Barnes Type’ frame 
is drop forged steel. The thrust rod of the 
“Saunders Type’’ is hardened on the point 
and bears on a hardened steel block inserted 
in the swinging arm. 


The "Drop Forged"’ Type Cutter can be used 
as either a ! or 3 wheel cutter. 





Cut Faster, Stay Sharp 


Machined from special alloy tool steel, oil 
tempered and hardened, ARMSTRONG BROS. 
Knife Blade Cutter Wheels, penetrate pipe 
easily, cut smoothly and rapidly, and hold 
their keen edge. They come in sizes and types 
for all makes of pipe cutters, and are stocked 
by leading tool departments everywhere. 


Write for Catalog 


ARMSTRONG BROS. TOOL CO. 


5214 West Armstrong Avenue 
Chicago 30, Illinois 


Eastern Whse. and Sales: 199 
Lafayette St., New York 12, N. Y. 
Pacific Coast Whse. and Sales Office: 
1275 Mission St., 
San Francisco 3, Calif. 








WHAT'S NEW 











Heavy Duty Deep 
Well Centrifugal System 


Flint & Walling Mfg. Co., Inc., Ken- 
dallville, Ind., is offering the C-760 
and C-770 series heavy duty deep well 
centrifugal system. It is most compact 
and occupies a total space of 24 by 38 
by 60 in. Where it is used on wells 
not over 150 ft. it will deliver up to 
4000 gals. per hr. The series of pumps 
is available in two or three impeller 
stage types and with 3 h.p. single- 
phase or 5 h.p. three phase motors. 
Pumps are simple in design with only 
one integral moving part for steady non- 
pulsating water flow. Dual volume 
water passages are employed to give 
perfectly balanced water loads within 
the pump. Entirely automatic in oper- 
ation they incorporate all F & W qua!- 
ity features and are suited to meet the 
needs of large farms, ranches, estates, 
resorts, etc. All F & W pumps are con- 
structed to precision accuracy and un- 
dergo rigid tests of extreme operating 
conditions 


Youngstown's 
Kitchen Catalog 


“Dream Kitchen for a Song” is the 
title of a Youngstown Kitchen catalog 
for consumers, issued by Mullins Man- 
ujacturing Corp., Warren, Ohio. The 
entire Youngstown line of Kitchenaider 
cabinet sinks, base and wall cabinets 
and accessories, and the Mullinaider 
kitchen waste disposer, are illustrated 
in color. The booklet also describes 
the features of the equipment and the 


straight line dishwashing method in a 
double bowl cabinet sink. Full color 
photographs used in Youngstown’s na- 
tional advertising are included. 


V-Belt Catalog 


The Dayton Rubber Co., Dayton, 1, 
Ohio, offers its V-belt catalog for agri- 
cultural equipment. It is available in 
two sizes, 8% by 11 in. Kalamazoo 
punch and the hardware size for whole- 
salers. Alphabetically listed for dif- 
ferent companies, 


Madonna Candle 


Will & Baumer Candle Co., Inc., Syra- 
cuse, N. Y., offers the Madonna candle. 
Decorative portion of this candle stands 


6 in. high on a base 4% in. wide. 





Worked into the rear of the design is 
a holder for a 4%-in. taperlite hand- 
dipped candle, rays of which shine 
through the face of the Madonna giving 
the entire composition an ethereal ap- 
pearance. No. 48/253 is packed one to 
a box, suggested to retail for $1. The 
firm is also offering the “Candy 
Spiral,” a candle as refreshing as pep- 
permint stick candy. Packed one to a 
retail at 40 cents. 


box, suggested to 
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Floret Butter Dish 


Butter dish molded of durable Lus- 
tron plastic in cardinal and ivory and 
yellow and green and crystal clear. 





Washes like a china dish but is said 
to be almost indestructible in ordinary 
use, Suggested to retail for 69 cents. 
The Thomas A. Steeds Co., Inc., 1825 
E. 18th St., Cleveland 14, Ohio. 





Glass and China 
Painting Medium 


The American Crayon Co., Sandusky, 
Ohio, is introducing a decorative color 
medium for use on glass, metal, china, 
porcelain and similar hard surfaces, 
known as Dek-All. Maker claims Dek- 
\Jl colors are easy to use and are dur- 
able to washing and handling. Perma- 
nency can be achieved by baking object 
in oven for 15 minutes at 300 deg. 
Colors are bright, smooth flowing, and 
have a fine gloss. Both transparent and 
opaque effects can be obtained. Set in- 
cludes five colors and a jar of trans- 
parent mix for translucent effects, brush 
and folder of ideas and instructions. 





Attachment Increases 
Cooker Capacity 


Alcamatic Products Corp., Empire 
State Bldg., New York City 1, offers 
a virgin aluminum attachment which 
increases its pressure cooker capacity 
from 414 qts. to 714 qts. Handle on the 
Volume-Add is made of the same heat 
resistant, cold-molded plastic as is fea- 
tured on the cooker itself. Original 
cover fits on top of this unit. This adds 
three quarts to the cooker capacity but 
is said to cause no change in the pres- 
sure cooking features and characteristics 
of the Alcamatic pressure cooker itself. 
Suggested to retail for $4.95, it may be 
used only on the Alcamatic Speed pres- 
sure cooker which retails for $14.95. 
Volume-Add has same stippled finish 
and high polish trim as the cooker. 





HARDWARE AGE, OCTOBER 21, 1948 














Wire collect--today/ 
TELEGRAM 


ORATION 
LKRAFT CORP 
cele) RRBURY, CONN. 


RUSH CHRISTMA 
DARRA-JAMES HOME 


(signed) 


$ ‘PACKAGE’ 
sHOP TOOLS 


Wire us collect — today! — and get your share of the 
big home shop power tool Christmas business. Our 
acceptance of your order will make you a DARRA- 
JAMES Franchised Dealer . . . and bring you the fast- 
selling Christmas ‘Package’ (described below) for the 
holiday trade. Send wire and confirming order now! 


- % 
| Da rPrea-(fames 


HOME SHOP POWER TOOLS 


CHRISTMAS ‘PACKAGI 
Model 50 
8” TILT ARBOR SAW 


Model 385 
91/” BAND SAW 


Model 315 
MIDGET SANDER 


Model 346 
8” TILT TABLE SAW 


Model 320 
BELT and DISC SANDER 


Model 350 
DRILL PRESS 


Model 395 
JOINTER 


a v4 I unos eons came 


Model 350 











Model 385 





Model 315 








Model 346 


4-4 


Model 380 


COST: $233 PROFIT: $100 
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WHAT'S NEWRES 


Aut 
18th A 


Crosley Shelvador other 
+ 
4 Crosley Division, Avco Mfg. Corp., 
Cincinnati 25, Ohio, offers the ne v 
My Shelvador, model S-79, featuring 7 cu we | 
y) | - — ~ 






























pencil 
styled 
ish wit 
recepté 
: ; steel 1 
{t. of food storage in a compact cabinet sharpe 
Included as standard equipment is the 
Shelvador. Frozen food compartment is 
adequate for 25 lb.. of frozen foods 
Equipped with a clear polystyrene chi! Beau 
tray for meats; a one-piece “breaker” 
strip of easy to clean plastic, installed De-C 
without screws or clips; temperature ao 
control dial located at eye level and a lyn, N. 
new Electrosaver unit requiring greate walt i 
reduced space. Basic features of con- taining 
struction and design are the same as eee 4 
other new Shelvador models. Suggested odor u 
retail selling price for the unit is partme 
$219.95. It is 55 in. high, 24% in. wide Refill 
i and 24% in. deep. De-Fur 
@ This Mell-Hoffmann No. 720 Dispenser for waxed paper* and paper cake o 
towels* is a real home necessity with sell-on-sight appeal. Has strong ; qt. siz 
all-steel construction with fully enclosed compartment... two-tone color ° $5.98. 
combination consists of brilliant red cover and white body. Enamel finish WindOW ax pan 
is infra red baked after assembly; no raw edges to rust. Compartment Twin City Shellac Co., Inc., 338-340 
cover forms cutting blade for waxed paper; spring arms hold paper towel- : ; 
ing firmly and with constant tension to prevent free-rolling. Size of Flushing Ave., Brooklyn 5, N. Y., offers 
dispenser: 1214” x 3” x 63”. Key-hole slots in rear panel make wall Dan-Dee Windowax finish which is said ' Pol 
mounting easy. Get details, too, on other Mell-Hoffmann paper dispensers to clean, polish and protect silver, metal, Ole! 
...including de luxe combination model and models complete with Oil 


smart 6-jar and 7-jar spice sets! Your jobber will also tell you about 
Mell-Hoffmann kitchen sets, towel shelves, etc. 
* Not included. 











SEE YOUR JOBBER 








SILVER - METAL: PORCELAIN 








Arcl 

Roanol 

has de: 

| porcelain and glass. Contains carnauba the Px 
| wax. Suggested to retail for 39 cents minds 
| per pint and 69 cents a quart. handy 
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Apsco Midget 
Pencil Sharpener 





Automatic Pencil Sharpener Co., 1801 
18th Ave., Rockford, Ill., has added an- 
other model, the Midget, to its line of 





i we pencil sharpeners Midget is attractively 

styled with a bright yellow enamel fin 
sees . . . ° ] 
aa ish with nickel plated and polished steel 


receptacle. Equipped with Apsco solid 
steel twin-milled cutters. Designed to 





fet sharpen standard-size pencils only. 

ent is 

foods. 

- Beautycan Has 

rake: -_ 

sila De-Odorizing Feature 

rature Lincoln Metal Produc ts Corp., Brook- 

and a lyn, N. Y., offers a Beautycan disposal 

reate! unit with a De-Fumer compartment con- 
con- taining odor-killing “Air-X,” a chemical 

ne as made with chlorophyl which acts as an 

sested odor neutralizer, concealed in the com- 

ut is partment on the inside of the cover. 





wide Refill cakes can be easily inserted. Cc INN Y’ 
De-Fumer Beautycans complete with M K E 


cake of Air-X are available in the 17 FORGED IRON HARDWARE 


qt. size in seven decorator colors for 


$5.98. Pack of three refill cakes is 39 ala rp VN r iT 
om. Complete FRONI ENTRANCE DOOR KI 


8-340 ; j 

a . Here it is—Kit No. 24 consisting of 

netal, Pol-mer-ik Linseed @ 20” x 24” Display Board DB#7 as illustrated above. Samples 
Oil Display are mounted on the board, as shown... FREE. 


@ 3 complete sets of front entrance door hardware including 
lock and trim for both inside and outside. 

@ The Heart design is the most popular of all early American 
patterns. It is ideal trim for the currently 
favored Ranch type home. 


Resale Value of Kit $92 70 


—approximately 


Order Now—Your Jobber Can Make 
Prompt Delivery 





Pol merik 













er ram on 
NTR) WORK OF mCH 








Archer - Daniels- Midland Co., 600 
Roanoke Bldg., Minneapolis, Minn., 
has designed a merchandiser display for 
auba the Pol-mer-ik Linseed oil, which re- 
rents minds customers that the oil is “A 
handy item for every work bench.” 


MANUFACTURING COMPANY 






12, 






PITTSBURGH 
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THE OHIO FOUNDRY & MANUFACTURING CO. 
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STEUBENVILLE - OHIO - U.S.A. 
ESTABLISHED 1846 





WHAT'S NEW 








Overhead Garage 
Door Hardware Kit 


Richards-Wilcox Mfg. Co., Aurora, 
Ill., is introducing the 999 overhead 
garage door hardware kit which sim- 























plifies the installation of overhead ga- 
rage doors, using a standard one-piece 
door or two doors fastened together to 
form a one-piece unit. Hardware may 
be used on any doors not more than 8 
ft. wide 8 ft. high and 1% in. thick 
weighing up to 200 Ibs. Over %4 in. 
head room is needed, All parts attach 
in sequence by fitting one part to the 
other, Steel weatherstrips are included 
and Jatches are part of bottom arm 
bracket which fastens to door. Kit is 
complete with everything necessary for 
installation and operation, weight 85 
Ibs. 


Inside Door Mat 


Eagle Sales Corp., Eagle, Wis., offers 
a carpet insert indoor mat which places 
the mat inside the doorway. Streamline 
in design, mat is said to permit any door 
with a threshold to clear it with room 
to spare. Unique process provides an 
actual vulcanized bond between the 
carpeted surface and the rubber back. 
Makers says the corner’s will not turn 
up on this mat because the rubber back 
stays permanently flat and will not curl 


eR PLZ 


‘ 


2 








4 


even after prolonged use. Rubber back 


also provides a non-skid safety feature. 
Combination of carpet and rubber back- 
ing absorbs and holds dirt, says maker. 
Mat may be swept, vacuumed, brushed 
or washed. It is claimed to withstand 
long hard usage and may be used in the 
kitchen at sinks or ranges or at the 
foot of cellar and attic steps. Mat is 
available in two-tone design, brown or 
black, with the neutral colors blending 
with most any color schme. It is 18 by 
30 in. Suggested to retail for $3.75. 


Kitchen Waste Dispenser 


Mullins Mfg. Co., Warren, Ohio, is 
offering an automatic kitchen waste 
disposer, the Mullinaider, to the Youngs- 
town Kitchen line. It grinds kitchen 
refuse into fine particles and_ swirls 
them down the drain. Unit fits easily 
into the undersink compartment of 
Kitchenaider cabinet sinks. Among the 
Mullinaider’s features is the reversing 
action of the grinding motor. Each time 
the switch is turned on the rotor re 
verses its direction. This serves to keep 
the unit clean and prevents jams which 
may occur. It can be fed continuously. 





User turns on cold water, flips the 
switch and scrapes refuse into drain 
opening. Disposer takes care of all 
kitchen wastes except paper, crockery 
or metal. 


‘Multicoat' 


The Spar-Tex Corp., 220 E. 134th St., 
New York City 51, offers Maulticoat 
which is said to combine the covering 
and hiding characteristics of flat paint 
plus the hardness, durability and wash 
ability of enamel. Dries with a satin 
sheen flat enamel finish. Will serve as 
a primer sealer, an enamel undercoater 
or a finish coat. Available in white and 
eggshell. Claimed to be ideal for ceil 
ings, wall, woodwork, composition 
boards, plastered surfaces, etc. It may 
be tinted for pastel shades with color 
in-oil. No sizing required between coats. 
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In Radio “B” Batteries...as in Tire Chains... 


INTERLOCKED 
Means Strength! 


STRONG! 
The chains with each link 
interlocked with its neigh- 
bor are strong. 











WEAK! 
Links which are taped or 
tied together are useless as 
tire chains. 





INTERLOCKED...means strength... That’s why it is impor- 
tant to know that only the New OLIN radio “B”’ batteries 
have INTERLOCKED flat cells. Other brands of radio 
flat cell ‘‘B’”’ batteries are bound or linked together with 
paper tapes or other type wrappings. 


atieel anteeenel aenetingl stemeenl aeeadleamat aateeateeene lene eel age 


INTERLOCK ©. 


FLAT CELL “B” BATTERIES ... with Activated Chemicals 


Exclusive Pot- 
ented U. S. Pot 


There’s Nothing Like Them... They’re the eat 5 
ONLY Radio “B” Batteries in Which Each Cell Interlocks with Its Neighbor 


THEY ARE BETTER IN 6 DISTINCT WAYS. 


] Only OLIN INTERLOCKED flat cells are Triple Sealed under FIXED PRESSURE 
.. (a) insuring against power leakage 
.. (b) gives each battery dimensional stability not found in other brands— 
this feature is vital. 


gree! TWO AUTOMATIC SALESMEN 


Use the coupon for yours... 1 to work on your counter, the 


2 Each Cell Holds More Power-Producing Chemicals. Ae window, teltiter Scot diploy soi 
6 LIN INTERLOCKED ~ 
3 No Waste Space. mae por ——_ vpn Heneante of 57 : 





4 91% Less Soldered Connections ... Really Reduces Battery Failure. Olin Industries, Inc. 


Electrical Division 

New Haven, Conn. 

Dept. D-2. 

Mail me at once—no charge—Counter Pas 
and Window streamer. C] BOND-OLIN or 
_] WINCHESTER-OLIN. (Check brand desired. 


5 Result of WAR-TIME Electronic Research, 


Tested and Approved by Leading Radio Manufacturers. 


o 


Available only in the 





oem cee cee eee oe oe oe oe ow oe oe 


Name.. 
WINCHESTER and BOND Street & Number......... 
— EET Tree Zone State...... , 
of OLIN INDUSTRIES, INC., Electrical Division, New Haven, Conn. i ear cerens enh eee ERT -_ 
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WALLPAPER 
REMOVER 


+ WARES WITH. WATER 
+ QACAAT PEMETRATES AMD SOFTENS PASTE ¢ 
“. SyUBWOWN WALLPAPER COMES OFF ERSILT 
«SANE © WILL WOT STAI 


At last—an easy way to remove 
wallpaper! Rex Wallpaper Re- 
mover is sure to please your 
customers— it quickly pene- 
trates up to 3 or more layers of 
ordinary paper—loosens paste 
and gets the paper off with a 
minimum of effort. 





Plenty of profits for you, too 
— because customers will buy 
— try—and come back for more. 
Be sure to stock this fast-selling, 
high-profit newcomer to the 
REX QUALITY LINE! 


PATENT CEREALS CO. 
GENEVA, N.Y. 


Order from 
YOUR JOBBER 


By the « 
Makers of REX PASTE 
and REX WALL SIZE 





WHAT'S NE 





Triple Tool’ 
Bradford Machine Tool Co., Cincin- 


nati, Ohio, has added the “Triple Tool,” 
a sander, polisher and drill, to its line 
of “Metalmaster” portable electric tools. 
Design permits removal of backing pad 
for sanding or polishing and _substi- 
tuting a 7B Jacobs chuck for drilling 
operations. Drill capacity is % in. in 
steel, % in. in hardwood. Sanding discs 
and wool polishing bonnet are 5 in. 
each in diameter. Use of liquid power 
polish recommended. Net weight of 
tool is six lbs., and it is built compactly 
to enable operator to handle it easily 
in any position. Rear pistol type grip 
enclosed trigger switch and push button 
spindle lock for easy removal or re- 
placement of sanding discs, backing 
pad and drill chuck. The 115 volt 
AC-DC motor drives disc at 2300 r.p.m., 
free speed and at 1400 r.p.m. under 


he ae 
ae Py 
fe", 

t fe 


it 


ow 


normal load. Ball bearings with sealed- 
in lubrication and hardened helical cut 
gears are used throughout. Cast alu- 
minum housing enclosed unit. Sug- 
gested to retail for $48.75, including 
three sanding discs, one lamb’s wool 
bonnet, one 5 in. backing pad, one 7B 
Jacobs chuck with key and keyholder 
and 10 ft. of rubber covered three- 
conductor cable with plug. 


Talbot Crown 
Seal Bottle Opener 


Talbot Crown Seal Bottle Opener Co., 
58 Dwight St., New Britain, Conn., 
offers a single handled bottle opener 
that works like pliers. Holds bottle and 
removes the cap, prevents chipping of 
bottle, permits reuse of cap, and elim- 
inates excessive fizzing. Suggested to 
retail for 49 cents. 


Wissota Electric 
Sickle, Tool Grinder 


Wissota Mfg. Co., Minneapolis 4, 
Minn., offers a line of electric farm 
sickle and tool grinders and tool sharp- 
eners to its grinder line. Features in- 


clude motor mounted behind grinde 
head for easy accessibility to wheels, 
making awkward grinding jobs easy: 
1/3-hp. motor, easily detached for other 
jobs; operating speed easily changed })y 
varying motor pulley size; more grind 
ing capacity and longer life; wide: 
wheels, larger arbor shafts and bearings 
and roller bearing slide sickle holde 
Also equipped with speed tested vitri- 
fied abrasive wheels, they can be sup 
plied without motor. 


‘Lock-Ease’ 


A graphited lock fluid is being in- 
troduced by American Grease Stick Co., 
Muskegon, Mich., said to provide pro- 
tection against lock failures caused by 
freezing, sticking, rust or wear. It is a 
penetrating fluid which creeps into all 
parts of the lock mechanism where the 
special carrier evaporates leaving a 
graphited film. Maker claims that by 
driving out moisture and flushing out 
grease and dirt, Lock Ease loosens 
frozen and stuck locks so they operate 
efficiently in coldest or hottest weather. 
Packed in four oz. controlled flow cans 
which deliver a drop at a time or a 
pressure stream. Easy type display is 
available. 


Graphited 


Lock FLUID 
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Dobbins Garden Sprayer 


Dobbins Deluxe garden sprayer has 
g pray 

a two-tone blue tank and red handl 

Tank can be carried with one hand 





Cdtritar 





“American's new office in 
New York City has complete 
service and repair facilities 
for greater N.Y. area. 





Send lie ca 








ICAN SERVICE | Heate 
homes 
iliary 
} rooms 

hy colors 

6 leaving other hand free to operate r bedros 
lease valve and guide the spray nozzle. may b 

Sprayer is recommended for DDT solu- surfac 

Wherever you are—from coast to coast— tions, weed control chemicals and all from 
there’s a local American distributor near insecticides and disipfectants. The two model 
you ready to Bive you quick service when you gal. galvanized steel tank conceals the chang 
need it! This isa big profit-saver for owners compression-type pump which has It pel 
of Pe ee at Ce ae diieiie self-lubricating pressure seal val. lating 
for you only while it’s working. If plunger and outside aluminum handle of te 
breakdowns occur and the machine for 7 and yoni eg Tank Seat. Moun 
is laid up for repairs, you lose time | os Fun-L-Fill top. A 12 in, exten- cabine 
and profits!) That’s why American sion rod is fastened to three ft. of rub hin 

Service is so important to you. With | ber hose and has a brass automatic baked 

over 35 offices and service points in shut-off spray lock. Rod is curved at : 

the United States, you are always | nozzle, and has extra discs for fine and wdeaey 
within overnight delivery of any | coarse sprays and solid stream. Tank — : 
materials or parts required. | is a little over 10 in. high. Suggested are se 

Also, these service centers , . The r 

have factory-trained men | to _Tetail for $9.10, the entire unil pre 

to handle your service | weighs seven lbs. Dobbins Mfg. Co ante 

problems. Whea you | Elkhart, Ind. press 

buy American—you | , Peano 

can be sure of more ange 

yas n 


profit hours! 





Leader Dispenser 


Bill DeWitt, Auburn, N. Y., is intro 
ducing a leader dispenser shaped like 
a doughnut, holding 20 yds. of 25# 


dropped into the water. Body of dis 
penser is colored plastic and the ribs 
are transparent, showing just hew muc! 
leader is left. Assembled in one piec: 








182 
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test leader, or a proportionately larger = re 
amount of lighter material in a hollow “iain 
rib on each side on the plastic dis paper. 
penser. Once wound on the dispenser preser 
the leader is protected from damage pee 
and is handy to use. Sealed air com pit 
| partment keeps dispenser afloat if sain 
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handle. 
ie hand 





Two Console Heaters 

Rheem Mfg. Co., 570 Lexington Ave., 
New York City, offers two console heat- 
ers, one for oil and the other for gas. 





Ss. 


2 


=— 


Heaters are designed to serve small 
homes comfortably and to provide aux- 
iliary heating for from one to four 
rooms in larger homes. Their neutral 
colors in baked on enamel fit them for 





frigerator, molds easily to any shape, 
forming a moisture, air and odor proof 
covering. Also ideal as an individual 
wrapping for food of all kinds. Double 
boilers or saucepans lined with Chef- 
foil before cooking cereals, gravies or 
sauces are left clean. Maker claims no 
metallic taste contaminates food cooked 
in Chef-foil. Shaw-Randall Co., Paw- 
tucket, R. I. 


Shuck ‘Em Jr. 


Household size oyster opener offered 
by Shuck-Em, Inc., 108 Beekman St., 
New York City 7. Jaws are made of 
stainless steel. Does not require fasten- 
ing to table. Has rubber pads on the 
bottom of legs to prevent scratching 
surface on which it is placed. Maker 


claims the unit will not rust or corrod+. 
Stainless steel working parts, nickel 
plated handle. The muscle is left in- 
tact on half the shell. Handle is 14 in. 
long and with handle raised unit is 17 
in. high. Made from duralumin al- 








ANDS THAT KNOW TOOLS 
, ra 










Cave 


















ate i bedroom, nursery or playroom. Both 
nozzle. may be automatically controlled. Outer “—_ 
r solu- surfaces are cool and both offer freedom j can 
nd all from dust, dirt and oil smudges. Oil 
he two model features a drum shaped heat ex- ¢ E e L 
als the changer contoured to fit flame travel. " 
has a It permits complete wiping by circu- y the 
Ri lating air with resulting heat capacity 
r ee 
mg of between 52,000 and 66,000 btu. . de eniteen eho tees enh 
asad Mounted on a truss type chassis adding whose hands recognize the “feel” of 
y ; cabinet stability and is encased in true-balance — whose ears are attuned 
aber welded aluminum alloy with celors to the ring of carefully tempered steel 
a ae baked on. Unvented gas console heater —the name VAUGHAN & BUSHNELL 
: is made of all steel welded construc- : ; oa stands for “the finest in tool making! 
eas tion. Die formed steel heating elements loy. Suggested to retail for $14.95 it , , 

Tank erin apg , weighs 4 lbs. Boxed in 15 by 7 by 7% To such a person one can’t sell a V & 
pected are seam welded for gas tight operation, Me et a ; B too—his good judgment BUYS, it! 
. The raised port, cast iron burner is de- ~s _" 
| signed for optimum combustion effici- _ No. 700 ASSORTMENT 

ency at low fuel cost. Both vented and An assortment of 30 quality tools that invite 

aaa consoles are approved by the Data On Brees ay EO Sanaue Testes onb tae 

American Gas Association Laboratories. Fittings els, forged from extra refined, 

Gas model is illustrated The 1 ‘al B \ 9 Beveled eqysase etay stest 

° e Imperial Brass Mig. Co., 1200 W. — carefully tem- 

Harrison St., Chicago 7, Ill., has issued ak, 
intro : a folder, “Handy Data on Brass Fit- 
i like Chef Foil’ tings,” describing the various types of 

25# ; eae fittings and provides size and price list- 
ldne : pee mayen a use poss ings. Also shows a broad range of two 
iollow S pacmages, 8 Tl, & an Stipactive and three-way shut-off valves and drain 
are silver tear edge box, similar to wax cocks. Features a how to recognize sec- 
vense! paper. Designed to save — scouring, tion giving cross section views of fitting 
mage a a ag oc ay ge a ‘_ ee hag? — ape Pl 

wees cents and regular roll, 30 ft., for 49 for bulletin 352. ss adnan Mania 
a cents. Ideal for covering dishes in re- : 

_ Steel-Wood Shelving 
piece Lyon Metal Products, Inc., Aurora, 
Ill., offers a line of steel-wood shelving. 
All upright members are steel and every 
hard wood shelf is steel reinforced. 
Quick and simple shelf adjustment is 
assured with Lyon shelf clip and stud. 
Vise-tight assembly of shelf to upright 
is secure through use of clip and stud 
= and steel shelf lihodunieel Shelving ESTABLISHED 
is rigid and free standing, requiring no 
bracing to wall or ceiling. 1869 
948 


HARDWARE AGE, OCTOBER 21, 1948 183 











“WRIST ACTION’ CORD SET 


Wireless swivel plug 
turns, bends, swings, 
spins — eliminates all 
cord wear, P 
of all 
troubles. 


A proven 


Attractive 
display card free. 


SELF-SELLING CORD DISPLAY 
Holds, displays, SELLS 60 Davis 
cord sets. A complete line — 
11 different types, each tagged 

with informative 


; FUEL sales label. Finely 
J f FF 4 iE f) finished wood — 
ny 4 —_ ace’ « Se 


¢ Odd | Write for profit 


making deal. 
eeeeeeeeeeseeeeeeeeepeeeenene 
RANGE CONNECTORS 
Underwriter's ap- 
proved. 220 volt— 
50 amp. cables & re- 
cepticales for electric 
ranges. Eliminates 
costly electrical work. 


S YOUR JOBBER OR WRITE 
CE DIRECT FOR DETAILS & PRICES 


DAVIS Mfg. Company 
PLANO 1, ILLINOIS 


4 





NEATER IN APPEARANCE 
EASIER TO HANDLE 
SUPERIOR IN SERVICE 


U. S. POULTRY NETTING 


HEXLO 


ae © ene! 





SIRAITLOK 


Awl 


INDIANA 








STEEL & WIRE CO. | 


MUNCIE, INDIANA 
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Vest Pocket Dial Indicator 


No bigger than a thin pocket watch, 
this dial indicator gage manufactured 
by The L. S. Starrett Co., Athol, Mass., 
provides a handy means of measuring 
and comparing thicknesses of paper, 
leather, rubber, sheet metal, wire, plas- 
tics, etc. It is especially useful to in- 
spectors, salesmen, purchasing agents 
and stock clerks who make a variety of 
quick measurements. 





Designed to fit into the curve of 
thumb and index finger, it has a large 
easy-reading dial graduated to read in 


thousandths of an inch. A small “tell 
tale” hand counts revolutions of the 
larger hand up to the maximum range 
of % inch. Spindle is raised by sliding 
a serrated plate at the top edge of the 
gage. Gage is precision made with a 
die cast, chrome plated case and stain- 
less steel component parts. The crystal 
is non-breakable. Decimal equivalents 
of fractions are shown on the back of 


the gage. 


Federal Cap Remover 
Merchandise Card 


Federal all-purpose cap remover now 
appears on a two color folding mer- 
chandise card. Printed in red and black 
the base of the card is folded and die- 
cut to accommodate the remover while 
the vertical panel carries small illus- 
trations showing the product in use. 
Kitchen tool is a lever-type wrench in 
nickeled steel, which adjusts instantly 
to proper cap size. Designed to remove 
or tighten screw caps of any size as 
well as to remove vacuum seal or crown 
bottles. Suggested to retail at 49 cents. 
Federa/ Tool Corp., 400 N. Leavitt St., 
Chicago 12, IIL 


Wipe-On Assortment 
Carton 


Embree Mfg. Co., Elizabeth, N. J., 
offers an assortment carton which makes 
it possible for dealers to stock both 


Wipe-On sizes with a minimum of initial 
investment. Package contains 12 half 
pint bottles, retailing at 59 cents each, 
and four quart bottles which retail for 
$1.98 each. Also an 8-oz. gift bottle with 
specific invitation that the receiving 
dealer use Wipe-On in his own store. 
Carton also has a full color, easel- 
backed display piece in 8% by 11 in. 
size for window or counter use. 


Reynolds Sprinkler 
Irrigation System Book 


Portable sprinkler type irrigation sys- 
tems are explained in a brochure made 
available by the Aluminum Division, 
Reynolds Metals Co., Louisville 1, Ky. 
Condenses a large volume of informa- 
tion on portable irrigation systems in 
pamphlet form. Presents in concise dis- 
cussion the advantages of such systems 
and shows how Reynolds aluminum 
rigid irrigation pipe meets the require 
ments. Copies may be obtained upon 
request. 


‘Chase Mr. Chill’ 
King Heater Display 


National Die Casting Co., Chicago 45, 
Ill., offers a colorful caricature of “Mr. 
Chill” on the run in a display unit for 
the Heat King Torpedo portable fan- 
type electric heater. Display fastens to 
front of grillwork by wire bracket 
holder. Finished in three colors, the 
point-of-sales unit attracts 
Mr. Chill is featured in blue and white 
sparkling icicles while the electric heat 
bolts are in red. Die-cutting separates 
the heat bolts and serves to highlight 
Mr. Chill. Display and wire clip holder 
are included in the Heat King promo 
tional kit for retailers, which consists 
of four color circulars, tags, mats, and 


attention. 


electros 
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New Graphited Lock Fluid Marks 


Advance in Lock Maintenance 


7 a specially de- 
veloped graphited lock fluid has been 
introduced to the hardware trade by 
American Grease Stick Co., Muske- 
gon, Mich., as the best protection 


For counter sales, a colorful easel 
type display is furnished with every 
dozen cans which retail at 35c each. 

The product has been adopted by 
leading oil companies and is fast gain- 
ing acceptance among the consumer 


trade, according to latest reports. It is 


also expected to be very much in de- 
mand for shop and building mainte- 
nance use. 

Lock-Ease is distributed through 
hardware jobbers. Further details are 
available on request to the manufac- 


turer. 





against lock failures caused by freez- 
ing, sticking, rust, and wear. 

This new product contains colloidal 
zraphite, which is graphite ground to 
microscopic size and which can only 
be applied with a liquid carrier. Col- 
loidal graphite applied in this manner 
has a metal plating action. 

The manufacturer claims that: 

(1) Lock-Ease seals out moisture 

and gives best protection against 

freezing, even in the coldest 
weather. 

(2) Lock-Ease loosens frozen and 

stuck locks—drives out moisture 

and flushes out old grease and 
dirt — makes them operate effi- 
ciently again. 

(3) Lock-Ease protects lock 

mechanisms against rust and cor- 

rosion—contains an effective rust 
inhibitor—prevents wear. 

(4) Lock-Ease works equally well 


in hottest or coldest climates. 


How It Works 
Lock-Ease is a penetrating fluid that 
creeps into all parts of the lock mech- 
anism where, within a few minutes 
after application, the special “carrier” 
evaporates, leaving a long-wearing 
graphited film that withstands high or 


low temperatures. 


For All Locks 

Lock-Ease has been recommended 
for proper functioning of all types of 
locks and fine lock mechanisms under 
extremes of heat, cold and humidity. 
It is expected to solve the ever-recur- 
ring winter problem of frozen locks. 

Lock-Ease is packaged in a conven- 
ient four-ounce “controlled flow” can 
which delivers a drop at a time or a 
pressure stream to flush out moisture. 
(Advertisement ) 


grease and dirt. 
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ITS NEW... LOCK-EASE- 


GIVES BEST 
PROTECTION 


a cE ZING: 















PRECAUTION --- USE 


IF YOUR LOCK IS APT 
TO FREEZE --- TAKE 
r= LOCK-EASE 





Graphited 


LOCK FLUIO 





CREEPS /N - STAYS PUT- 
SEALS OUT MO/STURE 

















2 
aan 


PROGRESSIVE STEP 
IN LOCK MAINTENANCE 


SELL LOCK-EASE FOR 
IMPROVED SERVICE ON EVERY 


TYPE OF LOCK MECHANISM 
LIST PRICE 354 


ORDER FROM YOUR JOBBER 




























CONTROLLED FLOW CAN 


4 C % 
P bios ~ > 
AER \ aes 
‘ 


THIS WAY THIS WAY FOR STREAM 
FOR DROPS TO FLUSH OUT 
MOISTURE AND DIRT 


_— = 








ADOPTED BY 
AS A BETTER METHOD MUSKEGON, MICHIGAN 
—_— 











TASGON 


THE RUST SOLVENT THAT 
ACTS AND SELLS LIKE 
GREASED LIGHTNING 


Stock Tasgon And You’re 
Stocking Repeat Business. 
The Fastest-Acting, Most 
Penetrating Solvent on the 
Market. 


*°TASGON 


Loosens rusty bolts, nuts, 
couplings, bushings — all 
types of connections. Hard- 
ened grease, paint and grime 
just melt out of frozen joints. 


*TASGON 


Uses capillary penetration 
principle to free rusty or 
gummed up tools, machin- 
ery 


*TASGON 


Saves labor, man hours, 
money. Recommend Tasgon 
and you’re recommending 
the best. 

Try a FREE can of Tasgon 
and see for yourself. Write 


SAMUEL CABOT, INC. 


2321 Oliver Building 
Boston 9, Mass. 


‘T,, CASEMENT 
bacifie Sees 


A quality operator priced to 
sell rapidly...styled for simple 
operation...requires only 1%,” 
between sash and screen... stur- 


dy construction of finest metals. 
CASEMENT FASTENERS. Smooth 
working...will fit all conditions 


... attractively priced. 


WRITE FOR FOLDER 
COVERING COMPLETE LINE 


PACIFIC BRASS & HARDWARE 


MANUFACTURING CO. 
1126 Chico Ave., El Monte, Calif 


Warehouses in New York, Boston, Chicago 
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WHAT'S NEW 








Editor's Shears 
Buttonhole Scissor 


United Cutlery & Hardware Products 
Co., 108 E. 16th St., New York City 3, 
offers a 10 in. overall length, full nickel 


Perec 


plated, mirror finish, hot dropped 
forged steel editor shear, 35-4. Avail- 
able in 9 in. size. Also the buttonhole 
model. 405-G, 4'2 in. long, same con- 
struction and finish. id,ustable tor 
any size buttonhole. 


Xacto Point-up Display 

Xacto Crescent Products, Inc., has 
added a new display to its effective dealer 
aids. The 201 tool display and stock rack 
is a modern design, made of blonde 
primavura wood with an acetate win- 
dow. It is built around a miniature 
work bench on which most of Xacto’s 
new tools for handicrafts are fitted and 
displayed. With the display, Xacto is 
supplying a compact stock rack. Each 
item has a separate bin, with labels 
describing the item and retail price to 
make the dealeris sale easy. Both the 
tool display and its accompanying stock 
rack are furnished free with a mer- 
chandise deal involving a minimum 
number of pieces of each tool. Due to 






f On a>< 





ans~2zr } 


expense in construction, production of 
the new 201 Tool Display and Stock 
Rack is limited. Dealers interested are 
requested to write directly to Xacto 
Display Department, 440 4th Ave., New 
York 16, N. Y., giving the name of 
their wholesalers. 


Renuzit Floor Wax 


Renuzit self polishing wax is the 
newest addition to the line of Renuzit 
Home Products Co., Philadelphia 3, 
Pa. Rich in Carnauba content, the wax 
is self-polishing, easy to apply and 
spread quickly without rubbing or 
buffing. Maker claims it is anti-slip 
on all types of surface. Features water 





resistancy, never spots or stains and is 
washable. Package design in_ bright 
colors make the wax immediately recog- 
nizable on the shelf. It is available in 
pts., qts., half gals., and gals. 


Warp Metal Dispenser 


A display rack made of steel tube 
with a baked enamel finish occupies 
floor space of 21 by 40 in. Although it 
will accommodate up to seven 100 yd. 
rolls, the dispenser does not rise above 
the average eye level, and consequently 
may be used any place on the sales floor. 
Stand has a table marked in feet and 
inches as well as a cutting guide line. 
Also available is a counting device 
which records feet and inches as mate 
rial is unrolled. Measuring and cutting 
table is open in the middle so it does 
not obstruct the view of the customer 
examining the complete assortment of 
the Warp window materials. Rack is 
planned so that during warm weather it 
will accommodate screen cloth and 
Venetian-screen. Dispenser rack is of 
fered without charge with the purchase 
of five rolls of Warp’s window materials 
Warp Bros., 1100 N. Cicero Ave., Chi 
cago 51, Ill. 
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LOWE BROTHERS STYLE-TESTED* PAINTS 
mean “smooth selling” and happy customers 


Today, Style-Tested Colors are creating a greater- 
than-ever demand for famous quality-made Lowe 
Brothers Paints. This established and consistently 
srowing consumer-preference means bigger prof- 
its for you through faster, easier sales (and re- 
peat sales) to happy customers. Typical of the 
“smooth selling’ Lowe Brothers line is one-coat. 
Style-Tesied Mellotone Flat Wall Paint. 











ONE-COAT 
MeLlotone 


MELLOTONE etn 


(flat wall paint) .. Ww Wf PAIATT 


puts a profitable punch 
into your paint sales 





Dealers across the nation are cashing in these days on the 
ever-growing popularity of Lowe Brothers Style-Tested 
Mellotone, famous one-coat flat wall finish. Little wonder 
your customers want and will buy this high quality, genu- 
ine oil wall paint. One coat covers! Hides perfectly! Dries 


It’s the same story with all of the Style-Tested products 
now offered by Lowe Brothers. They’re filled with features 
your customers want today. Yes, you can always count on 
Lowe Brothers for the kind of “sock” that will move your 


overnight! Exceptionally durable—stands repeated wash- 
ings! These and many other customer-approved features 
are putting an extra profitable punch into Mellotone sales 


paint stock rapidly—and profitably. Write, phone or wire 
today for complete agency details. 
THE LOWE BROTHERS COMPANY ° DAYTON 2, OHIO 





and profits for Lowe Brothers dealers. 


Aggressive Advertising and Promotion 
Backs Lowe Brothers Products 






Tested” 
-1e' . . - 
Style Consistent advertising spreads the good 
I 
_ paint Colors word about Lowe Brothers products. Com- 
gn over plete sales promotion material—including 
$ d@ Turn : 
Spee such customer- winning pieces as Lowe 
Bro sphers esi srs brilliant new booklet, “Color Keys to Sunlit 
,owe . Sryle- Homes”—also helps to speed sales. This spirited 
all re >») I I 
saint Colors “prool backing puts extra punch and profits into Lowe 
Pain + a 10 . 
Teste d by ® ret Plan. Brothers dealerships everywhere. 
. Aesea test 
Color Res the 1a 
th Thus 
ying wi hu 
1 kee a \ ee are the 


. eriec . € 
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{SEAR-TRAIN 
TRANSMISSION 


Delivers More Power 


Secret of Mighty Man's amazing 
power is its heavy gear box with 
helical-cut precision gears. No 
chains—no sprockets. All models 
factory-guaranteed for one year. 
Write or wire for complete Mighty 
Man dealer information— 


FARM EQUIPMENT DIVISION, 
MARINE IRON WORKS, INC. 


Tacoma, Wash 


1120 East “OD Se. 


ORDER THROUGH YOUR JOBBER 


EMBURY MANUFACTURING CO. 


WARSAW, NEW YORK 
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WHAT'S NEW 








Norton Door Closer 


Aluminum surface door closer fea- 
turing a permanent mold aluminum 
shell. Value of this shell is said to 





derive from its close grain its rust 
proofness and its light weight. New 
closers are of the rack and pinion hy- 
draulic type. They contain all-steel in- 
terior parts. Due to the rack and pinion 
operation, positive door control is main- 
tained at every point in the movement 
of the door. The aluminum closers also 
possess a leakproof shaft, oil-lite bot- 
tom bearings, two speeds of regulation 
on one screw, and holder arms that 
permit the door to be held at any de- 
sired opening. Finished in gold, alu- 
minum and bronze or in the standard 
finishes of brown, black or prime coat. 
They are made in all standard sizes 
with six types of holder arms and seven 
bracket styles. Norton closers employ 
the Norton checking fluid, a non-gum- 
ming, non-freezing liquid which lubri- 
cates all parts. 

Another product offered is a con- 
cealed closer that can be changed on 
the job for left or right hand doors. 
Concealed lintel closer employs one 
shaft that runs through the center of 
a coil to which is attached a ratchet and 
a gear that moves in two bronze bear- 
ings. Power is transmitted from spring 
by two gears attached to a shaft that 
turns the two pistons. Power is di- 
rectly supplied through gearing giving 
constant control of the door from 180 
deg. opening to latching position. Nor- 
ton Door Closer Co., 2900-2918 N. 
Western Ave., Chicago 18, II. 


Perfection Space 
Heater Calculator 


A btu calculator for space heater use 
has been designed by Perfection Stove 
Co., Cleveland, Ohio. This gadget not 
only figures the number of btu’s re- 
quired to heat a given area, it also en- 
ables heater salesmen to select appro- 
priate heater models without consulting 


booklets or folders. Calculations deter- 
mining btu requirements are based on 
length, width and height of room, con- 
struction of dwelling and zone in which 
heater is to be used. The reverse side 
has a sliding scale which quickly charts 
the specifications of all 11 of the Per- 
fection and Ivanhoe oil-burning space 
heaters made by the company. 


Flower Shear 


J.T. Henry Mfg. Co., Hamden, Conn., 
is making the Henry flower picker that 
cuts the flower and holds it, protecting 
hands from scratches and thorns. Cuts 
stems clean. Finely adjusted spring 
holds stem carefully. Individually 
carded, packed a doz. to a carton. Sug- 
gested to retail for $1.49. 


Push Button 
Electric Door Bell 


Trine Mfg. Corp., 1430 Ferris Place, 
New York 61, N. Y., is making Glo-Bar, 
a pushbutton for any kind of doorbell 
or chime. Glo-Bar glows in the dark 
to guide the homeowner and his guests 
to the door. A new method of mixing 
a luminescent pigment into the molded 
plastic bar means rain or fingers can- 
not remove the pigment, says makers. 
During the day the Glo-Bar absorbs 
sun or electric light—at night it glows 
for many hours like a beacon with a 
soft blue color. The broad pushbar is 
set into a solid brass body and is espe- 
cially designed for the package laden 
housewife—she can ring the bell with 
her elbow, light pressure on any part 
of the bar makes complete electrical 





contact. Glo-Bar comes in polished or 
dull brass or chromium finishes to re- 
tail at about $1.60. Glo-Bar comes 
packed (with screws) 10 to a carton 
with one mounted on a three color dis- 
play card that has an easel for standing 
and holes for hanging. 
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The EAGLE LOCK Company 


Eagle Industries, Inc. 
National Sales Representative 


110 North Franklin Street, Chicago 6, Illinois 
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DOOR CLOSERS — 


PROVIDES RIGHT-HAND, LEFT-HAND, 
HOLD-OPEN OR NON-HOLD-OPEN 

OPERATION IN ONE STANDARDIZED 
UNIT... Without Mechanical Change 


When you sell the new EAGLE Door Closer, you don’t have to 
worry about the correct hand for any installation. It automatic- 
ally adjusts itself to the proper hand when installed. Here’s why: 


Unlike other closers, this advanced-type EAGLE unit uses all 
available space for mechanical performance. Two pistons work in 
two cylinders with two springs to give twice the efficiency of liquid 
displacement, through simple one-screw regulation. The field control is 
automatically regulated by “V” slots correctly machined in the cylinder 
walls. Thus, the regulating screw controls only the latch speed. Further- 
more, with the EAGLE closer it’s easy to obtain the hold-open or non- 


hold-open feature through proper installation. 


With 4-in-1 versatility like this, you'll do better with less inventory by 
featuring EAGLE’S standardized door control. 


Chnericws Fitat Truly Universal tydvaulee Door Closer 
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Switch to the line of WHAT'S NEW 


CONSUMER PREFERENCE 


UNIVERSAL SPRAYERS 


Lower sales resistance — Greater owner satisfaction — “ 
— More repeat sales — Larger volume — Bigger 214 E. 53rd St.. New York City 22, 
Profits! That's what you get with UNIVERSAL, the 
Sprayer Line of highest consumer preference. 
Universally recognized as the most efficient com- 
pressed air and hand sprayers for field, orchard, 
garden and household use, the UNIVERSAL LINE 
is your best bet for ‘49. 


Get Set Now! Order Today ! 


if your jobber can't supply. Write direct. 


MOBL-SPRA S 


a "Most asked for'’ port- 
i able sprayer cuts work 








Miracle-Rite 


Unique method of embossing with 





rubbery plastic material has been an- 
nounced by Miracle Adhesives Corp., 






known as Miracle-Rite. Squeezed from 
tube, it affords a novel way to decorate 
and personalize gift packages, glasses, 
plates, Christmas tree ornaments, cello- 
phane, etc. May be used also on win- 
dows, mirrors and will stay on until you 
rub it off. Available in red, green, sil- 
ver and gold. Retailing at 25 cents 
each, 1% oz. tubes, packed 12 to dis- 
play box. 


in half! 












UNIVERSAL METAL eT ae 
PRODUCTS CO. as a 
1e 1949 model is 36 in. high, 24 in. 
SARANAC MICHIGAN wide, and 2214 in. deep. Weighs 160 


Jb. net. Cabinet is made from heavy 
gage steel which is vapor sealed and 

































designed for minimum heat loss and fe 
maximum operating efficiency. Finished ] 
; with rust proofing and baked with three =. 
Mounted on self-selling cards a, coats of high luster Dulux enamel. 2 
bowl ~ —_ profitably for as Tecums condensing equipment is a % ‘y 
‘986 (slightly higher hp. hermetically sealed, silent, long life ¥ 
west of Rockies) unit, says maker. Cabinet is equipped , 
AUCET DRIP! with a full length door and kick plate 
TOP Fe presto and assembled with modern heavy duty » te pe 
wrt ant TER chrome hardware. 4 et 
raucet NU-SEATEN _ Sa 
a me yee 
— 2 Flexiseal Glazing “ors 
a cvassnras em saucer OnIPS C BE AND STANCHI 
rl tn Oat | Compound Catalog we wen as 
A four color sales catalog sheet on 
#2 Faucet NU-Seater Flexiseal glazing compound is offered Fron 
by Landen Putty Works, Malden, Mass. Certified 
Contains prices, a list of uses and other increase: 
important sales information. This 
















: H ‘ ing cone 
é z The O'Malley No. 2 Nu-Seater taps threads in old 8 
z 8 ; ae . 'H To Be A Louden 
3 : faucet seats for insertion of patented O'Malley brass ow /o Be An 7 
z Nu-Seats . . . screwed in or out with only a screw driver. ' as 
$ \= ; dst N.R.A. Ranger coved a 
% Absolutely the highest quality, lowest priced tool of > | 
its kind on the market. Everyone needs this tool, which Sporting Arms & Ammunition Manu “- 
brings big repeat business on Nu-Seats . . . retailing for facturers’ Institute, 343 Lexington Ave., ment, n 
12c each with big profit margin for dealers! New York City 16, has revised the book construct 
— te ae a por Ap Bane aaa let, “Rifle Shooting for Recreation” and . £ 
e used in conjunction wi alley No. me very . . 7, A ‘ ph . : 
i os Gin, 14 tees ccaes Yar satin Remember, too, that everyone who buys Bibb Washers renamed it, “How To Be An N.R.A. edie 
faucet valve surfaces to prevent water will also buy just as many Nu-Seats once they have Ranger.” Also recognizing the need for Sais 
seepage. O'Malley Nu-Seate irecti : 7 -r7 
an alley Nu-oeater. directing new and inexperienced shoot 4. | 
Write, wings Hows vee ite today! Noy. Seasons ave made for each size of faucet... including the ers, youngsters particularly, toward safe, tied 
4 “ 0 € +5. - ‘ er j -restine ¢ 2c 2 < ing 
#2 for basin cocks and the #3 for swing-type mixing faucets. interesting and wholesome shooting ac 5. f 


tivities, and the need to aid recreational! I 
and other groups interested in shooting, -ouden 


EDWARD O'MALLEY VALVE CO. 7202-SREENWOOD Ave. TIGRE iGt ae aires a Bern 


| Your 22 Rifle!” answers 
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~" STALLS 3 . iF, 
AND STANCHIONS LITTER CARS HAY TOOLS BULL & HOG PENS 


From coast to coast, dealers are enthusiastic about the 
Certified Louden Dealer Plan. They find it brings substantial 
increases in their sales and profits on Barn Equipment. 

This new plan—designed to meet today’s competitive sell- 
ing conditions—does five important things for the Certified 
Louden Dealer: 

1. Directs to his store all prospects in his territory re- 
ceived through Louden advertising in 21 farm publications. 

2. Identifies him with the leading line of Barn Equip- 
ment, nationally recognized for superiorities in design and 
construction—and for excellent parts-service. 

3. Guarantees him the EXCLUSIVE SERVICES of the 
Louden Field Engineer and Louden’s Agricultural Engineer- 
ing Department. 

4. Provides store and truck identification to mark him 
as the dealer to look to for dependable barn equipment. 

5. Provides him with the exclusive copy of the Certified 
Louden Dealer Catalog for his territory—the most complete 
Barn Equipment Catalog ever assembled with sales-making 
answers to all Barn Equipment problems. 
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FEED TRUCKS 1RON CLAW FORK DOOR TRACK VENTILATION 





The Certified Louden Dealer Plan is available to only one 
qualified barn equipment dealer in a community. If a Certi- 
tied Louden Dealer has not yet been appointed in your com- 
munity, it is worth your while to write us about it. Get the 
full details, and judge for yourself the substantial advantages 
this plan can bring to your business. 


THE LOUDEN MACHINERY COMPANY 


(Established 1867) 
FAIRFIELD, IOWA ALBANY |, N.Y, 


tHE FIRST NAME IN BARN EQUIPMENT 
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450 Exhibitors at National Hardware Show— 
Attendance of 100,000 Expected 


and after that was branch super- | 


visor for the South Atlantic Dis- | 


trict. For the last three years he 
has been manager of the Phila- 


G. E. CHAMPION NAMED 
ASS’T GEN. SALES 
MGR. MOTO-MOWER 


AGE 


V4 


OCTOBER 








A. M. C 
METALS 


Federat 


delphia Sales Division The appointment of G. | American 
: The oe National Hardware | posted. A new pending nee gas Mr. Campbell fills a vacancy aa a ae abs . a 
Show which opened Oct. 12 at | the products of fishing tackle and Sé manage 0 1e ©6Mot 





the Grand Central Palace, New 
York City, exhibited a wealth 
of new products from a mouse- 
trap to stainless steel awnings. 


Of the 24,000 items shown by 450 


hunting manufacturers, are find- 
ing hardware retailers 
their most important distributors. 


among 


Talk of material shortages and 
a reversion to wartime conditions 


caused by the recent death of 


Ralph M. Dunbar. 


W. W. WHITE, ASS’T 
SALES MGR., EAGLE 





companies, some 400 are first in this country was common. RULE MFG. CORP. 
showings. A total of 100,000 re- | Most builders’ hardware manu 

owing s s’ hardwe anu-| The Eagle Mfg. Corp., 
tailers and wholesalers are ex- | facturers who increased prices in | a a Oe 


pected as indicated by the first 
wo days of registration. 


Featured at the show were the 





the past 60 days, hope they might 


remain constant for the rest of 


the year, but some manufacturers 


510-520 Hunts Pt. Ave., New 
York City, has recently announced 
the appointment of William W. 
White as assistant sales manager 


most complete lines of tools, reported supplies continuing short | Ty addition to the usual duties 
builders hardware and hobby | with possible greater tightness | of this capacity, he will have | 
ools since prewar days, it was re- | ahead. charge of scheduling and alloca- | 

| 


BEGG, CAMPBELL GET 
NEW SHERWIN-WILLIAMS 


tions while the present critical 
shortage of wood folding 
continues. 


rules 





SALES POSTS 


The appointments of James S. 


Eagle Rule before the war. Dur- | 
ing the war he was a captain with 


G. E. CHAMPION 





Begg as manager of the Chicago 
City Sales Division and D. W. 
Campbell as manager of the De- 


troit Sales Division have been 
announced by The Sherwin-Wil- 
liams Co., 101 Prospect Ave., 
Cleveland. 

Mr. Begg, until his new ap- 
pointment, was general sales 


manager for the company’s spe- 





cial products with headquarters 
in Cleveland, Ohio. Associated 
with Sherwin-Williams 
1936, he began as a salesman at | 


since 





D. 


W. CAMPBELL | 
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Youngstown, Ohio. 





BEGG 


JAMES 8. 


In 1940 he 
was appointed manager of one of 
S-W’s Cleveland branches and in 


1944 was placed in charge of the 


| entire Cleveland branch opera- 
tion. 
In 1946 Mr. Begg was made 


manager of the Northern Ohio 
Division and in 1947 was trans- 
ferred the products 
livision. 


to special 


the AAF, and his recent experi- | 


ence has been with the Ozalid 
Division of General Aniline in 
New York, and Perm Aseptic 
Corp., Mamaroneck, N. Y. 


FOUR-STORY ADDITION 
TO CLEMSON LAWN 
MOWER PLANT 


A four-story plant addition 
that will approximately double 
floor area of the Clemson Bros., 
Inc. lawn mower plant at Mid- 


| dletown, New York, will be com- 


pleted before the end of this 


| year, it has been announced. 


The new addition will be de- 


| voted exclusively to manufactur- 
ing and warehouse facilities for | 


the company’s E-17 lawn ma- 


| chine. The company’s output of 


Mr. Campbell joined Sherwin- | 


Williams in 1931 as a salesman 
the Cleveland area. He later 


in 
was a salesman for the S-W 
branch in Columbus, Ga., next 


was branch manager at Colum. | 
and Trenton, N. J. | 


bus, S. C. 


approximately 
eight times what it was in 1938 
when the first Clemson mower 
was introduced to the hardware 
field. 

The new building will permit 
manufacture of Clemson lawn 
machines through 12 months of 
the year in spite of the seasonal 
delivery schedules customarily 
requested by wholesalers. This 
stabilization of production, it is 
expected, will result in better 
quality control, 


mowers is now 
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Mr. White was associated with | 
| 
| 


Mower Co., 4600 Woodward 
nue, Detroit 1, 
by 


Ave 
Mich., has been 
M. S. 


director 


announced Ramsey, 


vice president and of 


sales of this company. Mr. Cham- 


| pion will be primarily concerned 


| with 


distribution in the Middle 


| Western States including Texas 





| and Louisiana, 


for some 
years he has been identified with 
the lawn mower industry. He has 
most recently been associated 
with D. B. Bell & Sons of Kansas 
City, Mo. 


where 


FRED MULLER JOINS 
BROWNING BROS. AS 
V.P., GEN. MANAGER 


Frederick Muller, formerly vic 
president of Carter, Milchman & 
Frank, Inc., has joined Browning 
Bros., Inc., heavy hardware whole 
salers, Park Ave. and 13lst 
New York City 35, as vice-presi 
dent and general manager. He 
brings to Browning Bros. over 
30 years experience in the indus 
trial supply field. 


= 


In addition, the 
service facilities 
strengthened by a group of train 
ed industrial supply men headed 
by Bernard N. Cullen who has 
been elected vice-president and 
general sales manager 


company § 
have been 


1948 
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A. M. CALLIS FEDERATED 
METALS GEN. SALES MGR. 

Federated Metals 
American Smelting and Refining | 
announced that | 


Division, | 


recently 





A. M. CALLIS 


A. M. 


ager of its Chicago territory, has 


Callis, former sales man 


been appointed to the newly cre 


sales 


ated post of general man 
ager. 

Other transfers were those of 
J. W. Kelin, former sales man- | 
ager of the St. Louis territory, to | 
Mr. Callis’ post, and Paul H. 


Jackson to succeed Mr. Kelin at 
St. 
trict sales manager at Seattle. 

Mr. Callis his 


position with over 20 years’ 


Louis. Mr. Jackson was dis- 


moves to new | 


ex- 





J. W. KELIN 


| in 
| sales manager at Seattle in 1943. 


perience at Federated. He began 
his career in 1920 as a clerk in 


| the Seattle office. Shortly there- 
| after he entered the sales field, 


taking over the Washington, | 
| Northern [daho and Western 


Montana territories. He was dis- | 
trict manager of the Portland, 
Oregon, branch in 1939 and 1940, 
and in 1941 was transferred to 
Pittsburgh as assistant manager 
of the plant there. After over two 
years at this post, he to 
the Pacific he 
served as Los Angeles plant man 


moved 


Coast where 


ager and in other’ executive 


capacities, 





A “ 


PAUL H. JACKSON 
J. W. Kelin has been with 
Federated since 1924, serving 


largely in the St. Louis territory. 
He was appointed to the sales 
manager’s post there in 1944, 
Paul H. Jackson spent most of 
his nine years’ experience with 
Federated as a salesman in the 
Northwest territory. He started 
with the company’s sales force 
1939 and made district 


was 


TOUSSAINT, CONLON DIV. 
ASS’T TO PRESIDENT 
CONLON-MOORE 


The appointment of Monroe 
A. Toussaint as Conlon Division 
assistant the president was 
announced recently by Bernard 
J. Hank, president of the Conlon- 
Moore Corp., Chicago. 


to 


Mr. Toussaint has been active \ 
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for 20 years the household 


washer and ironer manufacturing 


In 


field, most recently as general 


manager of the American Iron- 


ing Machine Divisi Si x | . : 
ing Machine Division, Simplex | of Charles H. Newman os 


ironers, of the Barlow & Seelig 


Mfg. Co., Algonquin, IIl., and | 


Ripon, Wis. 


COLEMAN, INC., MAKES 
MARKS AND McININCH 
REGIONAL MANAGERS 
The appointment of 
Marks and Lloyd Mclninch as 
regional sales managers for The 


| Coleman Company, Inc., Wichita, 


Kan., has been announced by 
R. W. Carney, vice president and 
general sales manager. 

Mr. Marks will be in charge 
of Coleman sales Michigan, 
Indiana and Ohio. He will make 
his headquarters in Detroit. 

Mr. McIninch will represent the 


in 


company in Pennsylvania, New 
York, Maryland, West Virginia 
and the District of Columbia, 


with headquarters at the offices 
of The Coleman Company, Inc., 
of Pa., Philadelphia. 

Mr. Marks joined the Coleman 
organization in 1946 to organize 
and direct the company’s sales 
training department. He has had 
than 25 years’ experience 
in retail and wholesale merchan- 
dising of radio, refrigeration and 
heating equipment. 

Mr. McIninch also joined Cole- 
man in 1946 and for the past two 
years has traveled from Maine to 
connection with the 


more 


Florida in 

company’s extensive installation, 
service and sales training pro 
grams. 


For 17 years prior to the war 
he was a factory sales promo 
tional representative for manu 
facturers of heating and plumh 
ing equipment. During the war 
he was an area engineer for the 
Federal Public Housing Au- 
thority. 

Mr. Carney also announced the 
appointment of Harry G. Falter 
as wholesaler specialist. His ter- 
ritory will be Texas and sur- 
rounding states where he already 
is well known to retailers and 
wholesalers of hardware and 
sporting goods. Mr. Falter has 
been a member of the Coleman 
for 15 vears 


organization nearly 


| 
Louis 





EKCO APPOINTS NEW 
ASS’T GEN. SALES MGR. 
Ekco Products Co., 
has announced the 


Chicago, 
appointment 
an as 
sistant general sales manager of 
the company. 

John Brooks and Mr. Newman 
as assistant general 
agers will be charged with the 
overall responsibility of directing 


sales man 


the houseware sales. 
Prior to his joining Ekeo, Mr 
Newman was vice-president and 


general sales manager of the 
Silex Company, Conn., and is 
well known to the housewares 
trade. 


There has been no change in 
any of the sales managements ot 
the individual of 


Ekco. 


DEEPFREEZE ACQUIRES 
FROSTAIR DUPLEX 


G. H. Smith, 
and general manager, Deepfreeze 
Division, Motor Products Corp., 
North Chicago, IIL, home freezer 
manufacturer, has announced the 
acquisition of the Frostair Du 
plex Refrigerator from the Gen 
eral Tire and Rubber Co., effec- 
tive Oct. 1. 

Mr. Smith stated that the a 
company 


sales divisions 


vice president 


quisition provides his 
with a true combination refrig 


erator and home freezer, in addi- 


| tion to its regular extensive line 


of Deepfreeze home freezers. 
Existing Frostair distributors 
will be offered a continuing fran- 
chise on the Frostair Refrigera- 
tor alone, in order that they may 
continue their promotion through 
their regular dealers. In those 
territories not covered by Frost- 
air distributors, the Frostair 
franchise will immediately be 
open to Deepfreeze distributors. 


ATLAS CHAIN HAS NEW 
CENTRAL STATES 
SALES MANAGER 


Atlas Chain & Mfg. Co., 3801 
Ave., Philadelphia, has 
announced the appointment of 
O. W. Schmidt as its central 
states district sales manager. 
Mr. Schmidt, formerly 
manager for the Shafer Bearing 
Co., Downers Grove, IIl., will 
maintain offices in Chicago 


Castor 


sales 
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REG ANDERSON, 
APPOINTED THREADWELL 
TAP & DIE SALESMAN 
Reg Anderson has been added 
to the sales staff of the Thread- 
well Tap & Die Co., transferring 
from the position of chief inspec- 





REG ANDERSON 


tor. He will cover New England 


and New York state. He has 
spent 16 years with Threadwell 
in production, inspection and | 
sales work. 


WESTINGHOUSE GIVES 
VAN PELT NEW POST 
Frank J. Van Pelt 
ippointed factory representative 
in the Central District for house 


hold the 


has been 


refrigerator sales of 


Westinghouse Electric Appliance 
Div., Mansfield, Ohio. 

Mr. Van Pelt was dealer coor- 
dinator for the Ohio Edison Co. 
it Akron, Ohio, 
employed for 18 years. As factory 
for the Westing- 
house household refrigerator line, 


he will carry on his dealer con- 


where he was 


representative 


tacts in the sales and sales pro- | 


tion of this product. 


NORGE TO INTRODUCE 
EXPANDED HOUSEHOLD 
APPLIANCE LINE 
Norge division of 
Detroit, 


The 


Warner 


Borg- 
Corp., 


duce a new and expanded line oi 


household appliances to distribu- | 
| ger, president, “will in no way 


tors and their salesmen at three 


convention meetings to be held | 


in the South and West in Nov. 
and Dee. 
Established to 
national convention, 
has been held by the 
in the past, the three 
gatherings will be conducted at 
the Hotel del Coronado. Coro- 
nado, Cal., Nov. 29 and 30 and 


supplant one 


large sales 
such as 


company 


Dee. 1: the Edgewater Gulf 
Hotel. Edgewater Park, Miss., 


Dec. 8. 9 and 10, and the Roney- 
Plaza Hotel, Miami Beach. Fla., 
Dee. 15, 16 and 17. 
According to nk 
rector of 
that about 900 distributor prin- 
cipals and sales personnel will 
the The 


Clary. di- 


sales, it is estimated 


attend meetings, com- 


Mich., | 


has announced that it will intro- | 


| Ben Franklin (variety) and Fed- 





plete 1949 sales program, includ- 
ing new products and general 
product features, promo- | 
tion and sales training, advertis- | 
ing, market research, financing | 
and service, will be explained | 


during the course of the meet: | 


sales 


ings. 


BUTLER BROS. OPENS 
NEW VARIETY STORES 
UNDER OWN NAME 


Butler Bros., 426 W. Randolph 
St.. Chicago 80, IIl., has 
nounced the opening of three new 
company owned and_ operated 
variety stores under its own name, 
in California, and plans for 10 
additional units by July 1, 1949. | 
~These 


announcement by G. R. Herber- 


an- 


according to an 


” 
stores, 


interfere with our present distri- 
butor set-up, which includes the 


erated (junior department) stores 

the field for the Butler 
Brothers variety stores will be | 
larger areas, although they still 
relatively small 


represent com- 


munities.” 


MODEL-WELD CEMENT 
APPOINTS SALESMAN 
lhe 
Skinner as a sales representative | 
for Model-Weld Cement has been | 
Products, 


appointment of T. L. 


announced by Crag 
Ine. 
Mr. Skinnet had 


vears of experience in the model 


has many 


ind hobby industry. 





Five Southern Texas hardware wholesalers met in Houston, Tex., recently, in a joint 
session to hear officials of The Coleman Company, Inc., Wichita, Kan., discuss sales oppor- 


tunities for gasoline pressure appliances, ranges and oil space heaters. 
attended by sales representatives of 


The meeting was 


Bering-Cortes Hardware Co., Houston; Peden Iron & 


Steel Co., Houston; Black Hardware Co., Galveston; Tyrell Hardware Co., Beaumont, and 


Corpus Christi Hardware Co., Corpus Christi. 


Coleman 


representatives 


included W. C. 


Coleman, president and founder; Ralph W. Carney, vice-president and sales manager; A. 
O. Beyer, regional sales manager, and Harry Morton, display specialist. 
Mr. Carney termed the meeting “highly satisfactory’’ and praised the practical and pro- 


gressive spirit of the five firms represented at the sales training 


session. The Houston 


meeting was one of a series conducted by Coleman for hardware wholesalers throughout 


the United States. 
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J. W. HERRING, JR., 
JOINS TELECHRON’S 
BOSTON OFFICE 


The appointment of John W. 
Herring, Jr., as sales representa 
tive of Telechron Inc., Ashland, 
Mass., has been announced. 





JOHN W. 


HERRING, 


JR. 


Mr. Herring will be on the 


| staff of A. W. Pingree, manage: 


of the Boston office, with head 
quarters in Rochester, New York 
Mr. Herring will cover the upper 
New York State territory. 
Previously he assistant 
houseware buyer at McCurdy’ 
in Rochester for two and a half 


was 


years. He also spent some time 
as sales representative for D. ¢ 
Sanford New York 
City. He is a graduate of Roch 


Company, 


ester Institute of Technology and 


was in the service for five years 


DIAMOND EXPANSION 
MOVES LOS ANGELES 
BRANCH OFFICE 


he Diamond Expansion boll 
Garwood, N. J.. has 
announced the 
of its Los Angeles branch office 
from 336 E. 4th St. to 462 E. 4th 


Co.. Inc., 


recently removal 


St.. and the occupation of it- 
own single story building. Thi- 
| office will now be able to carry 


a larger stock. Tom Wright, Pa 
| cife Coast manager for 25 years. 
| will continue as manager of this 


branch. 


JAMES RIDELL NAMED 
G.E. SALESMAN 


James Ridell has been recent 
ly appointed a General Electri« 
heating and fan 
representative in the Southwest 
district, it been an 
McDonald 
appliance 
Bridge 


device sales 


ern has 


nounced by R. V. 
district manager of 
sales, General Electric. 
port. 2. Conn. 


Mr. Ridell 
1941. 


joined G. E. in 
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“Since 1848” 
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It’s the wonder paint! 

It’s oul 

It’s flat 

It’s semi-gloss 

It’s gloss 

It’s one-coat 

It’s buttery to brush 

It’s quick drying 

It’s most washable 

It’s good for years 
...and—it’s beautiful! 


Dealers’ Note: Alston-Lucas “Since 1848” is pleased to give 
you this preview of Alco-Lux for all interior painting work 
Alco-Lux is being announced nationally starting with the 


September issue of Good Housekeeping. 
It’s the most amazing paint coating ever developed. 


For further information about exceptional prices and territory 


available, pin this page to your letterhead and mail to: 


Alston-Lucas Paints 


Lyons, Illinois + Oklahoma City, Oklahoma 


Allanta, Georgia * Worcester, Massachusetts 
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SAFE for th 


This amazing offer 
on Fred W. Wappat 
Saws is advertised to 
YOUR CUSTOMERS! 


Ask your dealer to order 
one for you, without any 
obligation. If you don't 
agree that it’s the best 
electric hand saw you 
can buy, return it, and it 
hasn't cost you one cent! 


If your dealer can’t 
supply you, write direct 
to Fred W. Wappat, Inc., 

Mayville, New York. 
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LIST 


MODEL A-9 


3-7/16" Capacity 
7135.00 


MODEL A-8 


2-5/8" Capacity 


7115.00 












BOTH 
SAWS 
ADJUST 
FOR 
DEPTH 
AND 
BEVEL 
CUTS 





| country. Traveling hardware 


REYNOLDS EASTERN 
MANAGERSHIP GIVEN 
TO H. N. KIRCHDORFER 


H. N. Kirchdorfer has been 
named eastern division — sales | 
menager of the parts division, 
Reynolds Metals Co., 2500 S. | 

| Third St., Louisville, Ky., with 
headquarters at the New York 
| office at 10 East 47th Street. Mr. 
Kirchdorfer is in charge of sales 
of Reynolds fabricated products 
in the East and Eastern Seaboard | 
Sections. This region includes all 
of the New England States, New 
York, Pennsylvania, Delaware, 
New Jersey, and parts of Mary- 
land, Virginia, West Virginia | 
and Ohio. 

Mr. Kirchdorfer has spent 14 | 

years in the Reynolds organiza- | 





ROBERT B. WILLIAMS 


WILLIAMS MADE G.E. 
various operations throughout APPLIANCE SALESMAN 
the company. From 1934 to 1942| FOR ATLANTIC AREA 


he held several places in the} Robert B. Williams has bee 
purchasing department, rising to| appointed a field representative 
the position of southern general | for General Electric appliances 
purchasing agent. In 1942 he was | in the Atlantic district. Mr. Wil 
recalled to the Louisville office |Jiams, who becomes represen 
where he was appointed general | tative for G-E clocks, heating 
product manager in the parts | pads, heaters, sunlamps and foot- 
division. In 1943 he was named | warmers, will work out of the 
assistant vice-president and as-| Pittsburgh office, covering West 
sistant to W. G. Reynolds. He Virginia and western Pennsyl 
still retains the title of assistant | yania. He joined the company 


tion, having been assigned to 


vice-president. | this year. 
ED. NORVELL OUTLINES PORTER CABLE BUYS 
CUSTOMS OF GUATEMALA UNIT ELECTRIC 


With color slides, taken mostly | DeAlton J. Ridings, president 
ly himself, E. S. Norvell, New | of the Porter-Cable Machine Co., 
York, eastern district manager, | Syracuse, N. Y., has announced 
k. C. Atkins & Co.. briefly out- | the purchase of the Unit Electric 


lined some of the business and | Tool Co. 

-ocial customs of Guatemala, at The purpose of acquiring Unit 
the Hardware Boosters meeting, | was to complete Porter-Cable’s 
Sept. 24, at White’s Restaurant, | line of woodworking machines 
New York City. Included were | for the construction trade. Porter 
pictures taken at several Guate- | Cable manufactures _ portable 
mala hardware stores, one of electric saws and sanders, as 
which showed a group of people, | Well as a line of floor sanding 
among whom were E. W. Hardin, | machines and abrasive _ belt 


president, Amarillo Hardware | grinders. 
Executives of the Porter-Cable 


Co., Amarillo, Tex., wholesalers 
and Mr. Norvell. The photos | Machine Co. are being elected 
included views of the trip to | Officers of the new subsidiary. 
and from Guatemala, and scenes | Unit Electric will continue to 


of ruins of buildings predating | Operate under its own manage 


Plymouth Rock, emphasizing 
their clean and neat appearance, 
which he found typical of the 


ment and name from its present 
iddress, 215 Cedar Street, Syra 
cuse 3, New York. 
stores, in the form of peddlers | 
bearing huge packs of merchan- | SHREVEPORT TRAVELERS 
dise, added to the hardware; HONOR HARDWARE MAN 
flavor of the travelog. |} R. C. Keoun. a salesman of the 
The meeting was conducted by | Lee Hardware Co.. Shreveport 
Robert J. Duncanson, New York, | La., was honored by the Shreve 
Richards-Wilcox Mfg. Co., presi- | port Travelers Club as the travel 
dent of the Hardware Boosters, | ing salesman with the longest ser 
and was attended by more than | vice record—42 years. He was 
10 members and guests. An-| presented with a government sav 
nouncement was made that the | ings bond awarded by the Shreve 
35th annual Christmas Party | port Wholesale Merchants & 
will be held Dee. 15. Manufacturers Association. 
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K. H. WOODS HEADS 
NEW PACIFIC DIST. OF 
DEVOE & RAYNOLDS 


Kenneth H. Wood, former 
Western district manager, has 
been appointed by that organiza- 
tion to manage its newly formed 
Pacific district, operating out of 
headquarters in San Francisco. 
A veteran of 38 years’ paint ex- 
perience, Mr. Wood is noted for 
his knowledge of merchandising 
and his wide contacts with buy- 
ers. Before joining Devoe & Ray- 
nolds, he was director of sales 
for the Sherwin-Williams Paint 
Co. Mr. Wood will be succeeded 
as Devoe Western District Man- 
ager by Floyd Huff, who will 
make his headquarters in Chi- 
cago. Mr. Huff was previously 
employed by the Sherwin-Wil- 
liams and Sapolin Paint Cos. 


LOPEZ IS HAMILTON 
DRYER SALESMAN 
IN SOUTHWEST 


A. J. Lopez has recently been 
appointed field representative in 
the Southwest region for Hamil- 
ton Automatic Clothes Dryers, 
Hamilton Manufacturing Co., 
Two Rivers, Wisconsin. 

Mr. Lopez, who has been trans- 
ferred from the Eastern territory, 
joined the Hamilton sales force 
in 1947. In his new assignment, 
he will service and contact dis- 
tributors and dealers in Texas, 
Oklahoma, New Mexico, and part 
of Arizona. 

ALUMINUM GOODS ADDS 

TWO TO SALES STAFF 


The Aluminum Goods Mfg. 
Co., Manitowoc, Wisconsin, has 
appointment of 
representatives to its 


announced the 
two new 
sales staff. 


Jim Wooten, who has had ex- 





tensive retail selling experience, 


CHARLES BAUMAN 


ance salesman 





for large chain | 


and other dealers, represents the 


company in the Ohio territory. 
Both men assumed their new 

duties after completing an exten- 

sive training course at the Mirro 


company’s home office at Mani- 


towoc. 


G.E. NAMES STARK 
SUN LAMP, HEATER 
SALES MANAGER 


James F. Stark has recently 
been appointed sales manager of 
the sunlamp and heater section 
of the General Electric automatic 
blanket and sunlamp division, it 
has been announced by D. C. 


Spooner, Jr., manager of that 
division of General Electric 


Corp., Bridgeport 2, Conn. 


Mr. Stark, who has been with 
General Electric since 1937, was 


most recently local manager of 


appliance sales for the company 


in Omaha. 


Mr. Stark, following service in | 


Philadelphia as a heating device 
representative, went to Washing- 
ton in the general purchasing 
office. He served in the Navy 
during the war and rejoined the 


has joined the company’s staff in | company in 1946 as district rep- 
the Kentucky, Tennessee and In-| resentative in Kansas City for 


diana territory. 


Charles Bauman, former appli- 








JIM WOOTEN 


various small appliances. 


STRONGMAN CHANGES 
SALES OPERATION 
SETUP 
The Southern Galvanizing Co., 
Baltimore, Md., has announced a 
change in its operation. 
Kamkap, Inc., who formerly rep- 
resented Strongman on a national 
basis, has been replaced by rep- 
resentatives in key territories. 
They are: Benjamin & Medwin, 
Inc., 1150 Broadway, New York 
City, New York, Chicago and the 
East; Midwestern Sales Co., 
Kansas City 6, Mo., midwest; 
B. M. Vaughn & Co., Houston 6, 
Tex., southwest; and McCutchen- 
Simpson, Inc., Miami 38, Fla., 


sales 


| Florida. 
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Get a Direct Dealer Franchise for 
Fé WOMAN’S FRIEND WASHERS 


sy BUILT TOBANISH 
Xy BREAKDOWNS | 


@ Exclusive solid brass 
agitator post 





@ Bronze bushings at 
constant wear points 


@No pot metal 
working parts 





@ Steel cut gears 


e@ Heavy cast iron 
transmission case 











e@ The ONLY washer witha 5 year guarantee! 


e@ Famous for QUALITY for over 47 years! 
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BARLOW & SEELIG 
OBSERVING 40 YEARS 
IN BUSINESS 


Four decades of progress were 
marked in Ripon, Wis., in Sept. 
by the Barlow and Seelig Mfg. 
Co., which is currently observing 
its 40th year of manufacturing. 

The colorful history of the 
washer company started in 1908 
when the founders, J. B. 
Barlow and J. G. Seelig, began 
making washing machines in the 
tin shop at the rear of their 
hardware store in downtown 
Ripon. 


two 


Within two years the business 
had expanded so that the two 
partners had to meve into a 
larger manufacturing quarter. 
The first unit of the present fac- 
tory went up in 191]. The next 
year marked the advent of their 
first electrically driven washer. 
In 1927 the company was re- 
organized at the retirement of 
Mr. Barlow and Mr. Seelig. 
Marshall Scott, a local business 
man, was brought in as the gen- 
eral manager of the reorganized 
company. At the time he took 
over, the washer was known as 
the “Speed King.” 

The Speed Queen was brought 
out the next year. It had been 
named by Mr. Barlow. 

In the early 1930’s, Speed 
Queen Model F was brought out. 
retailing at $49.50. 

Many firsts in design and con- 
struction are reported credited te 
the Speed Queen company, in- 
cluding the first 
machine cut throughout, 
permanent lubrication, bowl-bot- 
tom and the double wall prin- 
ciple. 

Although the present Speed 
(Queen contains many of the early 
firsts introduced by Barlow and 
Seelig, the manufacturing proc- 
esses and design of the machine 
has been refined to help it keep 
its place in the industry, 

H. A. Bumby, who was elected 
president of Barlow and Seelig in 
1941, has given material assis- 
tance to the development of the 
current Speed Queen program. 


washers using 


fears 


—_—< 


5,000 DEALERS SEE 
NEW HOOVER CLEANER 


Enthusiastic dealer response 
was reported by executives of 
The Hoover Co., North Canton, 
Ohio, to its lightweight vacuum 
cleaner, which was introduced 
through a series of dealer meet- 
ings in 50 of the country’s lead- 
ing cities. 

Each “team” was equipped 
with a well organized program, 
including stage props, slide films, 
advertising aids and company lit- 
erature, 
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The Hoover Junior was de- 
picted as a new cleaner to meet 


a new and growing market—that 


of small homes and apartments. | 
Slide films showed the extent of | 


this trend, and how the 


cleaner will answer the needs o! | 


the small-home where 
space is at a premium. 
The new cleaner was 
shown as a supplementary 
to the standard-sized cleaners for 
upstairs cleaning in larger homes, 
or as an auxiliary cleaner. 
Those the various 
home office groups in the field 
were Wm. W. Steele, vice presi- 
dent, Clarence H. Holl, 
assistant president, sales; 
Adam L. DeMuesy, eastern sales 
manager; Ray W. King, man- 
ager of service, and Wallace W. 
Powell, director of sales educa- 


owner 


also 


tool 


heading 


sales; 
vice 


tion. 


BICYCLE INSTITUTE 
CONVENTION TO BE 
HELD MARCH 28-APRIL 1 
The Bicycle Institute of Ameri- 
ca, representing the principal 


manufacturers and distributors of | 


bicycles in this country, 
completed preliminary plans for 


its 1949 Annual Convention. 


which will be held in the Boca | 
Fla.. 


Raton Club, Boca Raton, 
during the week of March 
to April 1, 1949, inclusive. 


28 


new 


| \lanufacturers 





has | 


It is generally expected that | 
between 500 and 600 bicycle | 
leaders from ali parts of the | 
country will attend the conven- | 
tion. 

The participating groups of the 
B.L.A. will include the Bicycle 
Association _ of | 
America; the Cycle Parts and | 
Accessories Association; the Cy- 
cle Jobbers Association, and Mer- | 
chant Members. 

As in the past members attend- | 
ing the convention will exchange | 
ideas on business trends, distribu- 
tion, promotional activities, etc. 
A number of special social activ- 
ities to supplement the business 
sessions are in the process of 
arrangement and will be an- 
nounced at a later date by John | 
Auerbach, executive secretary. 


PENN FISHING TACKLE 
JOINS AMERICAN FAIR 
TRADE COUNCIL 


Otto Henze, president, Penn 
Fishing Tackle Mfg. Co., Phila- 
delphia, Pa., has announced ac- | 
ceptance of his company’s ap- 
plication for membership in the 
American Fair Trade Council 
which is a national association 
of manufacturers who merchan- 
more trade-marked 
under the Fair-Trade 
in effect in 45 of the 


dise or 


products 


one 


acts now 
18 states. 





| ritory, 


BORG-WARNER EXPANDS, 
CHANGES SALES STAFF 


A number of additions to and 
changes in the sales staff of the 
Norge division of Borg-Warner 
Corp., Detroit, have been recently 
announced. 

Included were the appoint 
ments of three product man 
agers: R. C. Connell, gas range 
sales manager; M. B. Robb, 
home heater sales manager, and 
J. Edward Wyatt, Jr., contract 
sales manager. 

Mr. Connell replaces W. M. 
Davis, who has resigned. He was 
formerly Norge product sales 
manager of Ludwig Hommel & 
Co., Pittsburgh Norge distribu 
tor, and is also experienced in 
retail sales and sales manage- 
ment. 

Mr. Robb is widely known in 
the heating field and, among 
other positions, held that of sales 
manager of Evans Products Co. 

Mr. Wyatt was formerly execu 
tive vice-president of the Dear 
born Stove Co., in addition 
has had wide merchandising ex 


and 


perience. 

The field staff has been en- 
larged with the addition of four 
district representatives. These 
are J. M. Dierkes, eastern ter 
formerly with Krich 
Radisco, Inc., Newark, N. J.. 
Norge distributor; W. E. Las 
well, southern territory, formerly 


| regional sales manager, Nashua 


| Manufacturing Co.: B. H. Mel 





SOUTH AFRICAN VISITING THE AMERICAN MARKET. 
Dalton A. Spring, a marketing executive with the Vacuum 
Oil Co. of South Africa, which has been selling products of 
the Perfection Stove Co. for half a century, is shown looking 
over a cook stove that is a popular item in his country. Point- 
ing out the stove’s features at the Cleveland, O., factory, is 


L. B. Tuttle, Perfection export sales manager. Mr. 


reports that the people back home are much interested in 


modern kerosene ranves. 


| 
Spring | 


ton, midwest territory, formerly 


| regional sales manager, Preste 


line division, Pressed Steel Car 
Co., and H. J. Hare, western ter- 
ritory, formerly assistant buyer. 
Bullock’s. Inc., Los Angeles de- 
partment store. 

Two home _ economists 
also been added to the 
staff: Miss Jane Masters, 
will have charge of the 
pany’s home economics depart 
ment, and Mrs. Jessie Cartwright, 
who will supervise the demon 
stration program for Norge home 
laundry equipment. 


have 
sales 
who 


com 


Miss Masters, a graduate of 
Towa State College, formerly was 
head of the Presteline home eco 
nomics department. Mrs. Cart 
wright has had years of experi- 
ence in the home laundry equip 
ment field, is a graduate of 
Michigan State College, and has 
done postgraduate work at the 
University of Minnesota and else 


| where. 


CLEVELAND 
HOUSEWARES SHOW 
HELD CLAM BAKE 

The Cleveland Housewares Club 
recently held its annual clam 
bake at the Hilltop Tavern, State 
Rd., Cleveland, Ohio. 
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viaanes HERE’S A 
-_ PAINT BRUSH DEPARTMENT 


man 


cm in TWO FEET 


OF SELLING SPACE! 


Chi up your paint brush sales this modern, up-to-date way... 
a hard-hitting display ...a well-rounded stock... 


in a minimum of counter space! Available in a variety of 
execu 
Dear 
dition relate Mn Ze] | MM ol at iat-5) 


1 eX 


assortments of varnish 


Tamers ielalelel gem 
n en- competitively 
riced styles. 
These wai: yles. See 
ter your wholesaler for 
<rich 
a a 
Las Star Brush 
merly 
ashua 


Star Dispensers. 


Manufacturing 
Company, Inc., 
Boston 18, Mass. 





Star 
uyer. 
s de Sales-Getters 
have Permanent... all 
sales metal. . . nickel 
who 
com plated. . . colorfully 
- ohsigela th] - 
ight, 
mon compact, requiring 
— only 23”x 9” 
counter space... 
“loop” design 
reduces pilferage. Assortment No. 1 — Paint and Varnish Brushes 
Write for details on Suggested 
Contains Bristle Length Retail Price Each 
other dispensers 4 doz. 1" 11546" 25¢ SALES RETURN $37.80 
2 doz. 1%” 11546" 29 YOuR COST $25.20 
for other popular 1% doz. 2” 2%" 49 
i ie Ya doz. 22" 2%" 69c PROFIT $12.60 
— os oO we V2 doz. 3” 22" 98c 
and varnish brushes. Burgundy and Clear Handle Colors— All Pure Chinese Bristles, Double Thick. 


a 


e = 





“a 


No Shed...No Streak...No Spatter 














Kitchen Almost 100 Per Cent Plastic 
Featured at Bakelite Exhibit 


One of the most diversified 
and extensive groups of plastic 


| 
products ever assembled was on | 


display at the Bakelite Corp.’s 
Exhibit at the National Plastics 
Exposition, Grand Central Pal- 
ace, held recently. 

An important feature of the 
exhibit was a modern kitchen 
that was practically 100 per cent 
plastic except for the plumbing, 
and shows new, decorative equip- 
ment. Walls were made of yellow 
Bakelite styrene plastic tiles, 
and the ceiling was fluorescent 
lighted with louvers of Vinylite 
extruded rigid sheet. The newest 
thing under foot was a marble- 
ized dark green Vinylite plastic 
floor covering. It is said to be 
nonporous, and therefore does 
not absorb dirt and is highly re- 
sistant to acids and the alkalies 
found in cleaning agents. Sink 
and kitchen cabinet surfaces are 





finished in pale green Formica | 


are 
cur- 


laminates, while windows 
bright with hand-painted 
tains of Vinylite plastic film. 
One of the largest molded 
pieces ever shown was a kitchen 
cabinet, and one of 
the many applications of Bake- 
lite phenolic plastics. Other ex- 
amples were a washing machine, 
vacuum cleaner, radio and tele 


represents 


phone cabinets and an up-te-date 
refrigerator. The latter was 
stocked with Bakelite polyethyl- 
containers, bags and 

interesting kitchen 
set of brushes 
for various 


ene food 
bowls. An 
accessory was a 
specially designed 


cleaning jobs. These have bright 


sturdy green, red or blue bristles | 


made of Bakelite styrene plastic. 

Bakelite polyethylene was on 
display in a wide variety of ap- 
plications. Its uses range from 
such applications as reconstruc- 
tive surgery to an extensive ar- 


ray of modern living aids like | 


refrigerator bowls, whose odor- 
proof, moisture-proof lids made 
it possible to drop them without 
damage or loss of the contents 
be they liquid or solid. 
Packaging is another big field 
for the use of polyethylene. In 
fact, this plastic opens up en- 
tirely new possibilities for pack- 
aging, such as nonbreakable cold 
cream containers 


and cosmetic 


that bounce undamaged off tile | 


bathroom floors. The properties 


of this plastic are responsible for | 
its many applications. It com- | 


bines the advantages of lightness 
in weight, no breakage, new de- 
sign and color effects and dura- 
bility, plus the qualities of being 
odorless and tasteless. 


The proven electrical insula- | 
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tion qualities of Bakelite and 
Vinylite plastics are of particular 
interest to industry. Among the 
examples of coating and adhe- 
sive materials on display are 
such items as tools, automobile 
and refrigerator finishes, and 
general industrial finishes. Wire 
and cable materials form an ex- 
ceptionally interesting group. 


20,000 DEALERS ATTEND 
PHILADELPHIA’S MER- 
CHANDISE FAIR 


Philadelphia’s “llth Annual 
Merchandise Fair,” was held on 
Sept. 20, 21, 22, and 23, 1948, at 
a new location, Bristol at Good 
Service Street (between 3rd and 
5th) in Philadelphia. 

Some 20,000 dealers from all 
parts of the United States at- 
tended this show, which featured 


500 exhibits by leading manu- 
facturers, 

Many new merchandise lines 
in hardware, electrical appli- 


ances, toys, cosmetics, sporting 


goods, automobile equipment, 
house furnishings, and other ar- 
ticles were on display. 

The slogan for the “11th Fair” 


was “The Fair that’s out of this 


World.” The entire building 
was converted into a_ veritable 
fairyland room with beautiful 


colors and decorations. 

William Geo. Steltz, the presi- 
dent of the Supplee-Biddle Co., 
the Fair 
been di- 


wholesalers, originated 
idea 1934 
rectly responsible for its growth, 


in and has 
outstanding displays and popu 
Mrs. Margaret M. Greene 
was the acting director for the 
1948 Fair. 


larity. 


PROCTOR ELECTRIC 
MAKES COMBINATION 
CONSUMER OFFER 


\ consumer combination offer, 
the first of iron manufac- 
turer since the war, according to 


the Proctor Electric Co., 220 E. 


any 








12nd St., New York City 17, has | 


been inaugurated recently. The 
features the deluxe 
($12.95 


combination 
Proctor Champion Iron 
list) 


and the new Proctor Cord- | 


minder ($4.95 list), a total list | 
of $17.90, at the retail price of | 


$13.95, a saving of $3.95 to the 
consumer, 

Until the close of the activity, 
November 15, the Cordminder 
will continue to be offered at 
below cost by Proctor. 

The offer was previously tested 
for a three-week period in Phila- 
delphia before it was released 
nationally. Two Market Street 


stores sold their entire stock the 
first day. Distributor sales of 
Champion irons in two weeks 
exceeded the previous three 
months, 

Distributors’ sales personnel 
all over the country are calling 
on dealers so that national dis- 
tribution at the local level will 
be completed by October 26, the 
day that a 1000-line ad on the 
combination offer will appear in 
the newspapers of every city of 


50,000 or more. The ad will be | 


paid for by Proctor but retailers 


OFFICERS, DIRECTORS 
PARAFFINE CO.’S 


RE-ELECTED 
At the annual meeting of stock- 
| holders of The Paraffine Com 
panies, Inc., held recently at 


| 475 Brannan Street, San Fran. 


and distributors are being urged | 


to tie in with their own adver- 
tising on the same page. 

Primarily the campaign is to 
focus attention on the new Cord- 
minder, introduced earlier this 
year, and to highlight the bene- 
fits to the consumer of Proctor 
irons which the company guar- 
antees as “rayon safe.” 


The combination offer is made | 


to retailers as follows: With the 
purchase of six or more irons 
and Cordminders, he will re- 
ceive a pretested window and/or 
counter display free. The display 
is simple but effective. It wraps 
around an iron carton, the top of 
which provides support for a 
small ironing board on which 
the iron and Cordminder are dis- 
played. 
T & S SALES CO. MOVES 
TO WEST COAST 

The T. & S. Sales Co., manu- 
facturers’ representatives, for- 
merly located in the Cottage Ex- 


change Bldg., El Paso, Texas, 
has moved its offices to 11250 


Rye St., North Hollywood, Calif. 

Sam H. Weiss states that since 
most of the manufacturers which 
his company had represented al- 
ready have representation in the 
company’s new sales territory, he 





is seeking other lines. Mr. Weiss | 


reports that his 
seven men on the. road to cover 


company 


has | 


California, Washington, Oregon, | 


Arizona, Utah and Nevada. The 
men cover their territories once 


each month. The company is con- | 
| Nutmegger-Connecticut Hardware 


sidering opening an office in 


Portland, Ore., in the spring. 


SCIENCE IN MINIATURE 


FOUNDED IN LOS ANGELES | 


John Felix Carssow has re- 
cently founded “Science in Mini- 
ature,” Los Angeles, 15, Cal., 
which will manufacture scien- 
tific toys patterned after the war 
sciences. The first item is a 
speedometer for bicycles and it 
incorporates the same principle 
that is used for air-speed indi- 
cators of aircraft. Other prod- 
ucts are now being developed 
and wil] be available soon. 


cisco, all incumbent directors 
were re-elected for the ensuing 
year. The directors, at a meeting 
that followed the annual meeting, 


re-elected all officers of the 
company. 

The directors of the corpora 
tion are: 

C. C. Gibson, vice-president 
and treasurer, The Paraffine 
Companies, Inc., W. H. Lowe, 
president, The Paraffine Com 


panies, Inc., J. B. McCargar, 
manager, Irwin Estate; Robert 
W. Miller, president, Pacific 
Lighting Corp.; Jos. A. Moore, Jr. 
president, Moore Dry Dock Co 
D. J. Murphy, vice-president, 
Crocker First National Bank of 
San Francisco; Silas H. Palmer; 
Herman Phleger, partner, Bro 
beck Phleger & Harrison, attor 
neys at law; Henry Rosenfeld, 
president, John Rosenfeld’s Sons; 
R. H. Shainwald, executive vice- 
president, The Paraffine Com- 
panies, Inc., and R. S. Shainwald, 
chairman of the board, The 


| Paraffine Companies, Inc. 


The principal Officers are: 

R. S. Shainwald, chairman of 
the board; W. H. Lowe, presi- 
dent; R. H. Shainwald, executive 
vice-president; C. C. Gibson, 
vice-president and treasurer; J 
E. Holbrook, vice-president; H. J. 
Lilleston, vice-president; R. R. 
Marsh, vice-president; F.M. Tus 
sing, vice-president; and A. W 
Brown, secretary. 


Z. S. GOW WINS TROPHY 
NUTMEGGER-CONN. 
DEALERS GOLF MEET 
Z. S. Gow, Mill Supplies Co., 
New Britain, Conn., secretary of 
The Nutmeggers Inc., Thomp 
sonville Rd., Suffield, Conn., re- 
tired the trophy of the annual 


Dealers Tournament by winning 
it for the third time. About 30 
played golf and many more at- 
tended the dinner held later. 
Francis Thorley, Hypro ‘Tool 
Co., New Bedford, Mass., he ld 
low gross for guests and low net 


was attained by E. J. Bolduc, 
Wickwire Spencer Steel Co., 
New York City. Kickers in- 


cluded: Don Dickenson, guest; 
F. E. Christopher, Nutmegger: E. 
Kilduff, guest, and C. A. Peter- 
son, Nutmegger. The consolation 
award was won by Ned Russell, 
secretary, Connecticut Hardware 
Dealers. 
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Survey Reveals 77 Per Cent of Bendix 
Dryers Would Recommend It to Friends 


The fact that 77 per cent of 


the persons owning a _ Bendix | 


automatic dryer would 
mend it to their friends was re- 
vealed in a recent consumer sur- 


recom- | 


vey conducted by the market | 
research department of Bendix 
Home Appliances, Inc., South | 


Bend, Ind. 


Purpose of the survey was to | 


enlist counsel of American house- 
wives in improving the product. 
L. F. Worth, dryer sales man- 
ager, said the large return of 
questionnaires, 34 per cent, indi- 
high degree of en- 
among Bendix dryer 


cates “a 
thusiasm 
owners.” 

Owners were asked what they 
liked most about their dryers. 
Exactly 31.2 per cent of the re- 
spondents said they liked most 
the way it makes the clothes soft 
and fluffy. Twenty per cent fa- 


vored most the labor-saving ef- 


fects. The figure includes 13.2 
per cent who stated “labor sav- 
ing” and 6.8 per cent who said 
the dryer “eliminates hanging 
clothes on line.” 

Year-round of dryers is 
the general practice, Mr. Worth 


use 


PRATT & LAMBERT INC. 
PRESIDENT SEES STEADY 
DEMAND FOR PRODUCTS 


In addressing the salesmen ot 
Pratt & Lambert;Inc., at conven- 
tion sessions at Buffalo, Chicago 
and New York, H. E. Webster, 
company president, cited factors 
which point to continued large 
sales of paint and varnish. 

Included in the list of large 
users of paint and varnish are 
automobile manufacturers with 
their huge backlog of orders, the 
building industry, facing an un- 
precedented demand for new 
railroads with their 
stepped-up replacement program 
and public utilities, all of which, 
said Mr. Webster, means steady 
sales for the industry of which 
his company is a part. 


housing, 


Sales meetings for the Cana- 
dian, Central and _ Industrial 
divisions were held at Hotel 
Statler, Buffalo; the representa- 
of the Western division 
meet at Hotel LaSalle; and the 


tives 





| ployees: 


purchasing agent; R. B. Mather, | * ¥ 
| Gould Heyer, recording secretary : 


said the survey revealed. 
“Only 12.6 per cent said the 
best thing about the dryer is 


that it obviates any worry about | 


the weather. This indicates that, 
once a woman has the dryer, she 
is inclined to use it throughout 
the year.” 

Though the survey showed that 


57.8 per cent of the Bendix dry- | 


ers are installed in basements, 
it revealed a growing tendency 
to locate the appliance on the 
ground level. as 
cent; 


room, 21.1 per 


42.2 per cent | 
were situated elsewhere: Utility | 
kitchen, | 


10.3; porch, 3.8; garage, 3.5; | 
other, 3.5. 
“In the south a_ significant 


number are installed in porches 


and garages,” Mr. Worth re- 
ported. 

Since the questions were | 
framed to elicit both “likes” and 


“dislikes,” the returns mentioned | 


certain improvements that own- 
ers would like to have incorpo- 
rated. It happened that one im- 


provement already had _ been 


made by the company, and re- | 


search is continuing on another | 


that was mentioned. 


opened the afternoon session, de- 
voted to sales discussions. 
The remaining days were de- 


voted to discussions of products, | 


conducted by Messrs. Lindsay. 
Breinig and Lutz. At Buffalo, 
R. B. Mather, Central division, 
and H. R. Johnston. general sales 
department. discussed 
tural work transportation 
finishes, respectively. 

Watches, awards for 20 years’ 


and 


architec- | 


service with Pratt & Lambert 
Inc., were presented Tuesday 
night, at a banquet in Hotel,| 
Statler, to the following em- | 


F. X. Heindl, assistant 


| central division; A. T. Montanye, 
| production superintendent, Buf- | 


falo; and J. A. Harcourt, Cana 
dian division. 

B. F. Wilkinson, general sales 
department, received a pair of 
specially designed cuff links in 


| recognition of his 10 years with 
| the company. 


Hotel Park Central, New York | 


City, is convention headquarters 
for the men of the Eastern divi- 
sion, October 25-29. 

The Buffalo meeting opened 
with addresses of welcome by 
A. E. Hay, manager, Canadian 
division, and J. C. Roth, resident 
manager, Central division. 

R. W. Lindsay, vice-president 
and general sales manager, 
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At Chicago, C. D. Sproule, 


| vice-president, in charge of the 


Western division, opened the con- 


vention. H. W. Struck, 


| architectural service department, 


Western division, told of the 
work of his department in the 
Chicago territory. At the banquet 


manager | 


| in Hotel LaSalle. W. T. Brady, | 


sales representative, was pre- 
sented with a watch for his 20 
years of service with the com- 
pany. 


The convention for the men of 
the Eastern division 
York will be opened by C. W. 
Brown, vice-president. 

Supplementing the 
discussions of products will be 
talks by H. E. Gray, resident 
manager; W. F. Collins, archi- 
tectural service department; and 
R. A. O’Hara, manager trade 
sales, all of the Eastern division. 
As at Buffalo and Chicago, H. R. 
Johnston, general sales depart- 
ment, will discuss transportation 
finishes. 


scheduled 


in New | 


In recognition of their 20 years | 
| of service in the Eastern division 


of Pratt & Lambert-Inc., G. R. 
Bouck, R. A. O’Hara and W. F. 
Collins will be presented with 
watches. 


LOS ANGELES KETTLERS 
INSTALL NEW OFFICERS 


The Rainbow Isle ballroom of 
the Mayfair Hotel in Los Angeles 
was the scene for the recent 
annual installation banquet and 
entertainment of the Los Angeles 
Pot and Kettle Club. 

Installing officer, Car] Hobson's 
dignity was upset somewhat when 


HOUSTON BLACKSTONE 
DISTRICT MANAGER 


Frank M. Houston, formerly 
manager of the Domestic Sales 


Department of Rochester Gas 
& Electric Corp. has been 
made district sales manager of 
Blackstone Corp., Jamestown, 


i 4 

His headquarters will be in 
Rochester, N. Y. The territory 
covered, in addition to Rochester, 
will include central New 
York, Pennsylvania areas and 
the county of Allegheny in Mary- 
land. 

Mr. Houston has had many 
years of experience in the public 
utility field, particularly in the 


west 


| merchandising of major house- 


| hold appliances. Prior to his 19 
| year career with Rochester Gas 


| Xacto Crescent 


confronted with Jack Palmtag’s | 


twin brother in place of Jack 
for the office of president. The 
day saved and the proper 
brother installed, however, when 
Jack put in a sudden appearance 
from the wings. 

Credit for one of the 
entertainments in many 
goes to Dana Haussler and Gene 
Flynn with Harry Izenour acting 
as M. C. The outgoing president. 
Vern Rupp. was presented a 
beautiful gold watch by Art 
Wheeler on behalf of the club. 

Officers and directors of the 
club for the ensuing year are: 


was 


years 


Jack Palmtag, president; Harry 
Grant, first vice-president; Bob 
Homan, second vice-president: 
Ray Heinen, treasurer; Harold 
Norton, corresponding secretary : 


Vern Rupp, director; Dana Hau-- 
sler, director; and Harry Tzenour. 
director. 


EVENING COURSES FOR 
HARDWARE PEOPLE IN 
MINNEAPOLIS 


The Minneapolis Retail Hard- 
ware association in conjunction 
with the board of education will 
of evening 
classes for hardware sales people 
at a Minneapolis high school, one 
evening a week, through October, 


conduct a_ series 


November and December. The 
course will be patterned after a 
successful, well-attended one 


given before the war. Enrollment 
is open to anyone interested in 
hardware and allied lines. 


best | 


& Electric, he served as sales en- 
gineer of the Elmira Water, 
Light & Railroad Co., and as new 
business manager of the N. Y. S. 
Gas & Electric Co. 


XACTO DISTRIBUTOR 
FOR SPIRAL SAW 


Sundel Doniger, president of 
Products Co.. 
Inc., 440 4th Ave., New York 
City, 16, has announced that his 
company has taken over 
¢lusive distribution of the Tyler 
saws and spiral saw blades. The 
will be marketed as “Xacto 
Safety Spiral Saws” as parts of 
Xacto’s line. 


ex 


’ 


GAINES OFFICES MOVE 
TO KANKAKEE, ILL. 


To facilitate operations and 
make possible improved service 


headquarters of Gaines dog 
foods, formerly located at 25() 
Park Ave., New York City 
moved to Kankakee, Ill. The 


only group to remain at the Park 
Ave., address will be the Gaines 
Dog Research Center under the 
direction of Harry Miller. The 
research kennels will continue 
to carry on at Ridgefield, Conn 


APPOINT ARVIN RADIO 
DISTRIBUTOR IN 
METROPOLITAN AREA 
Daybert Distributing Company 
2287 East Jefferson avenue, 
Detroit, has been appointed dis 
tributor for Arvin Radios 
electrical appliances in that met- 


} 
and 


ropolitan area, Arvin division, 
Noblitt-Sparks Industries, Inc., 
announced recently. 


The new distributor will also 
handle Arvin distribution in 35 
eastern Michigan counties outside 
the Detroit territory. Robert 
Parkans and David Perlman are 
owners and sales managers of 
Daybert Distributing Co. 
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A. W. BAEDER 


Albert W. Baeder, age 61, 
Summit, New Jersey, North At- 
lantic regional director of The 
Sherwin-Williams Co., died Oc- 
tober 7 at the Biltmore Hotel, 
New York City, after being 
stricken with a heart attack Oc- 
tober 5 while addressing a com- 
pany sales conference. 

He joined The Sherwin-Wil- 
iams Company, Jan., 1907, 
in the auditing department and 
after working at the company’s 
home office for several years was 
transferred to a post as traveling 
auditor. In 1916 he was ap- 
pointed sales manager of the 
Kansas City Division and in 1926 
was transferred to Chicago Coun- 


try Division. In June, 1935, he | ; ; 
| Nashville Railroad as baggage 


was promoted to manager of the 
Mississippi Valley District and 
served there until being named 
North Atlantic Regional Director 
in September, 1937. 

Mr. Baeder was widely known 
throughout the paint industry. 
He was a member of the Masons 
and Shriners, the Newark Ath- 
letic Club, the Sales Executive 
Club of Newark, and the New 


OBITUARIES 


hammed Shrine, Royal Order of | 
Jesters, Court No. 40. 
Surviving are his widow, Loeulla 








| Schoettler Nelson; three sons, 
Arthur A., Jr., Grant L. and | 
Barrett R. Nelson, and one 


daughter, Mrs. Gerald D. Partney 


| of Kansas City, Mo. 


REUBEN H. GIVENS 
Reuben H. Givens, 7], 


for 


| many years manager of the hard- 





York Advertising Club. He be- | 


longed to the Lutheran Church. 

Besides his widow, he leaves 
two daughters, Mrs. Robert Mil- 
ler of Chicago and Mrs. Jewel 
Ryman of Chatham, New Jersey. 





ARTHUR A. NELSON 


Arthur A. Nelson, former as- 
sistant general sales manager of 
the Keystone Steel & Wire Co., 
Peoria, Ill, died October 4 at 
St. Mary’s Hospital, Wausau, 
Wis. Mr. Nelson had retired 


June 30, 1947, after 41 years of | 


continuous Keystone service. 

Art Nelson had joined Key- 
stone in 1906 at 21. During the 
first four years, he had worked 
as stock room clerk, order re- 


corder, traffic router, and corre- | 


spondent. In 1910 he had been 
promoted to field salesman, the 
firm’s first representative in Mis- 
souri, Kansas, 
Advanced to sales director in 
1915, he had spent the following 
20 years supervising various divi- 
sions of the sales department. 
His appointment as assistant gen- 
eral sales manager took place in 
1935. 

4 life member of Gate City 
Lodge No. 522, A. F. & A. M., 
Kansas City, Mo., Mr. Nelson 
was also a member of Peoria 
Chapter No. 7, R.A.M., Peoria 
Commandery No. 3, Knights 
Templar; Peoria Consistory, Mo- 
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and Oklahoma. | 


| 


ware department at McGowin- 
Lyons Hardware & Supply Com- 
pany, Mobile, Ala., wholesalers 
and widely known in the hard- 
ware industry, died suddenly at 
his home in Mobile. 

Mr. Givens began his business 
career with the Louisville & 


man, and later became station 
master at the old Union Depot 
in Mobile. In 1904 Mr. Givens 
became associated with his father- 
in-law in the Combel Hardware 
Company, at Biloxi. 

In 1908 he accepted a position 
with Southern Hardware & Sup- 
ply Company, at Mobile, and 
when the present firm of Mce- 
Gowin-Lyons Hardware & Sup- 
ply Company was organized in 
1913 to succeed the Southern 
Hardware & Supply Company, he 
continued with the new firm, 
first as floor salesman and later 


as manager of the City Sales 
Department. 

In 1920 he was appointed 
manager of the hardware depart- 
ment, which position he held 
until 1943. Since that time he 


has served the hardware depart- 
ment in an advisory capacity. 
Mr. Givens is survived by his 


widow, three sons. and two 
daughters. 


RAYMOND J. ZETTLER 

Raymond J. Zettler, 76, presi- 
dent of the Zettler Hardware Co., 
Columbus, Ohio, died Sept. 28 
after a two-month illness. The 


deceased had been in the hard-| _. : . : 
with the action open, into your 


ware business 47 years, having 
entered his father’s firm, which 
he later operated together with 
three brothers. His son, Raymond 
J. Zettler, Jr.. is now secretarv- 
treasurer of the firm. 


GEORGE B. MURRAY 


George B. Murray, 85, founder 
of the Murray Hardware Co., 
Olney, TIL, died on Sept. 24 after 
a brief illness. He served as 
U. S. Weather Observer at the 


Olney Station for 27 vears. doing 
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= | this work in connection with his 


| at Brownstone, IIl., died Sept. 2. 


| 
| 
| 


| guns, 


| 
business. 


HORACE G. GOBLE | 


Horace G. Goble, division sales | 
manager in Michigan and Indi- 
ana for Van Cleef Bros., Inc., 
Chicago, died suddenly at his 
home in Detroit, Sept. 19. Mr. 
Goble had a host of friends in 
the automotive, electrical and 


allied fields. 


DAVID O. PILCHER 


David O. Pilcher, 85, who for 


45 years was a hardware dealer 
y 


STRESS SPORTSMANSHIP 
AND SAFETY IN HUNTING 
Hunting owes its popularity to 
the observance of a simple rule, 
sportsmanship and safety. 


The Sporting Arms and Am- 
munition Manufacturers’ Insti- 
tute, 343 Lexington Ave., New 


York City, reminds all hunters 
that “common sense in handling | 
plus consideration for 


| others, will help keep hunting 


| always be 


what it is today—one of 
safest sports. With more hunters 
in the field than ever before, 
we'll all have to be even more 
observant of sportsmanship and 
safety this year.” 

Sportsmanship is just good | 
manners. Every hunter knows to | 
use the right gun for the right 
game, to hunt only in season and 
not to take the limit unless he | 
can use the meat or trophies. | 
For bird hunting, he takes a 
trained dog to retrieve cripples. 
He puts out cigarettes and camp- 
fires carefully, breaks matches | 
before dropping them. and uses 
his head. 

The same procedure adheres | 
for safety. The intelligent hunter 
thinks what he’s doing, doesn’t 
use modern loads in old Damas- 
cus-barrel guns, and learns and 
follows the Ten Commandments | 
of Safety, which are: 

Treat every gun with the re- 
spect due a loaded gun; carry 


our 


only empty guns, taken down or 


automobile, camp, and home; 
that the 
and action are clear of obstruc- 


always carry your gun so 


sure barrel 
tions; 
that you can control the direc- 
tion of the muzzle, even if you 
stumble; be sure of your target 
before you pull the trigger; 
never point a gun at anything 
you do not want to shoot; never 
leave your gun unattended 
less you unload it first; never 
climb a tree or a fence with a 
shoot at a 


loaded gun: never 


| after a week’s serious illness. He 


retired from business only a few 


years ago. 
| 


J. L. WARDEN 


John Leonard Warden, 62, 
president and general manager 
of the Guernsey Hardware Co., 
in Cambridge and_ Byesville, 
Ohio, died recently. 


JAMES W. CLARK 


James W. Clark, 93, who en 
gaged in the hardware business 
in Kirkville, Mo., for 67 years, 
died Sept. 5. He retired from 
business only eight years ago. 
His son now operates the store. 


flat, hard surface or the surface 
of water; and finally do not mix 
gunpowder and alcohol. 


CALCUTTA FIRM SEEKS 
TRADE RATES, CATALOGS 


The Saurashtra Agricultural 
& Machinery Equipments Sup 
ply Co., 522 Canning St., Cal 
cutta, India, is requesting trade 
rates, literature, catalogs 
samples when possible of hard 
ware, centrifugal water pumps, 


and 


diesel oil engines, plows. har- 
rows, cultivators, mowers, and 
tractors. 


PRINT ROTARY FILES 
BURS RECOMMENDATION 

Printed copies of Simplified 
Practice Recommendation R233 
18, Rotary Files and Burs, are 
now available, according to an 
announcement by the Commod 
ity Standards Division of the 
National Bureau of Standards 
Copies are for sale by the Super 
intendent of Documents, Govern 
ment Printing Office, Washing 
ton 25, D. C., for 10 cents each 

Based on an extensive study 
of consumer requirements, the 


recommendation establishes a 


| simplified list’ of stock shapes. 


types and sizes for hand-cut ro 
tary files and milled and ground 
from-solid burs. It also lists the 
number of teeth per inch, and 
gives a glossary of standard 
terminology. 

Four hundred and sixty-eight 
different varieties of high-speed 
steel rotary files and burs may be 
manufactured from the 78 sizes 
and shapes listed as compared to 
the 2000 different varieties here 
tofore manufactured and offered 
for sale. Variety data relating to 
carbide and cast-alloy burs are 
not available: however, if these 
types are included, it is believed 
that the over-all reduction in 
variety will amount to approxi 
mately 50 per cent. 
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ADVANCES 


Some aluminum utensils. Antimony. Pig iron. Aluminum pig, ingots. Silver. 





Pig iron——Fffective Oct. 1, Car- 
negie-Ilinois Steel Corp. raised its pig 
iron prices $3 a gross ton. The new 
quotations are $47 for bessemer, $46 for 
basic, and $46.50 for malleable and 
foundry. Bessemer and basic pig iron 
are used in the open-hearth furnaces 
with scrap for making steel ingots. Mal- 
leable and foundry iron are consumed 
in foundries. Carnegie-Illinois last pre- 
viously raised prices on pig iron on 
July 22. 
increases bring its prices up to prices 


The company said its Oct. 1 


of other producers. However, the com- 
pany uses almost all pig iron it makes, 
selling very little. Bethlehem Steel Co. 
raised its prices $4 a ton recently, with 
its foundry pig iron now selling at 
$48.50 a ton. 


Aluminum utensils—Club Alu- 
minum Products Co., Chicago, IIl., effec- 
tive Oct. 11, announced price increases 
on some of its standard Club Aluminum 
Hammercraft Waterless Cookware line 
of 16 items. The 10-inch, open fry pan 
remains unchanged, but advances on in- 
dividual items range up to a dollar on 
several of the larger and higher-priced 
items, advances averaging about 10 per 
cent. Present limitation in aluminum 
ingot supply is the reason for the in- 
creases in price. 

7 « - 

Allocations “gum the works” 
American Metal Market says that, al- 
though the amount of steel already un- 
der allocation is relatively moderate, in 
relation to total output, steel makers are 


not too happy about so many groups 
iaking their supply difficulties to Wash 


ington. Aside from such urgent pro- 
grams as rearmament, atomic energy, 
freight car and barge construction—the 
more groups favored by Government 
“recommendation” of steel allocations 

-the greater pressure will grow from 
other and new consumer groups. Each 
additional allocation, it is stated, must 
be at the expense of steel supply for 
non-allocation groups. Criticisms are 
widespread as to “favoritism” shown by 
political pressure to benefit consumers 
not able to show delivery urgency com- 
parable with long-established users. 
These criticisms are admitted to be jus 
tified by some steel sources, as the proof 
of the same weaknesses in the “allo 
cations system” that were claimed by 
many steel men, before the various pro 
grams were set up. 

” - . 


Metals — Aluminum Co. of 


America raised its prices one cent a 
pound, Oct. 11, on basic aluminum pig 
and ingots. The new quotations wil] be 
16 cents a pound for aluminum pig and 





Wholesale Hardware Inventories ° 


By Geographic Divisions, for August, 1948 











GEOGRAPHIC 
DIVISION 
Number 
of 
Firms 

UNITED STATES TOTAL 171 
New England. " 
Middle Atlantic 34 
East North Central 28 
West North Central 29 
South Atlantic. . 22 
East South Central 8 
West South Central 12 
Mountain q 
Pacific 18 


U. S. Bureau of the Census 


End of Month Inventories (Cost) * 


Percent Change 


August 1943 Amount (Add 000 


vs. 
August July August August July 
1947 1948 1948 1947 1948 
+16 3 $101. 529 $87.224 $104,204 
+13 0 3,309 2,933 3,303 
+15 1 11,338 9,865 11,444 
+17 3 16,401 14,067 16,940 
+20 4 26.462 22.066 27,462 
+ 36 + 1 8,762 6,438 8,642 
+21 4 3,113 2,573 3,243 
+16 3 11,575 9,996 11,892 
13 0 2,244 1,987 2,251 
6 4 18,325 17,299 19,027 


a Includes 18 reports received too late to be incorporated in Census Bureau published releases. 

b Stock-sales ratios are obtained by dividing the stocks by the sales for an identical group of firms. 

* Calculated by dividing end-of-month inventories at cost plus mark-up by sales during month and multiplying the quotient by the number of weeks in the month 
Sales include direct shipments and consignment business. Weeks supply are lower than if based on cost of sales from owned stocks. 





Stock-Sales-Ratios b 


Weeks’ Supply 
of Inventory 


on Hand 
August August July August August 
1948 1947 1948 1948 1947 
197 203 221 11.6 12.0 
292 283 315 17.2 16.7 
178 195 198 10.5 11.5 
184 182 211 10.8 10.7 
186 189 207 11.0 11.1 
186 166 205 11.0 9.8 
131 134 160 7.7 7.9 
249 219 258 14.7 12.9 
216 201 219 12.7 11.8 
226 279 271 13.3 16.4 


Current Wholesale Trade 
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THERE’S STILL TIME BUT 


—tie into the "RED” BRAND 
“PRACTICAL-LAND-USE’’ CAMPAIGN 






Dealers in all parts of the 


country are enthusiastically 






participating in the “Red” 





> * , 
‘ , use” is under way. There’s 
Brand “practical -land-use” . y 





campaign. They are helping still time to get in on this big 





farmers in their areas get program. Still time to order 










the low-cost tie-in booklets 


“a . ; —the booklets that contain 
use” farmers put into their 

the radio broadcasts, with 
farms. These dealers are tak- 
, : > ; your ad, featuring any 12 
ing aleading positionintheir - 
- products on the back cover. 
communities and at the same 





time improving their im- 
mediate and future business. Don't wait any longer, send in your 


, & ‘s ’ . tie-in material order — or mail the 
The “Red” Brand radio 





; , coupon for complete information. 
bigger returns from the time and farm paper program 


and effort “practical-land- 





a napeo, macerent a=? 
aan coer 


advertising ‘“‘practical-land- TANNOUIN 


merc! 








Keystone Steel and Wire Company 
Peoria 7, Illinois 
Mail complete information about the “Red” Brand ‘'practical-land- 


" i ; 
use” Dealer tie-in campaign. 
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LAWN MOWER 


America’s fastest growing favorite! 





17 cents for ingots. Alcoa ascribed the 
price boost to higher production costs. 
Meanwhile, Carnegie-Illinois Steel Corp. 
announced price reductions ranging up 
to $4.50 per 100 pounds on stainless 
steel forging billets, saying that the cuts 
were made to bring its prices in line 
with those of other producers. The Oct. 
11 increase marks the second time in 
more than 11 years that Alcoa has raised 
the basic price of aluminum. The first 
came last June, when prices were raised 
one cent a pound following the granting 


week ended Oct. 2 dropped 0.9 per 
cent, and stood at 167.1 per cent of the 
1926 average, the Bureau of Labor Sta 
tistics said. The drop, as in other recent 
easements, was attributed to “sharply 
lower prices” for most farm products 
and foods. Corn prices dropped more 
than 10 per eent during the week, while 
lower prices also were reported for 
steers, hogs, poultry and wheat. Food 
prices dropped 2.1 per cent, led by a 
10 per cent decrease in the price of 
butter. The over-all index for the Oct. 





i of a wage increase to its employees. 2 week was 6.4 per cent higher than a _ oe 
no other G wes Aluminum ingots went to 16 cents after year ago. ‘ a 
holding at 15 cents since 1941, The 1939 * * @ Wo TEN 
y & uv m a r c o é price was 20 cents a pound, Current alu- eee : 
minum production is in excess of 100 Disappointing steel deliv- 


all 4 


e profit ¢ right price 

(plus 1 year guarantee) 
e reliability 
¢ consumer 





acceptance 


5 self-sharpening 16” crucible cutting 
blades and lower cutting bar. Precision- 
ground for perfect alignment. Cutting 
height: 5,’ to 1')’". Self-aligning ball 
bearings with take-up adjustment. 
Double pawl clutch. Baked enamel finish, 
attractive colors. 


Cast side 
frame 
Tubular 
steel! handle 
Heavy gauge 
pressed steel 
wheels. Rub 
ber roller 


million pounds a month, but supply is 
estimated this year to fall short of de 
mand by 400 million to 500 million 


pounds. 
*” ” 


Silver rises again-—Following 
the late September rises, continued good 
demand from domestic consumers has 
resulted in a further strengthening in 
the New York foreign silver market. On 
Oct. 4, the price rose one-half cent to 77 
cents per ounce. This compared to the 
Sept. 3 price of 75% cents, and to the 
1948 “low,” on Aug. 25, of 73 cents pei 
ounce. Silverware manufacturers, facing 
an expected large holiday demand, are 
lively shoppers for the metal. 
* * * 


Antimony—National Lead Co. 
advanced the price of antimony by 312 
cents a pound to 38% cents. Antimony 
is used mainly as a hardening agent in 
alloys with lead. 
os *” of 
Commodity prices ease off- 

Wholesale commodity prices during the 


eries—The problem of iron and steel 
supplies slipped into another post-war 
month, without any noticeable accom- 
plishment in overtaking the continued 
insistent demands. Reports from many 
consumers indicate less promising de 
livery prospects for the early months 
ahead. At least, there is little chance 
for stepping up the amount of steel 
available to consumers for non-allocated 
requirements. On the contrary, some 
users say their mill sources are not ship 
ping quotas in line with their expecta 
tions, with the result that considerable 
September tonnage had to be held over 
until October. Mills in some cases are 
planning to clear up all 1948 commit 
ments to the best of their ability by the 
end of the year, though in so doing they 
will have to reduce quotas during the 
fourth quarter, in order to get even 
Some important mills, noting the in 
creasingly heavier amount of allocated 
tonnage, are not indicating delivery 
plans for more than a month ahead. 
And some consumers claim they are un 
able to get any definite idea of how 








' Wholesale Hardware Sales ° 
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All steel By Geographic Divisions, for August, 1948 FOR DI 
construction wood sc 
and steel =~ ' 
sunk! 
tubular SALES REPORTED | SALES YEAR-TO-DATE b 
handle “i ——) \ + Quality 
Percent Change | ™. EF 
GEOGRAPHIC August 1948 Amount (Add 000 - | } cans [ 
DIVISION | vs. ercent | | ° 
WEBEL 20 Number ; : _| Change| Eight | Eight specially 
of i } | from | Months | Months 
Firms | August | July | August | August| July | 8 mos. 1948 1947 of prote 
c 1947 1948 1948 1947 1948 1947 |(Add 000) (Add 000) 
| 7 aa Sha | ees | “a Quality 
U. S. TOTAL 27 | +19 | +8 | $67,436 | $56,732 | $62,228 + 9 | $549,466 | $504,125 cenieed 
Cast iron | | | 
constructi New England 17 | +11 +10 1,426 1,285 1,293; +6 12,549 11,844 : 
poem Middle Atlantic 65 | +20 | +11 | 10,375; 8645| 9.330) +8 | 87,093| 80,391 line of | 
Wood henge East North Central 37 +15 | +9 | 9,926] 8,607/ 9,068] +5 | 93,114] 88,566 percenta 
and roller West North Central 38 6} «6+22 +7 14,975 | 12,284) 14,002; +10 | 113,553 102,782 
South Atlantic | 32 | +18 | +898 6,345 5,373 5,834 +13 | 40,682 35,952 
East South Central | 14 | +23 | +15 3,401 2,766; 2,955; +10 | 33,678 30,656 Complet 
West South Central 22 | +7 ;]4+4 7,234 6,781 6,947; +11 | 65,366 58,890 
Mountain 13 | +11 | —8 | 2448} 2:205| 2660; +15 | 19,598| 17,023 metals . 
Pacific 29 +29 +12 11,306} 8,786 10,139 +7 | 83,833 78,021 , 
:, _! ss Sebi, Tian waren Ws, Siew : there’s } 
MODEL 40 U. S. Bureau of the Census Current Wholesale Trade custome 


a Includes 25 reports received too late to be incorporated in Census Bureau published releases. 
b Includes reports received too late for inclusion in previous monthly totals. 
c Number does not apply in all cases to the year-to-date figures. 


Designed and manufactured by 


MIDWEST MOWER CORPORATION 
2235 O'Fallon Street, St. Louis 6, Mo. 
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Then grab hold of the Real “Life Line” .. . 


AMERICAN WOOD SCREWS 


FOR DIVERS REASONS, American is the line of 
wood screws to grab onto .. . if you never want to get 
sunk! 

Quality Control in production, maintained by Ameri- 
can’s Engineering Research Laboratory with all its 
specially designed equipment . . . that’s your first line 
of protection. 

Quality Control in 7 inspections, maintained by 
trained hands, eyes, and ears... that’s your second 
line of protection . . . assuring you a higher perfection- 
percentage in every gross box. 

Complete Line of screw types and sizes, heads and 
metals... plus prompt deliveries coast to coast... 
there’s your third line of protection in service to your 
customers. 


So pick the line that’s more and more often specified 
like this: “American brand . . . don’t substitute.” 
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MERICAN 
SCREWS 


and BOLTS 


Products of AMERICAN SCREW COMPANY 






Providence 1, Rhode Island 
Detroit 2: 502 Stephenson Building 


Chicago Il: 589 E. Illinois St. 
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| Estimated Sales 
Of Wholesale Hardware Distributors* 


Monthly 1939, 1941, 1946, 1947 and 1948 


(Expressed in millions of dollars) 





PROFIT -MINDED Great Neck tools 
have always known how to make a 
sale. Handsome displays feature 











vate stent Month 1948 1947 1946 1941 1939 
colorful easy-grip plastic unbreak- 

January 170 159 113 56 39 
able handles. Polished blades are February 173 165 118 55 37 
fully hardened, tempered for longer March 205 189 131 63 48 
ility. Dis ase April 214 196 144 74 47 
life and reliability. Displays May 195 185 148 79 52 
specially boxed. June 198 172 145 78 51 
EACH SCREW DRIVER FeULy _— July 190 170 150 80 45 
ee Se August 209 173 160 83 50 
Total First Eight Months 1554 1409 1109 568 369 
September 189 161 87 60 
October 215 196 90 60 
| November 189 176 76 54 
December 177 167 78 49 





No. AX Midget Screw Driver 
Assortment (1 doz.) 
a about other GREAT NECK 








best-selling displays! 
UNRIVALLED IN 
PRICE & QUALITY! 





_ SEE YOUR cece 














Grand Total for Year 


2179 1809 899 592 





*Estimated by the Office of Business Economics, U. S$. Department of Commerce. 





much steel they will get this month, or 


November. 
* * + 


Sheets and strip hard hit— 
Sheet and strip deliveries during the 
final quarter of 1948 will likely fall some 
10 per cent under the rate of deliveries 
in the third quarter. That is said to be 
the present outlook. This uncertainty in 
delivery prospects arises chiefly from a 
rising volume of tonnage going for Gov- 
ernment-sponsored programs. One large 
sheet and strip producer reports it is im- 
possible under current shifting ten- 
dencies in allocations to make definite 
delivery commitments for more than a 
month ahead. There is no attempt now 
to estimate full quarterly quotas. Pos- 
sibly hardest hit by the allocations pro- 
grams are galvanized sheets. Sharply 
curtailed output has seriously tightened 
up the over-all supply of galvanized, and 
production at some points is only 50 
per cent of normal. Difficulty particu- 
larly centers in the light gages, since 
tin plate usually gets the preference on 
mill schedules these days. Some mills 
state that allocations of sheet tonnage 
are chargeable against consumers’ regu- 
lar quotas. In short, it is not the inten- 
tion of some producers to attempt to 
furnish the regular quotas in addition 
to certified tonnage for Government- 
sponsored programs. There is still heavy 
pressure from nearly all groups of steel 
users to get on producers’ books. There 
is no evident shrinking of demand in 
any important direction, although some 
steel men observe that buying today is 
less of a scramble than a year or two 
ago. Consumers are tying up less money 
in inventories of raw materials, although 
finished steel stocks in hand would seem 
to be a small gamble, in the face of in- 


dustry views that prices will go up fur- 
ther before they come down. 


* « * 


“More,” say the railroads— 
The railroads have formally asked 
Interstate Commerce Commission for an 
additional eight per cent increase in 
most freight rates. Slightly smaller rises 
were requested on shipments of fresh 
fruit, vegetables, lumber, coal, coke and 
iron. This was the road’s fifth request 
for a rate increase, since the war, thus 
overshadowing the much-discussed “third 
round” attained by organized industrial 
labor. The proposed advances would add 
about $672 million to the annual freight 
bills paid by shippers. The railroads 
say their operating costs have increased 
75 per cent since 1939, while freight 
rates have gone up 40.8 per cent. Last 
July 29, the I.C.C. set freight rates av- 
eraging 22.6 per cent above those in 
effect in the summer of 1947. Of the 
total increase, 21.4 per cent had pre- 
viously been awarded in three interim 


rate advances. 
eo . . 


Insulation board gains sharp- 
ly—Insulating board lath production 
during the first six months of 1948 was 
60 per cent above the like 1947 period, 
says J. B. Blackburn, manager of the 
Insulation Board Institute. Manufac 
turers are stepping up production to 
help completion of homes now under 
construction. It has not been unusual 
in recent months, Mr. Blackburn adds, 
to see occupancy of new homes held up 
from one to three months because of 
lath shortages. “This situation has 
prompted many insulating board manu- 
facturers to concentrate more of their 
facilities on plaster base production.” 
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UNION 
PACIFIC 


Industry is on the Move 
..-- Westward 
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1LROA 
aq 
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UNION PAC a" 
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G pac soe™t 


To Amer? 





George F. Ashby 


° ers 
ave* * One of a series of ad- 
vertisements based on 
industrial opportunities 

Ss yice in the states served by 
utmo uf ser 1 
at yoo vy truly» Union Pacific Railroad. 


Unite with Union Pacific in selecting sites and seeking new markets in California, Colorado, Idaho; 
Kansas, Montana, Nebraska, Nevada, Oregon, Utah, Washington, Wyoming. 


*Address Industrial Department, Union Pacific Railroad 
Omaha 2, Nebraska 


UNION PACIFIC RAILROAD 
Koad of The Liacty Sittaricliners 
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WRITE PRICES PLAINLY 


WITH A 


a) Laisdel/ 
METAL MARKER 








Tell your customers the 
price of each article by 
Q marking it plainly on 
the article itself with 
a BLAISDELL Metal 
Ny Marker. 


It writes strong, clear 
figures on the smoothest, 
slickest surfaces—china, 
glass, metal—yet wipes 





: off clean with a damp 
cloth. 
Made in either Thin Black (792-T) 
or Thick Black (795-T) 
*Reg. U.S. 
Pat. Off. 





Mail this ccupon for FREE SAMPLE 
SVatSOCT PENCIL COMPANY 


141 Berkley St., Philadelphia 44, Pa., Dept. H-S5 
Send me sample of No. 


NAME 
STREET 


CITY ZONE, STATE 


He termed the shortage of plaster bases 
one of the serious bottlenecks remaining 
in the home building picture. Insulating 
board lath, a standard building mate- 
rial for nearly two decades, differs from 
other plaster bases chiefly in that it is 
an insulation itself. Made of wood, cane 
or similar fibers, it is light in weight 
and easily and quickly applied. Its 
bonding strength is exceptionally high 
and its use is recommended particularly 
in homes of masonry construction, where 
heat loss is considerably greater than in 
frame or veneer structures. With insulat- 
ing lath serving both as a plastic base 
and insulation, says Mr. Blackburn, the 
heat loss in masonry homes can be cut 
from 20 per cent to 44 per cent. 


Oil 


esti- 


The oil-burner picture - 
1948 
mated at 530,000 units compared to 
880,000 in 1947, 330,000 in 1941, 


the best pre-war year. Prospective new 


burner installations in are 


and 


purchasers of oil burners were fright- 
ened by local shortages of heating oils 
last winter, and apparently put off buy- 
ing until they were assured of ample 
oil supplies, according to burner indus- 
try spokesmen. The marked improve- 


fuel oil 


petroleum companies is expected great- 


ment in stocks reported by 
ly to encourage burner installations over 
the rest of 1948. 

Zine stocks very low-—Stocks 
of slab zine at U. S. 
11,117 tons at the end of September, the 


smelters totaled 


jowest in several years, and a drop of 


4129 tons from the end of August, ac 
cording to the American Zinc Institute, 
Inc. Shipments for the month were 
placed at 68,850 tons, compared with 
production of 64,721 tons. 

About “cold-rubber”—Despite 
much recent interest in “cold” rubber, 
its production probably cannot become 
important overnight. This so-called cold 
rubber is the synthetic product made 
at low temperatures (about 41 degrees 
synthetic is 


Fahrenheit); “ordinary” 


processed at about 122 degrees. Some 
rubber experts say the cold-made prod- 
uct will add 30 per cent to the life of 
tire treads. Recently, the government 
announced it would put up $3.5 million 
to encourage of the 
synthetic. But this expenditure will only 
lift output of cold rubber to an annual 
rate of 183.000 long tons within the next 


output new-type 


year, only a small amount compared to 
total U. S. rubber use of a million tons 
a year. Natural rubber now sells for 25 
cents per 18% 
cents. Rubber men think that the cold 
process synthetic, once it gets into heavy 


pound—synthetic for 


production, may pull down the price of 
natural rubber 
Leather—Cheaper leather prod 
ucts are promised by the recently sag 
ging prices on hides and leather. Calf 
skin used in the uppers of men’s shoes 
is now worth 95 cents to $1.10 a pound 
earlier this year it was as high as $1.48. 
high as 33 cents 


Cowhides, selling as 


per pound a few months ago, are now 








INDEPENDENT RETAIL HARDWARE STORE SALES 
TRENDS IN 18 CITIES IN THE UNITED STATES 


August, 1948 


Aug., 1948 
compared with 
Aug., 1947 


Cities 
California—-Los Angeles 
San Francisco 
District of Columbia 
Ilinois—Chicago 
Massachusetts—Boston 
Michigan—Detroit 
Missouri—St. Louis 
New York-—Buffalo 
New York 
Ohio— Akron 
Cleveland 
Toledo CCeeCeCereseoroecceeeeoececs 
Youngstown 
Pennsylvania 
I oe icc oa 2. ge a Gediav 
Virginia—Richmond 
Washington—Seattle .......... 
Wisconsin—-Milwaukee 


-Washington. . 


Percent Change 
8 mos., 1948 
compared with 
8 mos., 1947 


Aug., 1948 
compared with 


July, 1948 


= a 


+1) 
+14 “a2 
2 +15 
+ 6 6 
11 rz 
-15 16 
+ 6 9 
+3 9 
2 r 2 
+ 8 14 
6 15 
+10 17 
l 2 
] |. 28 
a 3 
7 © 4 
i 16 
2 4 


Compiled by Bureau of the Census, U. S. Department of Commerce 
Editor’s Note: Monthly Retail Trade Reports of the Bureau of the Census aré 
now limited to cities and other local areas because appropriations available for 


the next fiscal year are 
state-by-state basis. 


not 


sufficient to develop and maintain valid 


data on a 
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© ight now, all over the country, millions 
of readers of general, home and farm 
publications are reading the C-E story 
of comfort on tap — the family con- 
venience of piping hot water from a 
HEATMASTER Automatic Water Heater. 

Right now, also, many dealers are 
cashing in on this advertising by apply- 
ing aggressively C-E’s Packaged Plan 
for Sales — a complete sales program 
with attractive mail and point-of-pur- 
chase material that help to make pros- 
pects customers. 

Write now for “How You Can Turn 
Hot Water into Cash.” It describes in 
detail why C-E is your buy. Remember 

the C-E line is complete (gas, electric 
or LP gas) — the C-E line is priced right 











for sales and a fair profit. It is backed 
by big-space national advertising. It 
carries a guarantee the equal of any. C-E 
HEATMASTERS are manufactured en- 
tirely in a plant built solely for water 
heaters by one of the world’s largest 
boiler manufacturers. 








You get the sum of two kinds of highly impor 
tant experience in a water heater built by C-E. 
First, you get years of practical background in 
building water heaters now giving satisfaction 
in thousands of homes. Second, you get the 
extra security and high construction standards 
that come from large-scale, boiler-plant leader- 
ship. Wherever heat is “big business,” you will 
find Combustion Engineering in ihe forefront. 














* ' Allentown, Pa.— 501 Dime Bank Bidg. © Boston, Mass.—). F. McLaughlin Co., Inc. @ Buffalo, N. Y.— 
4 Roycroft Blvd ata. N. c F.K. loney i Ave. © Chicago, uu. tant Nilt Bonke 
: Schol 3517 Hanover ty Park @ Derroit Mich A. [ rwood Ave. © Jacksonville Fla. A. F 
Ha Dow * Kansas City, Mo. Glenn O rd of Tre Bidg. @ th Island City, N. 
i 37-36 Tenth St. @ Les “eg Cal. Horr van C x Bidg. @ Milwaukee, Wis Wiedema 
nln Bag Minn.—/. P. | 5 Pleasant Ave. @ ioe ‘York, N. Y. mt ‘ ' 
t.@ Portiand, a Hor van N ist Ave. @ St. teak, Mo. 
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--. for long-time, accurate performance 


on a wide variety of work 


Every time you sell a GREENLEE Chisel or 
Gouge you sell top performance . . . for a long, 
long time. Blades are of special-analysis, high- 
grade steel . . . for uniform toughness and 
long-lasting, fine-cutting edges. Each tool is 
expertly formed and heat-treated, highly- 
polished, perfectly balanced. In short— 
whenever you sell a GREENLEE you 


sell a tool of highest quality. 


Z 


AHISELS AND GOUGES 


fete] Rie] Ba Flas) ji.) 


GREENLEE: 


STOCKED BY LEADING WHOLESALERS 


FAST SELLERS IN THE GREENLEE HIGH-QUALITY LINE 


Auger Bits e Expansive Bits e Socket Butt Chisels e Socket Firmer Chisels e Car Bits e Razor Blade 
Draw Knives e Automatic Push Drills ¢ Spiral Screw Drivers e Bit Extensions Bell Hangers’ Drills e 
Turning Tools e For complete information on these and other fine GREENLEE Tools, write today to 
Greenlee Tool Co., Division of Greenlee Bros. & Co., !810 Herbert Avenue, Rockford, Illinois, U.S.A. 















down to 26% cents. But labor costs in 
leather-working still hold high, com- 
pared to pre-war. The average weekly 
wage of a shoe factory worker in 1939 
was less than $18; today it is just under 
$40. Shoes at pre-war prices, therefore, 
are not in prospect. 


+ * * 


The sponge shortage — One 
annoying shortage in hardware and 
paint stores—the scarcity of natural 
sponges—was not caused by the war. 
For those who have been wondering 
why these useful clumps of marine life 
have been so hard to buy, the Depart- 
ment of Commerce explains that the big 
western Atlantic sponge beds were 
blighted by fungus in 1939. Recovery 
of the western Atlantic’s shallow water 
sponge beds will probably require at 
least five more years, and the deep 
water beds from 10 to 20 years more 

* + 


A big television month—An 
other record month was reported for 
August, by television manufacturers, as 
their total production reached 64,953 
units. That figure is over five times as 
great as the 12,283 units made in 
August last year. In the like month of 
1946 (believe it or not) three units 
were made. Average weekly output this 
August was running 51 per cent over 
the average rate in the first half of 
1948. 


* * . 


Television reports rapid 
Gains—tTelevision set production in 
August by member companies of the 
Radio Manufacturers Association to 
taled 64,953 units. This was almost 
10,000 more sets than July output. Av 
erage weekly production was one and 
a half times the weekly rate in the first 
six months of the year. Radio set out- 
put in August totaled 870,044, above 
July, but under the production rate of 
the first half year. 

* . = 

Those surprising plastics 
The plastics industry, which lays claim 
to being the fastest growing business 
in the country, recently held its third 
annual show in New York. At present 
Americans are using plastics at the rate 
of 10 pounds per capita per year, which 
will add up this year to a total of 1,600 
million pounds. This is nearly double 
the poundage used last year, and nearly 
three times the amount used in 1945. 
Improvements in former uses, and hun 
dreds of new applications of plastic ma 
terials were on exhibit at the New York 
show. Other factors that help the busi 
ness grow are the development of bette: 
types of plastics that will stand more 
heat and resist breakage, and the de 
velopment of new machinery that molds 
plastics faster and at lower cost. 
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A significant betterment— 
Westinghouse Electric Corp. reports 
that its dollar volume of production so 
far this year has been running at a 
rate exceeding that of even the best war- 
time years. Says President G. A. Price, 
“orders we received in August alone 
would have made up almost six months 
of business in the boom year 1929. And 
for the one month they were at least 
50 per cent higher than our bookings in 
either of the entire depression years of 
1932 or 1933.” At the same time, the 
Westinghouse executive said that higher 
labor and material costs this year have 
greatly increased the cost of making the 
company’s products. This means a “fur- 
ther lowering of the profit margin, be- 
cause not all our increased costs have 


been passed along to our customers.” 
Oo * * 


Higher postal rates sched- 
uled—A number of increases in postal 
rates will become effective Jan. 1. They 
will include a raise in air mail letter 
postage from five to six cents an ounce. 
There will be increases all along the 
line in the graduated scale of parcel 
post rates, including the pound rate for 
sending catalogs and books. The special 
delivery fee, now 13 cents for first class, 
will become 15 cents. The cost of send- 
ing third-class matter, which includes 
circulars, merchandise, catalogs, seeds 
and plants, will be raised both indi- 
vidually and by bulk. Increased charges 
also will be imposed on money orders 
and postal notes, and it will cost more 
for registering and insuring mail. 

. o a 

Store sales—Department store 
dollar sales for the week ending Sept. 
25 were up only one per cent over the 
corresponding week in 1947, the Fed- 
eral Reserve Board announced. In- 
creases of 7 per cent in the San Fran- 
cisco Federal Reserve District and 5 per 
cent in Richmond were offset by a drop 
of 7 per cent in the Kansas City Dis- 
trict and smaller drops in the Atlanta, 
Chicago and St. Louis Districts. The 
week’s gain was the smallest of the 
year. For 1948 to date, the average 
weekly report was 7 per cent ahead of 
the 1947 comparison. The Commerce 
Department says that total dollar sales 
of all retail stores in August were about 
$10.6 billion, or 8 per cent above a year 
ago. These sales were slightly below 
the level of the preceding two months, 
after adjustment for seasonal factors and 
trading day differences. 

* . * 


Commodity index drops 
Wholesale commodity prices decreased 
0.3 per cent during the week ended 
Sept. 25 to 168.7 per cent of the 1926 
average, the Bureau of Labor Statistics 
reports. This mark was 0.2 per cent 
above that of a month earlier, and 8.0 
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Here's the P US : 


that will put over that 
profitable fractional hp business 


70 million V-belt drives in homes, stores, farms, small industrial 
plants! That means plenty of replacement business — pulleys 
and belts—for you. 

With the Worthington line you have one-piece V-pulleys, 
famous QD rim-and-hub V-pulleys (easy to fit, can’t work 
loose, noiseless, trouble-free, no wobble), and Adjustable-Pitch 
V-Pulleys...plus Worthington-Goodyear EC Cord V-belts— 
to fill the complete range of requirements. 
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and here’s what you get 
to make easy sales 


S07 ote 


WORTHINGTON 


FRACTIONAL HORSEPOWER 


V-PULLEYS 







WORTHINGTON V-PULLEYS 






Profit-Maker Display Stand 
QD Jr. Display Poster 
Window Banner 


Envelope Stuffer 


The Best nner ina 


V-PULLEY, 


WORTHINGTON- 
GOODYEAR V-BELTS 


V-Belt Wall Racks 





also profit from 


More sales from less inven- 
tory with Worthington QD 
Jr. V-Pulleys with inter- 
changeable rims and hubs. 


Contact your local 
Worthington distributor 
and send the coupon for 
more information on the 
bigger profits with Worth- 
ington FHP Profit-Maker 
assortments. 


Window Banners, Decals, etc 


GOoD/VEAR 


nnnaecon 
, 19/6 


Worthington Pump and Machinery 
Corporation 

MVD Sales Division, Dept. N853 
Buffalo, N. Y. 


WORTHING ON 





| 

| 

| 

Please tell me how! can make higher | 
profits with Worthington FHP Profit- 

Maker. | 

| 

| 

| 

| 


The Good Right Hand of Industry 


\ t 
Company.. 
ssc civcavacoseeuves 


Bers | 


| 
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Muscle Power 
Wastes 


Man Power! 





You can use your own hand 
tools on the OSTER No. 422 
Power Vise Stand 

















Let the 1/4 H.P. motor concealed in 
the case of the Oster Power Vise 
Stand take over the muscle-tiring 
job of threading, cutting, and 
reaming pipe. This modern ma- 
chine quickly pays for itself in time 
saved compared with hand work. 
Standard range is 1" to 2” pipe. 
When the Oster Power Vise Stand 
is equipped with the special, uni- 
versal drive shaft, pipe up to 6” 
can be cut and threaded in record 
time and with no effort. Send for 
Catalog “LIST NO. 22-A”. 


THE OSTER MANUFACTURING CO. 


2028 EAST Gist STREET 
CLEVELAND 3, OHIO, U.S. A. 
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per cent above the corresponding week 
last year. Farm products advanced 0.4 
per cent during the week, as prices for 
hogs, calves and live poultry were 
higher. Average food prices on the other 
hand dropped 1.1 per cent during the 
Sept. 25 week. 
ss 

As the buyers see it—The na- 
tion’s industrial production increased in 
September, but only to make up for the 
Jag during the vacation months of July 
and August, so reports the monthly sur 
vey by the National Association of Pur- 
chasing Agents. Many buyers reported 
adjustment of output and sales to lower 
priced products as the demand for 
higher-priced and luxury merchandise 
has eased up. While prices on many items 
continue to mount, the momentum of 
the upward price spiral appears to be 
spent, the survey found. Prices should 
start a downward trend, it adds, as 
increased industrial output, high farm 
crop yields and lowering demand are 
narrowing the margin between supply 
and demand. The buyers continue to 
report lower inventories, with many hav- 
ing a faster rate of turnover. At the 
same time 65 per cent of those covered, 
reported their future commitments were 
limited to 60 days, while 33 per cent 
reported a 90-day limit on orders. Mean- 
while, the Federal Reserve Board says 


that its index of industrial production 
in August rose to 190 per cent of the 
1935-39 average, from 186 per cent in 
July. The upturn reflected resumption 
of normal schedules at many plants fol 
lowing vacation periods. Most of the 
(August increase, the Board said. was in 
the non-durable goods field. 


Skilled labor scarcer---Short 
ages of skilled labor are getting worse, 
the Federal Security Agency reports. 
Regional shortages of skilled workers 
are increasing in defense industries 
notably aircraft metal working, ship 
building and textile. F.S.A. says, too, 
that the labor shortages will hit other 
industries as time goes on, and as the 
higher wages and better working condi- 
tions of the defense industries attract 
workers from other fields. The Agency’s 
report adds that the industrial shortages 
are tightest among engineers, techni- 


cians, and women white-collar workers. 


Furniture sales gaining——Fur 
niture makers booked six per cent more 
orders in August, 1948, than in the like 
month last year, according to Seidman 
and Seidman, accountants to the indus- 
try. For the first eight months of this 
year, new orders were 12 per cent ahead 
of the comparable 1947 period. August 
orders were 30 per cent lower than those 








Nelson B. Wentzel, Deputy Third Assistant Postmaster General was pre- 
sented with a bronze plaque at the 31st annual conference of the Direct 
Mail Advertising Association, at the Hotel Benjamin Franklin on Oct. 1 in 
Philadelphia. The plaque was in recognition of Mr. Wentzel's 42 years asso- 
ciation with the Post Office. It reads "Direct Mail Advertising Association, 
Inc., presented to Nelson B. Wentzel, Deputy Third Assistant Postmaster 
General on the 42nd anniversary with the United States Post Office as a 
tribute of appreciation for his long service in the best interests of American 
Business and direct mail advertising.” Mr. Wentzel is shown above on the 
right and Edward N. Mayer, Jr., president, James H. Gray, Inc., New York, 
and a former president of the DMAA, making the presentaticn, is at left. 
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hort- Big tool business is THERE if you really want Display Boards to work getting quick turn- 
sy it. The way to get it has been proved by over on the most-wanted Duro-Chrome items. 
orts. 

lume hundreds of Duro-Chrome Tool Dealers. (1) Feature the full line, (2) Use the boards; 
es First, these dealers cater to men's buying that's the “One-Two Plan” which builds im- 
hip habits; they realize that men buy where they mediate and continuing Profits and Volume. 
too, Why not talk things over with your Duro- 


know they can get what they want. So— 


SSSSHSSESHSESEHESESHESESESSSHEESEESEEEESSESEEEEEEEEESEEEEE 


ther th aie - Si aaa « Chrome Distributor? He has helped others into 
the coe eee ee ° ee ew the top profit brackets, he can do f 
ndi- line, the Complete line, and that’s Duro- the same for you . . . DURO 
ract Chrome. Second, they know that when a METAL PRODUCTS CO.. 2649 vs 
cy’s tool is well displayed it’s 90 per cent sold. North Kildare Avenue, Chi- 7 
noes So—they put the handsome Duro-Chrome Tool cago 339, Illinois. You begin by : 
hni- Writing tory ~ 
ers. Your FREE = *%m, ° 
Dure Catalog ey : 
o 
Fur- ° 
. 
lore a 0 ad > - 
like ° You'll Sell Sets as well as Single 
ms Tools with Duro's ‘One -Two Plan” 
nan . Duro always has featured 
lus- ° planned sales, matched sets 
i ad and complete tool sets. Shown 
this ° is the Duro-Chrome 49-piece 
ead ° set, including sockets ‘HOT 
= BROACHED” for accuracy 
rust ° and 25 per cent greater 
e strength—the finest! 
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16 SIZES IN 
DISPLAY CARTON 
yy" to 4" 






GUARANTEED 
WITH THE 
“500 MILE” SKATE 


@ Smooth, high speed pilus a guaran- 
tee covering 500 miles, or one year’s 
service makes the “Speed King” 
500 mile skate a fast moving item 
for dealers. From felt ankle pads 
to tempered (case hardened) steel 
wheels and double row ball bear- 
ings, each pair is built to take the 
punishment of long, hard use. That 
means more satisfied customers. 
W rite today for free illustrated cata- 
log of the big “Speed King” line. 
















FOR THE FIRST TIME 


Top-quality balls packaged 
for small quantity . . . high 


REFILL AS YOU SELL 
volume sales Buy only the sizes you need 


to keep stock complete. 














: Here are precision ball bearing human hands. Original manu- 

, — grade balls packaged expressly facturer’s slush grease prevents 
B- 500-MILE ROLLER SKATE for hardware store sales. Now it rust, corrosion and loss. 
st is possible to offer a complete set 
wm HUSTLER CORPORATION of balls at low cost and without COMPLETE ASSORTMENT OF POPULAR SIZE BALLS 
4 ; handling . . . counting . - - Of 1M 64 BOX CARTON (illustrated) COSTS YOU 
n, stocking large quantities of each 
r size. Pak-Bals are not touched by ONLY $10.40 (F.0.B. Langhorne, Pa.) 
a 
" THE PACKAGED BALL CO. 
e 
is Langhorne Pennsylvania 
f. - 
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Perfect for 
Household and 
Garden use... 


WATERPROOF, DIRT- | 
- PROOF, SNAG-PROOF ; ay 


Swaggerettes are here again! Better than 
ever with new improvements, this house- 
hold and garden glove is even more 
appealing to preserve the manicure, keep 
hands soft and lovely. Flexible outside 
coating of tough natural rubber, plus soft, 
napped fabric lining assures protection. 















Curved Fingers, More Comfort, 





ees Fabric Lined 
EASY ON, EASY OFF 


NATIONALLY ADVERTISED in 


PosT = © Good Housekeeping 
TOUTING ° Ladies’ Home Journal 
- "ae © Saturday Evening Post 
GML. potter Homes & 
die, ¥ if 


Gardens 

mean Swaggerettes 
are consistent sellers. Reach this volume 
market by displaying them now for rapid 
turnover, attractive profits! 









DISTINCTIVE NEW PACKAGING 


Smart, new, 4-color display band catches 
the eye. Three sizes, assorted—small, 
medium and large . . . 1 doz. pairs to 
box, 12 doz. pairs to shipping case. 
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523 Orange St., Coshocton, 0. 
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taken in July, which is about the same 
as the experience last year. Partly ex- 
plaining this, the report adds: “During 
recent months there has been much 
bearish talk in industrial and financial 
circles and warning signals have been 
continuously and consistently waved in 
front of business.” Operations in the 
furniture industry are still continuing 
at top levels, the report continued. 
“While retailers are still following a 
cautious policy in placing new orders 
and making new commitments, con- 
sumer demand for furniture is turning 
in a spectacular performance. As a re- 
sult, 1948 retail furniture volume is ex- 
pected to set another dollar record.” 
* o * 

Toys—Santa Claus’ 1948 toy 
pack is assured a record $300,000,000 
load of toys, a 20 per cent increase over 
1947. Special good news for parents 
will be the 100 per cent increase in low 
and medium priced toy lines. Kenneth 
P. Fallon, president, Toy Manufacturers 
of the U.S.A., reporting on a_nation- 
wide survey, said, “Although some price 
increases reflect higher costs of labor 
and materials, doubled production of 
low and medium priced merchandise 


will make it possible for the average 
family to have a better choice of toys 
for a given amount of money than at 
any time since the war. However, many 
steel and rubber toys will be in short 
supply; and due to the record number 
of toy users, many popular lines of play- 
things are expected to disappear from 
counters long before Christmas, so early 
buying for specific items is advised.” 
* * “a 

To consult on stock-piling— 
Voluntary allocations of copper, lead 
and zinc for U. S. strategic stockpiles 
is on the way. The government has 
called a meeting for early in October, of 
world suppliers of the metals for U. S. 
industry, to work out the program to be 
followed. Thus far, the government has 
not been active in the metals markets 
since supplies are not equal to industry 
demands. Demand in excess of available 
supplies of copper, lead and zinc has 
meant a shortage of the three metals, 
not only in this country, but throughout 
the world. The Munitions Board, which 
handles the stockpiling, has not stated 
the quantity it requires beyond a recent 
announcement it wanted to buy during 
the current quarter 30,000 tons of cop- 
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HOW AMERICANS 
SPENT THEIR MONEY IN 1947 








SOURCE: U.S. DEPARTMENT OF COMMERCE 


35.1% 


22.1% 
13.7% 
9.47% 
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GRAPHIC BY PICK-S, N.Y. 
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CHROME -PLATED 
—Inside and Out 





| 
This cabinet is chrome-plated through- | 
out, making it rustproof. 


Light fixtures are also chrome-plated 
and all wires are encased. 


| 
All shelves adjustable—2" spacing. | 
Fluorescent lights should be operated 
from main bathroom switch, as these 
lights give more than ample illumination | 
and no other lights are required. 


Wall opening 18" x 20". Polished plate 
mirror, size 20" x 26". 


ny Write for descriptive litera- 
Oo . 
iain nasuad ture on our complete line of 


bathroom cabinets. 


Ideal 
Cabinet Corporation 


Division of Deslauriers 


Column Mould Co., Inc. 
DETROIT 4, MICH. 


7722 JOY ROAD 


GAS HEATERS 





| 
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DealersChoice! 


TEMCO 
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TEMCO GAS HEATERS 
Have all These Features: 


A SIZE AND MODEL FOR EVERY HEATING REQUIREMENT 
1 . .» from small bathroom dels to fully aut tic forced- 
» air units capable of heating a small house. 





**LIFETIME’’ PORCELAIN ENAMEL FINISH . . . It won't 
rust. It won't burn out. It's easily cleaned. It stays new. 


PROVED PERFORMANCE . . . many y 
and thousands of gas heating units in service, stand behind 


» the Temco name. 


PRICED FOR SALES AND PROFIT... 
prices with greater dealer profit margins. 


5 PROMOTION MODELS . . . to stimulate sales and increase 


to 


ears of experience 


competitive retail 


store traffic. 


A.G.A. APPROVED. 


TEMCO GAS 
FLOOR FURNACES 


Temco's shallow construction (only 
25/2"" total depth) means easier 
and cheaper installation. It ellmi- 
nates, in most cases, costly excava- 
tions. Temco Gas Floor Furnaces 
have "Lifetime Porcelain Enamel 
Heat Chambers 





TENNESSEE ENAMEL MANUFACTURING CO. 
Nashville 9, Tennessee 
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LARGER PROFITS 


with these 
=SFAST MOVERS= 





CYCLONE 
CARBIDE TIPPED 


ROTARY BITS 


* CYCLONE Rotary Bits drill cement, brick, tile and general 
masonry material 4 to 8 times faster. Stay sharp longer 
No noise. No hammering. Fit portable electric drills, hand 
braces, drill presses 


DEMAND GROWING 


Used by contractors, electricians, plumbers, sign 
hangers and in the home. Be prepared for new and 
repeat business. CYCLONE Bits are individually 
packaged, marked for size and sealed for protec 
tion. Also available in handy, durable, fast selling 
kit of six popular sizes. Backed by national adver- 
tising campaign 


Wotch New England for what's new in Carbide Tools 





When it comes to selling pump leathers, 
reach for a Simplex and you've made a 
quick, easy sale. 


These high-quality pump leathers carry 
a clear-stamped size imprint. The cus- | 
tomer will know he is getting the size he 
needs, and you know you are giving him 
the size for which he asks. 


Specify “Simplex’’ the next time you 
order pump leathers. 


Ask your jobber or write us 
for price list. 


MANUFACTURING 


AU Ee? & UB. | 
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per and 16,000 tons each of lead and 
zinc, with delivery any time up to next 


| June 30. It has been suggested that the 


Commerce Department might be able to 
help the Muntions Board secure stock- 
pile copper, lead and zinc, through the 
authority given the Department by Con- 
gress to sponsor voluntary set-aside pro- 
grams by industry, without subjecting 
the latter to risk of anti-trust action. 


+ « ~ 


More tin available—The Com- 
bined (Industrial) Tin Committee has 
announced final allocations of tin for 
the second half of 1948, amounting to 
11,960 long tons, of which 5120 tons 
were allocated to the United States. This 
nation’s allocations of pig tin during the 
last three years have been mounting 
sharply, as follows: 1946 (tons), 16,280; 
1947 (tons), 31,126, and 1948 (tons), 
$2,160. 


* * * 


Catering to the home-buyer 

Plans for nationwide production of 
economy houses to increase sales to 
lower-income buyers were made by di- 
rectors of the National Association of 
Home Builders at a recent West-coast 
meeting. Even with this sales stimu- 
lator, delegates expect 1949 home build- 
ing to be below this year’s record level, 
now being achieved at prices 10 per 
cent to 20 per cent above last year’s. 
“We'll produce 850,000 living units next 


year, if we’re fortunate,” said M. J. 
Brock, president of the association. This 
compares with the 950,000 dwelling 
units this country’s builders expect to 
get under way this year.’ “We're go- 
ing to ease up,” said C. B. Jones of 
Baltimore, who has been building 200 
brick row-houses a year. Demand is still 
strong, but he doesn’t know how long 
it will continue. Instead of starting 
groups of 75 houses at a time and taking 
eight or nine months to complete them, 
he plans to cut his groups to 25 homes, 
speed up the building and attempt to 
finish them in 90 days. “We can’t sell 
our homes now until they are finished,” 
Mr. Jones commented. “Eighteen months 
ago people bought them as soon as the 
foundations were in.” On the theory 
that most buyers still in the market will 
demand moderate-priced dwellings, the 
contractors talk of cutting costs. Many 
are improving their construction meth- 
ods: a minority expect materials and 
labor costs to drop. But generally it 
appears that if the home-buyer is going 
to pay less money he is going to get 
less house. A majority of builders say 
they can cut costs substantially only 
“by leaving something out.” A typical 
short-cut often seen is to leave the sec 
ond floor bedroom area unfinished, as 
an “expansion attic.” So far, at least, 
such curtailed homes sell with ease. 
Besides keeping their houses small, 
builders are using modern cost-cutting 
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"But | don't want a restful pattern. It's for the guest room.’ 
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HUREAU DRAWERS 


WERE MEANT FOR CLOTHES 


Many people still insist on bureaus as “hiding places” —_ 
for family valuables. A hurried thief might miss 
the loot — but fire leaves nothing to chance. 


— ~~ 3l' SELL PROTECTION TO YOUR CUSTOMERS—MAKE A GENEROUS PROFIT. 


sell PROTECTALL SAFES 


Retail hardware stores everywhere sell Protectali Safes 
for modern protection of insurance papers, accounts, 
bonds, mortgages, deeds, cash, jewels and valuables. 


IMPORTANT! 


UNDERWRITERS’ LABORATORIES "C” LABEL 
tested to withstand 1700° F. for one hour. 

















Famous locks resist burglary. Eight sizes. Three color 
finishes. Economically Priced — Easy to Sell and Handle. 






PROTECTALL MFG. CORP. 
938 So. Salina St., Syracuse, New York 
























PRO-TEX-MOR 


PATENTED 


SCREEN DOOR COVER 


turns ANY door into a 


STORM DOOR 


Specially treated, water- 
proofed, kraft paper, 
36x 84 inches to fit any 
screen dodr. Transpar- 
ent, plastic window 
19x9 inches. Tacks and 
moulding included. Dis- 
penser-display carton 
holds 25 packages. 


Shally Towel & 
Washcloth Fixture 


This PRACTICAL 
chrome fixture permits 
hanging a towel or washcloth 
on it easily with only one hand— 
just slip it on. It’s a fast, profitable 
seller. Rods available in 24” and 30” 
lengths. 34” birchwood rod emam- 
eled in colors. Chrome & Pylostaglene. 


SHALLY BUTT GAUGE 


An ALL PURPOSE 
BUTT GAUGE that saves 
much time for carpenters. 
No change of setting 
is required when 
hanging a number of 
doors as two sep- 
arate cutters provide 
necessary clearance. Also serves as a rabbet gauge, mark- 
ing gauge and a mortise gauge which has sufficient scope 
for ALL door trim. Cutters may be re-sharpened. Model 
101 chrome-plated to retail at $2.00. 


Also Bath-Helper Bars, Store Door Push Bars (double and 
single) and Soot Chaser (individually packed). Write for cir- Hundreds of thou- 


cular and trade-prices. sands of these have 


been sold at $1.00 
wr 5 DIE CASTING COMPANY | CENTRAL STATES PAPER & BAG CO. 


Elyria, Ohio—'Phone 55-135 5221 Natural Bridge St. Louis 15, Mo. 


































Over 50% of your cusiomers 
cre prospects for PRO-TEX- 
MOR screen door covers. 





REDEEEREREOGOREEER 








They're priced to sell and 
| they’re backed by national 


advertising. Order now 





: 


from your jobber or write us. 
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AVAILABLE NOW 
THROUGH YOUR JOBBER 





aLL SWING-A-WAY 
prices are 
fair traded 


were's the lid 











See the sensational new 
O 
Al BIC 


AUTOMATIC LID-LIFTING CAN OPENER 


techniques to keep prices down. For 
example, a Cleveland contractor buys 
his exterior walls, end gables, pre-cut 


| interior studs, cupboards, and door 


frames in a package from the mill. He 
can erect the wall sections and have the 
house roofed in 7% hours. Partitions do 
snot slow down the hardwood floor men. 
The interior walls are not load-bearing, 
and can simply be left out until the floor 
layers have finished. 


* . - 


Lumber shortage about end- 
ed—Lumber is becoming steadily more 
plentiful in most parts of the country 
and indications are that some lower 
grades are now beginning to back up in 
mills and retail yards. So says the latest 
(September) report of the government- 
industry Lumber Survey Committee, 
which suggests that the nation is over 
the worst of its prolonged lumber short- 
age. Lumber production throughout 
the nation in August reached the highest 
monthly total on record—at least 3.6 
billion board feet—making this the sixth 
consecutive month that output has been 
above three billion feet. The Survey 
Committee believes 1948 lumber pro- 
duction has a good chance of exceeding 
last year’s volume by as much as five 
per cent. Further, it notes that, despite 
record-breaking construction activity, 
lumber is flowing evenly into all mar- 
kets and is no longer a serious bottle- 
neck. While demand for better grade 
lumber remains strong, the committee 
finds buyers becoming more cautious in 
their purchases of cheaper grades, ap 
parently determined to keep inventories 
down as a precaution against price 
reductions in the quite-likely event of 


an oversupply. 
. * + 


Ups and downs studied— 
[hree postwar years of overall business 
prosperity have tended to obscure the 
fact that individual industries have been 
experiencing some rather violent ups 
and downs. The Department of Com- 


merce notes that almost every business 


SWINGMASTER has all the features that made 
SWING-A-WAY Model 507 famous...plus the revolu- 
tionary Lid-Lifter that sells on sight! See it... try it.. 
order it tor immediate delivery...immediate profits! 


In Canada: 
Fox Agency, Ltd. 
Port Credit, Ont. 





GEARED FOR GREATER SALES 


SHOWROOMS: 1496-98 MERCHANDISE MART, CHICAGO 
220 FIFTH AVENUE, NEW YOR 


STEEL PRODUCTS MANUFACTURING COMPANY 


4100 BECK e SAJMT LOUIS 16, MISSOURI 


came out of the war with order back- 
logs. Then each began to drive for more 
production, and gradually individual in- 
dustries began reaching production 
peaks, from which they later dropped 
as demand slackened. Some industries- 


| notably, the auto makers—have yet to 


reach their peak. Others reached a peak, 
dropped down for several months or a 
year, and then spurted back up again. 
Automobile tires, water heaters, glass 
containers, oil burners and coach trail- 
ers reached peak production records in 
1947. For other industries—refriger- 
ators, washing machines, electric ranges, 
railway freight cars, and trucks—the 
postwar uptrend has continued through 
1948 to date. The significant fact, the 
Department believes, is that many in- 
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for the busy housewife 


TOP-OF-STOVE ONE-BURNER OVEN 

BAKES 4 OR 5 POTATOES-APPLES-BISCUITS 
WARMS BUNS, ROLLS, LEFTOVERS 

HELPS KEEP KITCHEN COOL AND COMFORTABLE 
MANUFACTURER GUARANTEED 











-.to well over 3,000,000 readers each month 

the kind of hard-working advertising that 
helps you sell more Everedy "Tater Bakers. 
Buy a stock of these fast-sellers today. See 
your jobber or write to... 


Mfrs. of Speedy-Clean Coshwore 
\ FREDERICK, MD. 





200 FIFTH AVE 








“WORLD'S 


iTPy)yeld@ RUBBER COATED 
STANDARD 


en EGG BASKETS 


Automatic WATER SYSTEMS 
for DEEP or SHALLOW WELLS For quality egg production, profit-minded poultrymen 
use Androck rubber-coated egg gathering baskets for 


Ear 
“FACTORY , Ft " . . 
to you" |-sf OS its collecting and cooling eggs. Holds 15 dozen eggs 

. .. another reason Py. (% crate). Heavy black rubber coating. 

why ADVANCE |} J 

Dealers enjoy ex- : 

ceptional profits on 

every sale. Inquire! 











Now's the time toe BALE HANDLE 
TIE-IN AND CASH IN with easy 
comfortable grip. 








Let's turn on the ‘Fu pressure of con- 


sistent, sales-buil | adver- 
tising. ADVANCE... world’s original, a 
now largest exclusive manufacturer | a te ‘4 RUBBER COATING 
of Hydro-ejector type pumps...is prevents breaking 
telling millions of prospects about of eggs. 
their nationally-distributed line—your 4 
prospects. Now, SELL ADVANCE. AD- 
VERTISE, DISPLAY, DEMONSTRATE 
.. TIE-IN. CASH IN. Modern, 

















BASKET SIZE 





Streamlined! 13” top; 
Thousands 11” bottom 
WRITE OR WIRE | 7 mage. 
NEAREST OFFICE sees 
NEW 15 dozen egys 
a... #2393—RUBBER COATED Mem. 


ADVANGE PymP UOMPANY 


BERKELEY, CALIF. HAMILTON, OHIO 
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#393—GALVANIZED WIRE 


THE WASHBURN COMPANY 


FACTORIES: WORCESTER, MASS., ROCKFORD, ILL., NILES, MICH. 

















Designed for the unlimited home 


workshop, farm, garage and 


service markets. 
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dealer margin... 
Speedway Blue Line 
Tools comprise the 
most saleable, most 
profitable and most 
logical line of portable 
electric tools for the 
hardware and elec 
trical dealer. 


SPEEDWAY MANUFACTURING CO 
1 S. S2nd A 


tarde 
dealer beipe furnished. ve., Cicero, tl. 
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The builders’ 
hardware with a 
National reputation! 


N the farm, in the home, the office 
and the factory you will find 
National hardware on the job—and 
serving well too. 
Years of manufacturing experience is 
back of the many fine products em- 
braced in the complete National line. 
The trend of styles and requirements of 
buildings of today and tomorrow have 
served as a guide to our skilled de- 
signers in developing the most modern 
ideas in mechanical actions. Simplicity, 
anti-friction and trouble-free depend- 
ability are but a few of the built-in fea- 
tures of National hardware. 
Your trade will appreciate the attrac- 
tive protective finishes on the hardware 
and the care used in their packaging. 


NATIONAL 


MANUFACTURING CO 
STERLING * ILLINOIS 
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dustries which reached early peaks and 
then pointed downward, have subse- 
quently snapped back. 

° * * *& 


Business urged to cut costs— 
Business was urged by G. F. Herberger, 
president of Butler Brothers, to “scrape 
the barnacles off” and get prices down. 
He said the public is impatient with 
present price levels. “Instead of becom- 
ing apologists for the price spiral,” Mr. 
Herberger believes, “the time has come 
for manufacturers and distributors, with 
the help of labor, to give everybody an 
increase by cutting costs.” He cited the 
work done by his organization in 


’ activities, as an example 


“streamlining’ 
of what could be accomplished. There 
was a 35.93 per cent sales increase for 
the third 1948 quarter. Sales of Butler’s 
retail division during the same period 


were up 9.94 per cent. 
* oa * 


Buying power holds high 

With prices up roughly 10 per cent over 
a year ago, is the average family forced 
to buy that much less bacon, eggs, shoes 
and hardware? The answer is “No,” 
says the Investors Syndicate, after a 
recent “real” versus “dollar” income 
survey. Actually, the average family has 
one per cent more buying power today 
than a year ago because family income 
has increased 11 per cent against the 
10 per cent price rise. Says the U. S. 
Commerce Department, personal _ in- 
comes rose to a record yearly rate of 
$215.1 billion in August, from $212.9 
billion in July. Pay increases for factory 
workers and government employees were 
the principal factors in the upturn. 
Wage and salary payments alone 
climbed from an annual rate of $128.8 
billion in May to $136.9 billion in 
August. 


* * ne 


, 


More “customers” coming up 

The Census Bureau has issued ad- 
vance estimates of the population of the 
United States, by regions, divisions and 
states, as of July 1, 1948. They show 
U. S. population at 146.1 million on 
that date, up 11 per cent from the cen- 
sus of April 1, 1940. Their survey 
shows, too, that California has joined 
New York and Pennsylvania, as now our 
three states with over 10 million people 


each. 
* * * 


Homes coming up faster— 
New families—the chief factor in hous- 
ing demand—are being created at less 
than half the rate at which housing 
production currently is being carried 
out, says the U. S. Savings & Loan 
League. The present record rate of resi- 
dential construction assures the addition 
of approximately 950,000 new dwellings 
to the nation’s housing supply in 1948, 


according to the League. This will be 
more than double the 400,000 new fam- 
ilies that will have been formed by the 
end of this year. The excess of new 
housing over new families, it says, is 
being felt in the easing of the housing 
situation in an increasing number of 
cities each month. The number of 1948 
home completions will permit a welcome 
cut in the number of “doubled-up” fam 
ilies. Morton Bodfish, chairman of the 
league's executive committee, predicts, 
however, that the current peak activity 
in private housing will continue through 
1949, and for several years. The Depart- 
ment of Commerce estimates the value 
of new construction put in place during 
September at $1,804 million, more than 
in any previous month. For the nine 
months of this year the Department’s 
total is $13 billion. It may be worth not- 
ing that, while the construction of the 
nine months was 34 per cent ahead of 
that in the same portion of last year, 
September alone showed an _ increase 
of only 27 per cent. Like steel, the con- 
struction industry is operating near the 
maximum allowed by available labor 
and materials. 
* * & 

Smaller sales gains in Sep- 
tember—Sales of Sears, Roebuck and 
Co. reached a new high level in Sep- 
tember, and carried the total for the 
first eight months of the company’s 
fiscal year to a record high. September 
sales, reported at $216,781,841, gained 
14.6 per cent over the 1947 month, but 
this was a lesser gain than in August 
(23.1 per cent) or in the eight months’ 
total (22.0 per cent). Montgomery Ward 
reported sales for September of $119,- 
705,546, an increase of only 1.9 per cent 
over a year ago, while sales for the 
eight months made an increase of 9.6 
per cent. F. W. Woolworth Co., whose 
September sales gain was 2.3 per cent 
over 1947, reports its nine months’ sales 
were up 6.7 per cent. S. S. Kresge Co. 
September sales were up 2.8 per cent, 
and the nine months’ total gained 6.4 
per cent. 

* * * 

September employment off 
Total employment dropped in Septem- 
ber for the second consecutive month, 
the Census Bureau reported. It eased off 
933,000 to a total of 60,312,000. The 
drop, however, seemed nothing to worry 
about, since almost the entire decline 
was caused by teen-agers dropping their 
summer jobs to get back to school. Also, 
the number of job-holders stayed above 
the 60 million traditional “goal.” More 
job holders actually were at work in 
September than in August, for the vaca- 
tion season was in full tide in August, 
cutting the number actually busy. The 
Bureau’s figures relate strictly to ci- 
vilians. In addition, there were 1,366,000 
drawing pay from the armed forces in 


September. 
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FOOTBALL EQUIPMENT 


AUTOGRAPHED BY THE FAMOUS COACH OF NOTRE DAME 


i? ~~ ~-Agsured:Sales in a Vast) Market! ] 


uurkoch 






Hundreds of young football enthusiasts will want this new equipment. The line includes 
two cowhide footballs and a sturdy fibre shoulder pad built for rugged play. 


WRITE YOUR JOBBER FOR PRICES. 


TICKETS THAT _(Prewik)_ 
‘e). TE Lt ae ZEl L Priced to Make Sales 


Universal Price tickets tell your prices cleariy 
and attractively ... help you sell more with less effort. Each 
system comes bound in book form with replaceable tags. The 
practical arrangement of these books provides an efficient, 
systematic method of better, easier price marking. There is a 
Universal System to fit your every need from display tickets to 
gummed tickets, from string tickets to special tickets. Ticket 
yourself for greater sales with these attractive, efficient, in- 
expensive price markers. We carry a compiete stock of at- 
tractive metal display fixtures and brackets. Write today for 


——e MOULDING Tempered Steel Rods 


TICKETS 



















DISPLAY 
Wa TICKETS 
? 







You don’t worry about volume sales and good 
profits when you sell Premax Tempered Steel 
Fish Rods. They have the quality, the snap and 
they'll stand the gaff! Better yet, their attrac 
tive list prices starting at 95¢ for a straight 
handle number and at $2.49 for a swell cork 
grip, detachable offset handle rod with tip-top 
Fourteen attractive numbers in the line, to meet 
every demand for popular-priced quality rods 
Send for special Bulletin and prices 


PREMAX PRODUCTS 


0, UNIVERSAL PRICE MARKING SYSTEM DIVISION CHISHOLM-RYDER CO., INC. 











401 SOUTH WASHINGTON AVENUE 
MINNEAPOLIS 15, MINNESOTA 4921 HIGHLAND AVE., NIAGARA FALLS, N. Y. 
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RYERSON 
STEEL in stock 
for HARDWARE 
STORES 


Contact Ryerson when a cus- 
tomer’s order calls for steel you 
don’t ca in regular stocks. 
You can draw on large, diver- 
sified Ryerson stocks at any 
of thirteen conveniently locat- 
ed plants. We’ll gladly cooper- 
ate closely on any steel require- 
ment—any steel problem. 


PRINCIPAL PRODUCTS 
Bars © Structurals © Plates © Sheets 
Tubing © Allegheny Stainless © Alloy 
Steel © Safety Floor Plate © Babbitt 
Selder © Metal Working Tools & 

Machinery, ete. 


JOSEPH T. RYERSON & SON, INC. 


Plants: New York, Boston, Philadelphia, 

» Cincinnati, Cleveland, Pittsburgh, 
Buffalo, Chicago, Milwaukee, St. Louis, 
los Angeles, San Francisco 


























Large Illustrated Catalog of 
Jewelry, Watches, Silverware, 
Giftware, etc. 

Printed with Code Prices. 
Orders Promptly Filled from 
large Stock which we carry. 

H. M. MANHEIM & CO. 

Established 1910 
87 Nassau Street, New York 7 


H. M. MANHEIM & CO. 10 
87 Nassau Street, New York 7 


Please send Dealers Catalog. 





Dealer's Name _— 


Address. 
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Department store figure un- 
| ehanged—Dollar sales of U. S. depart- 
| ment stores showed no change for the 

week ended Oct. 2 as against the cor- 
| responding week in 1947, the Federal 
| Reserve Board reports. Three areas 
| showed a decline in sales, five registered 
| increases and one reported no change. 


Department store sales showed a drop 
in September, compared to August, but 
a gain over the year-ago mark. The 
Board’s index for September was esti- 
mated at 313 per cent of the 1935-39 
average, compared with 331 per cent in 
August and 294 per cent in September 
of last year. 


Scrap Shortage Hampers Steel Production 


this winter. And there will be a 
greater scrap shortage next year. 
But for the time being the serious- 
ness of the long term outlook is 
veiled by a temporary surcease 
from worry, according to The Iron 
Age, a Chilton publication affili- 

| ated with HARDWARE AGE. 


| 

| beng will be a scrap shortage 
| 

| 


Were scrap plentiful, more steel 
would be made each week. More 
steel has been made recently be- 
cause shipments of steelmaking 
scrap have been heavier. Also 
| scrap coming from Germany, while 
not large quantities, has given 
some buoyancy to steel makers’ 
hopes. 

But what interests steel people 
is that present scrap prices will 
probably stay in suspended ani- 
mation for some months at least. 
Talk of lower prices in the trade 
is currently without foundation. 
Talk of higher prices lacks factual 


support. 





Some Reasons 


Reasons why the price of steel- 
making scrap will not go down 
much, if any, im months to come 
are: (1) long term shortage is still 
with us, (2) steel firms need every 
ton of scrap they can lay their 
hands on, (3) increased price of 
pig iron tends to support scrap 
prices and (4) greater use of 
scrap by electric furnaces. 

Reasons why the price is not 
expected to move up to any great 
extent in the months to come are: 
(1) better inventories at the mills, 
(2) better shipments to mills with 
less time lags, (3) the knowledge 
that a few more bucks won’t bring 
out any more scrap from hiding 
places—if any and (4) prospects 
of more German scrap coming in. 

The factor which could upset 
everything on scrap, however, 
would be a rise in the price of 


steel. It is doubtful if any major 
steel price changes will take place 
this fall. But if a boost would 
come, the price of scrap would 
also go up—it always has after a 
steel price rise. 

The slight feeling of expansive- 
ness in the scrap trade is deceptive. 
Prices may be stabilized and sup- 
plies may be a little better than 
expected but it is an ominous sat- 
isfaction. When more capacity 
comes in late this year—and more 
next year—demand for scrap will 
be heavier than ever. And the in- 
crease in the amount of carbon 
steel to be made in the electric fur- 
nace alone will mean less available 
scrap. 

Openhearth steel practice usual- 
ly takes a half ton of steel scrap 
and a half ton of pig iron to make 
a ton of steel. But the electric fur- 
naces take a ton of scrap to make 
a ton of steel. The more electric 
steel made the less is the potential 
supply for openhearths—over the 
long pull. 

The increase in the price of pig 
iron made by a major producer a 
couple weeks ago is being followed 
by producers in other areas. Raises 
have averaged $3 a ton. Mounting 
costs have been plaguing blast fur- 
nace operators for some time. 


Selling for Less 


Despite the pig iron increase an- 
nounced—and maybe more to 
come—the iron is still selling for 
less than the cast iron scrap it re- 
places. Even at its new all-time 
high of $46.07, it is almost 350 a 
ton less than some foundries have 
been forced to pay for imported 
iron. Iron-hungry foundrymen 
have also been paying as much as 
$20 a ton in freight to move pig 
iron from distant domestic fur- 
naces. 

Users of cast iron scrap had 
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thought they were over the hump 
on prices for that material. They 
had reason to hope that this was 
true. Many of them have been 
paying from $60 to $70 a ton de- 
livered. In recent weeks it looked 
as if they might get a break. High- 
er pig iron prices at the blast fur- 
naces may have nipped those 
hopes. 

Steel ingot output this week is 
up a point to 97.5 per cent of ca- 
pacity. This is the highest rate of 
operations achieved since before 
the coal strike, surpassing the pre- 
vious record of a week ago. 





Store Traffic Builders 
gl event that brings people 


to a town brings them to 


that town’s stores. Here are some 








Sensational 


“BULL-DOG GRIP” 


events that brought volume and | 


profits to retail merchants in many 
sections of the country. 


7 * * 
Laugh Fiesta 
A good laugh will cure many 
an ill and will also put folks in 
a friendly, buying mood. The 
Arlington, (S. D.), Commercial 


Club annually stages a Laugh | 


Fiesta which is part of a Farmers’ 
Night dinner. The farmers are 
guests of the business men and 
the five novelty acts are especially 
scheduled to make folks laugh. 
[s it popular? Last winter the 


attendance at the Fiesta was 1500 | 


people. 
* * * 
Industrial Paydays Chart 
As a guide to merchants plan- 
ning sales, the New Kensington, 
Pa., Chamber of Commerce, issues 


a quarterly calendar which shows | 


the paydays of more than 30 in- 


dustrial plants in the area. By | 


studying such a calendar the re- 


tailer can plan not only sales pro- 


motions for certain periods, but 
can also schedule collection drives 
to get slow accounts paid up. 


* ee * 


Farm Leaders 
At Business Meeting 


So that Olympia, Wash., busi- 
ness men can get an accurate up- 
to-date picture of the local agricul- 
tural situation, the Chamber of 
Commerce invites farm leaders to 
part of the monthly meeting. An 


oficial file of accurate data on | 
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1728 West Wainut St. 


and Feel it GRAB! 


A Wrench that holds until YOU re- 
lease it! No more torn, bruised 
knuckles. Designed specifically FOR 
mechanics BY mechanics. Consists 
of 5 parts—1 handle and 4 wrench 
heads. Each of the 4 heads when 
used double, may be set in 4 differ- 
ent positions of horizontal or verti- 
cal in relation to each other. Just a 
twist of your hand and you have the 
right head for the right job. Just a 
ready to work on the most stub- 


the head is 
45 degrees offset makes it easy to get a firm, 
This magic wrench seems to 
fit and grip automatically, and a special non-slip design makes it al- 
most impossible to break loose from its hold. Made of tough chrome 


“click” and 
born nut or bolt. 
sure grip in “hard-to-get” places. 


alloy ... exclusively treated with a “Satin-Tone” finish to resist rust 
and corrosion. 4 popular sizes, 344” -7%"”-1"-1%”" ... others avail- 
able soon. Overall size 35%” - 4%” - 43%” - 45%”. 


SPECIAL TOOLS FOR SPECIAL JOBS 


® Refrigeration Tools: Designed especially 
for the problems found in the refrigera- 
tion field. 

® Special Pliers: Large selection of pliers 
for your porticular type of job. 

© Special Socket Sets. 

© Box Wrenches. 

© Structural Wrenches. 


@ Tiny Tools: For jobs requiring precision 
and skill. 

@ Aviation Tools: Tested and recom- 
mended by aviation mechanics every- 
where. 

© Master Mechanics Tools. 

© Wrench Parts. 

© End Wrenches. 


FREE (.ustRAteD DESCRIPTIVE LITERATURE SENT ON REQUEST 


HINSDALE MANUFACTURING CO., Dept. —j7xq] 


4 DIFFERENT 






NO FUSS, NO BOTHER, NO SLIP 
Just Drop Over Nut Head 


Chicago 12, Ill. 
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The Best Are 
BETTER BRAND 


mouse and rat 
TRAPS 





e METAL OR WOOD TRIGGER 
© FOUR-WAY ACTION 
e OIL TEMPERED SPRINGS 


McGILL METAL PRODUCTS CO. 


Marengo, Illinois 








STOVE PIPE WIRE BRAIDED 
COIL AND SPOOL PICTURE 
" ASSORTMENT WIRE 





, BRASS, COPPER, DARK, 
\. TINNED, GALVANIZED / 
\ COILS AND SPOOLS ,; 
\ 10Z.TO 2018. / 
\ PACKAGES / 








STRANDED AND SOLID 


STRANDED AERIAL WIRE 


CLOTHES LINE WIRE 


RADIO ACCESSORIES 
SOLDER AND PASTE 
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SOLD THROUGH 
JOBBERS ONLY 
ASK YOURS FOR PARTICULARS 








BUY witsH CONFIDENCE 


NCHOR 


WIRE CORPORATION 


183-16 
LONG 


JAMAICA 
ISLAND NEW 


AVE 
YORK 





farm production is maintained by 
the Chamber and is brought up- 
to-date at this monthly meeting 
with farm leaders. These meetings 
make for better city and farm 
relations through cooperation and 
understanding. 
% x *% 
City-County Picnic 

Highlight of the summer season 
at La Crosse, Wis., each year, is 
an annual city-county picnic held 
at the Veterans Memorial Park. 
Thousands of people flock to this 
affair where every family brings 
its own lunch. Outstanding speak- 
ers are engaged and some high 
grade entertainment is provided. 
At this many city and 
county renew acquain- 
tanceships and make new friends, 


picnic 
residents 


too. 
% a *% 


Chick Project 


Through a fine poultry improve- 
ment program the Chamber of 
Commerce at Tonkawa, Okla., en- 
lists the interest of the rural youth 
in that area. Upon qualified ap- 

25 baby chicks 
boys and girls, urging 
them to show at least three of the 
birds at the local annual fair. The 
response to this program has been 
so gratifying, report. 
that it is a permanent part of the 
chamber’s agricultural program. 

* % “% 


plications, are 


given to 


merchants 


Farm Home Day 


Combining the agriculture, re- 
tail and industrial committees the 
St. Charles, Ill., Chamber of Com- 
merce annual farm 
home day to honor farm people 
of the The day’s events in- 
cludes a tour of industrial plants 
to acquaint the farmers with prod- 
ucts which are manufactured lo- 
cally. A free buffet supper is also 
served to 


sponsors ‘an 


area. 


attending and 
Many 
this 


farmers 
entertainment is provided. 
like to 


event each year. 
* % *% 


rural people attend 


instructive Dairy Day 


Approximately 300 farmers and 
their families attended last year’s 
Dairy Day, sponsored by the Cape 
Girardeau, Mo., Chamber of Com- 
Several well known speak- 
ers talked on dairy subjects. A big 
entertainment program was also 
put on in appreciation of agricul- 


merce. 


1SELLS ON SIGHT! 


Dealers! New CALF-TERIA NIP- 
PLE PAIL, sells on sight to calf 
raisers. Endorsed by colleges, 
feed companies, top dairy- 
men. Immediate delv. 
Write for SAMPLE PAIL, 
full details. Dest, t 











“Ge emJr. aa 







-—< 
Stock and Display 
NEW Gem Jr. 


Fingernail Clipper 
New tapered jaws. 
Streamlines. ‘“‘Gem”’ 
quality thruout. 

Retail price now 29c 
THE H. C. COOK CO. 
ANSONIA, CONN. 


"FOLDING CHAIRS 


les. a agpangg & la. 
Tobie y ow Be _ Sos Vesios 


PROMPT 
SHIPMENT 
ADIRONDACK 
CHAIR CO. 


1142-A BROADWAY 
NEW YORK |, N.Y. 

















ALL ALUMINUM 6 ftRULE 
ae” 


Here is a NEW and BET- 
TER Rule of ALL ALU- 
MINUM construction. 
Reinforced with Machine 
Brass Hinges and held 
together by Mach ane 
Brass Rivets. . . 
merals embossed and i. 
quered for permanent 
legibility. 






ORDER THROUGH 
YOUR JOBBER Ideal for ee 
Guaranteed for a life- Builders, ngineers, 


Architects and Plumbers 


STELLAR TOOL & MFG. CO., Inc. 
93-34 170 Street, Jamaica, L. ¢. 


time. Write for circular 











FASTEST SELLERS 
ON THE MARKET 


“TEDDY” WAX APPLICATORS 


Brand New Item 
A-8 — Size 6" x 3" 
The Lowest Priced Applicator 
with removable pad— 

Retails for 59c 
Packed 2 doz. to a 
carton—18 Ibs. 

Other Applicators 
from 59¢ to $1.50 










XQ 


Order 
» from Your 
Jobber or Write 


snes is FOWLER CO. 


137 Federal St. Boston 10, Mass. 
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a BUY line for your 
CUTLERY DEPT. 







+" 






TRAINING 
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F.. nearly a century, Ry 
Murphy and Sons have made quality knives for 
every purpose. Knives that are sharp, durable 
and especially designed to do a particular job. 

R. Murphy Knives are painstakingly fash- 
ioned from the finest, tempered steel, uni- 
formly hardened by an exclusive process and 
honed by hand. They are precision joined to 
custom built handles that provide the proper 
grip. 

Customers don't "go by", they come buy 
when you carry R. Murphy Knives. 


ADJUSTABLE 
CARTON 


Order today from 
your jobber. Display 
and sell with confi- 
dence and profit. 
Write for descrip- 
tive catalog showing 
the complete line of 
R. Murphy Knives. 








4 ROBERT MURPHY SONS COMPANY 


AYER, MASSACHUSETTS 





CARPENTERS’ and MASONS’ 


LEVELS 


vY Accurate 
SS 
Anh 
s 





Ey Dependable 


NEW! 


Catalog Available 
in Colors 





Write for your 
copy today 
with price 

list 





ne 


| 


Peerless a leader for over 30 years 


1 


LEVEL & TOOL 
COMPANY 


STERLING, ILLINOIS 

















DALE KING ... 
Expert Saw Filer 


The art of hand filing saws takes 
experience that isn’t gained in a 
day. One of our best filers is Dale 
King who has a background of 32 
years in our plant and knows the 
technique that gives a saw a sharp, 
keen cutting edge. 

Stock and recommend Ohlen-Bishop 
circular saws for faster production 
on table saws, power hand saws 
and woodworking machines. 





OHLEN-BISHOP MFG. CO., 1301 Kinnear Rd., Columbus, Ohio 
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“TOP QUALITY" 


Unconditionally Guaranteed 


PLASTERERS 
BRICKLAYERS 


TOOLS 


Accepted 
by 

master 

craftsmen 


“The right tools at 
the right price” 








See your Jobber, for Samples and Prices 


PROMPT SHIPMENTS ON MOST ITEMS 
Manufactured by 


DEAROSA MFG. CO., BROOKLYN 32, N. Y. 
National & Export Sales Representatives 


SURPLESS DUNN & CO. 
34 Ne. Clinton St. 74-76 Murray St. 
Chicago 6, Illinois New York 7, N. Y. 
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numerals —all combined with 
proved Carlson quality to give 
you a truly fine rule for greater 


sales and profits. 


Carlson Rules: 
**Hobby"’ 

6 & 8B ft. 
**Chief"’ 





Change blades 6, 8 & 10 ft 
in 10 seconds 


without opening case. bh 





CARLSON 





Made of standard gauge steel, 
the new 10-foot White Chief 
offers the sales appeal of extra 
length and the eye-appeal of a 
snow white blade with Jet Black 


6,88 10 ft. 
**White Chief"’ 


——— 8 Se. 
CARLSON & SULLIVAN, Inc. 


MONROVIA, 























CALIFORNIA 











Kitchen Scale with easy- 
to-read airplane 


type dial. 


Now available for the hardware 
and house furnishing trade. 
This favorite household scale is 
designed for the modern kit- 
chen, Finely finished in white 
enamel, black trimmed, silver 
and white dial, with large easy- 
to-read numerals and ounce 
graduations. The Silver Clipper 
is very attractive when included 
as part of a streamlined kitchen 
set-up or displayed alone. 


7 


No. 1371 cas 
Capacity 25 Ibs. by ounces. 

Glass covered dial, stainless steel bezel. 
Platform 514” square. Packed one to a cor- 
rugated carton. Weight packed 5 Ibs, Case 


of eight 40 Ibs. 
BARE GIB vices ccovexvve $his 





Onder from Your Jobber 
HANSON ‘SCALE co. 525 N North ‘alae ; Street, ‘Chicago 22, Wiinois 
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ture’s contribution to the develop- 
ment of the community. 


. * * 
Livestock Shows 


Showing their interest in agri- 
culture, business and professional 
men of Tonkawa, Okla., attend 
livestock shows in_ neighboring 
towns, meet with farmers, chat 
with them and invite them to 
Tonkawa. This sort of farmer 
contact program brings results. 
The Chamber of Commerce has 
compiled an up-to-date list of more 
than 600 farmers in its trade area. 
This list is available to reputable 
merchants for direct mail work. 


Better 4 H Program 


The Chamber of Commerce, 
Linn, Mo., and the local Lions 
Club jointly sponsor the distribu- 
tion of pure bred gilts in the area 
to farm boys and girls. At the 
present time, there are 33 regis- 
tered gilts in 4 H projects which 
shows that much interest is being 
shown in purebred stock. The 4 H 
boys and girls often induce their 
parents to buy and raise only 
purebred pigs. The Chamber of 
Commerce gilts are often used as 
the beginning of an _ individual 
farmer’s purebred herd. 


* * + 


Annual Stock Show 


Believing in the future of agri- 
culture and also desiring to put 
on at least one big, important 
event for farmers annually, the 
Menno, S. D., Chamber of Com- 
merce has been staging an interest- 
ing stock show for 30 years. The 
best Hereford cattle in the state 
are shown here, and breeders and 
buyers from a large area come 
here for the big event. Merchants 
say that the traffic stimulated by 
this cattle show has won many 
regular patrons for the town’s 
stores. 


* - + 


Feeder Calf Sale 


A special train carried 148 
farmers and ranchers, guests of 
the Winner, S. D., Chamber of 
Commerce to Omaha, Neb., for 
the annual Feeder Calf Sale held 
in that city. While in Omaha the 
visitors were guests of the Omaha 
Chamber of Commerce and were 
feted at a breakfast at the Omaha 
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There are 
over 17,500 
retail outlets 


U.S. HARDWARE & PAPER ~ 

SALESMEN CONTACT DEALERS 
IN NEVADA AND ARIZONA... 
as well as SO. CALIFORNIA ! 


DEALER SERVICE .. . Size of operation 
is not allowed to interfere with service to 
individual dealers. Salesmen are allotted 
accounts only on a basis that allows them 
time to make regular and complete calls. 


TRAINED SALESMEN . . . Only men who 
know merchandise and who are promo- 
tionally minded, are servicing U.S. Hard- 
ware accounts. Thus our dealers are sure 
of service that means sales! 


SS 


S — 
Jt dy 
Le 


ras 


UNITED STATES HARDWARE & PAPER CO. 
Established 1927, Los Angeles, Calif 


So. California's Leading Housewares’ Distributor 





HARDWARE AGE, OCTOBER 21, 1948 














SINCE ap 1849 


Door KNOCKERS 








HIGHLY POLISHED 


INDIVIDUALLY PACKED IN 


ATTRACTIVE XMAS BOXES 
WHEN SO ORDERED 








14 DISTINCTIVE TYPES OF 
DOOR KNOCKERS 








700 ITEMS! 
BUILDERS’ HARDWARE 











WRITE NOW!! 
FOR 
CATALOG No. 19 


ORDER 
THROUGH YOUR 
JOBBER 





1% 





° 
oc 
c a 


SFE PADLOGK a HARDNE 


LABERSTER, 
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There's a Way 
WITH WIRE 


Formed wire often solves 
the problem of high produc- 


tion cost. By eliminating 
milling, and subsequent 
scrap loss where parts have 
been machined from bar 
stock, wire forms, made the 
Brooks way, save both ma- 
terial and labor. 


M. S. Brooks & Sons, Inc., Chester, Conn. 


Since 1848 


BROOKS HOOKS 








REGENT TROWELS 


Brick — Pointing 






Pointing 
Trowel 
Philadelphia 
Pattern 


Sell Them With Confidence 


Regent Trowels are tempered and taper 
ground just right—the fine steel blades are 
nicely polished. 

Made with electro welded steel stem— 
extra strong where strength is needed. 
Hardwood handle set at tested angle fo: 
correct balance and hang. Brass ferrule 
on handle. Fully approved by Master 
Craftsmen. 

Their popular price and absolute quar- 
antee helps the sale. Immediate delivery! 

The Regent line also included: Plasting 
Trowels, Brick Layers Jointers, Cement Ed- 
gers, Groovers, etc. 

Our Literature tells all and our Trade 

discounts will please you. 


REGENT INDUSTRIES, INC. 
443 GOTH STREET 
WEST NEW YORK, NEW JERSEY 
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Livestock Exchange, taken on a 
tour of the industrial plants of 
the city and were guests at a 
dinner. 


* + * 


Hobby and Flower Show 


An annual event which attracts 
a great deal of attention is the 
annual hobby and flower show, 
sponsored by the Mattoon, IIL, 
Chamber of Commerce. This af- 
fair is open to all residents of the 
area. The hobby items and flowers 
are displayed in the store windows, 
which brings a great deal of traffic 
to Mattoon day and night. Women 
especially turn out for an event 
like this, a fact which pleases the 
merchants, for women buy 85 per 
cent of all retail merchandise of- 
fered for sale, according to some 
authorities. 


¥ * * 


Oyster Fry 


Something different in the way 
of a feast is the annual Stockmen’s 
Banquet or Mountain Oyster Fry, 
attended last year by more than 
1200 farmers and ranchers from 
the Carnegie, Okla., area. This is 
a social affair put on by the local 
chamber of commerce. In_ the 
spring the chamber also sponsors 


a rancher-farmer clinic, where soil 
conservation, feed, seed and other 
rural topics are discussed. 
* * * 
Farm Labor Saving 
And Safety Show 

One of the many appreciated 
rural programs sponsored by the 
Winona, Minn., Chamber of Com- 
merce is an annual farm labor 
saving and safety show. Held in 
conjunction with the University 
Extension Division, the show pro- 
vides the latest in farm labor sav- 
ing devices and promotes a farm 
safety campaign, designed to re- 
duce farm hazards. More than 
500 farm folks attended last year, 
inspecting the exhibits, and two 
theaters packed to view 
safety films. Merchants donated 
gifts and aided in entertainment 
of the visitors. 

* * * 


Annual Farmers’ Day 


The Community Club of Cham- 
berlain, S. D., sponsors an annual 
farmers day program which in- 
cludes talks and demonstrations 
on poultry, eggs, dairying and 
crops. Three hundred and forty 
farmers were seated at the free 
banquet following the affair. 


were 





Coming Conventions and Events 


Corrected Each Issue According to Latest Data 


Ace Stores, 25th annual meeting 
and exhibit, Jan. 24-26, 1949, at the 
Hotel Sherman, Chicago. Sponsored by 
Ace Hardware Corp.j 1319 S. Michigan 
Ave., Chicago 5, Ill. E. G. Lindquist, 
vice-president and secretary. 

American Hardware Supply Co. 
annual meeting and exhibit, Jan. 24-26, 
1949, at company headquarters, 41-43 
Terminal Way, South Side, Pittsburgh 
19, Pa. Annual banquet will be held 
Wednesday night, Jan. 26, at the Wil- 
liam Penn Hotel. 

Arkansas Retail Hdwe. and Imple- 
ment Assn., convention and exhibit, 
Feb. 14-16, 1949, at the Hotel LaFayette, 
Little Rock. A. W. Porter, LaFayette 
Hotel, Little Rock, is executive secre- 
tary. 

Associated Pot and Kettle Clubs 
of America, convention, June 19-22, 
1949, at the Santa Barbara Biltmore 
Hotel, Santa Barbara, Calif. Convention 
chairman, George H. Slater, 712 So. 
Olive St., Los Angeles 14, 

Bicycle Institute of America, an- 





nual convention, March 28-April 1, 1949, 
at the Boca Raton Hotel, Boca Raton, 


Fla. Association headquarters, Room 
1215, 10 Rockefeller Plaza, New York 
10, N. Y. 


California Retail Hardware Assn.., 
annual convention, Feb. 14-16, 1949, at 
San Francisco. LeRoy Smith, Room 262, 
Western Merchandise Mart, 1355 Mar- 
ket St., San Francisco, is secretary. 

Coast-to-Coast Stores annual meet- 
ing, Feb. 6-9, 1949, at the Nicollet Ho- 
tel, Minneapolis, Minn. “Mastercraft” 
meeting, April 24-26, 1949, also at the 
Nicollet Hotel. Sponsored by Coast-to- 
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a Here's the Big Beam Christmas Deal | 
FOR PROFIT-MINDED DEALERS! | ° 
America’s Leading Quality-Built .. . | Sensational ee 


| 7 
he 
oe PORTABLE ELECTRIC HAND LAMP) 1On-E 
Most Distinctive Lamp of Its Kind — Throws Powerful 1500-Foot Beam 


In addition to being an ideal gift item for your Christmas trade, 






ity ; — 

/ your market is everywhere! Farmers, Ranchers, Motorists, Hunters, P 
O- Fishermen, Boat Owners, Guides, Forest Rangers, Truck Operators, “ 
V- Contractors, Maintenance Men, Plane Owners, Home Owners — | - 


Everyone . . . Everywhere . . . finds Big Beam indispensable! ij 
y 


m 
“e- ' ' | 
a sure WARMER 
. a 





MEANS TO YOU: 





iT, Over $60.00 profit on each | 
vO * $98.00 deal! 
e 
Ww Plus your profit on standard 4 | 4 he’ 
d + lantern betteries! e § on ey * 
3 Includes attractive selling helps | 
nt * free with each deall : 
4, Backed by NATIONAL ADVER- NEWS Nothing like it on the market! 
ev Oe sili Get on the profit band-wagon with 
I > 1—Main and auxiliary = ‘ 
7 bulbs * Double-throw switch with finger-tip con- JON-E Hand Warmer! $3.50 Retail 
trol * Simple focus adjustment for spot or spread 
al light * Chrome-finish head and handle * Pow- 
i- ered by standard dry-cell lantern batteries ° 
s Pressure contacts—no wires to connect ¢ Per- a 
; fectly balanced for carrying * Compact * ie 
d Weatherproof ¢ Rustproof ¢ Built to last a 
\ lifetime ¢* Exclusive features not found in any 


Hunters, Ice Fishermen, Skiers, Skaters, 
Spectators at Football Games, Skating Events, 
Golfers, Policemen, Farmers, Mailmen. 


other hand lamp °¢ Retail price, $12.50 less 
batteries. 


BIG BEAM HOLD-DOWN BRACKET NO. 225— 
Accessory for fastening lamp in auto trunks, 


prows of boats, etc. Retail price $2.00. Yes, indeed, everyone who must 
be out-of-doors on cold days is a 


BIG BEAM FLASHING FLARE, MODEL NO. 400F prospect for a Jon-E Hand Warmer. 





—Offers maximum visibility, endurance, and de- 
pendability for emergency flare or general lan- 
tern use. Single pole, double-throw toggle switch 
operates light as a flashing flare or steady flare 
Fresnel lens in red, clear, amber or blue. Retail 
price, $11.50 less batteries (standard lantern). 


The Jon-E Hand Warmer gives 
off comforting heat for more than 
24 hours on one filling. (Uses ciga- 
rette lighter fluid, benzine, naphtha 
or ‘“‘white gasoline’’.) 

The Jon-E Hand Warmer is car- 
ried in pockets or mittens- cannot 


burn or set fire to clothing. 


7 e ° 

Here's Your Quick Turnover Package — Nationally Made of heavy copper, hand. 
Your Your Your ; ; somely nickelplated, with exclusive 
n Cost Selling Profit Advertised in heating element, fits easily into 

A 12 Model No. 21! BIG BEAM Price . » 7 j 
Portable Electric Hand Lamps, leading outdoor pocket. Every Jon-E Hand Warmer 
less batteries, less 2% C.D. $98.00 $150.00 $52.00 A is fully guaranteed by the Aladdin 
B* 6 No. 225 BIG BEAM Hold- magazines Laboratories, Minneapolis, Minn. 


Down Brackets (accessory for No. Charge $12.00 $12.00 
fastening lamp in auto trunks, 
prows of boats, efc). $98.00 
C PLUS—Your regular profit on 
standard dry-cell lantern bat- 
teries in your stock. 
PD PLUS — The following BIG 
BEAM Selling Helps: 
. Colorful Window - Counter 
Card. 
2. Mats for local newspaper 











ORDER NOW—JON-E Hand Warmers 
with Counter Display Card! 


$162.00 $64.00 


Just display — They sell 
themselves “He 








; ote. i f 

. 50 ipti fold f 7 To 

—— i ALADDIN LABORATORIES | 
4. Catalog pages on complete Minneapolis 15, Minnesota | 

BIG BEAM line. | | 

‘ | } “™ Please send me display cards of ! 
ALTERNATE PACKAGE | ~~ gix Jon-E Hand Warmers (at usual | 
piper peggy nae | discount) through { 

odel No. 
B Flashing Flare, less batteries. No Charge $11.50 $11.50 | j 





”~_ 


ORDER NOW Through Your Regular Wholesaler or Direct | (name of jobber) (address | 
1036 W. HUBBARD STREET | | “TEE ace OED ae a ae, Re 
U-C LITE MANUFACTURING CO. CHICAGO 22, ILLINOIS | | — ‘(your firm) pact + ashe | 
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There’s only ONE 
READY PATCH 





MORE AND more dealers are 
finding READY PATCH the logical 
answer to the demand for a ready- 
mixed, easy-to-use patching com- 
position in paste form. 





If you sell patching plasters you 
understand the popularity and 
need for this distinctive product. 


Manufactured by 


M & H LABORATORIES 
2703 ARCHER AVENUE 
CHICAGO 8, ILL. 


























AN AMAZING LIQUID WOOD SWELLER 


17 vt ((( TIGHT LOOSE FURNITURE 


dealers-SEND FOR FREE SAMPLE 
THE CHAIR-LOC COMPANY, Freeport, N.Y. 
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Coast Stores Central Organization, Inc., 
29-43 Main St., S.E., Minneapolis 14, 
Minn. York Langton, trade extension 
manager. 

Connecticut Hardware Assn., annual 
convention, Jan. 25-26, 1949, at the 
Stratfield Hotel, Bridgeport, Conn. Ned 
Russell, Harris Hdwe., Southport, Conn., 
secretary. 

Franklin Hdwe. and Supply Co., 
annual convention and exhibit, Feb. 2-3, 
1949, at the company quarters, 918-928 
N. Delaware Ave., Philadelphia 23, Pa. 
F. Leon Herron is executive vice-presi- 
dent of the company. 

Housewares and Appliance Show, 
Jan. 13-20, 1949, at the Navy Pier, 
Chicago, Ill. Sponsored by the National 
Houseware Manufacturers’ Assn., 1402 
Merchandise Mart, 222 No. Bank Drive, 
Chicago 54. A. W. Buddenberg is exec- 
utive secretary. 

Illinois Retail Hardware Assn., con- 
vention and exhibit, Feb. 22-24, 1949, at 
The Hotel Sherman, Chicago. William 
F. Ewart, 1194 Merchandise Mart, Chi- 
cago, is association secretary. 

Indiana Retail Hardware Assn., con- 
vention and exhibit, Feb. 15-17, 1949, at 
Indianapolis. Convention and exhibit at 
Murat Temple; hotel headquarters, Lin- 
coln Hotel. G. F. Sheely, 333 No. Penn- 
sylvania St., Indianapolis, is association 
secretary. 

Institute of Cooking and Heating 
Appliance Mfrs., convention and ex- 
hibit, Dec. 6-8, 1949, at the Netherland- 
Plaza Hotel, Cincinnati, Ohio. Samuel 
Dunckel, Shoreham Hotel, Washington, 
D. C., is managing director. 

Intermountain Assn., convention, 
Nov. 4-6, 1948, at Sun Valley, Idaho. 
Leon L. Weeks, 224 Continental Ave., 
Boise, Idaho, is secretary. 

Iowa Retail Hardware Assn., conven- 
tion and exhibit, Feb. 8-11, 1949, at Des 
Moines. Hotel headquarters, Hotel 
Savery; exhibit, Coliseum. Philip R. 
Jacobson, Mason City, Iowa, is secretary. 

Kentucky Retail Hardware Assn., 
convention and exhibit, Jan. 18-20, 1949, 
at the Brown Hotel, Louisville. Dwayne 
W. Laws, 501 Republic Bldg., Louisville, 
is secretary-treasurer. 

Michigan Retail Hardware Assn., 
convention and exhibit, Jan. 25-27, 1949, 
at Detroit. Hotel headquarters, Statler; 
exhibit, Convention Hall. Harold W. 
Schumaker, 1112 Olds Tower Bldg., 
Lansing 8, is secretary. 

Mill Supply Regional Meetings, 
sponsored by the American Supply and 
Machinery Manufacturers’ Assn., Inc., 
1108 Clark Bldg., Pittsburgh, Pa., as 
follows: Week of Nov. 15, 1948, Chicago, 
Ill.; January 13, 1949, Edgewater Gulf 
Hotel, Biloxi, Miss. 

Minnesota Retail Hardware Assn., 
convention and exhibit, Jan. 18-20, 1949, 
at Minneapolis. Hotel headquarters, 


Curtis Hotel; exhibit, Minneapolis Au- 
ditorium. C. J. Christopher, Nicollet at 
24th, Minneapolis, is association secre- 
tary. 


Missouri Retail Hardware Assn., con- 
vention and exhibit, March 8-10, 1949, 
at the Jefferson Hotel, St. Louis. Louis 
C. Kreh, 1189 Arcade Bldg., St. Louis, is 
association secretary. 

Mountain States Hardware and Im- 
plement Assn., convention, Jan. 12-13, 
1949, at the Cosmopolitan Hotel, Den- 
ver, Colo. Mrs. Margaret A. Bartlett, 637 
Pine St., Boulder, Colo., is secretary. 

Nebraska Retail Hardware Assn., 
convention and exhibit, Feb. 15-17, 1949, 
at Omaha. Headquarters, Paxton Hotel; 
exhibit, Auditorium. C. A. McCoy, 325 
Insurance Bldg., Lincoln 8, is secretary. 

New Englan@ Hardware Dealers 
Assn., convention and exhibit, Feb. 22- 
24, 1949, at the Statler Hotel, Boston, 
Mass. Russell R. Mueller, 185 Dart- 
mouth St., Boston 16, is secretary. 

New York State Retail Hardware 
Assn., convention and exhibit, Feb. 
15-17, 1949, at Buffalo. Convention head- 
quarters at Hotel Statler; exhibit at 
Municipal Auditorium. Nicholas H. 
Kiley, 509 Hills Bldg., Syracuse 2, is 
secretary. 

North Coast Retail Hardware Assn., 
convention, Feb. 13-15, 1949, at Seattle, 
Wash. D. D. Stewart, 714 American 
Bank Bldg., Seattle 4, Sec. 

North Dakota Retail Hardware 
Assn., convention and exhibit, March 
22-24, 1949, at Fargo. Headquarters, 
Gardner Hotel: exhibit, Auditorium. 
Miss Clarine Sherwood, 24 Clifford 
Bldg., Grand Forks, is secretary. 

Northern Wholesale Hardware 
Co., annual dealer meeting will be held 
in February, 1949, at company head- 
quarters, 805 N. W. Glisan St., Portland 
9, Ore. Thomas L. Willis, president. 

Ohio Hardware Assn., convention and 
exhibit, Feb. 8-10, 1949, at Cleveland, 
Ohio. Headquarters, Statler Hotel; ex- 
hibit, Public Auditorium. John P. Conk- 
lin, 198° So. High St., Columbus, is 
secretary. 

Oklahoma Hardware and Implement 
Assn., convention and exhibit, Feb. 1-3, 
1949, at Oklahoma City. Headquarters 
and exhibit at Municipal Auditorium. 
Robert K. Thomas, 711 Wright Bldg., 
Oklahoma City 2, is secretary. 

Pacific Northwest Hardware and 
Implement Assn., convention, Oct. 25-26, 
1948, at the Davenport Hotel, Spokane, 
Wash. J. B. Channing, 615 Empire State 
Bldg., Spokane, secretary. 

Panhandle Hardware and Implement 
Assn., convention, Feb. 14-15, 1949, at 
Amarillo, Tex. Mrs. C. L. Thompson, 
Canyon, Tex., executive secretary. 

Pennsylvania and Atlantic Sea- 
board Hdwe. Assn., convention and 
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GET SET NOW 
FOR FALL AND 
CHRISTMAS SALES 
WITH THIS 
NEW DISPLAY! 




















cunt OD >> 
$ "Guaranteed by’ "O 


Good Housekeeping 


\) 
ier as Apvenrised TW 








G® this display deal and help yourself 

to quick sales and steady profits! 
Wagner sweepers displayed mean faster 
turnover for you. Show ’em the many 
fine features and you'll make a sale every 
time! Ask your jobber or write us for 
information on this deal. 


E. R. WAGNER MFG. CO. 


Milwaukee 9, Wisconsin, Dept. HA 


WAGNER 2 
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A BIG FALL AND WINTER PROFIT BUILDER! {! 


Continued fuel shortages will keep electric 

auxiliary heaters in strong demand this fall y 

and winter. So be wise... be ready with 

America’s finest portable room heater—the 

CO-Z-AIR on t] 
In the CO-Z-AIR Portable Electric Radi 

ator you get the features that make selling i 

easy—smart style, high efficiency, greater 

safety (no water, steam or exposed heating 

elements), economy, and many more. And } 

you'll be backed by oT | | y 


lt 



















NATIONAL ADVERTISING IN 
LEADING MAGAZINES; 
SELLING AIDS 


CO-Z-AIR advertising will react 
millions of home owners esa 
Better Homes & Gardens, Honse Beauti 
ful, House & Garden, and Electricity 
the Farm chis fall and winter. Plenty 
of free dealer helps, too— folders 
mailing cards, newspaper mats 
posters, display cards and other pro- 
motional material to build your sales 
and profits. Act now. For complete 
information use the coupon below 


SOME DISTRIBUTOR AREAS [/ 
AVAILABLE 


a 
a 









ATURES 


NCTIVE CO-Z-AIR FE 


No Contained Liquids Req 


AT THESE DIST! 


vired 


—No Steam 
2 4 ‘| ree ted Heot, without @ fon 
‘a * Convected and Radio : 
t arry 
‘iL gt> All-steel Construction but Easy to _— 7 
ay" = * High Capacity (49% 
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a #& Combination Corrying Handle— Clothes Dry 
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i a. Completely Enclosed Heating Eleme 
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a. Approved by Underwri 
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* No Moving P 


mel 


Wel eho], mc) ticle) & Miele) ite] 7 -Vale), | 


518 Jefferson Ave. Toledo 4, Ohio 





}1 } 
! MORTON GREGORY CORPORATION 1 
1 Dept. H-1, 518 Jefferson Ave., Toledo 4, Ohio | 

| Send us the CO-Z-AIR Sales Plan. We are [.) dealers () distributors | 
| | 
! 
| 
! Com | 
| ! 
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@ Includes Washer, Lockwasher and 
Wing Nut, '/%4" special wide head bolt. 
Electro galvanized. All fasteners assem- 
bled. Packed 100 in display carton. 
Large profit at a smali investment. 


Order from your jobber or direct 


Db 
Shavon Bolt. and Screw! Ce. 


BOSTON 10, MASS. 





Ta-pat-co Sleeping Bags are a real 
source of profit to many hundreds of 
retailers. There’s a complete style 
and price range . . . fourteen Wool, 
Kapok and Down filled models to 
please a// your customers. 


Sportsmen everywhere know the 
Ta-pat-co label . . . know it stands for 
quality and comfort. That’s why it 
pays to handle the Ta-pat-co line! 
Write us, or see your job- 
ber for details. 


The AMERICAN PAD & TEXTILE CO. 


GREENFIELD, OHIO 
ANADIAN BRANCH. CHATHAM, INTARIO 
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exhibit, Feb. 28-March 3, 1949, at Bal- 
timore. Hotel headquarters, Lord Bal- 


timore; exhibit, 5th Regiment Armorv. 


W. Glenn Pearce, 400 No. Broad =. 
Philadelphia 30, Pa., secretary. 

Southern California Retail Hard- 
ware Assn., convention and exhibit, Feb. 
22-24, 1949, at Long Beach. Headquar- 
ters, Wilton Hotel; exhibit, Municipal 
Auditorium. A. C. Kammeier, 416 W. 
8th St., Los Angeles 14, is secretary. 

South Dakota Retail Hardware 
Assn., convention and exhibit, March 
15-17, 1949, at Sioux Falls, S. D. Head- 
quarters, Cataract Hotel; exhibit, Coli- 
seum. F. J. Hodoval, Ft. Pierre, sec- 
retary. 

Tennessee Retail Hardware Assn., 
convention, Feb, 21-22, 1949, at the Ho- 
tel Peabody, Memphis. Morris Jones, 
P. O. Box 784, Nashville, is secretary. 

Texas Hardware & Implement Assn., 
convention and exhibit, Feb. 7-9, 1949, 
at Dallas. Hotel headquarters, Baker 
Hotel: exhibit, Adolphus and Baker 
Hotels. R. M. Souder, 814-15 Texas 


Bank Bldg., Dallas, is association secre- 
tary. 

Virginia Retail Hardware Assn., con- 
vention and exhibit, Feb, 22-24, 1949, at 
Roanoke. Headquarters, Hotel Roanoke; 
exhibit, American Legion Anditorium. 
G. T. Omohundro, Jjr., Scottsville, sec 
retary. 

Western Retail Implement and 
Hardware Assn., convention and ex 
hibit, Jan. 18-20, 1949, at Kansas City, 
Mo. Headquarters, Hotel President: ex 
hibit, Municipal Auditorium. William 
J. Shaw, 224 Rialto Bldg., Kansas City 
6, is secretary. 

West Virginia Hardware Assn., con- 
vention and exhibit, Feb. 17-19, 1949, 
at the Hotel West Virginian, Bluefield. 
James C. Fielding, 1628 McClung St., 
Charleston 2, is association secretary. 

Wisconsin Retail Hardware Assn., 
convention and exhibit, Feb. 1-3, 1949, 
at Milwaukee. Headquarters, Hotel 
Schroeder: exhibit, Milwaukee Audi- 
torium. H. A. Lewis, Stevens Point, 
Wis.. is secretary. 





STATEMENT OF THE OWNERSHIP, 


MANAGEMENT, CIRCULATION, ETC., 


REQUIRED BY THE ACTS OF CONGRESS OF AUGUST 24, 1912, 
AND MARCH 3, 1933 


OF HARDWARE AGE, published bi- 
weekly at Philadelphia, Pa., for 
September 23, 1948. 

State of New York, County of New 
York, ss 

Before me, a Notary Public in and 
for the State and county aforesaid, 
personally appeared Charles J. Heale, 
who, having been duly sworn accord- 
ing to law, deposes and says that he is 
the President of HARDWARE AGE 
and that the following is, to the best 
of his knowledge and belief, a true 
statement of the ownership, manage- 
ment (and if a daily paper, the circu- 
lation), ete., of the aforesaid publica- 
tion for the date shown in the above 
caption, required by the Act of August 
24, 1912, as amended by the Act of 
March 3, 1933, embodied in section 537, 
Postal Laws and Regulations, printed 
on the reverse of this form, to wit: 

1. That the names and addresses of 
the publisher, editor, managing editor, 
and business manager are: Publisher, 
Chilton Company, Inc., 100 East 42nd 
Street, New York ,17, N. Y.; Editor, 
J. M. Witten, 100 East 42nd Street, 
New York 17, N. Y.; Managing Editor, 
Kenneth A. Heale, 100 East 42nd 
Street, New York 17, N. Y.; Business 
Manager, Charles J. Heale, 100 E. 
42nd Street, New York 17, N. Y. 

2. That the owner is: If owned by a 
corporation, its name and address must 
be stated and also immediately there- 
under the names and addresses of stock- 
holders owning or holding one per cent 
or more of total amount of stock. f 
not owned by a corporation, the names 
and addresses of the individual owners 
must be given. If owned by a firm, 
company, or other unincorporated con- 
cern, its name and address, as well as 
those of each individual member, must 
be given. 

Estate of C. A. Musselman, 260 
Sycamore Avenue, Merion Station, Pa. 

Beneficiaries: Mabel M. Musselman, 
Mary M. Acton, David Acton; Char- 
otte M. Terhune, 160 E. 48th Street, 
New York, N. Y.; C. S. Baur, Thomas 
Jefferson Apts. #B-51, 69-11 Yellow- 
stone Blvd., Forest Hills, New York; 
Mrs. Beulah Fahrendorf, 59 Drake 
Road, Scarsdale, N. Y.; Mary M. Ac- 
ton, 260 Sycamore Ave., Merion Sta- 
tion, Pa.; Mabel M. Musselman, 260 
Sycamore Ave., Merion Station, Pa. ; 
Dorothy S. Johnson, 1115 Fifth Ave., 
New York, N. Y.; Ann E. Tomlinson, 
c/o Bankers Trust Company, P. O. 
Box 704 Church Street Annex, New 
York, N. Y.; Ethel G. Breen, Trustee 
u-w of Charles W. Anderson, Old 


Greenwich, Conn.—Beneficiaries Rob- 
ert C. Anderson, Percival E. Ander- 
son, Charles W. Anderson, Jr., Annie 
L. Clark; John Blair Moffett, 1608 
Walnut Street, Philadelphia, Pa.— 
Agent for J. Howard Pew, J. N. Pew, 
Jr., Mabel P. Myrin, Mary Ethel Pew 
Elizabeth J. Bailey and Ellwood B 
Chapman, Trustees Estate of James 
Artman, Deceased, 930 Real Estate 
Trust Building, Phila., Pa.— Bene- 
ficiaries: Franklin Artman, Vera Wat- 
ters, Alvin C. Artman, Elizabeth J 
Artman, Marion A. Pratt, George H 
Pratt, by assignment, Edwin Moll, by 
assignment: Frederick S. Sly, 149-40 
35th Ave., Flushing, L. L, N. Y. 

3. That the Known _ bondholders, 
mortgagees, and other security holders 
owning or holding 1 per cent or more 
of total amount of bonds, mortgages, 
or other securities are: (If there are 
none, so state.) None. 

4. That the two paragraphs next 
above, giving the names of the own- 
ers, stockholders, and security hold- 
ers, if any, contain not only the list 
of stockholders and security holders as 
they appear on the books of the com- 
pany but also, in cases where the 
stockholder or security holder appears 
upon the books of the company as 
trustee or in any other fiduciary rela- 
tion, the name of the person or cor- 
poration for whom such trustee is act- 
ing, is given; also that the said two 
paragraphs contain statements em- 
bracing affiant’s full knowledge and 
belief as to the circumstances and 
conditions under which stockholders 
and security holders who do not ap- 
pear upon the books of the company 
as trustees, hold stock and securities 
in a capacity other than that of a 
bona fide owner; and this affiant has 
no reason to believe that any other 
person, association, or corporation has 
any interest direct or indirect in the 
said stock, bonds, or other securities 
than as so stated by him. 

5. That the average number of 
copies of each issue of this publication 
sold or distributed, through the mails 
or otherwise, to paid subscribers dur- 
ing the twelve months preceding the 
date shown above is (This informa- 
tion is required from daily, tri-week- 
ly, semi-weekly and weekly publica- 


tions.) 
CHARLES J. HEALE, 
President 
Sworn to and subscribed before me 
this 23rd day of September, 1948 
Mae A. Gatzenmaier 
My commission expires March 30, 1950 
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These Nozzles available in sets or 
singly. Plain and spouted cartridges. 


HEADQUARTERS FOR CAULKING EQUIPMENT 


VITAL Caulking Guns, special nozzles and cart- 
ridges, continue to lead in production and sales 
since the beginning of caulking. VITAL manufac- 
tures everything conceivable in caulking equip- 
ment except the caulking compound itself. 





VITAL prices, discounts and quality are still un- 
beatable. VITAL offers courteous and prompt ser- 
vice and the know-how you'll appreciate. Order 
your guns and nozzles from us now, and specify 
VITAL made cartridges in ordering your caulk- 
ing compound from your regular source of supply. 


VITAL PRODUCTS MANUFACTURING CO. 


7500 QUINCY AVENUE e¢ CLEVELAND 4, OHIO 


Sell Oxco’s Genuine Palmetto Whisks-=-=- 


NOW NATIONALLY 







Featured item 
in Oxco’s nation- 
al advertising, the 
Red Breast is a - 
proven sales leader. 
It’s an All-American product, filled 
with long-lasting genuine Florida 
palmetto—a fibre that won’t show 
dirt. Double row of heavy stitching 
keeps fibres well-shaped.. Strong 
handle is neatly wrapped with bright 
wire, capped by a gleaming metal 
ball top with convenient hanging 
ring. Wrapped in a colorful, metallic 
paper jacket. The Red Breast——7!4” 
overall—is packed in an attractive, 
colorful display box for ‘‘over-the 
counter”’ selling. Your customers will 
want one for home, for car, several for 
office and shop. Order a stock today. 











~ 


OXCcO’ 
WHISKS ARE NOW 
NATIONALLY ADVERTISED 


Over 7,000,000 readers of these popular 
home magazines will see a series of 
advertisements on Oxco’s All American 
Genuine Palmetto Whisks. Many of these 
readers are your own local customers. 
The tremendous selling power of these 
great consumer publications will boost 
sales of Oxco’s Whisks right in YOUR 
OWN STORE. 





Oxco’s Palmetto Whisks are just one of a 
complete assortment of top quality brushes 
for household use—made by the company, 
which, for over 64 years, has “set the pace” 
in the entire brush industry. 


OX FIBRE BRUSH COMPANY, INC. 


Ss 
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MARYLAND 


PAA SE 


SELL THE 


Oxco’s large- 
size whisk—a 9”’ 
model that means 
bigger dollar vol- 
ume for you. Filled 
with All-American Genuine Palmetto 
strong, resilient fibre—the Forest 
Queen is designed to outlast ordinary 
whisks. Triple row of heavy stitching 
keeps fibre from “spreading out.”’ 
Bright wire-wrapped handle won't 
come loose. Gleaming metal ball top 
has handy hanging ring. Wrapped 
in an eye-catching, color printed 
metallic paper jacket. The Forest 
Queen has many uses in the home, 
car, office and shop. Your customers 
will want several of these Oxco 
whisks. Guaranteed by Good House 
keeping. Order a stock now. 
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THE TOOLS OF GOOD CRAFTSMEN 


For many years the name DASCO has been a guarantee 
of finetools. All are made of the best steel . . . diamond 
point tested for hardness . . . electrically tempered. They 
are nicely finished and individually numbered for easy 
reference in re-ordering. 


SOLD BY LEADING JOBBERS 


DASCO 








Forged KYraud locks 


DAMASCUS STEEL PRODUCTS CORP., ROCKFORD, ILL. 














IMMEDIATE 
DELIVERY 


from stock! 


STEEL 
ana BRASS 


Slotted 


WOOD > AND 
SCREWS , 


OVAL HEAD 
ALL SIZES — FINISHES 
e BULK at FACTORY PRICES! 

e Clean saw-cut slots 

e Deep, sharp threads 

e Needie points 
Check your requirements with us. We can either ship 
immediately from stock or promptly make up your order. 


Complete stocks on hand at the plant and at our warehouse 
in New York. 


e Also packaged in popular sizes. 


Write for stock list! 
SCREW 


TOLEDO cen. 


24 LUDLOW STREET, NEW YORK 2, N. Y. 
Phone: WAlker 5-6301 





HARDWARE AGE WHITE INVENTORY SHEETS 


You can make your annual inventory taking an easier, surer 
job by using the HARDWARE AGE WHITE INVENTORY 
SHEETS which 1,000 leading retail hardware dealers helped 
us design. 


From the many suggestions received this sheet was designed 
to sell at a new low price—200 sheets for only $1, plus a 
25¢ mailing charge. As these sheets are printed on both sides 
of white paper, this means you really get 400 pages of inventory 
record sheets. Each side of the sheet has room for 28 items. 
Your $1.25 investment provides inventory space for 11,200 items. 


During the past years, thousands of retail hardware dealers 
and wholesalers have used millions of HARDWARE AGE 
Inventory Sheets because they found them simple, convenient 


ind handy to use. The WHITE INVENTORY SHEETS are 


the best ever—they are even more simple, more convenient and 
easier to use. Our entire effort was directed toward making 
your annual inventory taking an easier and surer undertaking. 


These WHITE INVENTORY SHEETS will fit the HARD- 
WARE AGE Inventory Sheet Binders which are used by thou- 
sands of dealers who reorder their Inventory Sheets from us 
year in and year out. 

Due to the exceptional low price at which these sheets are 
sold and which applies to the United States and its possessions 
only, please have your money order or check accompany your 
order. 

Make your inventory taking this year easier and surer with 
these WHITE INVENTORY SHEETS. Use the coupon below 
to order your supply today. 


cesecewesesesscecseessensssccses USE THIS COUPON cuncnscesequeceennsscencessccces 


HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 


Gentlemen: 
Here is my $......... . Please send me 


charge). Also send me 


NAME . aie eee ae Ce ee ee eee 


ADDRESS ia NP Uae ates 
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.... hundred white HARDWARE AGE Inventory Sheets (200 for $1.00 plus 25¢ mailing 
Binders (50¢ each). Send these to me by return mail. 

FIRM NAME ' ee cerwes Se ne 

CITY Pewan Sasa ade 7 STATE 
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word for “curtain stretcher’’ 






Tops in value—made of fine quality lumber, with heavy steel zinc-plated 
hardware attached—no loose pieces to handie. Special design makes it 





easy to set up cr take down—its many features mean satisfaction, sales 
and profits. Write for descriptive literature and discounts. 


MODEL 321 MODEL MODEL ¢ 
(Illustrated) $7.99 221 $6.99 322 5.99 
Prices shown are retail. Inquire about additional low-priced promotional 
WORLDSBEST curtain stretchers. 


mY a 


e-) 


———— WORLDSBEST INDUSTRIES, INC. 
7 1150 BROADWAY - NEW YORK 1, N. Y. 


man Sete VORMOGG ofc 


Satisfied Customers with | s,0,cuele « 
SHEFFIELD | Jan hw ASA: 
OIL | SCREW-TOP JAR 
COLORS 


In BULK, 2 pint and Quart 
Cans as well as 3 sizes of ba tough opening job in the 








































A ready seller for a 


Lithographed Tubes 

30 outstanding colors, wo _ kitchen. An item that cus- 
M triple ground in pure 

linseed oil to give tomers pick up, test erate! 


} maximum strength 
. and cleanest colors. 
ST rar ven $F mS Highest uniform qual- 
ity assured because 

of our volume production and modern equipment. 
Abeautiful metal display cabinet is available as a 
sales stimulator. Write for prices and further details. 


buy on their own. Free 





colorful counter display. 





THINK OF 


Shetticl|Zrmze ae L£dlund 


PAINT CORPORATION & , for 
CLEVELAND 6, OHIO OW BETTER KITCHEN TOOLS 













Precision Built to 
Do a Better Job FASTER! ©# 


SHELTON PLANE & TOOL MFG. CO., SHELTON, CONN., U.S. A. 
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ufactu 
line of Ball Bearing Roller 
Skates In The Industry . - . 





automatic grip 


SCREW- 
DRIVERS 


UNSURPASSED 
QUALITY 
plus the 


EXCLUSIVE GRIPPER 
UPSON BROS., INC., 84 EXCHANGE ST., ROCHESTER 4, N Y. 


Gripper slide 
*. Com use. 


7 winvow srusn WSR) Cr a 
and SQUEEGEE 


There’s a Minute Mop fast-seller to speed every house- 
hold cleaning job. Women want and BUY the popular 
Minute Dish Mop, Soap Bank, Bath Tub Brush, Win- 
dow Brush and Squeegee. Toi-La-Kleen, and the long 
famous standard size Minute Mop and Drainer, and 
also the new Jumbo Minute Mop for large floor areas 

All made of Du-Pont Cellulose Sponge. Write or phone 


your jobber today. 


UE a 


13 E.23rd.St. 
CHICAGO 16 ILL. 





MOST ALL SIZES ON HAND 
Atlas Nail Co.. Ine. 


20 N. Wacker Drive»Phone ANdover 3-3068# Chicago 6. Il. 
*x*NOTE: WE WILL BUY YOUR SURPLUS NAILS 
























The original sponge- 
rubber strip with 
patented no-stretch 
~ back! 


sii 
UV BEM OOYY 


cid | 


DOR: THTE 


STOPS saueaks, 


RATTLES, DUST AND DRAFTS. 
1000 USES IN CARS AND HOMES. 


DURKEE-ATWOOD CO. 


MINNEAPOLIS 13, MINNESOTA 


Tools, Brooms, 
Implements or any- 
thing with a handle. 


SMALL - MEDIUM - il 
LARGE. ADJUSTS IN A JIFFY 
me 10) 590 3'45 OAs n ii, ICMMFASTENS TO ANY WOODWORK 
The Favorite With Home Workshop “Fans” 
Just Ask Your Jobber 


ARTHUR |. PLATT CO., Fairfield, Conn. 


















STYLED FOR BEAUTY « GUARANTEED FOR SERVICE 
Distributed exclusively through your jobber 


Made exclusively for 


AMERICAN IMPORT CO., San Francisco, California 














FOLLOW THE LEADER IN 


Year after year HARDWARE AGE has led its field in 
| the volume of CLASSIFIED as well as DISPLAY adver- 

tising. Its classified columns bring together buyer and 
| seller, employer and employee. 


HARDWARE AGE 


“Want Ad" 


Classified Opportunities Dept. 


ADVERTISING— 


Those who contact the hardware trade know from ex- 
perience that HARDWARE AGE is the logical medium 
to use to secure RESULTS from their classified adver- 
tising. Follow the leader. 


100 East 42nd Street, New York 17, N. Y- 
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* MARSHALLTOWN TROWELS * 


MARSHALLTOWN TROWEL COMPANY 











* MARSHALLTOWN, IOWA 


of 








MR. MANUFACTURER: 
One low-cost contact gives you 


@ NATION-WIDE DISTRIBUTION 
@ AGGRESSIVE. PROMOTION 


@ FORCEFUL. PRESENTATION | 


TRU-TEST anne s ‘a Te 


650 SOUTH CLARK STREET @« CHICAGO 5, ILLINOIS 








YOU’LL NEVER MISS A SALE 
wtthe 


HYDRAULIC 


Jacks 


© The Most Complete Line 
since 1899 


" @ Nationally Advertised 
IMMEDIATE SHIPMENT 





TEMPLETON, KENLY & CO., 


yyo 44, til 





money can buy. Sell them to 
your customers with COMPLETE 
CONFIDENCE. Nationally advertised. 


MOORE PUSH-PIN CO. Since /900 


113;25 BERKLEY ST. PHILADELPHIA 44, PA 


Wi 


jk & we, " 





CABINET HARDWARE 
BUILDERS HARDWARE 
CABINET LOCKS 
SCREWS AND BOLTS 
SASH HARDWARE 





DIS 
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CRON LAK ARNEL TP 
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SENSATIONAL 
LOW PRICE! 


$9.50 


Model 27Ci—Two 7°’ center feed 
cast iron burners mounted on indi- 
vidual adjustable pedestals, 3 gal. 
METAL OIL CONTAINER of rust-re- 
sisting terne plate with ROCHES 
TER mognetic gauge finished in 
beautiful white FLEX-O-LAC Forged 
brass one-piece, leak-proof meter- 
ing valve. 











Deluxe Model 27VT—Two 7'' heavy gauge steel leak-proof burners. 
Porcelain finish—cleans easier—lights faster. 6'' high stainless 
steel perforated shells. Oil sump and floor base finished $ 00 
in white, gleaming porcelain..........-+0--0+e+see00: 12: 











Other models available Write for Catalog Dealer Inquiries Invited 


BARRIDON OIL BURNER PRODUCTS, INC. 


1429 PARK S HARTFORD. CONN. 











- 








Gary -P 


BUILDING PRODUCTS 


toneer STEEL PRODUCTS 


Corrugated Iron Sheets Roll Valley 
Shingles . . . 20" x 28" Tin Sheets . 
Flashing .. . Eaves Drip .. . Edging . . 


Brick Ties .. . Ridge Roll . . 


4 Formed Valley 


. Ridge Angle 


HAND GARDEN TOOLS 
Cultivators Trowels Forks 
Transplanters .. . Garden Tool Sets 
GARY-PIONEER STEEL CORPORATION 
GARY, INDIANA 


PLPL LLP LLL LLELOLOL LOLOL SG 
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STAMPS for 
Hard Surfaces 


Now ready for use on tough 
marking jobs everywhere in 
busy American industry, these 
new hand-made Millers Falls 
tool-steel stamps have special § 
tempered faces to stand up 
where ordinary stamps would 
fail, and tempered heads to 
prevent mushrooming or frac- ‘ 
turing. Character sizes from 1/20” to 4” letters and figures. 
Sharp, clear, legible impressions. Packed in well-made wooden 
box. Write for details. 


MILLERS FALLS COMPANY 
GREENFIELD - - MASSACHUSETTS 











TEV ANT: 
‘SOU RCE 


TINCTIVE 


ROCKFORD, ILLINOIS 






























































































































































Help Wanted, Accounts Wanted tag Merchandise, Literature, Catalogs, Sales 
: eas * tc., 
Business Opportunities BOXED DISPLAY RATES | Stivectisers unless accompanied by ‘suilcient 
Representatives Wanted, etc. $8.00 Per Column Inch postage Ser someting, 
Set solid, maximum, 50 words....... $5.00 PASS wane AGE is published every other WAN 
Sade aiididenes! ween 10 Thursday. Classified forms close 15 days CALLIN 
sind ° 0 ats oF special borders not allowed. previous to date of publication, TRADE 
sas bas S FO 
Positions Wanted 5% discount Yd ey pA ng og Address your correspondence and replies to wore 
(Special Rate) set solid, maximum, No Agency Commission allowed on Classified oom 
50 words nn... poe $2.00 Seey woM Advertising. HARDWARE AGE — 
ch additional word......... 05 ° se 
REMITTANCE MUST ACCOMPANY ORDER Classified Opportunities Dept. 
Allow Seven Words for Keyed Address Send check or money order, 
or Your Address not currency or stamps. 100 East 42nd St., New York 17, N. Y. 

TWO 
ESTABI 
Philadelp 
WwW = the retail 
| Help Wanted | Help Wanted _] [Sales Representatives Wamted) )  <xpcrien: 
confidenc 
Address 
East 42n 

PROFITABLE SIDE-LINE FOR SALES- 

MEN CALLING ON Hardware and Paint 
b pee } —. ere, for Pg a 

ox - » Care o ARDWaRE AGE, 10 st 

A NATIONALLY KNOWN MANUFACTURER OF SMALL TOOLS HAS A HIGH GRADE 42nd St., New York 17, N. Y. 

OPENING FOR A MAN WHOSE EXPERIENCE HAS CENTERED AROUND SELLING saree 

WHOLESALE HARDWARE AND AUTOMOTIVE SUPPLY COMPANIES. aoe : 

HEADQUARTERS ARE IN CHICAGO. New En 

DUTIES INVOLVE SOME TRAVELING, HANDLING SALES PROMOTION PROGRAMS BY x qualified 

MAIL, SUPERVISING THE ACTIVITIES OF FIELD SALESMEN IN 30 MIDWESTERN AND me A iy yg Me ing expe 

WESTERN STATES AND ACTING AS SALES ASSISTANT TO SENIOR OFFICER. sak Seceadae Eaeds ter dileties seamen Ace, ‘101 

SALARY AND BONUS PLAN WITH POSSIBLE EARNINGS OVER $10,000 ANNUALLY. calling upon manufacturers and consumers. Com 

enrans Giowe Gere fei, 00 mission basis only. Write giving territory, ex 

AILS AND INCLUDE RECENT SNAPSHOT. INTERVIEWS | perience and other details to Box M-527, care of 

WILL BE ARRANGED AT HOME OFFICE AT OUR EXPENSE. YOUR REPLY WILL BE Harpware Ace, 100 East 42nd St., New York 

TREATED CONFIDENTIALLY. | i, B. ¥. 

ADDRESS BOX M-529, CARE OF HARDWARE AGE, 100 EAST 42nd ST., NEW YORK 17, NW. Y. — 
ane advert 
salesme 

a 
Sal : Wanted Sales E MANUFACTURER OF FARM FENCING Sete @ 
Representatives Repnesentatives Wanted ITEM being sold to wholesale trade only. Has eral sal 
opening in Eastern States, also South Central Addr 
| Excellent sideline, correct season, protected terri L 
| tories yo Box M-523, care of Harpware a 
| Ace, 100 East 42nd St., New York 17, N. Y 
PAINT SALESMEN | MANUFACTURERS AGENTS AND | 
SALES REPRESENTATIVES WANTED ee 
WANTED | Exceptional Opportunity to sell Nationally Advertised, | - 
Portable Lawn Sprinklers to Department and Hardware pices 
An established New York Paint Manufac- Stores and Nurseries, etc Excellent commission— =" > 
turer producing a complete line of paint pg ~ ae territories available. | 
and varnish products for the dealer trade povdinsned. graypnscacs SIDELINE SALESMEN, SMALL - TOWN SA 
is looking for top-flight, hard-hitting paint OUTLOOK LAWN SPRINKLER CO. | COVERAGE. Houseware, Hardware, Appliance 
salesmen for the following territories: 5884 West Olympic Blvd. Los Angeles 36, Calif. Stores. 7%% commission. Catalog includes auto By a 
Carolinas; Georgia; Kentucky; Alabama. F- toasters, irons, bathroom cabinets, gas and antl 
To such men, with following among paint | electric hot plates and stoves, roller-skates, chrome rosie 
dealers and distributors, we will pay liberal ' stools, play-pens, space-heaters, ironing boards steres 
drawing against commission. — seeneis ————<<<— |folding rulers, broilers, plastic seats, swings, natn 
Furnish complete details of experience in | avepinil _others. . Address Box M 542, agg of 
paint business, references, age, etc. All PLUMBING SPECIALTY FIRM IN NEW te og Ace, 100 East 42nd St., New Yosk - 
replies in strict confidence. | YORK CITY has Various Territories Open for id ll 

ROBERTS PAINT CORPOR TION | Representatives to sell to Hardware and Plumb- 

A | ing Supply Jobbers. Akron Supply Co., Inc., 315- a 

515 Bryant Avenue, N. Y. 59, N. Y. | 317 Stanton Street, New York 2 Y. neds 

} 
ALU! 
| ———— -——— ELECTRICAL SIDELINE FOR EXPE DESIR! 

- a RIENCED SALESMEN with following among Peg A 

eS ae hardware dealers, variety stores, industrials x0lc F 
| WANTED SALES REPRESENTATIVES to | wanted by growing New York City wholesaler mission 
| call on Hardware, Implement Dealers and Jobbers | Low-priced line wires, wiring devices, fluorescent ing anc 

_ SALES REPRESENTATIVES WANTED | ".F'Tagivanity, New York Site, Ohio, Mick | Exuree Seoilehe, saat nce oe | cee 
te bs Nationally Advertised Housewares | high grade, advertised abrasive line. Write Box | tionally. Commission. Close cooperation. Write East 42 
ofa t ve nad to ee ng and department stores. | M-507, care of Harpware Ace, 100 East 42nd | details to Box M-522, care of Harpware Acz, 
fee ie HE oad eee ee 100 East 42nd St., New York 17, N. Y. 
Fast 42nd St., New York 17, N. Y ‘ ; ere 
oe : 7 : - SAL 
HARD\ 
sa meen: ie een SERVI 
SALES REPRESENTATIVES WANTED MANUFACTURERS AGENTS WANTED Call co 
os A AGENTS WAN : 
WANTED DISTRIBUTORS AND DEAL || on, OOS Sollee Ame ne. Somted 
ERS. Yo Panipat Pres a vend WARE TRADE TO SELL LINE OF PAINT AND CHOICE TERRITORIES OPEN FOR QUALITY lowance 
a. u may qualify for distributor or dealer HOUSEHOLD BRUSHES ON 10% COMMIS backgro 
ship selling America’s only basic water pump SION. SEVERAL TERRITORIES OPEN. WRITE LIKE OF THN FUNNELS AND STRANCER PUNE last thr 
improvement in over 50 years. Works like human STATING EXPERIENCE. NELS BY WELL ESTABLISHED NEW ENGLAND HA pw 
heart. Eliminates packing glands, pistons, im MANUFACTURER. 17 N. 
a. serves deep or shallow wells CRAFTSMAN BRUSH CO. Write Box M-538, care of HARDWARE AGE 
‘or full details write, wire or phone Ace Pump 12 WAVERLY PLACE NEW YORK 3, N. Y. 100 East 42nd Street, New York 17, N. Y. 
Corporation, 140 Hernando, Memphis, Tenn. 
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Classihied Opporvtumitien. Section... 











[ele Repreedatine Wanted [Sale Repeenation Wankel] [Aecounia Wanted 


WANTED; COMMISSION SALESMAN 
CALLING ON RETAIL LUMBER YARD 
TRADE to sell Builders Hardware. State fully 
territory covered and nature of other lines. Ad- 
dress Box M-525, care of Harpware Acez, 100 
East 42nd St., New York 17, N. Y 





TWO SALESMEN, 
ESTABLISHED HARDWARE HOUSE in 
Philadelphia and Adjacent Territory, calling on 
the retail trade. Please give all details as to past 
experiences. All replies will be held in strict 
confidence. ar necessary. Salary and expenses. 
Address Box M-530, care of Harpware Ace, 100 
East 42nd St., New York 17, N. Y. 


SALESMEN WITH FOLLOWING TO 
CALL ON HARDWARE RETAILERS in the 
States of New Jersey, Pennsylvania and all of 
New England, and A-1 New York Wholesaler of 
Hardware and Tools. Excellent opportunity for 
qualified men, Liberal commission. Write stat- 
ing experience to Box M-543, care of HarpWARE 
Acez, 100 East 42nd St., New York 17, N. Y 








SALESMEN WANTED 


Manufacturer of an outstanding, branded, nationally 
advertised bathroom item has openings for several 
salesmen with extensive following among retail hard- 
ware and housefurnishings stores. Territory open east 
of Mississippi River. Outline area covered and com- 
plete details in first letter. Own car necessary. Lib- 
eral salary and bonus arrangement. 
Att Box M-545, care of HARDWARE aes 
00 East 42nd St., New York 17, 

















SALESMEN WANTED 


By a long established, well rated manufac- 
turer of a complete line of leather dog collars, 
harnesses, ete. Opportunity for experienced 
men calling on retail hardware and variety 
stores. Protected territory; liberal commission. 


Address Box M-535, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 














ALUMINUM PAINT 
DESIRES SALESMEN AND _ DISTRIBU- 
TORS to sell Ready Mixed Aluminum Paint, 
Gold Paint and Bronze Powders. Sell on com- 
mission basis. Prefer men with contacts in plumb- 


MANUFACTURER 


ing and heating, hardware, lumber and manu- 
facturing trades. Replies held confidential. Ad- 
dress Box M-533, care of Harpware Ace, 100 


East 42nd St., New York 17, N. Y 


SALESMAN - EXPERIENCED - BUILDERS’ 
HARDWARE, LOCKSMITH SUPPLIES AND 
SERVICE. Full time. Cover New York City 
representing leading manufacturers’ distributor. 
Call contractors, architects, real estate manage- 
ment, institutions. Substantial drawing, car al- 
lowance plus commission. Please give complete 
background of experience and average earnings 
Address Box M-483, care of 


TO REPRESENT OLD | 


WANTED SALESMEN—NOW CONTACT 
ING ARCHITECTS, Contractors, Wholesale and 
Retail Builder’s Hardware Stores can make $200 
$400 extra per month handling new established 
builder’s hardware products. Write Parlyn, Ltd., 
707 So. Broadway, Los Angeles 14, Calif. 














SPECIALIZED, EXPERIENCED 
EXPORT MERCHANTS OFFER 
EXPORT DISTRIBUTION 
We develop and push the foreign sales of your 
product, handle all difficult paper-work, pay you cash, 
relieve you of expense and headaches. Annual turnover 

$1,500,000. References and details on inquiry. 
KURT ORBAN CO., INC. 
Exporters Purchasing Agents 
21 West Street New York, N. Y. 














SOUTHEASTERN STATES 


Manufacturer’s Agents. Established 1926. 
Staff of 5 men. Cover trade 4 times yearly. 
Commission basis, Inquiries invited. 


McCUTCHEN-SIMPSON, INC. 
9822 N. E. 2nd Avenue Miami 38, Florida 














| 
| 
| 
| 
| 


last three years. k 
Harpware AcE, 100 East 42nd St., New York ! 
7, a Be 





NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Pa. 

Branch Offices 
New York @ Philadelphia @ 
Cleveland @ Louisville 
Covering all classes of jobbers. We will carry 
the accounts or you can bill direct. 
Write for further information and references. 


Detroit 














MANUFACTURERS REPRESENTATIVE, 


I HAVE SOLD to Hardware, Drug, Electrical, 
Tobacco and Beauty Supply Jobbers Retailers 
who buy from the above have been sold including 
dept. store and chains. Perhaps we can get your 
product rolling. Brushes: paint, shave, house- 
hold, etc. Address C. P. Conway, 1664 Mont- 
pelier Ave., Pittsburgh 16, Penna. 


CALIFORNIA, OREGON, WASHINGTON 
| WE SELL Hardware and Sporting Goods Items 
to almost every jobber here. We desire one or 
two additional lines and will serve either as a 
manufacturers agent or distributor Three men | 
cover territory regularly. Showroom office ware 
house facilities in San Francisco. Address Box 
M-537, care of HARDWARE Ace, 100 East 42nd 
St., New York 17, , aA 


Hollywood, 





J 








ATTENTION MFR. OF INEXPENSIVE 
INSIDE MORTIS LOCK SET, also Tubular 
Locks. Keyed in Knob. I have an_ established 
trade and must have them. Commission basis 
only. Address W. J. Shepard, 48 N. W. 25th St., 
Miami 37, Florida. 

| LINES WANTED MANUFACTURERS 
REPRESENTATIVE calling on Hardware, Lum- 
ber and Builders Supply Houses, desires Strong 
Side Line for Baltimore and Vicinity. Address 
Box M-540, care of Harvware Ace, 100 East 


42nd St., New York 17, N. Y 





MANUFACTURERS’ AGENTS 
INTENSIFIED COVERAGE BY 4 MEN COVERING 


JOBBERS & H INS, AUTOMOTIVE 
JOBBERS, & RETAIL CHAINS, ELECTRICAL 
JOBBERS, MILL SUPPLIERS, MAIL one 


P 
HOUSES. DEPT. STORE C 
TURERS WHO SELL OUTSIDE PRODUCTS THRU 
THEIR RETAIL DEALER ORGANIZATIONS. 
LEE E. LANE COMPANY 
624 So. Michigan Ave. Chicago, tilinels 








COLORADO - WYOMING - UTAH 


JOHN E. SCHMITZ 
1971 Ivy Street 
Denver 7, Colo. 
Intensive coverage of jobbers and retailers. 
Interested in standard products only. 











SALES ENGINEER 


17 years calling on wholesale hardware, mill 
supply and automotive supply concerns, avail- 
able thirty days’ notice. Would like connec- 
tion with manufacturer traveling Texas, Louisi- 
ara and Oklahoma. Draw, expenses or salary 
bonus and expense 











Address Box M-534, care of NAROWARE qe 
100 East ( 42nd Street, New York 17, N. 

—_——— _ —————— —_ —_—<— $$$ 

MANUFACTURERS—HAVE A . oe ES 
TABLISHED FIRM HANDL YOUR 
PRODUCT We are now covering * California, 
Washington, Oregon, Arizona, Nevada and Utah 
We have seven live-wire salesmen, and are look 
ing for lines of hardware, plumbing, electrical 
supplies, household — toys and farm products 
T.&S Sales Company, 11250 Rye St., North 

California 


ESTABLISHED MANUFACTURERS REP 
RESENTATIVE WITH SEVERAL HUwU!I 
DRED PRODUCING CONTACTS, wishes 
Items including Work Gloves and Glassware, for 
department, chain, drug stores and jobbers in 
the States of Michigan, Ohio and Indiana. Earl 
Morgan, 1415 Glynn Court, Detroit 6, Michigan 


(Classified Opportunities continued on page 242) 
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| —s accounts Wanted 


| [Business Oppotunitien ][ Business Opportunitien ] 





LINES WANTED, CAPABLE AND FINAN 
CIALLY RESPONSIBLE SALES ORGANIZA- 
TION desires to handle several well known lines 
in Missouri and Illinois, We contact retail and 
wholesale hardware and building material outlets 
Warehouse facilities. Write P.O. Box 805, St 
Louis 1, Mo 


WANTED—FOR HIGH TYPE AGGRESSIVE 
REPRESENTATIVE covering Western Penna., 
Ohio, W. Va., Washington, D.C., Maryland 
and Delaware Staple Hardware Item from old 
established firm preferred If manufacturer 
wishes smooth relationship and good servicing 
towards their accounts, address William T. Christ- 
man, Pyramid Dr., Apt. F-8, c/o Brentshire 
Village, Pittsburgh 27, Pa 








FOR SALE—ESTABLISHED HARDWARE 
STORE, with Complete Hardware and Appli- 
ance Stock, in Southwest Part of Michigan. For 
further information inquire Box M-536, care of 
Harpware Acre, 100 East 42nd St., New York 


17, N 


FOR SALE 


| yrs Same Location. Approximately $30,000 in 
ventory; will do about $80,000 in sales this year 
Must be cash Address Box M-541, mg of | 
Harpware AGe, 100 East 42nd St., New York | 
| 17, Yy 


[Positions Wanted] 


POSITION WANTED EXPORT MAN 
AGER SPECIALIZED IN HARDWARE. En- 
glish, French, German, and Spanish speaking, 
interested to work for large hardware manufac 
turer Address Box M-531, care of HARDWARE 
Acr, 100 East 42nd St., New York 17, N. ¥ 


POSITION WANTED—25 YEARS’ EXPE- 
RIENCE in Retail Hardware, Tools, Paint, Wall 
paper. At present employed as manager of store 
Prefer Metropolitan New York or Northern New 
Jersey. Address Box M-524, care of HARDWARE 
Ace, 100 East 42nd St., New York 17, , 


WANTED POSITION WITH LARGE 
MANUFACTURER, who is interested in Ken 
tucky, Tennessee, and So, Ill. territory, well 
familiar with all lines of the Hardware business. 
18 years’ experience on territory calling on hdwe. 
jobbers, lumber dealers and large hdw. and elec 
trical dealers, well acquainted on territory. Ad 
dress Box 506, Paducah, Ky 


HARDWARE MAN SEEKS RESPONSIBLE 
POSITION. Age 28, married, now employed at 
well-known company. Thoroughly experienced in 
builders hardware, tools (precision, hand, ma 
chine), electrical, plumbing. Daily work includes 
quotations, sales correspondence, buying. Knowl 
edge stock control, display Good electrical and 
mechanical education Prefer New York City, 


Long Island or Vicinity Address Box M-526, 
care of Harpware Ace, 100 East 42nd St., New 
York 17, N. ¥ 


GOOD DETAIL MAN, BROAD OFFICE 
EXPERIENCE includes sales letters, quotations. 
analysis, catalogue, advertising production, war- 
time procurement, priorities, office management, 
12 years with one hardware manufacturer, miar- 
ried, B.S. degree, sensible salary requirements. 
Prefer N. Y. or Penn State outside of Metro- 
politan Area. Address Box M-464, care of Harp- 
ag Ace, 100 East 42nd St., New York 17, 
S. Ws 
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INTERESTED IN BUYING CLOSE-OUTS 
DISCONTINUED LINES—Special Sale Mer 
chandise for Cash. Manufacturers Seconds Bought 
On Contract Basis. Send samples and complete 
information. Not mterested in small quantity lots. 
Write, wire, or call Melford F. Brandenburg, 
1355 Market Street, San Francisco, California 
Tel. Unl 2727 ex. 143. 


A SUCCESSFUL HARDWARE, ELEC 
TRIC AND HOUSEHOLD EQUIPMENT 
BUSINESS operating several stores in Western 
Pennsylvania for over 50 years desires to sell 
because of age of the principal owner. Complete 
heavy stock; no indebtedness; 1947 sales were 
over $475,000.00; Principal owner will accept 
mortgage on buildings, rent or sell buildings with 
business, Reply Box M-511, care of HARDWARE 
Ace, 100 East 42nd St.. New York 17, Y 


WANTED HARDWARE STORE IN|} 
FLORIDA Must be well established and have 
good clean stock Address Box M-544, care of 
Harpware Acr, 100 East 42nd St., New York 
i, Ieee 








SALES — DISTRIBUTION 


Do you produce one or a few 
Hardware Items that sell to: 


Hardware Jobbers, Large Dealers, 
Contract and Lumber Accounts. 


We offer to one Manufacturer 38 experienced 
(5 to 25 years) Salesmen covering the entire 
country. 


Old established Eastern Manufacturer to sup- 
plement existing line will consider sole dis- 
tribution as above to a reputable producer. 


Address Box M-528, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 











WILLIAMSPORT, PA. 


$150,000 gross in ‘47. General farm, garden, 
and auto supplies, appliances, toys and sport- 
ing goods. Stock at cost: Average inventory 
$60,000. Modern building, leased or purchased. 
IlIness forces sale. No good will chargad. 


MALLALIEU - GOLDER, INC. 
REALTOR, WILLIAMSPORT, PA. 








MODERN HARDWARE | 
| STORE LOCATED UNIONTOWN IN WEST 
ERN PENNA.; COUNTY SEAT. Operated 35 | tory 


| Can make jigs 


ewe products, 


PERIENCED 
SALESMAN, 


business: 
to handle; 


TOOL AND DIEMAKER. 30 YEARS’ EX- 
| PERIENCE, age 50, wants to join a going fac 
as partner or buy an interest, where my 
| services are an asset. I operate all machine tools 
and fixtures and do experimental 
, best references, confidential. Address Box 
M-539, care of Harpware Ace, 100 East 42nd 
st., New York 17, N. Y. 


OPPORTUNTIES IN MANY COMMUN 
TIES FOR THE PURINA FRANCHASE — 
Purina Chows for livestock and poultry, sanita 
farm supplies under Checkerboard 
rural America’s best known trademark. 
Find out what being a Purina Dealer can mean 
to you. Write Dept. C., Ralston Purina Co., 


heckerboard Square, St. Louis 2, Mo. 


HARDWARE; I AM LOOKING FOR EX 
MANAGER OR OUTSIDE 
to join me in established factory 
machinery 
reason expansion, too much for one man 
to a good man am willing to sacrifice 
half share: $15,000. Replies strictly confidential: 
location Newark, New Jersey. 
M-487, care of Harpware Acz, 100 East 42nd 
New York 17, N. Y 


supply store, mechanics tools, 


Address Box 





WHEN YOU WANT TO BE HEARD 


100 East 42nd St. 








Speak to the right "class''—in 
the Classified Opportunities 


Section of 


HARDWARE AGE 


New York 17, N. Y. 
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WRITE FOR OUR CATALOG 
of PROFIT MAKERS 








HALL-WESSEL CO. 
1719 North Second Street 
PHILADELPHIA 22,':PA 




















. THAN PUTTY 
Lasts longer! Does the work better! That's 
why more and more customers demand Flexiseal 
Glezing Compound. Used for glazing wood and metal 
sashes, pointing, etc. Flexiseal adheres tenaciously, sets 
firmly forming a tough weatherproof surface, remaining 
plastic underneath. Flexiseal is the perfect seal against the 
elements. Makes money for you. 
For additional data and prices write 


IO S3545 
45 IRVING STREET MALDEN, MASS. 


“ BRUSHES 


Touch-Up Bronzing 
Marking Varnishing 
Enameling Lacquering 


LAN IDJEIN BP JU BT al ay 4 








boxes 


M. GRUMBACHER 


Send for Descriptive Folder. 


Order from your Jobber 









mMcCambridge & McCambridge| 





TYING TWINE 


BALER TWINE 


PSS SS SSS SSS SSS SS SSS SSS SSeS sess eee eeeeeee 


BUILD SALES BECAUSE 
THEY SHOOT ACCURATELY 


H &R "Series Fifty" Rifles with 


Exclusive ''Bull's-Eye'’ Broach Rifling 
H & R SERIES FIFTY 


LEATHERNECK — Medel 150 — Semi-cutomatic — Retail $49.50 
SPORTSTER — Model 250 — Beit Action Repeater — Retail $29.95 
PAL — Model 550 — Single Shot Bolt Action — Retail $19.95 


Enjoy greater profits on every H & R sale with the H & R Direct-to 
Dealer Sales Plan that puts middleman profits in your pocket 


HARRINGTON & RICHARDSON ARMS CO. 


335 Park Avenue, Worcester 2, Mass. 





OVER 80 YEARS’ EXPERIENCE 


PRIEST’S 
CLIPPERS 


Triple plate—copper, 
nickel, chromium finish. 
Ball bearing, easy action. 


Over 80 years’ experience. 


ASK YOUR JOBBER 


AMERICAN SHEARER MFG. CO. 


NASHUA, NEW HAMPSHIRE, U.S.A. 














— - > 

















“When your customers ask for 


a BETTER OIL they 







Preferred by Fishermen and 


Hunters for Reels, Guns, Knives 
RETAIL DEALER PRICE 

size PRICE FOS JOBBER 
EACH PER DOZEN 

3 Oz. Cans $0.40 $ 3.20 

Pints 1.60 12.80 

Gallons 












PREVENTIVE 


aat 
BALTIMORE, MARYLAND aneemeane? 








There are no substitutes for quality— 
stock and sell genuine RED DEVIL tools. 


Complete Catalog Available 


RED DEVIL TOOLS. Irvington 11,N.J.,U.5.A. 


GLAZIERS 
POINTS 
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Edges Won't 
Curl nor Split 


— because their blades 
are made of TEM-CROSS 
Ingersoll Process Steel. 


It Is cross-rolled to give an 


interlockin 
and heat- 





9 mesh-grain structure 
a 


keenness and to resist curling 
and splitting. Write for prices 


INGERSOLL SHOVELS 
“A Borg-Warner Product” 
Address Dept. H.A. 
INGERSOLL STEEL DIVISION 


Borg-Warner Corporation, New Castle, Ind. 


eated to hold edge 

















TRADE MARK REG. 


SOLDERING FLUX 
Liquid and Paste 


For customer satisfaction and more 


profits to you. 


Sells on sight from self - selling 


counter display cartons. 


See your jobber or write 


RUBY CHEMICAL CO. 


Columbus, O. 


58 McDowell St. 

















broader market 


Sewell draft controls in a 
complete range of sizes. 

The new No. 904 in the 4, 
5, or 6-inch size with com- 
pletely new finger-tip adjust- 
ment achieves an 
rate of draft which provides 
fuel economy heretofore not 


possible. 


Write Today For Details 


COLE-SEWELL ENGINEERING co. 


2288 University Ave. 


A New 
DRAFT KOREKTOR 


New Sizes—New Adjustments 


You can now cash in on a 


with Cole- 


unchanging 





Saint Paul 4, Minn. 








Genui"° DOMES & SILENCE 
SLIDE SILENTLY - SOFTLY - SMOOTHLY 


SAVE FURNITURE 
& FLOORS- ween QUIET 


Name 
on e0ch genuine 
Domes of Silence 
chairs and all furniture 


SLIDE SILENT 
50c SET-15¢ SET-10¢ SET SAVE FURNITUR 


Ask yeur Jobber 


244 


“Domes of 


Rubber Cushion Glides 


For Tile, Marble, Cement and 
Noiseless. Sizes for metal teds 





If he is not supplied write to 


DOMES of SILENCE, Inc., 35 Pearl St. N.Y. C. 





©00e@ Iudexz lo Advertiser 0880 

















A 
Adirondack Chair Co. 226 
Advance Furnace Co. ...... 74 
Advance Pump Co. ........ ‘ 221 
Air Control Products, Inc..... . 4 
Air Express Div. . .. 159 
Akron Products Co. .............. 72 
Aladdin Laboratories ........... 231 
Alston-Lucas Paint Co. ; . 195 
| American Cabinet Hdwe. Coro. 60 
| American Chain & Cable Co. . 94 
| American Floor sunning Mach. 
| Co. ; . 182 
| American Grease Stick Co. . 185 
American Import Co. ............ 238 
American Pad & Textile Co. ..... 234 
American Screw Co. ............. 207 
American Shearer Mfg. Co. 243 
American Turpentine Farmers 
Ee Cicilig iriawrinsaiccd Dalen . 4 
Anchor Wire Corp. pee 226 
Armstrong Bros. Tool Co. .... 174 
co Se 16 
Atlas Nail Co. ...... janes ae 
Atlas Press Co. a oieioanResaiidieabceae 77 
Automatic Products Co. ...... 144 
Autoyre Co., The owrnben 65 
B 
Ballonoff Metal Prod. Co. ; 84 
Barridon Oil Burner Products, Inc. 239 
Behr-Manning Corp. ........ is 
Bennett-Ireland, Inc. 70 
Bethlehem Steel Co. 20 
Black & Decker Mfg. Co. 34 
Blaisdell Pencil Co. . 210 | 
Bolens Products Div. 162 
Brearley .Co. 64 | 
Brooks & Sons, M. S. 230 
Buffalo Bolt Co. : 71 
Burpee Co., W. Atlee 86 
c 
Cabot, Inc., Samuel 186 
Calf-Teria Co. iivenkexscal 
Camillus Cutlery Co. ............ 152 
Carborundum Co. See 
| Carlson & Sullivan ............. 228 
| Casco Products Corp. ........... 6-7 
Central States Paper & Bag Co. 219 
Chair-Loc Co. ......... 232 
Cheney Hammer Corp., ‘Henry 18 
Chicago Die Casting Mfg. Co. 56 
Chicago Wheel & Mfg. Co. ... 8! 
|/Chisholm-Ryder Co. ............ . 223 
| City Plating & Mfg. Co. ...... .. 66 
gE See 201 
| Clarke Sanding Machine Co. 4! 
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“Schultes 


*Reg. U. S. Pat. Off. 
The MODERN 
Precision Level 

with Pre-Adjusted 

Spirit Vials 

| e@ Schultes Spirit Vials are adjusted at Factory. 

Anyone can insert Vials on spot to accuracy of 1/10 of 1°. 

e A great selling point to user! Eliminates bother of returning Levels to 


factory for repair. 
e@ Interested in handling complete line? Write for details. 


SCHULTES LEVEL INC 


17403 GABLE e DETROIT 12, MICHIGAN 


* Schultes Level 


*PATENTED AND PATENTS PENDING 
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SPRAYERS - DUSTERS 





. DOBBINS MANUFACTURING co. 
ELKHART, INDIANA 










KLIPPER GRASS WHIPS & WEEDERS 


Finest quality material and workmanship. 
Ladies pattern retails profitably at 89 cts. 
Heavy style, 98 cts. 

Dandelion Weeders — long or short 

styles of the same fine quality. 

Ask Your Jobber. 


MIDWEST PRODUCTS CO. 
HICKMAN MILLS, MISSOURI 
Successor to 
Robe Mfgs. Sales Co. 























K-D NAILPULLER 













K-D #90 Nailpuller is only 12’’ long 

. Small enough to carry in your 
pocket! Pulls up to tenpenny nails 
easily. Counteracting jaws, rustproof 
finish. Packed 6 to carton with at- 
tractive counter sales display. Easy 
to sell. Order now. 


Drive Jaws 
under nailhead 


K-D Mfg. Co., Lancaster, Pa. 
Write for Catalog 











Extra leverage 
if necessary. 
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WALTON TOOL BOXES 


THEY SELL AND SATISFY— 
PAY GOOD PROFITS 


MADE FOR MECHANICS 


Twenty years’ experience in making metal boxes guarantees 
Walton quality. Mechanics prefer these stoutly constructed, 
compact boxes with numerous exclusive improvements. 


Special Features 


Rounded corners. Extra length for long handled wrenches, 
wrecking bars, other long tools. 24 gauge steel. Built-in 
continuous hinges. Sturdy suitcase bolts, and handles. Wrinkle 
enamel two-tone finish. Smooth enamel trays. 


HIP-ROOF 
CANTILEVER 
MODEL with 
4 TRAYS 


2 sizes 


Divided and 
Undivided 
Trays 





FAMOUS WALTON GRIP-LOC BOXES FOR FISHER- 
MEN AND MECHANICS ARE AVAILABLE AGAIN! 


Order from your jobber. Write direct to ws for new Cofclog Sheet 
illustrating and listing afl styles end prices. 


WALTON PRODUCTS, INC. 


218 Madison Street Dept. 65 Woodstock, Ill. 











ee ee ee ee 
The famou Yaughan Can 
r 1s squore or 

i twist of the 


eel construction 


Double shoulder 
gives positive seal, 
prevents gas leak- 
age. Display card 
(left) free with 2 
dozen stoppers. 


“GAS-TITE” EXPANSION STOPPER 


WORLD'S LARGEST MANUFACTURERS OF 
BOTTLE OPENERS AND CAN OPENERS 





NOVELTY MFG. CO. 3211 CARROLL AVE., CHICAGO 24, ILLINOIS 
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$4 
4 


Made of Finest Alloy Steel 
Heavy Gauge 

Correctly Tempered to With- 
stand Heavy Factory Use 
Each Blade Attractively 
Packaged & Labeled 


RIP CROSS CUT 
& COMBINATION 


Deliveries Made 
From Stock, 
Mail & Phone 

Sell These Saws 

At 
COMPETITIVE 
PRICES and 
Make a 
GREATER PROFIT! 


Manufacturers of 

Circular Sows, Band 

Saws, H. S. Planer & 

Jointer Knives, Moulding Blonks, 
Beveled Edge Shaper Steel, Dado Sets 


ETTE SAW & KNIFE. INC. 
115. BANKER STREET BROGOKLYS 22. 8. ¥ 


MYERS dealers share the popu- 
larity that stems from 77 years 
of progress in the manufacture 
of highest quality pumps and 
water systems, 
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